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Irwin Auger Bits and Screw Drivers have been strictly 
“GI.” In no way do they conform to the fine quality 
finish of IRWIN HI-LITE of pre-war days. The “GI” 
tools produced by Irwin are made strictly under Govern- 
ment limitations. They are not made to look pretty, but 


they will do a fine job. 


There will be NO reconversion problem for IRWIN. 
We are ready to go as soon as we get the green light. 
We have plenty of plans and new ideas for post-war but 
until that time may we suggest that you buy cautiously 


and wisely. A heavy “GI” inventory could prove costly. 


THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO 
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No more severe test could be put to any paint brush than to survive universal service 
with our armed forces. WOOSTER Foss-Set nylons have come through with flying colors 
and they hold the greatest promise for post-war consumer acceptance. The availability of 
these miracle brushes for civilian use continues to be restricted because of urgent mili- 
tary needs. The old adage “good things are worth waiting for”, definitely applies to i 
WOOSTER Foss-Set nylon BRUSHES. ° 


WoosTeR 334 BRUSHES 


THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
BRUSH MANUFACTURERS SINCE 1851 — THRU 4 WARS 
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WE PUT THIS IN THE OCTOBER 28th POST 


TO TELL FOLKS IN YOUR COMMUNITY THAT— Yale Puts 3 ““Prime-Movers” 

1 ...the Hardware Dealer can supply many things that will help into Your Store 
make the heating system of a home as nearly 100% effective as 
possible— 

2 ...the Hardware Dealer should be called on very soon for things 
that can help “fix up” and “spruce up” a home— 

3 ...the Hardware Dealer has many items that make staying home 
more profitable and fun. 

4 ...the “Local Hardware Store is the place to Shop”. 


THE YALE & TOWNE Stimrono, conw..v. s. « 


Hardware Age, published every other Thursday by Chilton Oo. (Ine). Entered es second-class matter March 24, 1938, et the Post Office at Philadelphia under the Act of 
March 3, 1879 ( Printed in U. 8. A.) $1.00 per year. Single copies, 25¢ each. Vol. 154, No. 9. 
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JUST AROUND THE CORNER! 
—the new Ingersoll Alarm Clocks— 
Pocket Watches—Wrist Watches 


...Tich in post-war beauty, | 





tagged with a post-war price! 
Products of | 


The United States Time Corporation. 


Sngewot 


The Most Famous Name in Time 





: 









* * 





HARDWARE AGE | 






























Portrait of Ten Million Women. 


No two women are alike—’though all are the same—in the 


thinking that makes them choose Pearl-Wick hampers! ‘ i 





For every Pearl-Wick is a practical necessity with a luxury look 
... built for quality and priced for quantity. It’s the hamper 
that caters to women’s pride of possession—and practicalness. 


| That’s why it’s the hamper they buy! 


hampered > DESIGNED AND Bunt | A) | ita 
fe L S 
_ y. > BY HAMPER SPECIALISTS 


PEARL-WICK CORP., LONG ISLAND CITY 2, 
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POT OF GOLD for retailers! Genuine Silex is a profit- 
maker, because Silex is ‘““24K’’—the standard by which all 
coffee makers are judged. 


GOLDEN PRESTIGE for your store! Silex adds to your 


reputation for carrying the top brand in every line. 


THE REAL THING! No need to apologize,“‘As good as 
Silex.”’ Millions already know that “‘only a Genuine Silex can 
make Silex coffee’’—Silex ads are telling millions more. 


GOOD AS GOLD on your shelves! Silex turnover is 


another exclusive Silex feature that can’t be copied. 


GOLDEN TOUCH in advertising! Silex national ads 


are telling more people . . . more times . . . that only Genuine 
Silex can make clear, full-flavored Silex coffee, because only 
Genuine Silex has the patented FLAVOR-GUARD filter. 


GOLDEN OUTLOOK ahead—with Silex! Sensational 


new Silex automatic electric steam iron will soon be in pro- 
duction, followed by important coffee maker developments. 


4: 


SOGt wees S1ernteeee we vat Ore 


THE SILEX COMPANY - HARTFORD I, CONN. 
Creators of the Glass Coffee Maker Industry 
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DEALERS: Write today for the 
Coolerator Protected Profit Program 


For ten years, Coolerator has meant refrigeration profits to 
dealers, who sold almost 1,000,000 of the famous Coolerator 
Ice Refrigerator! Here’s a chance for even bigger profits with 
the new COOLERATOR ELECTRIC! This amazing new 
refrigerator has the five advancements women have asked 
for—including extra space for bottles, roomy frozen storage 
space, hermetically-sealed refrigerating unit. Its stream- 
lined design, top-flight engineering, and construction are the 
finest! Plus all this Coolerator presents an aggressive mer- 
chandising and advertising program. 

Since Coolerator has been engaged in active wartime re- 
frigerator production, you can depend on early postwar de- 
liveries! Write for COOLERATOR PROTECTED PROFIT 
PROGRAM! 








So etretindeeneesmsnnsnennatiocsesnencne dieters 
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GW coo.tnaton 
HOME FREEZER 
The mechanically operated Cool- 
erator Home Freezer is just what 


gw. COOLERATOR 

ICE REFRIGERATOR 
Dealers put the Coolerator Ice Re- 
frigerator in almost a million 
homes! It has been a continuous 
source of profits to dealers during 
the wartime period. Its 4-way cir- 
culation keeps fresh foods fresh 
longer, protects vitamins and elimi- 
Mates the need for covered di 
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housewives everywhere have hoped 
for! It freezes and stores fresh 
fruits, vegetables and meats in- 
definitely and is priced to fit mod- 
est incomes. When you write for 
the COOLERATOR PROTECT- 
ED PROFIT PROGRAM, ask 
for more information about the 
Coolerator Home Freezer. _ 


THE COOLERATOR 
COMPANY 


DULUTH 1, MINN. 


BUY WAR BONDS TODAY 
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AMERICA’S 
“WATCH” 
ON THE RHINE 


5 oH “brain” of this blockbuster is a deli- 
cate fuse that must detonate, at the right 
moment, the deadly cargo. These fuses are 
built like a watch, and are as accurate. They 
must be accurate, since the only difference 
between devastation and a “dud” is a fuse 
that fails. 


We consider it an honor, and a tribute to 
our many years of watch-making skill, that 
Ingraham of Bristol should be one of the 
craftsmen entrusted with the production of 
these “watchworks” of victory. 


We are engaged totally today in the man- 
ufacture of many high precision parts for the 
government. But we can assure you that 
when peace comes, you may again rely on 
Ingraham for timepieces of distinction at 
prices that mean sound profit for you, high 
value for your customers. 


THE E. INGRAHAM CO., Bristol, Conn. 


The Ingraham Wrist-fit Wrist Watch is an 
excellent example of precision manufac- 
ture combined with mass production 
methods. A beautiful, rugged watch at a 
price anyone can afford to pay. 


THE RIGHT TIME 
AT THE RIGHT PRICE 
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SINCE 


PEARL HARBOR 
... STEWART-WARNER Has Shipped 








More Than 1200 Carloads of Radios, 

























Communication and Direction-Finding Equipment 
7 to the Army and Navy! | 
| 
“ oo This equipment was shipped on time! It totals more than | 
=) 
He 12,000,000 pounds of highly technical apparatus—or a train | 
, They nearly 12 miles long! It includes transmitters, signalling and 
“pred direction-finding equipment, two-way transmission units and 
electronically controlled instruments and devices—and much 
ite to other equipment we can’t talk about. And we're still producing 
pus it at full speed! 
mn of 
nan- 
r the | 
that 
r on 
. at 
igh i 
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Another Product o 


| 

STEWART | 
WARNER ! 

~~ | 

| 





Radio Division of 


STEWART.- | 
WARNER CORPORATION SE | 


Chicago 14, Illinois 
OCTOBER 26, 1944 








Pyt it down. - 
and let 
the traffic roll 


Here’s low-cost ° skid-proof 
rot-proof heavy-duty PROTECTION 
for any heavy traffic floor 


institutions, stores, Comps and Rubberlike is completely skid-proof, eve" when wet. It 


Gooo news for factories, insti 
pe floor runner—Rubberlike— 


it to take the hardest punish- 
ment on all heovy 
and note the difference. Rubberlike 
cons that quiet noisy floors, 
cover dangerously-worm floors, and moke any floor 


won't slip, crock oF curl, literally hugs ony floor. 


Rubberlike floor runners have 
hardest war-time uses. No special upkeep, 
tenance problem. Rubberlike con be rolled, stored, and 
ynrolied again ond again. Rubberlike Stair Treads, 0% 
hove all the qualities of the runner, in handy tread sizes. 


quieter, sofer—easier to walk on and work on. Easy to install. They're built to take the wear, 
provide slip-proof safety for ony stair. 

Rubberlike needs nO priority. Available in 27 or 36- 
inch widths, you can order i from your local 
supplier—or write Bird & Son, inc., 
for a sample. There's nothing quite like Rubberlike. 


THE 10-SECOND sTORY OF 


RUBBERLIK 


No Special Upkeep 





Low-cost ° 
Skid-proof * Water-proof ° Rot-proof 
Heavy-Duty ~ 
Any Floor * Extra Resilient No 
Priority ° Speeds And Quiets Traffic 


Preserves Floors 


Long-life ° Hugs 





Rubberlike is only 

one of the quality 

products which Bird now 
produces by its exclusive 
method of Controlled Production. 
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ELECTRIC COMPANY, INC. 





PAWTUCKET @e RHODE ISLAND 


OCTOBER 26, 1944 








oS WHITE CROSS Appliances 


TODAY... WHITE CROSS is “in 
the service”—lock, stock and barrell Has been for 2 years 
and will be until the shootin’s over . . 


TOMORROW .... WHITE CROSS will step 
out with a line of appliances, more dazzling than ever before... 
Remember, for 50 years, White Cross has been tailored to the 
jobber: minimum inventory—steady turnover! 








NARROW-NECK HAND-DECORATED 
COFFEE MODELS 








. AUTOMATIC POP-UP TOASTER 

AUTOMATIC TOASTER, 
WIDE-MOUTH HAND-DECORAIED JAM AND JELLY TRAY SETS AND TRAY SETS 
TRAY SETS 




















AUTOMATIC AND NON-AUTOMATIC NEW TWIN santa te AND 
WAFFLE IRONS WAFFLE IRON WAFFLE IRON 




















AUTOMATIC AND NON-AUTOMATIC mee 

HEATING PAD FLATIRON, HOT PLATE MODELS \ self-4 
SELECTION LIGHT AND HEAVY WEIGHT IN VARYING SIZES AND SELECTIVE HEATS if 

Holl; 


plate 
1 yy ” 


NATIONAL STAMPING & ELECTRIC WORKS 


3230 WEST LAKE STREET * CHICAGO 24, ILLINOIS 








ESTABLISHED 50 YEARS PAC 
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PLASTIC PULLS... 


that pull sales for you 


and save materials needed for war 





«NEW SPARKLE 
«NEW BEAUTY 
¢ POR YOUR HOMB 


MONTEREY 


Hollymade Products 
Customers are quick to see ... and buy ... from this colorful display. “oscil 99 0 
These smart plastic pulls and knobs sell themselves . . . for new homes... 
and for replacements. They’re vitally gay and better. Tough. Resilient. 
Will not chip, crack, fade nor tarnish. An occasional wipe with a wet cloth 
will keep them bright. Hollymade Pulls and Knobs come in 8 colors. 


Hollymade Pulls are packed 2 dozen to the box with 1%” washer - head 
self-threading screws. 


Hollymade Knobs are packed 2 dozen to the box with 214” C head nickel- Fi 
plated bolts and nuts except the Padre Knob No. 107, which is packed with = wr See 


1%” washer-head self-threading screws. 
A >... PRODUCT’ MADE ed. BY 


PACIFIC PLASTIC & MANUFACTURING CO., INC. PACIFIC PLASTIC AND MFG, CO., Inc. sstt 


48665 EXPOSITION BLVD... ‘ Los Angeles, California 


FOR HARDWARE OF CHARM...HOSPITALITY...AND PROFIT! 

















as \ DU TO the constant de- 
x om mand for informa- 
asl {FL tion on Kuhls Products by the in- 
(C dividual home owner, and orders 

L II being sent direct to us, we are now 

ae se packing Kuhls Elastic Products for 

the small home owner's use. Local Hardware Dealers 
—why not stock and sell these dependable products that 
have already established a world-wide reputation? 
They have been specified by Architects and Engineers, 
used in the Building and Industrial Field since 1889. 
They are the only original trade-marked “Elastic” 
Compositions. 




























we 


A few of the thousands of buildings throughout the 
nation on which Kuhls has been used: 


DuPont Building, Miami, Fla. 
University of Southern California 


Woolworth Building, N. Y. 
N. Y. City Building, N. Y. 
Empire State Building, N. Y. Biltmore Hotel, California 

Federal Court Building, N. Y. Los Angeles County Hospital 
Rockefeller Center, N. Y. Creilin Chemistry Building, Cal. 
Penn Station, N. Y. National Bank of Nicaragua, S. A. 
Post Office Building, N. Y. Capitol Building, Charlestown, W. Va. 


_ KUHLS HAS THE FACILITIES TO TAKE CARE OF YOUR NEEDS. 
IMMEDIATE DELIVERIES !N ANY QUANTITIES. NO PRIORITIES. 
WRITE NOW FOR PRICES AND DESCRIPTIVE LITERATURE. 

IF YOUR JOBBER CANNOT SUPPLY YOU, ORDER DIRECT. 


up. rRD MUHLS 


65th STREET & 3rd AVENUE BROOKLYN, 20 N_Y. 


















jsric CAULKING 
EL COMPOSITION 


Bulk or Tubes—For caulking around 
windows, doors, etc. 


atc GLAZING 
EUS COMPOSITION 


(The Original) For all types of window 
glazing. It will always remain elastic. 


pus TILELAST 


A cement ready to use for replacing and 
setting of loose tiles. Changes of tem- 
perature have no effect on it. 


s1¢ CANVAS 
ELI” PRESERVATIVE 


For waterproofing, preserving and mil- 
dew-proofing of canvas awnings, chairs, 
heavy sportswear, etc. It will not stiffen 


¢ CANVAS 
ELSI CEMENT 


For cementing canvas on outside decks, 
etc. 


ps waTERPROOF 
LINOLEUM CEMENT 


For cementing linoleum to iron, steel, 
wood. 
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She wasn't thinking of the dirt spot caused by fingers 
on a swinging door. If she had been she could have 
washed the spot off, but it wouldn't have been satis- 
factory in the long run, because she would have taken 
off the paint or varnish eventually and made the door 
even more susceptible to dirt catching. Today she 
could have a Formica laminated plastic push or kick 
plate which won't be visibly marred or worn by push- 
ing and kicking. 


Its color and finish will not tarnish or wear off with un- 
limited washing. Formica push and kick plates come 
in all convenient colors and sizes, individually packed. 
Colors harmonize with all doors. There can never be 
a damned spot where they are applied. 


FORMICA 
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Lady Macbeth 








THE FORMICA INSULATION COMPANY * 4646 SPRING GROVE AVENUE ° CINCINNATI 32, OHIO 
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HIGHLIGHTS | Postwar 





| MY BILL SAYS To 
FEATURING WM LOOK FOR THE 
THESE PRE-TESTED JY Cr apy on 
Riegel die) cvery Bue 
CUSTOMERS |p eed. Be 


GANGWAY ! 
I'M HEADED 


veatad ae |] sy ; ‘ : | | FOR AN EMPTY 
y ug MAYBE SOCKET- FILLING 
‘ PARTY # 
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; 3 ly LW if HE'D PUT 
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KEEP BUYING WAR BONDS KEEP 


16 
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WITH THIS 
G-E SUN 
LAMP, |'M ALL 
SET FOR A 
GOOD OLD 
SOUTHERN 
VACATION 
| 


BONDS You BUY 
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GOSH, AGNES, You os 
CAN'T USE A 
G-E LAMP 
LOOK BULB THAT @ 
way! § 


% 


HOW SWELL 

THESE G-E 

DISPLAYS TIE 

IN WITH THEIR : : 

NATIONAL 

ADVERTISING P] MANBE A G-E 
ret HEAT LAMP WILL 

KNOCK OUT MY 


LUMBAGO / 





FE] eo 
cTk Ch ey 
Sd Oe WHAT 
<4 ABOUT “MOVING 
THE SON? I'VE 
MOVED SONS 
AND GRANDSONS 
FOR THREE 
, GENERATIONS 


SHED A LITTLE 
LIGHT ON MY us 
baal sae: @y _\F You prop 
4 TAT BASKET, 
Siew CHUM, YOU'LL BE 
IN THE DOG- 
HOUSE TILL 

SPRING! 





A Postwar Retailer starts to cash-in by featuring — 


displaying — and selling G-E Mazda Lamps. 





Y wuy nor? 
I'M GONNA 
TAKE A 


-» VACATION 4 
> : ‘I 
4 


oo 


/ GERMICIDAL 


LAMPS! LET'S 
GET ONE FOR 
JUNIORS NURSERY 
SO WE CAN GETA 
LITTLE SLEEP 
AT NIGHT ! 


WHATTA CRowpb! 
HAVEN’T SEEN 
TRAFFIC LIKE 
THIS SINCE THE 

MAYOR'S PICNIC! 








LL kidding aside, the postwar 
sales prospects are brighter than 

ever before for dealers who display 

and sell G-E Mazda Lamps. 

That's because General Electric Lamps 

offer a/I these important sales features: 


1. They provide a steady year ‘round 
demand. . 


-2. They are nationally advertised. 


3. They bring customers into your 


store. 
4. They pay good profits. 
5. They are dependable, durable and 
non-perishable. 
Important advantages? Of course. And 
that’s not all. In addition, G-E’s post- 
war program includes a complete pre- 
tested window display service . . . 
unique new sales aids .. . and the only 
national radio program devoted ex- 
clusively to lamps and lighting! 
Better profits start with better pro- 
ducts. In your postwar planning, in- 
clude the high quality lamps most 
people prefer —G-E Mazda Lamps— 





Hear the General Electric radio programs: “The G-E All-Girl Orchestra” Sunday 10 p.m. EWT, NBC; “The World Today” news every weekday 6:45 p.m. EWT, CBS 
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The Stirring Drama of the Men who Built America 


Here is a story wrought from the muscle and sinews of our na- 
tion! The thrill-filled romance of a man who fought his way 


to power and riches... and the girl who believed in his dreams! 


M-G-M PRESENTS KING VIDOR’S PRODUCTION IN TECHNICOLOR 


& = AN American Romance 7, 
S| “=! BRIAN DONLEVY ! 


with ANN RICHARDS - WALTER ABEL 
JOHN QUALEN : HORACE McNALLY 


Screen Play by Herbert Dalmas and William Ludwig 
Produced and Directed by KING VIDOR «+ A Metro-Goldwyn-Mayer Picture 
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DIETZ No. 2 “‘D-LITE”’ 
STREAMLINE LANTERN 


Substantial demands for government use of 
DIETZ LANTERNS in Army, Navy. Marine, 
Ordnance, Maritime, Lend Lease, Re-habili- 
tation, and other war bureaus, naturally 
come first with us. 


Jobbing trade needs for agriculture, indus- 
try and safety purposes must be limited to 
the most essential and urgent requirements. 


DIETZ “‘LITTLE WIZARD“ 
STREAMLINE LANTERN 


DIETZ ‘““MONARCH’’ 
STREAMLINE LANTERN 


With restrictions on use of controlled 
materials, with shortage of manpower, and 
need to observe priority rules, delays are 
inevitable. Yet we fully appreciate the 
favors of our long-time friends in the hard- 
ware trade and are doing the very best we 
can to serve their needs in these times. 


R. E. DIETZ COMPANY, NEW YORK 








Keep wick properly trimmed 
—replace it when necessary. 
To properly trim wick, cut 
straight across top—trim away 
any extended or loose threads. 
Nick the corners slightly. 


Always keep filler hole cov- 
ered—if cap is lost, replace 
it. At times when fuel is low, 
drain out fount to remove any 
accumulated moisture to pre- 
vent pitting, leaks, etc. 


Output sold exclusively through the reg- 
ular jobbing trade — no private brands 








METZ | 


DIETZ LANTERNS ARE MADE OF SCARCE MATERIALS 


Have your customers keep their lanterns in good repair 








DIETZ LANTERN GLOBES 
and WICKS are constant sell- 
ers. We recommend a good 
stock of globes and wicks, 
with a smaller stock of burn- 
ers and filler caps for main- 
tenance and repair. 


Keep globes clean. Dirty 
globes reduce visibility. Re- 
place damaged globes. Never 
turn wick too high. This creates 
soot, clogs tubes, reduces air 
flow, cuts down candle power, 
wastes kerosene. 


Look for this DIETZ trade mark on every lan- 
tern—your guarantee of quality since 1840 
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New Point-of-Sale Booklet 


saves time, speeds sales 


builds customer good-will— 


YOUR FREE COPIES ARE READY 


How many of these new 4-page folders can you use? They tell in 
brief copy and pictures the important “do-s” and “don’ts” your cus- 
tomers want to know when they are buying and installing wire screen. 


Placed at your screen counter within easy reach, these little “How- 
To” booklets will create and catch customer attention, save your 
clerks time and explanations and build good-will for your store. The 
booklets.are simple, practical and easily understood. 


Hanover, makers of quality wire screen cloth for over 40 years, will 
provide you with all the free copies you can use without obligation 
on your part. They fill a real need and are our way of proving our 
good-will to you. Write for your sample copy today so you can tell 
us how many you will need for the coming season. 


HAN OVER 


WIRE CLOTH COMPANY 


HANOVER PENNSYLVANIA 


Sales Representatives in BOSTON, NEW YORK, ATLANTA, NEW ORLEANS, KANSAS CITY, CHICAGO, 
SAN FRANCISCO, LOS ANGELES, PORTLAND, OREGON 
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"Super-Apex''—Zine Electroplated 
"Vulcan"—Black Painted 
"Golden Rod"—Golden Bronze 
"Oriental"—Antique Bronze 


“Marine"—010 Bright Bronze 


"Crescent"—Bright Copper 
“Colonial"—Antique Copper 


“Acme"—Aluminum 


* Special Alloy Production limited to these 
brands and Special Mesh on Request. 


cloth , Company 







PRIORITY 
PASSENGER 


@ There’s no substitute for rope when rope is needed! 
Nowhere is this more true than on the battlefronts and 


the high seas. 


The requirements of our armed forces for rope are 
enormous . . . and the supply is limited. That’s why even 
the most essential jobs in industry have had to be per- 
formed without enough rope. Our hat is off to the workers 
on the home front for the way they have carried on 
under great difficulties. But we cannot afford to relax 


. - not just yet. 


WlL.ile there’s little rope to sell, you can keep the good- 
will of customers by showing them how to save the rope 
they now have. Write to us today for free copies of the 
WPB sponsored booklet, “The Rope You Save Fights 
For You.” 


PLYMOUTH 


THE ROPE YOU CAN TRUST 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Massachusetts and Welland, 
Ontario. Division Offices: New York, 
Heuston, San Francisco. Warehouse 
New York, Boston. 
Houston, 
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Ta-pat-co 


WITH THE RED RUST-PROOFED HOOKS. STAYS PUT 
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Wick and Spen are working for your Uncle 





@ Right now, your Uncle—the one with the whiskers—is 


WE'LL BE BACK 


. and we ws it won’t be long 
7 : from now, with all you want of these 
good service .. . and gets it. san enallig’ Nnoliosas cos ie 
booed you remember as famous for 

friendly service and satisfaction. 


INSECT SCREEN CLOTH 


affair and we've all got to pitch in and show the world that Famous “Clinton” and “Gold 
Strand” Brands. 


nobody can pick on our Uncle Sam and get away with it. POULTRY NETTING 
Hex Mesh and Straight Line 
; ; i “Clinton” Brand. 
Until the knock-down, drag-out battle is over we are trying HARDWARE CLOTH 
. : ge . “Clinton” Brand. 
to allocate available supplies of Wickwire Spencer Hardware BPE a ges aa 


Products as fairly as possible. And we’re looking forward ara ghd 


, "= : DOOR SPRINGS 
to the day when we'll be able to give you as good service as “Perfection” Brand. 


our biggest customer. He places the orders . . . demands 


We know you don’t object, because after all this is a family 











we're giving Uncle Sam. 


WICKWIRE SPENCER STEEL COMPANY 


and Subsidiary, American Wire Fabrics Corporation 
500 FIFTH AVENUE NEW YORK 18, N. Y. 


Abilene + Buffalc - Chatiancega - Chicage + Detroit - Houston + Los Angeles « Philadelphia - San Francisco + Tulsa + Worcester 
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YOUR GOOD NAME 
-- AND OURS 


“Consumer confidence” is much more than just a term that sales experts 
use. It means the confidence of your community in you, the dealer, as 
well as in the merchandise you sell. 


When prospective buyers see your good name linked with Goulds, you’re 
building a sound and lasting basis for a successful water system business, 
for in the tie-up of your name with ours you’re generating “consumer con- 
fidence” that you can capitalize profitably. 


With full confidence in its dependability, you can recommend a Goulds 
Jet-O-Matic Water System to fill your customer’s needs as faithfully and 
efficiently and economically as other Jet-O-Matics are filling the needs of 
thousands whose confidence in its superiority has been justified by years 
of service. 
Your confidence in the Goulds Jet-O-Matic— 
and your customer’s—can be bolstered by the 
fact that for several months prior to the war, 
far more Jet-O-Matics were sold than any other 
make of jet type water system. 


You can count on the satisfied purchaser of a 
Goulds Jet-O-Matic to bea likely prospect for 
many other things that you sell for utilizing 
running water—after he’s installed his Goulds. 


Just as soon as Uncle Sam says “GO!” we'll 
step up our production of water systems for 
farm and home use. You can count on us then 
to take care of your full needs for Goulds 
Water Systems and for full cooperation in 
sales, merchandising, promotion, installation 
and servicing. 


THE GOULDS JET-O-MATIC 
The ultimate in low-cost, trouble-free, 
adequate-capacity water systems 
for the farm. 











DS WATER SYSTEM 


L 
on DEPARTMENT 


Goulds Water Systems will provide the sound 
foundation for establishing’a Goulds Water Sys- 
tem Department as an exceedingly important and 


profitable part of your future business in the rich 
rural market. 


After you sell a Goulds, its owner becomes a 
likely prospect for many running water accessor- 
ies, from milk coolers to bathtubs, from garden 
hose to washing machines. 


For your full share of this profitable business, 
depend on dependable Goulds to help make your 
Water System Department successful. 


We will furnish you with a complete program 
of advertising and merchandising and promotion 
support, including a highly effective direct-mail 
campaign to secure prospects at low cost; will 
provide you with full facilities for instructing 
your salesmen in installation work and servicing. 





GOULDS PUMPS, Inc., Seneca Falls, N.Y. 


BETTER and BETTER PUMPS ... and ONLY PUMPS ... for 96 YEARS 























= Saver of Lost Fleets 


Ac the bottom of the sea lie thousands upon thousands of 
tons of smpping—millions of dollars in cargoes and ves- 
sels. Pearl Harbor, the Bay of Naples, Massawa are typical 
examples, Thanks to Navy Salvage Ships and the re- 
sourceful, specially-trained crews who man them, much 
of this vast “sunken treasure” is being salvaged. 

Aboard these floating “reclaiming plants” is the latest 
and most ingenious underseas equipment, including 
specially-constructed Underwater Welding Hose and 
Diver's Hose . . . the very life lines of hazardous, tricky 
operations that test the mettle of men and equipment. 

Substantial quantities of the rubber hose, which carries 


air to underwater welding and cutting torches, and air to 
men’s lungs, are made by Swan. Likewise, Swan Hose is 
performing dependably in many other war products, as 
well as in war production. 

It will pay you to remember this performance when you 
see the name Swan on car-heater hose, garden hose and 
industrial hose after Victory. The added production 
facilities and extra “know how” that make this war record 
possible then will be reflected in better-than-ever Swan 
Hose for your customers. 





* FIGHT BY HIS SIDE WITH WAR BONDS * 


SWAN COMPANY 


HARDWARE AGE 
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two FORWARD steps 


TWO NEW SCREEN CLOTHS 





us to Out of the wartime necessity which accel- newly developed super finish. ..non-stain- 
se is erated research and process develop- ing...more highly resistant to corrpsion 
ment, we have taken two forward steps than other finish on steel cloth—a worthy 
is, as toward greater peacetime protection for competitor of bronze or copper screen, 
the American home of tomorrow—pro- __yet it costs much less. 
. tection from the discomforts and dangers The other new screen cloth is Red 
1 you of disease-bearing insects—the better Bdge CrominaA—proved by independent 
. and protection afforded by two new screen engineering laboratory tests to be a P 
4 cloths which we announce and offer to superior screen cloth from every stand- 
ction our trade. point — far superior even to the AluminA 
cord One of these is Green Edge Aleromina grade which it replaces, yet it will be 
i -.-the new super screen cloth with the competitively priced. 
wan 
REYNOLDS WIRE €O., DIXON, ILLINOIS 
$s * 


ireen Edge 


Alcromin 


... the new Super Screen Cloth 


2d 


... another new development 


















under present government restrictions 
BOTH AVAILABLE IN 16 MESH ONLY...1N LIMITED QUANTITIES 











, 30, 32, 36, 42, 48 INCHES 





MADE IN 8 WIDTHS: 24, 
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PETER PULVERIZER 
Americas Sensational 


ADJUSTABLE GARDEN 
CULTIVATOR 


<r 





Model PPP5—Reproduced in exuct shade of Invasion Blue i 1. Full width for preparing 
soil—cultivating wide rows. 





More than 300,000 American men and women had better 
gardens this year—with less work— because Peter Pul- \ 
verizer was able to supply this remarkable garden tool! = 

Model PPPS is more than just another cultivator—it’s a real time 
and labor saver! It pulverizes clods and breaks up caked earth ... 
prepares a fine, deep seed bed .. . eliminates the backache of garden 
toil. Adjusts from 6 to 11 inches in a jiffy—without tools. 

Better buy your full Spring needs now from one of the 300 jobbers Sy? fy + peor 
stocking Peter Pulverizer. Get set for the 1945 growing season! Per- 
haps your jobber’s salesman has been too busy to show you Peter 
Pulverizer’s pet. Let us help you remind him—clip the coupon! And 
watch for the announcement of another Peter Pulverizer in- 
novation soon! 


Peter Pubverizen Pres. 


39 S. DUKE STREET, YORK, PENNSYLVANIA 

















3. Middle tooth removed for 
hilling, seed covering, and 
cultivating both sides of row. 


PETER PULVERIZER PRES., INC. 
39 S. Duke Street, York, Pennsylvania 


Tell me all about the Model PPP5 Peter Pulverizer. 





yg Shipment of Peter Pulverizers are 

messab not limited by rationing or quotas. 

If you are not already handling this 

t sensational line, we invite you to 
Job 





My jobber’s name: 





My Name: 


Address: pers write for details of our worry-free 


selling plans. 
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IK Wier our boys hit the Normandy 
beaches, rope went ashore with the first 
wave. An indispensable part of every ship’s 
gear, rope is irreplaceable also in mounting 
and carrying out an ‘attack. That’s why our 
Armed Forces must have plenty of rope— 
good rope—the very best we can turn out 
for them. And that’s why we, on the civilian 
front, must learn to use it properly, and to 
store it properly, so that the rope we save 
will continue to fight for us. Remember 


ROPE IS A SINEW OF WAR 


COLUMBIAN ROPE COMPANY 
Auburn, N. Y. 

















Duration Guality 


Until R/M Woven Glass and woven asbestos wicking 
can be had again, R/M Tri-Ply Wicking will do... 
and do very well. Here’s why: 


1. Hard outer ply resists wear and tear. 


2. Middle layer of crimped asbestos felt 
sends fuel racing-to-the-rim for quick 
lighting. 


3. Inner layer of soft asbestos paper keeps 
fuel-supply uniform. 


4. Rippled construction permits wick to be 
rolled without buckling or breaking; assures 
proper alignment and seating of wick in 
burner-channel. 


5. Tri-Ply construction effects complete fuel- 
vaporization, reduces carbonizing. 


®/M Tri-Ply Wicking comes %”, 1”, 1%”, and 1%” 
wide——SIX FEET TO THE BOX, 12 boxes to the carton. 
Also in cartons of 100 feet. 
Sell duration-quality R/MTri- 
Ply Wicking. Ask your jobber. 


RAYBESTOS-MANHATTAN, INC. 





%5000 2 


IN PRIZES 


g Het ELP 


sc 4] ‘a aM 
Nae 7 ty % . 
| 
ESE ARE FEW OF THE 


MAGAZINES wail WILL CARRY SPACE 


@ VERD-A-RAY is a new type of incandescent light bulb scientifically de- 
signed to make seeing easier. In comparison with the‘ ‘pinkish white light 
of ordinary frosted lamps, note the comforting “poste! greenish” white light 
emitted | by VERD-A-RAY. 
h dota indicates imp d visual (sharpness) acuity, relief 
from eyestrain and reduced glore. 
Many wor plants use VERD-A-RAY; one such plant reporting in a trode 
paper that hospita ital treated headaches were reduced 69.13%, | treated 
minor id were reduced 54%, and 357 productive man-hours were 
saved in one ——— in one month ofter proper installation of this new 
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WHOLTITE. 


SCREWS & BOLTS 


HOLTITE- Phillips 


Recessed Head 
SCREWS & BOLTS” . 


Seeing the improvements these modern 
recessed head screws and bolts have 
made in their automobiles, radios, re- 
frigerators, washing machines and other » 
home appliances, your 
customers want them for 
home workshop use. They 
know the driver or bit 
cannot slip from the re- =} 
cessed head tomar finished 4 
work or injure the hands. 





Stock the profitable, na- 
tionally advertised line of 
HOLITITE improved screws 
and bolts for every in- 
dustrial and home. use. 


a Wartime conservation makes it im- 
"7% possible to send catalogs unless ree 





sign of label are time-saving aids to users of shelf stock when taking 
) inventory and selecting stock. Colors act as automatic indicators. 


CONTINENTAL SCREW CO. J 


GET IN THE SCRAP ai Bedford, Mass.U.S.A. Buy MORE BONDS 
Li), ial > 


oJ } 
Vig 


f A , Say. 
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* HOLTITE fastenings are attractively packaged. Color scheme and de- » ‘¢ 
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PREPARE FOR THE TREMENDOUS DEMAND FOR 


MASTERS PRODUCTS 
IN THE POST-WAR MARKET! 


Masters products proved themselves in the pre- 
war market. The Masters “Handi-Cart,” suc- 
cessor to the wheelbarrow, in a short time was 
a fast-selling profitable hardware item. In 
the two years before the war we were never 
able to meet the demand of the hardware 
trade. Masters Perfect Distributor is an out- 
standing item. The demand for this product 


alone will give you large volume sales. The 


famous Masters Plant Setter has a sales rec- 
ord of forty years. It is a time and labor saver 
for farmers. Sets up to 15,000 plants daily. 
The Masters line is destined to become a 
leader in the hardware field. With the Masters 
Planter Company’s increased facilities of man- 
‘ufacture and post-war promotional plans, the 
complete Masters line will have unprecedented 


profit possibilities for dealers everywhere. 
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MASTERS PLANTER COMPANY siosrs susie « senor sono: ser 
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HIGH WATER... 


EMBURY MFG. CO. 
WARSAW, N. Y. 
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pETHLEHEY 
STEEL 


"It's a good many years 
since I sold my first Bethlehem bolt © 


I've sold a lot of them since, 
and with never a complaint 


They're everything that bolts ought to be 


Made of tough, 
dependable steel 


Heads smooth 

and accurate 

so that the wrench takes a good, firm grip 
Shanks square with heads 


Threads clean 
and smooth fitting 


Yes, they're good bolts 
good for the folks who use them 
and for the man who sells them." 


HARDWARE AGE 
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STAND BY OF THE HARDWARE Wars and rumors of wars have 


never changed the fine uniform 


TRADE FOR THREE QUARTERS quality of Cleveland Welded and 


OF A CENTURY 


Nei 
Highest Grade Chain 
Since 1869 


Cleveland Chain Catalog No. 40 
available upon receipt of your 
letter of request. 


ALL TYPES OF CHAIN. 
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Weldless Chain. Year in and year 

out this dependable chain mer- 

chandise has been a steady profit 
builder for hardware stores. Today The Cleveland Chain & Mfg. 
Co. is engaged in the‘production of chain for the Army, the Navy 
and every other branch of the armed forces. The quantity of 
Cleveland Chain for essential civilian requirements is far from 
adequate, but we are doing our best to supply you with Chain 
up to the limit of our war-restricted capacity. When the war is 
won you will find us a reliable source of supply for the Chain 
that has enjoyed widespread preference with the hardware trade 
for seventy-five years. 


GLE VELAND [HAIN 


THE CLEVELAND CHAIN & MFG. CO. 
CLEVELAND 5, OHIO 








Associates: DAVID ROUND & SON, Cleveland 5, Ohio * THE BRIDGEPORT CHAIN & MANUFACTURING 
COMPANY, Bridgeport 1, Conn. ¢ SEATTLE CHAIN & MANUFACTURING COMPANY, Seattle 8, Wash. 
ROUND CALIFORNIA CHAIN CORPORATION, LTD., So. San Francisco and Los Angeles 54, California 


-- WELDED, WELDLESS AND FLAT METAL CHAINS 














One of a series of educational advertisements picturing 
disease-carrying insects—enemies of public health. 


STOMOXYS CALCITRANS—the biting 
house fly or stable fly, closely resembles 
Musca domestica, the common house fly. 
In addition to spreading such diseases 
as typhoid, cholera, tuberculosis, an- 
thrax, trach St ys calcitrans is 
strongly suspected of being one of the 
chief carriers of the deadly germs of 
poliomyelitis (infantile paralysis). 





STOP THE INVADER! 


This winged distributor of filth, unlike the common house fly, bites. A single female 
usually lays 600 to 1000 eggs during her lifetime. The cycle from egg to fly may 
occupy only 10 to 12 days. 


Screening is of utmost importance in guarding against this injurious insect. Keep the 
community conscious of the need for tight screens. Help them stop all invaders. Sell your 
limited supply of screen cloth wisely. Encourage your customers to repair and patch. 


Then you will be doing two jobs—one in the interest of public health— another in the 
conservation of needed metals for war materials. 


NEW YORK WIRE CLOTH COMPANY 


500 Fifth Avenue New York 18, N.Y. 
Sell 16 mesh for mosquito protection 





Let’s call it X day, that happy day in 194X 


when “post-war” means “now”, when “plan- 


ning” becomes “doing”, when you are con- 
fronted with the first wave of the building 
boom promised by concerted expert opinion. 
Taking a clairvoyant’s look into the future, I 


believe I can see two things quite clearly. 


First, in spite of the several new develop- 
ments linked with every discussion of post- 
war building (pre-fabrication, community 
planning, department store selling, etc.) con- 
struction for the long haul will have its roots 
in the sound soil of experience. There will be 
many important changes and improvements, 
and those who miss the signal of progress 
will lose out. But sound practice will not be 


replaced by post-war “magic”. 


Second, there will be a reshuffling of the cards 
of distribution. Many prewar dealers have of 
necessity gone far afield. Some will come back, 
some will not. New faces, new factors have 
entered the picture. The post-war builders’ 
hardware market will go to those who are 


best equipped to serve it. 


Here is how we translated this thinking into a 
course of action at Reading. First, we have 
developed our line of standard prewar items 
to a new high in performance and mass pro- 
duction never before conceived in this indus- 
try. Second, we have developed several start- 
ling new items for the “building of tomorrow” 
that we have reason to know are going to add 
a lot of selling punch to our line. Thirdly, we 
have some rather radical ideas on distribution 
and merchandising we think are going to be 
extremely interesting to Reading dealers. 


As this is written we are so buried in produc- 
tion for Uncle Sam’s boys we can’t make any 
hardware for you. But, some time between 
now and X day, we'll be seeing you. Or better 


yet, why not drop us a line? 
Yours very truly, 


President 
Reading Hardware Corp. 
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FA ENC 


CONTROLLERS 


,* ‘t*® = 
0, 29 SINGS 
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Thee oWO SUBSTITUTE 


For Experience 


Experience is a vital factor in the produc 
tion of electric fence controllers. The sound, 
practical experience built into thousands of 
Electro-Line Farm Fence Controllers, assures 
lasting, dependable service in everyday 
operation. That service is important to you 
and to the farmers you serve. 

You sell dependability . . . you sell 
quality... you sell lasting service when you 
sell your customers Electro-Line Farm Fence 
Controllers. 

Anticipate your requirements as far 
ahead as possible. Cooperate in every 
reasonable way with your jobber. This will 
relieve the problem of distribution at the 
time of peak demand. 


120 North Broadway 


Sold 


Gobbers 
Outy 
ELECTRO-LINE FENCE COMPANY 


Milwaukee 2, Wisconsin 





M‘Hinneys 
direct war work, 
containg 


a MESSAGE 
OF IMPORTANCE TO 
MCKINNEY DEALERS 


Much of McKinney’s production has been 
diverted to war channels, yet McKinney’s new 
activities are not without profit to McKinney 
dealers. Every facet of this new work (the 
making of parts for numerous war items from 
aircraft to hand grenades and landing mats to 
tanks) is adding much to McKinney’s produc- 
tion skill—will help make McKinney more 
broadly known than ever, after the war is over. 

Add that to McKinney’s 75 odd years of 
experience in meeting changing trends.and you 
have the assurance of a more salable line to 
meet competitive postwar markets. 

Keep McKinney in mind for wartime building 
. . . then talk McKinney and display McKinney 
for building after the war. 


HARDWARE AGE 






















on Phoenix and Juniata 
Horse and Mule Shoes 


VERY DAY, more farmers are realizing the im- 
E portance of good shoes to their farm animals’ 
health . . . and to the amount of work these animals 
are able to do in the field. 

To the farmers ... Phoenix and Juniata Horse and 
Mule shoes assure extra protection and longer wear. 
That’s because they’re made of the finest grades of 
open hearth steel and fashioned by expert craftsmen. 

To the dealer . . . the Phoenix and Juniata line is a 
profitable one because it is favored by farmers who 
take pride in their animals. When you recommend 
and sell Phoenix and Juniata shoes . . . you:sell the 
best. Keep a good stock on hand at all times. 

Phoenix and Juniata shoes are sold by leading 
dealers through regular trade channels. 























Free ¢ ¢ ¢ Here is a booklet every horseman 
will want. Ic tells all about the care and treatment 
of horses’ and mules’ feet. And... it’s FREE to 
you and your customers! Write today for your free 
copy and details of the FREE sales-building dis- 
tribution plan. 






PHOENIX MANUFACTURING COMPANY 


JOLIET, ILLINOIS 
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COUNTRY GENTLEMAN and HOARDS DAIRYMAN 


Perfection 
Milk Filter Discs 
Climax 18 years of Success 
with ““48-STATE FARM TEST” 
You can profit now from the amazing result of 


Perfection’s nation-wide FARM TEST made 
last year. Nearly a million dairy farmers tried 


,. Perfection Milk Filter Discs on a’money-back- 


if-not-satisfied” basis. The fact that not even 
one request for “money back” was received 
by Schwartz demonstrates the preference of 
dairy farmers for Perfection’s time-saving 
speed and unsurpassed filtering efficiency. 


New Free Dealer Displays 
Pictured above is the new, colorful display 
that ties in your store with NATIONAL AD- 
VERTISING in The Country Gentleman, 
Hoard’s Dairyman and other farm papers. It’s 
FREE ... to build extra sales and profits for 
you. Order Perfection Milk Filter Discs from 
your jobber. 


SCHWARTZ MFG. CO., Two Rivers, Wis. 


America’s Oldest Maker of Milk Filter Discs 


Freight Prepaid on 


Perfection Milk Filter Discs are 
packaged 100 discs to a box; 36 
boxes to a case. Freight prepaid 
on drop shipments of 5 cases or 
more. * 
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AMERICAN WHOLESALE HDWE. CO. 


nl rmy cpus PLAN TO BUY WASHERS!* 


M chigan 
BARKER, ROSE & — INC. 
mira, New Y: 

W. BERGMAN C ieee: 
Buffalo 3, New York 
BROWN-CAMP HARDWARE CO. 
Des Moines 6, lowa 
BROWN-ROGERS-DIXSON COMPANY 

Winston-Salem, No. Carolina 
DUNHAM-CARRIGAN & HAYDEN 
Sen Francisco, California 
DUTTON-LAINSON COMPANY 
Hastings, Nebraska 
FONES BROTHERS HARDWARE CO. 
Little Rock, Arkansas 
C. D. FRANKE & ee INC. 

Charleston, So. Carol 
GREER & uno 
Wheeling, West Virginia 
HERR & COMPANY, INC. 
Lancaster, Pennsylvania 
HOLMES HARDWARE COMPANY 
Pueblo, Colorado 


HUNT & MOTTET COMPANY 
Tacoma 1, Washington 
IMPERIAL HARDWARE COMPANY 
E! Centro, California 
JELINEK SUPPLY COMPANY 
Milwaukee 12, Wisconsin 
JENSEN-BYRD COMPANY 
Spokane, Washington 
KEITH-SIMMONS COMPANY, INC. 
Nashville 1, Tennessee 
KING HARDWARE COMPANY 
Atlanta, Georgia 
LARSON HARDWARE COMPANY 
Sioux Falls, So. Dakote 
MAY HARDWARE COMPANY 
Washington 7, D. C. 

Cc. H. MILLER HARDWARE CO. 
Huntingdon 19, Pennsylvania 
MODERN APPLIANCE & SUPPLY CO. 
New Orleons 19, Lovisiana 
MOREHOUSE & WELLS COMPANY 


, Minois 


je: . 
poenowamnues weanwien CO. With pent-up demand enormous, get set now to sell the washers with 


Amarillo, Texas 
aaaey aad. BIC. the extras! TRU-TEST Washers, with extra features... extra 


Miami, Fle. oye 
READER'S WHOLESALE DIST. utility... and extra values, will make all the difference between just just 


Houston 2, Texas ° ° ° ' 
REHM HARDWARE COMPANY ordinary and extraordinary sales volume in the days soon to come! 
Chicago 8, IHinois _— / 


a 6 Soe, Washers, your TRU-TEST distributor will show you, are only 
Se part of the complete line of TRU-TEST products. For 


_ Indiana 


Lee the TRU-TEST System brings all the advantages of modern mass 


ees distribution and premetione? methods to retailers of Toys, 


ITE PANY 
Ve make Hardware, Automotive Supplies, Furniture, and Home Appliances. 


WESTERN METAL SUPPLY COMPANY 


San Diego 12, California o ° " .TES’ . ° 2 ? s - 
weluh, anteaeein 6. Sasi 00. Ask your TRU-TEST distributor for details, and meanwhile, mail the 


Hamilton, Ontario, Conoda coupon for your free copy of the TRU-TEST Booklet. 


ZORK HARDWARE COMPANY -4 


El Paso, Texas 











TRU-TEST 

Merchandise Mart 

Chicago 54, Illinois 

Please send booklet explaining the TRU- 
TEST System. 

Name 

Company 


Address 
MERCHANDISE MART= CHICAGO 54, ILLINOIS 


City__ ee ; 
Zone Eastern Offices: 225 Fifth Avenue, New York, N. Y. 
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ps «= THEY'LL STILL INSIST ON “THERMOS” 


Since men and women went to work in war Thermos market when these new friends join old- 
plants, the demand for “Thermos” brand vacuum time users after the war is won. 

bottles has reached an all-time high. On Ameri- Thermos advertising consistently reminds your 
ca’s production front Thermos has become alunch- —_ customers that “Thermos” will be the name to 
look for on vacuum-insulated products tomorrow 


time favorite. It’s everywhere. 
—just as it is today. 


This preference is a tribute to the dependability 
of “Thermos” brand. It foretells an even greater THE AMERICAN THERMOS BOTTLE COMPANY - NORWICH, CONNECTICUT 


Thermos Bottle Co., Ltd., Toronto Thermos Limited, London 





LOOK FOR THE TRADE-MARK ON THE BOTTOM 


Gy an Elis Whe Coed egg 
A 6 THERMDs 


TRADE-MARK REG. U. S. PAT. OFF. 


BRAND VACUUM WARE 
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f Pennsylvania Tennis Balls from the world's largest manufacturer of tennis balls, the 
vy, 0) PENNSYLVANIA RUBBER CO., JEANNETTE, PA. This is one of the ads tennis 


players are reading in American Lawn Tennis, Western Tennis, U. S. L. T. A. Bulletin. 


YOU PLAY 
YOUR BEST! 


Compare the new Pennsylvania with any other ten- 
nis ball you’vé-ever-played. Watch how your drives 
sizzle down the line, how your drop shots ease over 
the net just out of.3our opponent’s reach. Here is a 
ball that really puits the old snap back in your game. 


Yes, the new Pennsylvania is every bit as 
good as pre-war balls in play. The same high bounce, 
the same resiliency, and even weight. 
Setter—it’s really a better ball in quality— 
more uniform—keeps its bounce longer—has an im- 
proved 100% wool cover. ° 
Beet—Easily the best tennis ball today. A real 
championship ball made by the world’s largest 
manufacturer of tennis balls. 


PENNSYLVANIA RUBBER COMPANY 
JEANNETTE, PENNSYLVANIA 


} 
\P/ Manufacturers of the famous Pennsylvania 
Silent Vacuum Cup Tire 
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Background photo courtesy The Mengel Company 


Busity turning out war production in number- 
less plants throughout America, skilled workers in wood and 
metal have found Stanley Tools living up to their reputation 
of high quality and long service. 

The demand for Stanley Tools will continue as postwar 
construction and peacetime manufacturing get under way. 
Stanley Tools, in their well-known design and packaging, will 
once again be in steady demand, bringing you profits as they 
move across your counters. Stanley again will furnish you 
with ample displays and other sales-aids. 


bona STANLEY TOOLS, 111 Elm St., New Britain, Conn. 


STANLEY 





THE TOOL BOX OF THE WORLD 





Anvil Tools 
Awls 

Bars — Ripping 
Bit Braces 
Boring Tools 
Breast Drills 
Chisels — Cold 
Chisels — Wood 
Hammers 

Hand Drills 
Levels 

Marking Gauges 
Mitre Boxes 
Planes 

Punches 

Rules 

Saw Sets 
Scrapers 

Screw Drivers 
Sledges 


Soldering Irons 
(Electric) 


Spoke Shaves 


Squares 
Vises 
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V-Day will be T’-Day at McKAY 


Two years ago we told you, regretfully, 
that your requirements for McKay Chain 
would have to become secondary to the 


demands of war. 


Soon, we hope, one phase of the war 
will be over. Then V-Day will become 


T-Day (*for Transition) at McKAY. 


Once again we shall be ready to divert 
our production into the channels which 
will be of greatest national benefit . . . 
this time to give you as quickly as possi- 
ble, the chain products you need to 


maintain a peace time economy that has 


been worth your war-time sacrifice. 


V-Day will find all hands busy re-tool- 
ing machinery, re-scheduling material 
and re-allocating personnel to resume as 
much commercial production of the 
McKay Chain products, used in the 
Hardware field for 60 years, as remaining 
war considerations and regulations will 


permit. 


We have appreciated your patient co- 
operation. Our objective is to repay 
your loyalty by resuming normal services 


as quickly as possible. 


GENERAL SALES OFFICES: YORK, PA. 


WELDING ELECTRODES 








PITTSBURGH, PA. 


COMMERCIAL CHAINS 
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Ta-pat-co life-save vests—snug- 
fitting—light—flexible—per- 
mit free use of body. Double 
bend prevents binding. V-cut 
sides give access to pockets. 
Reversible. 


The life-save swimming aid for 
the kiddies. Mother needn't 
worry when Johnny or Jane 
paddles about in a Stay-A-Float. 


It’s a feature item. 


Added to the famed Ta-pat-co 
sleeping bag line is this new war 
baby—the JUNGLE HAM- 
MOCK. A perfect answer to 
nights in the open—any time, 
anywhere. 
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Tapatco steps up the pace 


to step up post-war sales! 


On the double-quick Ta-pat-co is preparing to step 
from war production to aggressive peacetime marketing. 


HROUGHOUT THE WAR, Ta-pat-co has 
persisted in promotion to protect your 
postwar sales. 


Now Ta-pat-co adds new power to this pro- 
motion to step up your postwar sales. Backing 
up this promotion will be the finest Ta-pat-co 
line that ever came into your store—sleeping 
bags that are lighter, warmer, more compact, 
and that have kept our fighting men snugly 
warm in Arctic nights of ice and snow. 


There will be new life-save vests to lock out 
tragedy from the lives of increased thousands 
who will turn to favorite water sports for re- 
laxation after the grind of war has ceased. 


Little children again will gleefully paddle 
around in the water with the protection of a 
Ta-pat-co Stay-A-Float...the life-save vest 
that teaches young America to swim. 


These famous Ta-pat-co products have been 
away helping to win the war. Soon now, they 
will return to help America more fully enjoy 
the way of life that was—many times over— 
worth fighting for. 


Wait for Ta-pat-co... you'll be glad you 
did. 


THE AMERICAN PAD & TEXTILE COMPANY 
GREENFIELD, OHIO 


HERE WE GO! 


Ta-pat-co advertisements in Novem- 
ber outdoor and general magazines 
are to tell millions who love outdoor 
sports that Ta-pat-co is on the way 
—that their copy of the new revised 
edition of ‘“‘Ougdoors With Ta-pat- 
co” will be reserved on request—and 
reservations are piling up! 








ipeze) 





Approved buoyant sports life- 
save cushions. Gay in color. On 
the porch or lawn, in the field 
or on the water, they spell com- 
fort and safety. 
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Cheney Nail Holding Hammers 
with the remarkable and most 
elaelaiidel Maleli Malelieiiale Melk alan Gala 
the immediate and serious atten- 
tion of carpenters, millwrights and 
maintenance men. The Cheney 
oleh ictal ict: Malet | Malo) (ellale Mel ala-mmE 
the only real, helpful improve 
ment made in claw hammers in 
decades. Limited quantities avail- 
able now for essential 


civilian work 


HENRY CHENEY HAMMER CORPORATION 
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PLIERS FOR EVERY NEED 


Simplicity in design and care- 
ful workmanship make UTICA 
Pliers and Adjustable Wrenches 
the choice of good mechanics 
everywhere. Sold only through 
our distributors who know that 
UTICA’s experience and care in 
manufacturing produce quality 


tools for smooth operation. 


No. 41—Electricians’ WS 


Diagonal Pliers 
a ow, 6” 


No. 1950—Lineman’s 
Side Cutting Pliers 
6”, vs 8” 


V€@ 


No. 91—Thin Adjust- 
able Angle Wrench 
4", 6", oe, 10”, 12” 


Fy Wore Toot Mileage 


~~ a 





‘UTICA DROP FORGE & TOOL CORPORATION 





* * UTICA, NEW YORK * * 


———— 
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The many distinctive 
features combined with 
their sturdy design, 
Columbian Homeshop balanced strength and 


THE 
Vises have been devel- COLUMBIAN attractive appearance 
make Columbian Vises 


oped and perfected to 
provide a complete VISE & MFG CO the “standard of value” 
range of sizes for home . ® in their field. 
workshop, garage and 9017 BESSEMER AVE. 

a or ars CLEVELAND 4, 


OHIO 
Buy another War Bond Today ; 
THE WORLD’S LARGEST MAKERS OF VISES 
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be 
YOU CANNOT EAT 
YOUR CAKE a 
AND HAVE IT, TOO... 


TO HELP WIN THE WARS 
OF 1812 
1846 
1861 
1898 
1917 wor wart 
AND NOW THE PRESENT WORLD WAR II 


S O: it you are finding yourself annoyed with comparatively little 


regulation merchandise from us — Please remember 


Peate did it before & Pexte will do it again! 








Many of our Distributors, also many Retailers, voluntarily make the frank 
acknowledgment that PEXTO put them back into the Tool Business. 
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EVERY POSTWAR HOME 
WILL BE A PROSPECT FOR SOME 


BLACKSTONE APPLIANCE 


The postwar line of Blackstone Home 
Laundry Equipment will be complete 
-»- functionally and marketwise. 

Pick almost any home and that home 
will be a prospect for some Blackstone 
Appliance...Washer, Drier or Ironer. 
Think how this fact alone enhances 
the value of the Blackstone Franchise. 
Imagine, too, being able to offer ...in 
a compact unit of counter height and 
depth...a complete home laundry per- 
forming the three functions of wash- 
ing, drying and ironing. With all 
authorities predicting a tremendous 
building boom, consider the sales 
possibilities of this unit as a built-in 
































OCTOBER 26, 1944 


feature of the new postwar homes. 
That, very briefly is a peek at the 
profit opportunity that goes with the 
Blackstone Franchise. Better investi- 
gate at once... be prepared to sell 
“everything for the Home Laundry!” 


BLACKSTONE CORPORATION, JAMESTOWN, N. Y. 


A Division of Ji t Metal Equi, 


r 


t Co., Inc. 





% A COMPLETE HOME 
LAUNDRY, 36” HIGH x 





. . - Blackstone's national advertising 
is reaching many millions of future 
prospects through the pages 

of American Weekly, 

Good Housekeeping, 

Woman's Home Com- 

panion, McCall's and 

Parents’ Magazine. 


















































A lot of industrial distributors 
are doing some tall thinking 
these days. Maybe it goes some- 
thing like this: 

We're all in the midst of the 
most turbulent mess this old 
world has ever brewed. Your 
customers have been yelling 
bloody murder for. delivery—de- 
livery — delivery — and you in 
turn have been singing the same 
wail to your suppliers. 


The going is still tough—but a 


little sunshine is beginning to 
show around the edges. 


Perhaps the stresses and 
strains of trying to keep afloat 
during a global war have thrown 
a new light on post-war align- 
ments. 


Maybe it would be worth 
while for you to check into the 
DURO Story—and learn how this 
organization did its level best to 
treat its distributors fairly during 
the most feverish sellers’ market 
the world has ever seen. 


Maybe it would be profitable 
to learn why the statement 
“DURO design means better 
value for your customers” is a 
fact and not just a selling story. 


Out here at DURO—where our 
facilities are devoted exclusively 
to the making of quality tools— 
there are some important things 
in the making—things that can 
mean a great deal to any dis- 


tributor in the light machine tool 
field. 


So—before you choose up 
sides—it will pay you to hear 
the DURO story. Just drop us a 
line—and we'll arrange it. 


1 9 - COn > @ O. @ ay Ol OP Fame OP O'S EB E08 | 


ALSO MAKERS OF DURO HAND T 
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WILL BE BACK 
IN HOMEFRONT SERVICE 


Se ASR 


RETR RR oT TEE RE 


Here is another Crescent 
Tool product that someday 
will be coming back from 
. “the wars.” The very popular 
Cresasiet Linemen’s Side Cutting Pliers 
made of forged Crestoloy steel. 
We do not hesitate to admit that — like 
other Crescent Tools — military service 
has made them better, stronger and more 
serviceable in use. 
This tool was designed to meet the needs 
and rugged use to which it must be ap- 
plied. Each one is individually tested on 
our specially designed testing machines. 
As long as the war lasts, Crescent Tools 
will be “few and far between.” With war’s 
end, they will be available to good mech- 
anics everywhere. 





CRESCENT TOOL CO., JAMESTOWN, N. Y. 
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Crescent No. 1950, Linemen’s 
Side Cutting Pliers. Made of 
forged Crestoloy Steel in 6, 7 
and 8" sizes. 
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That's right! A screwdriver is the only tool you need to disassemble 
and clean a “DL” Float Valve. 

Simplicity of design and ease of servicing have made “DL” 
Float Valves an outstanding favorite in the oil heater field. 

Many thousands of these reliable valves are rendering fine serv- 
ice on space heaters, water heaters, furnaces and ranges, etc., in 
homes throughout the nation, and in addition are serving our 
armed forces on tent heaters, truck heaters, ranges and cook 
stoves all over the world. 

When you are selecting a line of oil heaters for your postwar 
marketing plans, you'll want something that an owner can take 
care of himself—something that will require a minimum of service. 

That's why you should insist upon “DL” equipped oil heaters. 











“= 


DETROIT LUBRICATOR COMPANY  conorat oftices: perroiT 2, MICHIGAN 








Canadian Representative—RAILWAY AND ENGINEERING SPECIALTIES LIMITED, MONTREAL, TORONTO, WINNIPEG | 


Division of American Rapiator & Standard Sanitary corporation. 


“DL” Heating and Refrigeration Controls * Engine Safety Controls « Safety Float Valves and Oil Burner Acces- 
sories * Radiator Valves and Balancing Fittings. * Arco-Detroit Air and Vent Valves * “Detroit” Expansion Valves 
Lubricators. 


and Refrigeration Accessories + Air Filters + Stationary and Locomotive 
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All frames forged of the finest 
special alloy steel * * * The new 





improved polished frame Micrometers in 1” 

and 2” sizes * * * The new black enamel finish 

Micrometers in all sizes from 1” to 6” * * * Also available with 

ratchet stop, lock nut and 10,000ths graduations * * * A full range 

of Metric Micrometers in addition to complete sets {in leather 
covered cases—0” to 3”, 0” to 4” and 0” to 6” * ** 


a IMMEDIATE 
S PELIVERY 




















WRITE FOR CATALOG NO. 14 
AND DEALER'S PRICE LIST! 


The entire line of individual Micrometers and com- 
plete sets illustrated and fully described. Write 
today toTheCentralToolCo.,Auburn,Rhodelsland 
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Co Satisyy Your Better Housewares-Customers . . . 


VOLLRATH WARE WILL EMERGE—GLORIOUS IN CLEAN 
Porcelain Enameled Percolaor BEAUTY, WITH DURABILITY FAMOUS SINCE 1874 
Sales-wise dealers know that their better customers are attracted 
by and ask for Vollrath Ware. They know, too, that substitutes 
don’t satisfy women who desire the long-lasting beauty, and un- 
excelled serviceability for which Vollrath kitchen ware is famous! 
That’s why leading housewares buyers look forward to the reap- 
Porcelain Enameled Sauce Pan, earance of Vollrath’s complete line of quality Porcelain Enameled 
and Stainless Steel ware. The seventy-year reputation of Vollrath is assurance that you 


can satisfy the desires of your better customers, tomorrow. 


BONDS BUY BOMBS— 
BUY MORE! 


GENUINE VOLLRATH WARE BEARS THIS LABEL 











ESTABLISHED —& SHEBOYGAN « WISCONSIN 
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Ask your Hotpoint distributor to show you this 
material — planned for Hotpoint dealers to help 
them make the most of their postwar markets. It’s 
sure-fire, it’s timely right now and it’s mighty 
important to you. 


HERE ARE SOME SUBJECTS COVERED 
Your Hotpoint distributor will gladly show you 
the presentation pictured at right covering, among 
other things, these important subjects: 

1. How big will the building boom be? Estimates 
by leading authorities concerning the great 
number of postwar homes. What this can mean 
to you as a Hotpoint dealer. 

. How many old homes will be modernized? An- 
other great boom for Hotpoint—and for you. 
. The great replacement market — for appliances 
now wearing out by the hundreds of thousands. 


. Why people will be ab/e to buy —“pent-up” 
purchasing power estimated at over 100 billion 


dollars. een " 
. ‘ ‘ sk your Hotpoint dis- 
. Why 77% of new homes will be in price range silane salon wae 


for Hotpoint Kitchens. | ie temtiiniite ail 

. What Hotpoint has done and #s doingto help —4y5, Kitchen Planning 
you take advantage of the greatest building ¢,;3,_ 5+ mail the 
and modernizing boom in a lifetime—pre- coupon below. 
selling your prospects. 

. How Hotpoint helps you specifically. Promo- 
tion helps. Copies of ““Your Next Kitchen” 
by Hotpoint —the practical Kitchen Planning 
Guide being made available to your prospects. 
300,000 copies have already been requested ! 


DON’T WAIT. NOW IS THE TIME! 
Get in touch with your Hotpoint distributor, who 
will gladky present full details about this helpful 
program. Or mail the coupon to us and we will see 
that you get full information. 


Edison General Electric Appliance Company, Inc. 
5624 West Taylor Street, Chicago 44, Illinois 





5624 West Taylor Street, Chicago 44, Illinois 
I want all the tools I can get to take advantage of 
sae Biggest Appliance Boom. Please send full 
etails. 


Edison General Electric < — comgeets Inc. 
i 


Name Title. 





Firm 





Street 





Barren Cane figs) Liss Broan 





City and State 
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KITCHENS 


* ELECTRASINS STEEL CABINETS 
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CLARK GEM FLUE STOPPERS 


Featuring 


Attractive new 

#1 Gem series of pictures 

lithographed on 

metal blanks 

(changed to paper for the duration) permanently clenched 

into the face of the flue stoppers. Folding wire fasteners 
attached to slots raised from the metal of the blank. 


Specifications for the complete line 
Blank 


Fasteners 
6” or 7” Wires 
1” or oe 
erort” 
Adjustable Bands 
for 5”, 6”. or 7” 
PACKING—1 dozen per carton, 1 gross per case. 
SPECIAL NOTE—As of July, 1944, our metal allotments permit making the 
No. 3 Gem 


at this time and we are apportioning our supply as 
equitably as possible on the basis of former consumption by our customers. 


Order from Your Wholesaler, or Write Us for 
Reference 


J. L. CLARK MANUFACTURING CO., Rockford, Illinois 


#5 Flee Stopper 


2 Ibs. 
3 Ibs. 13 on. 


- convenience and safety of Automatic 








FEATURES THAT SELL 





WRITE FOR LITERATURE 


AIR COOLED CABINETS 


FAMOUS HI-CROWN BURNER 
with Blue Flame Pilot Light 


ALL Dearborn Heaters have this costlier but definitely superior Hi-Crows Burnes 
and Blue Flame Pilot Light. You get unequalled burner performance plus the 


DEARBORN STOVE COMPANY 


3256 Milwaukee Ave., Chicago, Il. 3625 8. Grand Ave., Les Angeles, Calif. 























Standard Package 


Shelf Items ee, 
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WHEN YOU THINK OF “HOME CANNING"—THINK ALSO OF "HOME BOTTLING" 


THE REDHEAD 


*TRADE-MARK REG. U. 8. PAT. OFF. 


IS A HOUSEHOLD CONVENIENCE AND EVERYDAY NECESSITY 


The REDHEAD is the only convenient and positive “corker" that seals, un-seals 
and re-seals by hand. It fits all bottles in all shapes and sizes that have been 
sealed with the standard “crown cap". This is the crimped bottle cap in gen- 
eral use on some more than forty billion bottles annually. 


It is easily applied and quickly removed . . . prevents waste ... is easily cleaned . . . cannot leak... 
bottles may be laid lengthwise in the refrigerator ... and is reused over and over again. It pays 


for itself many times in the savings. 


THE WORLD'S 
LEADING 
BOTTLE 

RESEALER 


Outsells all 
others combined 


Millions are sold 
every year 


A steady repeat 


TO SEAL 


Push down top (A) until 
ingers of cap protrude. 
Snap fingers over rim of 
bottle. Then pull ring 
(B) all the way down. 


TO OPEN 


we ot OC] 
wp and slip cap off. 
the Redheed bottle 
cap can be used over 
and over Keep 
—_ on at all STOCK No. 30 
: \ DISPLAY EASEL CARD ATTRACTIVELY PRINTED IN 3 COLORS, SIZE I@/"'xi#,4" 


Now that every ounce of everything counts the housewife must overcome throw-away waste. This occurs whenever “outside air" can get at 
the contents of a bottle that has been opened and poorly re-sealed. This applies to foods, household chemicals, health supplies, beverages, 
fruit and vegetable juices, etc.; and, is usually the last quarter of the contents. When the REDHEAD is used outside air ‘is hermetically 
locked out and the quality and quantity is locked within the bottle. The whole cause of throw-away waste is overcome. There is no loss of 
values, drying out; and no oxidation nor contamination. The contents of the bottle stay fresh and bright. The holdover is safe for future 
use. The tang and flavor of carbonated beverages is lost quickly unless you have a positive re-sealer to close the bottle. 


The REDHEAD prevents losses by evaporation of all manner of bottled items . . . flavoring extracts, aromatic spirits, spices, vinegars, aleo- 
hols, ammonia, horse-radish, food sauces, oils, emulsions and paints. It is vitally important that all such should be conserved. 


IDEAL FOR HOME BOTTLING ... NO CAPPING DEVICE IS NEEDED... CAPS ARE REUSABLE 











Distributed through your jobber 


THE ELLWOOD COMPANY e 709 S. CICERO AVE. © CHICAGO 44, ILL. 
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eighbor, neighbor, it's “grate” fun— 
We'll save fuel by the ton! - 
In cold weather, bound together, _ . 
"Our two hearths will heat as one! 


ft seems that fuel conservation was a hot 


issue as far back as 1883. And a gentle- 
“man, fittingly named Captain Burnam, 
really sparked on this one—A double- 
af grate that allowed Grandpa to 
_ toast his toes in the sitting-room while 
_ darling Clementine thawed her paws in 


~ the parlor! All on one scuttle of coal! 


eo ae the e 2h ba ° 


‘Dowble-duly fidunee were alti’ spe- 


ie 


cial features of the Autoyre lines. And 
many Autoyre bathroom and kitchen 
accessories of the future, too, will be — 
designed for multiple uses. That means 

extra value for your customers—multiple 
sales on a streamlined inventory for you. - 
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ADVERTISING 
AS APPEARING IN: 
“ be 
SCO | 


AMERICAN HOME + 


Full-page color advertisements featuring Universal’s“U” 


Plan for “V” Day are appearing in 14 national maga- 
zines during 1944. A total of over 40 million messages 


BETTER HOMES 
AND GARDENS + ELECTRICITY ON THE 
FARM + FARM JOURNAL AND FARMER'S 
WIFE « GOOD HOUSEKEEPING + HOUSE 


AND GARDEN + HOUSE BEAUTIFUL * LADIES 
will explain the “U” Plan to consumers, and help you 


HOME JOURNAL + LOOK + McCALL'S 
PARENTS’ « 
get together with them for post-war planned purchases. 
In addition to national advertising, Universal is bring- 
ing many important merchandising aids to all “U” Plan 


SATURDAY EVENING 
dealers. You don’t bave to be a Universal dealer to join 


POST + SUNSET « WOMAN'S 


HOME COMPANION 


the"U” Plan—fill in coupon now! It costs you nothing! 


Universal Electrical Appliances distributed in Canada 

exclusively by Northern Electric Company, Limited 
i cieeesilllaehietllnenalll enetitematiatneneeenmadaeie 
LANDERS, FRARY & CLARK 
New Britain, Conn. 

Gentlemen: 


4 
\ Dept. HA | 


I wish to become a “U” Plan Dealer—please send 
free “U” Plan for “V” Day Plan Book to 
Name__- 


Address_____ 
City 
OCTOBER 26, 1944 


_State 
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BLAME SUE PARKER 
FOR THIS LETTER 


if 


DEAR MR. JOBBER’S SALESMAN: 


| just can't wait until you get around again to tell you 
that Sue Parker, my star cash customer | was telling you 
about on your last trip, rushed into my store the other day 
and said, "! want a Swirl Mixer." When | did not react 
promptly, she said, "You know what | mean. . . that 
handy little gadget for mixing flour and water, eggnogs, 
scrambled eggs, sauces, etc. ... the item with the 
patented swirl ends that thoroughly mixes the contents and 


removes all the lumps." 


Frankly, | knew right off the bat what she wanted but the 
reason | looked so starey-eyed was because | didn't have 
any in stock. And, by gosh, do you know | found myself 
blaming you for not keeping me properly lined up on the 
popular line of Rochow Swirl Mixers. | believe blaming 
others in a case like this is an excusable trait of human 
nature. 








Seriously, however, | would like to have you take my order 
for Swirl Mixers the very next time you are around this 
way because I've had other calls since Sue Parker was in. 
You know, I'm beginning to think that | can build a lot of 
good will with handy items like the Rochow Swirl Mixer in 
addition to picking up nice extra profits. 

Cordially 


A. H. Decler 





The Swirl Mixer proves the mouse trap adage. Our first 
Mixers were hand-made and sold to friends and neighbors, 
while now we sell them from coast to coast. This growth 
came from satisfied users who have boosted the Swirl 
Mixer way of making lumpless gravies and milk sauces. 
We know that Swirl Mixers will also build extra sales for 
you. 


ROCHOW SWIRL MIXER CO. 


P.O. Box 781 Rochester 3, N.Y. 


Kryocide is a fast-moving sales 
item. Long a favorite insecti- 
cide of commercial growers... 
it has now proved its worth to 
home and victory gardeners. 
This summer many more thou- 
sands discovered how well this 
NATURAL GREENLAND CRY- 
OLITE Insecticide controls 
many troublesome insect pests. 


And there is good, hard-hit- 
ting advertising behind Kryo- 
cide. Again on the air, in news- 
papers, in home and garden 
publications, millions of cus- 
tomers will “discover” Kryocide. 


Order your supply now. An 
effective insecticide, promoted 
by effective advertising, Kryo- 
cide means profits to you. Call 


your jobber now ... 
or write to Dept. HA. 


NSYLVANIA SALT? 


F TURING C€ PANYS 
Clee are z 


Pee 
pes 1000 WIDENER BUILDING, PHILADELPHIA 7, PA. a 


Bs New York + Chicago - St. louis Pittsburgh « Cincinnati = 
t Minneapolis - Wyandotte - Tacoma cf 
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s of the entire Gas 
Industry combine their ideas to create the high specifications for 
“CP” Gas Ranges. 





Every year home eng 


Independent laboratories test Gas Ranges built to the high “CP” 
specifications fo provide a certified buying guide. 


These Leading Manufacturers Will Build 

Matchless “CP” Gas Ranges For You 
A-B STOVES, INC. O’KEEFE & MERRITT CO. 
AMERICAN STOVE CO. ROBERTS & MANDER STOVE CO. 
CALORIC GAS STOVE WORKS GEO. D. ROPER CORP. 
CRIBBEN & SEXTON CO. 
DETROIT-MICHIGAN STOVE CO. 
THE ESTATE STOVE CO. 
GLENWOOD RANGE CO. 
JAMES GRAHAM MFG. CO. 
GRAND HOME APPLIANCE CO. CLARE BROS. & CO., LTD. 
HARDWICK STOVE CO. GURNEY FOUNDRY CO., LTD. 
A. J. LINDEMANN & HOVERSON CO. MOFFATS, LTD. 


THE TAPPAN STOVE CO. 
WESTERN STOVE CO., INC. 


In Canada 


RN ATTN IO TE 
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STANDARD GAS EQUIPM’T CORP. 


YOUR CERTIFIED BUYING GUIDE 

Every Gas Range bearing this trade-mark 

has been designed and constructed to 

comply with the specifications of the 

American Gas Association’s Committee on 
“CP” Gas Ranges. 


YOU’RE GOING TO MAKE MONEY on “CP”* Gas 
Ranges. For these are the only ranges built to the 
highest specifications of the enfire industry and 
tested and certified by independent testing labora- 
tories. You can sell any “CP” Gas Range and know 
it gives the finest cooking results—maximum savings 
in time, food and money. Your customers know it, 
too — six million dollars a year is being spent to 


tell them. 


* Registered Trade-Mark of the Association of 
Gas Appliance and Equip +t Manufacturers 





GET THIS BIG “CP” BUSINESS BUILDING PLAN KIT! 














Assn. of Gas Appliance and Equipment Manufacturers 
60 East 42 Street, New York 17, N. Y. 


I’m interested. Please send me the ‘CP’ Business Building Plan Kit. 


Name al acti iain 





Company plato’ 





Go ratrcrritinitirns 


City 























INTERNATIONAL CHAIN & MFG. CO. 


YORK PENNA. 


CAMPBELL 
Lime 


1 itp 





Help Your 
Customers 


* CONSERVE HEAT 


* MAKE FUEL 
LAST LONGER 


* REDUCE FUEL COST 


Flexible, shatterproof R-V-LITE is an effective insulator . . . Keeps 
heat in, cold out . . . Retains humidity. According to leading 
heating engineers, as high as 30% of the heat generated in the 
average home is lost through the glass window panes, when not 
covered by storm doors and windows. Properly fitted storm 
doors and windows of R-V-LITE will prevent the greater part of 
this loss. 

R-V-LITE admits over 70% of the sun’s vital “Vitamin-D” rays 
+ ++ more than ample for normal health and growth in poultry, 
animals, human beings and plants. (Ordinary glass admits 
only about 1%). 


R-V-LITE nationwide publication and radio 
advertising makes doubly effective the 


powerful point-of-sale advertising material 
furnished free to all R-V-LITE dealers. 


Presenting ...a New LOW COST 
ALL-PURPOSE WINDOW MATERIAL 


R-V-TEX 


from jal heavy duty fabric. im- 
mecornernee RY translucent weatherproof 
so me that freely admits sun's Big 
rays. LOW in cost, HIGH in service. — > s, 
36” wide. Send a trial order to your jobber today. 


ARVEY CORPORATION 
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BRAND NAMES AS 


Duy-words 


Tue Assurance Value of Brand Names that have been identi- 
fication marks for Quality Merchandise over long periods of 
time cannot be over-estimated by any house purchasing products 
for resale. In America only dependability, reliability and good 
management survive in business. 


For over 70 years the brand name CORTLAND has been identi- 
fied with dependable, uniform quality in screen cloth, and other 








wire products. 


WICKWIRE BROTHERS, INC., CORTLAND, NEW YORK 





SCREEN WIRE CLOTH 
POULTRY NETTING 
WIRE NAILS ¢ BRADS 
HARDWARE CLOTH 
STEEL WIRE 


a 
ae 
ape 
C4 
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WE LMELE TALL: 


PLUMBERS ENEMY 





Drain Unstopper a “Hit” with the Public 
Lively Profit-upper for the Dealer! 


R. S. JONES 


ELLING at the rate of 30,000 a year in 
just a few Western States after only a 
year on the market, the Plumbers Enemy 
is now available in quantity—available to 
you. 

That it is a highly practical device is 
indicated by its use in Army and Navy 
camps, hospitals and aboard ship. Hun- 
dreds of restaurants, hotels and thousands 
of households find it indispensable, a great 
money-saver. 

The Plumbers Enemy consists of a spe- 
cially designed heavy rubber “cup” molded 
to provide a tight seal to any drain open- 
ing from ¥%"" to 4”, and a 3 ft. length of 
special heavy industrial rubber hose which 
withstands hot water and soap and pres- 
sure up to 150 Ibs. The “cup” may be 
reversed and used as a suction-pressure 


pump for dislodging lint and hair. The 
other end has a durable faucet adapter for 
attachment to unthreaded faucets. Provi- 
sion for hose extension or connection with 
threaded faucets is a standard %" brass 
hose coupling as shown in the illustration. 
Net shipping weight is 2 Ibs. 

Operation of the Plumbers Enemy is 
simple. Anyone can easily hold a tight seal 
against water pressure sufficient to clear 
out stubborn drain“Stoppage. And water 
pressure, as it may be applied with this 
device, certainly does a fast and thorough 
flushing job! 

Display of the Plumbers Enemy will pro- 
duce tremendous response from your cus- 
tomers. A Counter Card and supply of 
Folders is free. The price is $3.50, with 
very profitable jobber and dealer discounts. 


The Plumber is a good fellow; but our gadget's name attracts the buying public! 


Yu=-Re-=Nu .. . Self-Vulcanizing Rubber Synthetic Repair Material 


HERE'S another very popular product of 
R. S. Jones and Son. Yu-Re-Nu permanently 
repairs leaks and fills cracks in all rubber 
articles. It also rubberizes fabrics, cements 
rubber to metal or wood; rejuvenates electric 
wire insulation and preserves insulation on 
new wire; prevents battery cables and termi- 
nals from corroding; insulates bare copper 


& 


and aluminum wire. Several coats of Yu-Re- 
Nu form a thick, homogeneous, durable 
patch. Yu-Re-Nu resists water, oil, grease, 
gasoline, battery acid, heat and cold—keeps 
rubber articles serviceable, saves money. In 
Display Cartons of twelve 2-0z. bottles, 
priced 50 cents per bottle, packed 2 cartons 
to a shipping case; net shipping weight, 8 lbs. 
Profitable discounts to dealers and jobbers. 


Manufactured by 


California 


R. S. JONES AND SOWN, San Gabriel, 
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Oil Products 


YEAR are YEAR 


the Sates Cwwe - 
GOES UP 


Our retailers and jobbers have shared this growth with us—volume 
and profits more than doubling year after year. 

Does this suggest that you might profit by joining our prosperous 
family? Apex products mean business for everyone handling the line. 
Year after year it becomes a better line for hardware and implement 


» dealers. 











1934 


Apex products include every kind 
of oils and greases for auto, truck, 
tractor, farm and industrial ma- 
chinery for which there is a profit- 
able demand. 


Apex products are packed in con- 
tainers the public likes . . . all the 
way from one quart to 55-gallon 
drums—many of practical utility— 
they move fast. 


Aggressive promotions produce 
sales in the stores. 


Our unusual containers and store 
displays speed first sales—the quality 
brings repeats. 

Reliable jobbers, located in over 40 
states, Canada and Mexico, handle 
Apex products, making our products 
easy to get, safe to handle. 

“The largest suppliers of motor oils 
and greases to independent hard- 
ware and implement dealers in 
America.” 


Ask your Jobber about Apex—today! 


Bona fide Hardware Jobbers write or wire today 


for Apex Distribution plan. 


1936 
120% 


1935 
100% 


1937 
150% 


1939 
160% 


1938 
150% 


1942 
240% 


APEX OIL PRODUCTS CO., 100-200 17th Ave. No., Minneapolis, Minn 


RELIABLE 
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SOURCE OF 


GUALITY 


LUBRICANTS 


THAT SELL AND REPEAT 
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YESTERDAY ! 


1880... President Ruther- 
ford B. Hayes—bustles and 
high-wheel bicycles—and a 
young fellow named Edison 
was puttering around with a 
substitute for coal-oil lamps. 
It was that long ago that 
Richards-Wilcox began to 
make the world’s finest door 
hardware! 


TODAY! 


Millions of dollars are being 
saved every year for American 
wartime industry by R-W 
Automatic Fire Door Equip- 
ment... priceless man-hours 
are being saved by new, rev- 
olutionary R-W Zig-Zag Con- 
tinuous Power Conveyors. 
Today, as for 64 years, R-W’s 
complete line keeps pace with 
progress. 


TOMORROW! 


When peace has returned to every American the 
right to demand the best, let the famous Richards- 
Wilcox complete line furnish the right answer to 
every door hardware requirement. More important 
than ever, then, will be the exclusive R-W Lock 


BUY MORE WAR BONDS 





These R-W Lock Joint Trolley Tracks and Ball Bearing Hangers show the 
wide range of sizes available, and the versatile principle upon which R-W 
Conveyors and Doors operate—smoothly, quietly, efficiently. 


Joint Tracks and Ball Bearing Hangers shown here. 

To prepare for tomorrow’s big business, get in 
touch today with the nearest R-W branch office 
listed below. Acquaint yourself with the complete 
Richards-Wilcox line—“A Hanger for Any Door 
that Slides.” Free catalogs and engineering counsel 
always available without obligation. Plan today to 
profit tomorrow with Richards-Wilcox! 


HARDWARE AGE 
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has been 


carefully and 
“scientifically engineered 


into a Masterpiece 
of Hoist Construction 


; It pays to use.and handle 


The Hoist made for the Tough 
as well as the Particular Jobs 


Buy—The Chester Chain Hoist 
“The Hoist of Today— 


Yesterday and Tomorrow 


a has passed the Test of Time as 
well as the rigid requirements — 
of Uncle Sam ’ 


A complete line V2 to 40 tons i 
Send for latest literature \\ 


ESTER 


ok COMPANY * 
‘< LISBON, Quo 























BRUNO Adjustable HOLE CUTTERS are selling — 
and selling fast! Why? First — mechanics, hob- 
byists, electricians, farmers and a host of others 
can get them now — tools that have been on the 
urgently-needed list for a long time. 


Second ~two Bruno Hole Cutters give a cut- 
ting range of from 4%” to 2/2” in diameter. No 
need to buy numerous fixed radius tools to cover 
the same cutting range. 


PROVEN SALES FEATURES: Easily Adjustable 
high speed steel blades...Cut accurate, clean 
holes in sheet metal, boiler plate, Dural, plastics, 
wood, masonite die stock, hard rubber, fibre and 
other materials... Perfectly suited for use in 
drill presses, electric drills, hand drills of hand 
braces...Ideal for shop work, maintenance, 
model building, radio work... Designed by 
cutting tool engineers of long experience. 


No. 101-8 — 
Range 1” to 22” 
Also available 
with straight 
shank (No. 101) 


No. 100 — Write Today For Gener- 
a mee ya” ous Discount Schedules 
with Square Bit re ooh 9 

Stock (No. 100-B) 6 


DRAMATIC DISPLAY KIT FREE 
WITH MINIMUM ORDER 


beteuse BRINGS GREAT NEWS 
OF SALES opportunities HOW! 


The BRUNO Adjustable HOLE CUTTER — 


makes Multi-sized holes in meta! boxes — 


Or cuts holes to any depth in plastics, wood 
or compressed materials — 


Ser tes PS 
Or works in a hand br on a wide vari: 
ety of commonly used stocks. 


Each Cutter picture-packaged for greatest 
sales appeal. Instructions for use inside. 


HARDWARE ACE 








UppCUee METAL TRIMIS A 
PROFILMM@MAE INVESTMENT FOR YOU 





For years a volume leader in the manufacturing of Alumi- 
num Metal Trim, Youngstown Manufacturing, Inc., also 
maintains strict control of the qualities which installation 
men require. Our distribution plan with warehouses lo- 
cated in strategic locations permits jobbers and deal- 

ers to serve their trade quickly with a wide range of 

sizes WITHOUT CARRYING an excess inventory. 


+ Thus, Youngstown Manufacturing, Inc., provides 
cs a big money-making setup for you. WRITE 
ce TODAY FOR A WORTH-YOUR-WHILE 
\ 7 proposition with Superior Metal Trim. 
\ Branch Offices and Warehouses 
ee . YOUNGSTOWN MANUFACTURING, INC. 
63 W. Peachtree St., N. E., Atlanta, Ga. 


363 S. Wall Street, Columbus, Ohio 
ALUMIN UM SHAPES 222 E. Sixth Street, Cincinnati, Ohio 
217-219 | N. Alabama Street 


510 Arch Street 
Philadelphia, Penna. 











Each of these 54 SUPERIOR shapes is popu- 
larity-proven. All of them are alive Metal Trim 
money-makers. With them you can meet every 
need ... with our distribution plan you can serve 
your customers economically on the spot. And 
remember, Superior Metal Trim has unexcelled 
finish and eye appeal. It has uniform dimensions 
. handles, cuts, and miters easily. 
WRITE TODAY for an illustrated folder, showing all the 54 
shapes, and an easy-to-use price list. Don’t permit a minute 


of unnecessary delay. Get to your customers first, before 
the other fellow gets there. We will help you. 


There’s Only One Superior Metal Trim 


YOUNGSTOWN MANUFACTURING INC. 


66-76 S. PROSPECT STREET YOUNGSTOWN, OHIO 
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When you sell Corbin builders’ 
hardware for that projected post- 
war home, industrial building, 
school, hospital or any other 
project...chances are you are 


selling a line and a name already 


pre-sold to your client. For Cor- 


bin has long been synonymous 
with the very finest in builders’ 


hardware — wherever doors 


Ti 


" 


[ Good Buildings Deserve Good Hardware | 


swing and windows let in light. 

Authentic design, widest range 
of products, dependability of 
craftsmanship, helpful detailing 
and counsel are all integral parts 
of the Corbin reputation. 

You will be able to get de- 
pendable, authentic CORBIN 
hardware as soon as materials 


are available. 


P. & F. Corbin 


HARDWARE AGE 








SPECIAL NUTS... ANY SIZE, ANY MATERIALS... LARGE OR SMALL QUANTITIES 


DETROIT 
NUT CO. . 


Sines 1912 











Affiliated with 
AERONUT MANUFACTURING CO. 


Manufacturers of Precision Nuts 
2359 W. FORT ST., DETROIT 16, MICHIGAN 


DETROIT NUT COMPANY. Hubbard Ave. & M.C.R.R., Detroit 9, Mich. 


¥ Represented in All Principal Cities 
MANUFACTURERS OF MILLED FROM BAR WEXAGON SEMI-FINISHED NUTS OF STEEL, BRASS, BRONZE AND SPECIAL MATERIALS 
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«| SELLS ano SELLS ano SELLS! 


In these times of stress and strain — priorities — shortages of help — 
it is refreshing to have unlimited supply of Toxite, a product that just 
keeps on selling — at a good profit — with the minimum of effort — 
right now — every day, every month, in increasing volume — and with 
a high quality standard that makes satisfied customers. 


oe duertised 
P .¢ Ade 

to 16,000,000 month! 

o 


A broad and forceful campaign in national pu 

lications circulates to over 16 million families 
each month—that builds consumer demand 
for TOXITE Poultry and Live Stock spray. 


A Natural for Quick 
Profitable Sales NOW 


Quick, easy sales make pleased and steady 
customers for Toxite and for other items in 
your store. 


We Will Spend *25.00 of Our Own Money 
To Bring Customers Into Your Store 
Here’s the Plan — It Works ! 


% Pick out 100 of your best customers — 
We will send from this office a letter enclos- 
ing an introductory check good for 25c¢ on 
the of a gallon of Toxite when 
presented at your store. At the end of 90 
days send us all checks you have redeemed 
and we will reimburse you in cash. This 
business building plan helps sell your first 
order quickly and Builds Permanent de- 
mand. % To get this support you order 
1 dozen qtiarts and 1 dozen gallons Toxite, 
Cost $16.80. Profit $7.20. Checks, letters 
and mailing cost you nothing. Order your 
‘Toxite from your favorite jobber. Send us 
the list. We will do the rest. 


The Toxite FREE Check Plan is 
a WINNER—Ask Your Jobber 
or Write Us 


HARDWARE AGE 
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WILL SOON MAKE NEWS 


New, finer, startlingly different SPRAYIT 
products willbe ready for you shortly. Reflect- 
ing tremendous engineering advances brought 
about by war time developments, greatly in- 
creased research and production facilities, 
SPRAYIT will offer an outstanding line of 
spraying equipment, air compressors, spray 
guns, pumps, insecticide sprayers, air tools, 
sanders and allied finishing equipment. 

The new ELSCO line of electric motors, gen- 
erators, controls, hydraulic cylinders, valves, 
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controls for aircraft, automotive and other in- 
dustrial applications will be introduced to 
American industry at the same time. 

Both lines of new products will be made 
available through leading jobbers. 

In winning our Army-Navy “E”, SPRAYIT 
facilities were expanded; new equipment pur- 
chased and our personnel enlarged. The fine 
products you will soon be able to purchase 
from SPRAYIT will bring you the benefits 
of this great advancement. 
































* 


ine ane Old lame! 


New magic you can turn into profitable sales! 

There’s a new and increasing demand for 
O-Cedar products...stimulated by record- 
breaking national advertising ... backed up by 
37 years of outstanding leadership in the house- 
keeping field! 

A healthy, insistent demand based on prefer- 
ence, the natural reliance of your women cus- 
tomers on a well-known brand name...a name 
that has always stood for an extra measure of 
quality and dependability ... O-Cedar/ 

They know O-Cedar, rely on O-Cedar ... they 
hear all O-Cedar products advertised on the 
radio, see them in the sage and maga- 
zines...they can use O ar products in a 
hundred different ways, to make their house- 
keeping easier. O-Cedar sales are automatic when 
they see a full-line O-Cedar display in your store! 

Every woman is interested...every woman 
buys! Get the inside track on those easy sales 
with O-Cedar! O-Cedar Corp’n., 2249 West 49th 
Street, Chicago 9, Illinois. 


AND TWO GREAT NEW 
O-Gdar propucts 


-—— 





HAND GUARD PERMA-MOTH 
—Greaseless skin protec- Moth protection for the 
tive cream; keeps honds life of the fabric. Odoriess, 
clean on dirty jobs in stainless, non -inflammo- 
home, factory, office! ble. Apply with a sponge. 


“THE FULL-PROFIT LINE” 
PREFERRED POLISHES 

















@ LISTEN Sunday afternoons to “Hot Copy”, 
O-Cedar’s thrilling, half-hour radio program. 
Full coast-to-coast Blue Network. See your local 
newspaper for time and station. 
Also on these famous women’s participation 

programs: 

WOR, New York — Martha Deane 

WBBM, Chicago — Paul Gibson 

KDKA, Pittsburgh — Home Forum 

Shopping Circle 

WHAM, Rochester — Women Only 

WMAL, Washington — Modern Woman 

...and 41 OTHER STATIONS This Fall 


CLEANERS— MOPS — DUSTERS 


FOR EVERY PURPOSE 
= Ff 


“THE GREATEST NAME 
IN HOUSEKEEPING’ 
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A BETTER-LOOKING STORE means a 
better-paying business. Plan now to 
make your store more attractive ... 
inside and out .. . with Pittsburgh 
Glass. This hardware store in Hick- 
ory, N. C., is an example of how it’s 
done. Architect: Robert L. Clemmer. 


is the store that draws the crowd! 


Plan NOW to make your store more attractive . . . and 
get your share of postwar business. 


F you can widen your trading area, 
attract new customers, satisfy old 
customers better, and get the jump 
on competition, you're on the way 
to fat profits and prosperity. 

And that’s where Pittsburgh Glass 
comes in! When you make the in- 
terior of your store smart, modern 
and appealing with Pittsburgh Glass 


. when you give personality and 
stopping power to your store front 
with Pittsburgh Glass and Store 
Front Metal . . . you've gone a long 
way toward insuring success. ‘Thou- 
sands of merchants have already 
proved, with Pittsburgh Glass, that 
the store with eye-appeal is the store 
that gets the business. 


But don’t wait to act until build- 
ing restrictions are lifted. Plan your 
new store front and interior now. 
Then you'll get the work done 
quicker when store construction gets 
the green light. 

See your architect to assure a well- 
planned, economical design. Our 
staff will gladly cooperate with him. 
And send the coupon below for our 
free books of information and photo- 
graphs about actual Pittsburgh mod- 
ernization jobs. 


"PUTSBURGH stand for Lualiy Class and Chiat 
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Pittsburgh Plate Glass Cittsburgh 19, Pa. 


2322-4 Grant Building, 


Please 
illustrated booklets on § 


without obligation, your 


send jets on store modernization. 




















AIR COOLERS / STANDARD siowersV. HEAVY purr mowers exnausters V 





BLOWER wueens V. CIRCULATING HEATER 








UNIT HEATERS 
=" 








UTILITY Standard and Heavy Duty Blowers, 
Evaporative Air Coolers, Industrial Exhausters and Propeller 
Fans are now available under WPB regulations and priorities. 
Gas-fired heating equipment will be available when war re- 
strictions are lifted to permit manufacture. Illustrated litera- 
ture, catalogs of performance data and details of Utility’s 


marketing plan are available on request. 


OU Ti LIT Y &an corporation 


4851 S. Alameda St. tos Angeles, Calif. 
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TAILOR MADE FOR HARDWARE DEALER SALES 




















With this ONE COMPLETE 

LINE of Oil Filter Replace- 

ment Elements, many hardware 

merchants have developed an active and profit- 
able volume of business. Because, there’s a WIX 
model and type to fit EVERY oil filter need... 
to service filters on Tractors, Trucks, Marine and 
Stationary Engines. 

You can cash in on this active demand with 
this ONE Line, for WIX services ALL filters. In 
terms of maximum oil life and really clean 
motors, these new day sock-type cartridges cost 
less and DO MORE—LONGER! Ask us to show 
you how other hardware dealers are winning real 
profits you can share. 








WIX ACCESSORIES CORPORATION # GASTONIA ¢ N:-C:; 


Warehouses: ATLANTA « CHICAGO e DALLAS e KANSAS CITY e LOS ANGELES « MINNEAPOLIS « NEW 
YORK « SAN FRANCISCO e Canadian Factory: WIX ACCESSORIES CORP., LTD., 161 Bay St., Toronto, Ont. 
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E KNOW exactly how you feel! In fact, 
we're getting a little tired running our 
plant without making any Taylor Thermome- 
ters for you. We can only assure you that we 


\ are going to start shipping Taylor Instruments 
- es to you again just as soon as possible. We hope 
N it will be in the early months of 1945, and we’ll 


let you know as soon as we can. 


Taylor i} nstr. Meanwhile, we get a kick out of letters like this. 


Even though we can’t answer them to our mu- 
MEAN —————- , ar Nd 
tual satisfaction, it makes us prouder than ever 
A C C IT | RB A C Y Ff, / RB S T that the name Taylor has stood for quality and 
dependability in instruments since 1851. Taylor 
Instrument Companies, Rochester, N. Y., and 
Toronto, Canada. 

















IN HOME AND INDUSTRY 





KEEP BUYING WAR BONDS = KEEP THE WAR BONDS YOU Buy! 
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We. the day's ‘bag’ often depending upon 
the performance of a single cartridge, your cus- 
tomers know that it pays to insist on center 


fires branded with the Winchester red 











+ i. 


The Winchester Silvertip bullet expends its 

maximum energy where power counts most 

..-Within the body cavity. It combines con- 

trolled expansion with deep penetration. 
Gu: * 


When the War Guns Cease Firing Watch 


WINCHESTER 


TRADE MARK 





COPR., 1944, WINCHESTER REPEATING ARMS CO., DIV. OF WESTERN CARTRIDGE CO. 
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Dace peacetime production is resumed, our 

lans call for manufacturing the finest line of cast 
iron chrome cookware it is possible to make. 
That line will be top quality through and through. 
It will retail at a price that will represent a truly 
great value to the housewife. And in that price 
will be an exceedingly good profit margin for 
you. Volume production of Auto City Iron 
Chromeware will start at the earliest possible 
moment and deliveries to dealers wilt bagi 


immediately our production lines start, 


rolling. 

Increased equipment at our factory and im- 
proved manufacturing techniques will enable us 
to noep you supplied with this sparkling cock- 
ware that has such instant appeal to housewives 


PoLLy PAN SAYS: 
IT’S THE EXTRA WAR 
BONDS YOU BUY 
THAT REALLY HELP! 


because of its better cooking qualities, its out- 
standing beauty and its ease of cleaning. 


Backing up each dealer’s sales efforts will be 
an advertising and merchandising program de- 
signed to increase demand, speed turnover and 
build greater profits for you .. . a campaign that 
is even now awaiting the signal to go. 


What are your post war plans? If you are not. 
one of the many hundreds of dealers who already 
have written for complete details of this quick- 
selling, profit-making line of cast iron chrome 
cookware, WRITE TODAY. 


SALES DEPARTMENT: 1490 MERCHANDISE MART, CHICAGO, ILL FACTORY: 3450 DENTON AVE 
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SHELL READ IT TONIGHT... 
(ND THANK YOU FOR YEARS / 


New, 104-page Year Round Meal Planning Guide ... is 
sure-fire way to win friends and influence customers 


Forget you...how could she! What with your name big as life on 
the back cover of this book she’!l use daily! 

Building good will is the smartest trick you can stage, these 
days. And this marvelous new book will do it for you. How? 

First, it takes the grief out of meal planning ... and show us 
the woman who won’t welcome that one! 

Second, it gives her plenty of practical low-down on getting full 
value for her food dollars...another tender spot in a woman’s heart. 

Third, it shows her how to be an even better cook .. . and most 

Swomen are pretty vain about their cooking ability. 

Fourth, but why go on... 

How many Year ’Round Guides do you need to do a real job 
winning future customers for you? Price only 10 cents each; 
imprinting to be done by your local printer. Immediate delivery. 
Order direct from your Westinghouse distributor, today! 


Westinghouse 


OFFICES EVERYWHERE 


PLANTS IN 258 CITIES 


ELECTRIC HOME APPLIANCES 
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With the war nearing an end, hard- 
ware men have begun to prepare for 
post-war by cleaning up stocks, clear- 
ing out war goods, and moving ersatz 
products. 

One section of merchandise which does 
not need any pushing out the door is 
the line of Warren Heavy Hand Tools. 
Sledges, picks, and chisels will be just 
as salable after the war as today. They 


never deteriorate. They know no sea- 
sons, and they never become out-of- 
date. You can always sell Warren — 
Heavy Hand Tools at a profit. 

War work keeps our plant busy round- 
the-clock, but we continue to ship 
many tools to our jobbers. The next 
time your jobber salesman calls, ask 
him about replenishing your stock of 
Warren Heavy Hand Tools. 


WARREN TOOL CORP. « WARREN, OHIO 


COLD CHISEL 


PICK MATTOCK 


SLEDGE 
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VALUABLE 
PRIZES 


LIST OF PRIZES 


State and Sectional winners also have 
right to compete nationally 


STATE PRIZES 


1st Prize 


This is part of the biggest window display contest ever conducted in pee | Axag 
re rize 


the United States. Every Retail hardware merchant is invited to enter. 








: : y ‘ ‘ 6th to 10th Prizes, right to compete 
You will compete with other hardware retailers only. All prizes will be nationally 


in War Bonds, and will be donated by Henry Disston & Sons, Inc., as SECTIONAL PRIZES 


part of their contribution toward the success of the 6th War Bond Drive. 


In addition to the prizes offered, there are many other advantages. You 6th to 10th Prizes, right to compete 
nationally 


help to put your city, state and section over the top in meeting their GRAND NATIONAL PRIZES 


quotas. You help to bring credit to the entire hardware trade. And if All National winners will also receive 


; : . : 1st Prize 
you are among the winners, you and your store will receive nation- 2nd Prize 
- $250 in bonds 


wide publicity. National winners will also receive special citations from 4th Prize . $150 in bonds 
Sth Prize . $100 bond 


the U. S. Treasury Department. 6th to 10th Prizes . . $50 bond each 


Follow RULES OF CONTEST carefully 


1 Each entry is to be judged only in relationship to every dates of the 6th War Bond Drive, and all entries must be in 
* other entry within its own group—hardware stores vs. the mails within TEN DAYS after the closing of the drive. 
‘—— may consist of one window or a group of 

a 


hardware stores. 7 i 
2 Each display MUST be devoted EXCLUSIVELY to war bonds windows. ‘oup of windows is submitted then : h 


ac 
” Each entry must be submited in PHOTOGRAPH form: sod joined together accordion fanios, <)> 
try must be submitted in orm, Co) together accordion fashion. 
3. With Sdeatifcation on back, which should include, (ab §, Mail all photographs to the 6th War Bond Drive Display 
atestant to whom prizes, if any, should Contest Committee, care of Display World, Cincinnati 1, 
(b) name of store, © OMPLETE. s Ohio. The DISPLAY WORLD will sort the photographs 
c . Seplay wae on views, id) TI ie aon ? and see that they are put into the hands of the proper 
$ to , ARE RES. judges committee. 

4 s become the property of the CONTEST a ‘As 2008 as your photograph is received by the proper 
* committee and will be presented to the United States Treas- * judges committee you will receive a postal card: assuring you 
Department for such use as the Treasury may desire. that your entry will receive Proper, careful consideration. 
5. The pcteion of the majority of the judges will, in all 10. fee a beindged—& ENTION APPEAL. poeta? 
¢c al. and secondly—for their _ on 

6. Dates of contest shall coincide with the opening and closing for their artistry and originality. ¢s2usneo .s<0 


t MPO RTANT N OTICE: For further information and full particulars 
see your local War Finance Office of the U. S. Treasury Department. Start making your 
plans now. Be sure to enter. Your chances are as good as anyone's. 








HENRY DISSTON & SONS, INC., 1054 Tacony, Philadelphia 35, Pa., U.S.A. 
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Selling DUST-STOPS is a “Cinch” 


and profitable, too! 


2 OTHER RETAILERS, in many instances the 
biggest outlets, use newspapers or radio to let 
folks know that they handle Dust-Stops. Still 
others use Direct Mail to former customers and 
known prospects. Such aggressive promotion 
pays handsome dividends, especially in the two 
“peak” selling seasons. 


7 SOME RETAILERS simply display them... 
and do a big, profitable business month after 
month. Good product displays inside the store 
remind customers of Dust-Stops and the need 
for frequent replacement. Good window dis- 
plays, in the fall and spring, bring in many 
new customers—for Dust-Stops plus other 
merchandise. 


Get Your Share of the Big, Fall Business! 


Every owner of a forced-warm-air furnace, of which 
there are nearly two million in the country, is a prospect 
for new Dust-Stops—at least once a year. Many owners 
replace clogged-up air filters in the spring, at the end of 
the heating season. The big majority, however, wait until 
fall—some waiting until well into the heating season. 
Because clogged filters retard 
the circulation of heat, wasting 
valuable fuel, users of Dust-Stops 
will probably replace them early 
this year. Some may buy again be- 
fore the end of the winter. 
In addition to powerful National 


*T. Mm. REG. U.S. PAT. OFF 


Advertising in leading consumer magazines, FREE 
Dealer Helps are provided to help you build a profitable 
business with Dust-Stops. These include colorful window 
streamers and store displays, imprinted folders and mail- 
ing pieces, newspaper mats and radio spot announce- 
ment scripts—in short, everything needed to sell Dust- 
Stops in volume and at a profit 
Better get in touch with your 
Dust-Stop supplier, or write Owens- 
Corning Fiberglas Corporation, 
1934 Nicholas Building, Toledo 1, 
Ohio. In Canada, Fiberglas Canada 

Lid., Oshawa, Ontario. 


—a FIBERGLAS product 
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~Here’s the Iron “ori 
they really HAVE to have! 


Flip this switch—you iron with 
No other iron like it! Does steam or dry heat instantly! 


everything an automatic electric 
iron will do...does MORE than 
any other steam iron will do! if Set the dial—the 


temperature 


stays put..fab- 
rics are safe! 





Special steam 


MILLIONS OF WOMEN —_— — niberngeneon 


Will learn about its sensational canit pet toe Highs 


features during the next few 
months through big color ads in 
these important magazines: 


Ladies’ Home Journal 


merece Nl Sam flome Moc fe 


True Story * Parents’ Magazine 
. Yj 
hoon fj VA Yr From now on, one of the biggest items in the whole 
(FA/ appliance business is going to be the automatic 
electric steam iron! 

Women already know they must have a steam 
iron to do a good ironing job, especially on the new 
fabrics. And one look at the outstanding features cf 
the SILEX Automatic Electric Steam Iron will tell 


. : = <n 4 them they’ll never be satisfied with any other. 

eee ma Ne i It’s the ONLY iron with the 3-way grooves that. 

ul winder he ‘~ send steam out ALL OVER the sole plate, from 

and mail- oo a, heel to tip. The iron with the magic fingertip lever 

announce: i. that switches from steam to dry heat instantly! 

sell Dust- ; Big, colorful national ads are telling millions of 

; a profit women about these sensational SILEX advantages, 

with your and all the other features shown above. 

ite Owens And a dramatic, colorful counter display will 

rporation, tell it again in your store! 

Toledo 1, “ NG Zp. Production is still limited, of course. But act 
Ne now to get your quota of SILEX Automatic Electric 


as Canade a Ye Steam Irons as early as possible. Write to . . . 


THE SILEX COMPANY, HARTFORD 1, CONN. 


uty Stocco: | Ff {LEX 


oe automatic electric steam iron 
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When the Order Comes to 
“Cease Firing’: 


Previous Wars Present War 


In 1918, slow communications This time! .. . Thanks tw 
delayed the transmission of | modern radio communica- 
“cease firing” orders resulting _ tions fighting will be stopped 
in countless casualties after instantly in every theatre of 
official surrender. war following surrender. 


the Fri 
that wi 
of the. 
busine: 
frople 

assc 

How 


entinel = 


For Fri, 
is to hi 
tight t 
Frigida 


In World War II coordination of armed forces, to fire together 


for Victory, and to cease firing when Victory is won, has been ~and a 
attained through radio—and Sentinel has played a prominent Ther 


Prigida: 


part in the development of this modern miracle. omy 
nly a 


The vital wartime equipment that Sentinel is creating and 
producing is helping to bring swiftly the moment of surrender. 4 
Then, Sentinel will continue forward, conditioned by war- 
time experiences, to produce radio and electronic equipment 2 | 
that will bring volume sales to Sentinel dealers. 


SENTINEL RADIO CORPORATION 
2020 Ridge Avenue, Evanston, Illinois 


of go 
help. 
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be stopped 
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by war- 
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WE deeply appreciate the many thou- 
sands of requests being received for 


the Frigidaire Franchise. Our only regret is 
that we are able to grant franchises to so few 
of the many fine established dealers and other 
businessmen who have applied—the kind of 


‘people with whom we would be proud to 


be associated. 

However, the very reason why we are able 
*o accept such a small number of these appli- 
ations is one of the most important reasons 
why a Frigidaire Franchise is so desirable. 
For Frigidaire believes that the soundest policy 
is to have in each market or community the 
tight number of quality dealers to obtain 
Frigidaire’s proper share of available volume 
~and at the same time provide a profitable 
potential for each Frigidaire dealer. 

There are many other factors that make the 
Frigidaire Franchise so desirable. To. name 
only a few~— 


The value of the Frigidaire name and 
the reputation of Frigidaire products 
mean easier selling. 


The more than seven million Frigid- 

aires builcand sold provide Frigidaire 

Dealers with an unequalled backlog 
of goodwill and user-to-prospect selling 
help. (Surveys show advice of friends and 
telatives to be the most valuable. single 
source of sales.) 
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The service record of the Frigidaire 

organization is outstanding in its field: 

Frigidaire’s wartime service program 
has built boundless goodwill. 


Frigidaire’s wartime advertising pro- 
tam has made partnets of Frigidaire 
ealers in providing users of all 

makes of refrigerators with helpful infor- 
mation. Customer goodwill has been 
heightened, acceptance for Frigidaire main- 
tained and strengthened — providing an 
even greater competitive advantage for 
Frigidaire Dealers. 


The Frigidaire business is the primary 
interest of all Frigidaire Distributing 


aes 


Organizations;thustheyare # 
in a position to give really effective 
aid in meeting sales problems. 


Frigidaire has established 
an enviable record for 
giving Frigidaire Dealers 
sales-getting merchandising 


and selling programs. 


Frigidaire Customer and 

Product Research guaran- 

tees that Frigidaire prod- 
ucts will be more salable, because 
they will continue to incorporate 
“more of what people want and /ess 
of what they don’t want.” 


=» FRIGIDAIRE 
ba War Production — - Division of 


GENERAL MOTORS 


Fy Frigidaire Sales Training programs 


now in preparation assure that 
when “selling times” return, Frigid- 
aire Dealers and their salesmen will be 
in a position to make the most of them. 


Frigidaire is noted for the quality 
and the quantity of pe provided 
dealers on all phases of their Frigid- 


aire business. 


Throughout the years, Frigidaire has 

demonstrated its willingness and 

ability to meet changing conditions 
—to handle new situations quickly and 
effectively as they arise. 


The importance of all these factors has been 
demonstrated through years of experience. 
Their soundness is proved: by the fact that the 
dealer organization built upon them has long 
been the strongest in the industry! 


Listen to the 
GENERAL MOTORS SYMPHONY OF THE AIR 
Every Sunday Afternoon, NBC Network 
BUY AND KEEP MORE WAR BONDS 


in < 









































There’s nothing like a hone by Carborundum 


to increase your store traffic and 


build profits >o>o W.VO ..s. 


ee ee ee ee ee ee ee ee ee ee ee ee ee ee, ee, ee, ee ee ee ee ee 


1—MAKE THIS WINDOW DISPLAY 


The “Aloxite” Brand Safety 
Blade Hone combines a velvety 
smoothness with a speedy cut. 
Gives double edged safety 
razor blades a keen, non-pull- 
ing edge with just a few circu- 
lar movements in the concave 
side of the hone. Each package 
of a dozen hones contains a 
striking display card in gold 
and black. Subject to regular 


dealers’ discount. 
Size in Inches We. per Dozen List Price per Dozen 
24x1% 2 Ib. $6.00 


No. 149 3x%x 


2— DISPLAY THESE POCKET HONES 


These hones, made of the finest 
Carborundum Brand Silicon 
Carbide powder, are for sharp- 
ening pocket knives, ink 
scratchers, scissors, and small 
tools. Standard packages of 
one dozen come mounted on 
this beautiful three color dis- 
~~ card—12 4" x 104’, easel 

ack. Sure to boost your sales 
and your profits. 


Size in Inches Wt. per Dozen List Price per Dozen 
% 1% Ib. $2.40 





No. 149-L 


3—AND DON’T STOP THERE! 


These pocket hones are put up 
in convenient leather cases, six 
of which are shown on the at- 
tractive display card as illus- 
trated and six are shipped loose. 
Regular dealers’ anenuns is 
allowed on all these products. 


Size in Inches Wt. per Dozen List Price per Dozen 
3x%x% 1% Ib. $3.00 


Order from your Jobber 





4—RAZOR HONES BY CARBORUNDUM 


Tocomplete your stock of hones 
by Carborundum we suggest 
the following items popular in 
the barber trade and among 
men who hone their straight 
razors. 


No. 104 Carborundum Brand —  aereee 3x2x 5%” 
List price per doz. 
No. 106 Carborundum Brand Sizes Carbide, 4x2x4” 
List price per doz. $12.00 
No. 1188S Carborundum —y ~ Silicon Carbide, 4x2x” 
be nad ne per doz. $10.80 
Standard package one half dozen 


The Carborundum Company, Niagara Falls, N. Y. 


Abrasive Products €y CARBORUNDUM 


(Carborundum and Aloxite are registered trade marks of and i 


f. e by The Carborundum Company) 
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GET READY NOW FOR THE FUTURE 


wih PANCORZ , dtucts 


for th HARDWARE TRADE 


POWER LAWN MOWERS ec HAND LAWN MOWERS 
BATTERY CHARGERS ¢« POWER PLANTS e CENTRIFUGAL PUMPS 


Look for new PINCOR products just ness. All PINCOR products are 
as soon as war conditions permit their result of careful research by Pic 
manufacture. They will mean increased engineers and reflect high stand 
sales and profits in your postwar busi- design and craftsmanship. 


Your inquiry will receive our prompt attention 





adhe 


PIONEER GEN-E-MOTOR (7; 


$ 
CORPORATION 


5841-49 DICKENS AVENUE // iad 
CHICAGO 39, ILLINOIS "od 
: uUcls 
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Crosley Is Solving 
Its Own Postwar Employment Problem 


Wren WAR CAME, we at Crosley converted immedi- 
ately and totally to production of war materials. We did 
this with the help of thousands of new employees. The 
postwar future of these employees and of former Crosley 
employees now serving their country is not a national 
problem or a community problem. It is a Crosley problem. 


This fact has been clearly recognized by everyone at 


Crosley. It has been the joint concern of Management 
and Labor. A postwar employment plan is in operation. 
The seven members of the Executive Committee of 
the International Brotherhood of Electrical Workers 
Local No. B-1061 and four responsible representatives 
of Crosley Management have agreed on a plan for safe- 


guarding the economic security of all Crosley people. 


THIS PLAN PROVIDES 


I —For a survey to determine how 
many Crosley employees in the Armed 
Forces plan to come back to their old jobs 
or to other work at Crosley more suited to 


their new capabilities and interests. 


2 —For an accurate check of the num- 
ber of our present employees who plan 
to resume their pre-war occupations as 
housewives, salesmen, or other peace- 


time activities. 
. 


_ . . e > 
23 —For a careful estimate of our post- » 


All the details of the Crosley plan will appear in a little booklet now 
being prepared for distribution to our organization of more than 9,000 
people. If you would like to have a copy, just write the Crosley Em- 


ployee Readjustment Board, The Crosley Corporation, Cincinnati, Ohio. 


war markets and the number of employees 
who could be utilized in an aggressive 
new product program and expanding 


postwar sales of home appliances. 


4 —For the establishment of a Crosley 
Employee Readjustment Board whose 
sole responsibility is to find employment 
for surplus employees through coopera- 
tion with the United States Employment 
Service and direct contact with other 


possible employers. 





THE CROSLEY CORPORATION 
CINCINNATI, OHIO 


Peacetime manufacturers of Crosley refrigerators, radios, other household appliances and the Crosley Car. Home of WLW “The Nat.sn’s Station.” 
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Tomorrow’s 


: ' ‘ ) 
— ‘- Pras Dream Home will have 


eration. 


ittee of 7 va s Gerity Chrome 


Vorkers 


ntatives ‘FR @ When the bride comes home 
: in postwar tomorrow... there'll 
eaA be smart new styles in Gerity 
people. > ie J é : Chrome to welcome her! 
- Tomorrow’s accent on charm 
and practical features in home 
decoration will find widespread 
use of Gerity Chrome Accessories. 
They'll bring new long-lasting 
luxury to bathrooms...and “sugar 
and spice” freshness to kitchen! 
Best of all—lustrous Gerity 
Chrome keeps its youthful beauty 
—it won’t break, peel, check or 
tarnish, 





or safe- 





SS] NOTE To 3000 
——— GERITY DEALERS: 
Check your requirements. 
You should be placing 
orders NOW for post-war 
delivery. Write today for 
full information about 
Gerity sales plans. Gerity- 
Adriafi Mfg. Corp., Adrian, 
Mich. 101 Park Ave., N.Y. 

















CHROME BATHROOM ACCESSORIES 


Station.” 
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recognized leader among foremost manufacturers 
has devoted its enormous research facilities and 
precision engineering skills to the production of 
superior quality firearms. This wealth of experi- 
ence combined with that gained in the production 
of over 2,000,000 weapons of war, is now being 
used in the manufacture of a new line of lawn mow- 
ers. In keeping with the Savage tradition, these lawn 
mowers are the finest in America. As soon as condi- 
tions permit, the line will consist of four outstanding 
models—each a leader in its respective price field. The 
eighty years experience of Savage Arms backed up 





with extensive national advertising, gives undeniable 
indication that Savage lawn mowers will find ready 
consumer acceptance. Savage blazes the trail to bring 
you improved lawn mower design and construction. 





LAWN MOWERS 


MANUFACTURED BY 
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S THE TRAIL 


For eighty years, Savage Arms Corporation, a 








SAVAGE ARMS CORPORATION s\"sc'c~ CHICOPEE FALLS, MASS., U. 5. A. 
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because one 


sells the other. 


Pittsburgh Welded Farm and Poultry Fence and 
Pittsburgh Close-Mesh Welded Fabrics are truly 
“companion” sales builders. For, when one has been 
used, and the advantages of welded construction 
demonstrated in service, the market for the other is 
automatically established. Each contributes to the 
acceptance of the other. 


Pittsburgh Welded Farm and Poultry Fences, with 
joints automatically electrically welded at the inter- 
sections of line and stay wires, offer incomparable 
fence strength, rigidity and maintenance of shape, in 
equal gauges. The same great strength and smoothly- 





formed joints make Pittsburgh Close-Mesh Welded 
Fabrics ideal for poultry floors, feeding pens, parti- 
tions, temporary corn cribs, and 101 other farm uses. 
Meshes from 1" x 1" to 2'' x 6", gauges from 11 to 
16, widths up to 72"', assure wide adaptability. 


Customers who have been “too busy to fence,” or 
unable to get their full needs previously, will buy 
eagerly from this Pittsburgh Welded line. When you 
order your requirements of Farm and Poultry Fence 
be sure to balance the shipment with enough Close- 
Mesh Welded Fabric to meet all customer desires. 





(P7 PITTSBURGH STEEL COMPANY 


1621 GRANT BUILDING 
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PITTSBURGH 30, PA. 


d POULTRY FENCE 
























Company. 


THE REGINA CORPORATION, Rahway 6, N. J. 


Please send me a copy of “Why and how to set up a floor polisher rental service,” includ- 
ing a reservation blank for preferred postwar delivery ‘subject to my later confirmation). 





Address 











Profits? And how! A rental service for electric 
floor polishers is a steady producer. Day after day it 
brings in revenue. 

The small investment is quickly wiped out. 
Income is then practically all profit. 

That’s the picture if your polishers are Reginas. 
Not too heavy to handle easily, not too light to 


Under certain circumstances we can deliver Regina floor polishers now. Refer to WPB order L222 for p 


Hh f INA THE ELECTRIC FLOOR POLISHER 


FOR HOMES - OFFICES - STORES - SMALL PLAN’?S 





stand up in constant service, Regina floor polish- 
ers insure high profit. They keep repair and main- 
tenance expense so low as to be negligible. 

Clip the coupon and get our plan. You'll find it 
practical and complete. Then fill out the reserva- 
tion blank, which does not obligate you in any way 


unless followed by a firm order. 
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Smoothout THE CAN OPENER WITH THE DOUBLE-ANGLE CUTTER 


tl 


now for future delivery. 


Before the war we found it hard to fill all the orders which came flooding in for this 
sensationally successful can opener. After restrictions are lifted we'll 


A, be geared for production in much greater volume. We invite orders 
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A Sensationg|] 


r polish: WEAR-EVER to cut Allellew hours!) 
nd main- p R i S S U R E ! You wit! be able to save precious OTHER WEAR-EVER UTENSILS, Too, | 


extra time to spend with your chil. tn addition, as 


dren. With new WEAR-EVER PRESSURE. $00n'as man. ui 
le. A N S SAUCEPANS foods cook in minutes! By Power can bef i 
Il find it 4 the time you set the table, vegetables spared, there ™ 
ll fin ready to serve. Your family Will again be 
im over the more appetizing,  ¢, mous Wear. 
reserva- natural colors and the More delicious Ever gu ale ty 
flavors than ever before, aluminum baking Pans, r 
any way There is now more than enough and utensils of 


| aluminum for airplanes and al} other 

| War needs. So as S00N as the man- 

| Power situation permits, these new 

i WEAR-EVER PRESSURE SAUCEPANS will : 

| be ready for you. They'll be of W, i ing hot Spots. , |} 
Ever quality, with Ly j light’ to use, and | 
venience features y é ide i t. * +. Proud, gleaming Posses. | 

Preparing the for years to come. sions. Over the years. 


way for volume 


sales | [i] WEAR-EVER 


inYOUR store || # Se ALUMINUM UTENSILS 
Jase MARK Mode of the Metal that Cooks Best — Easy 16 Cicon | 


THE ALUMINUM” COOKING UTENSIL COMPANY. NEW KENSINGTON, PAL 
i, ee nll I eT a ll ee 
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BOMMER 


SPRING HINGES 


ARE THE BEST 


ESTABLISHED 1876 


While many of our products are still avail- 
able, the main effort of our company is 
devoted to the manufacture of items for the 
armed forces. 


We will give you the best service under 
War Production Board Order L-236. 


| \" fiw MARK | 


Double Action Single Action 
Standard Type No. 29 Standard Type No. 0 


BOMMER SPRING HINGE CO., BROOKLYN 5, N.Y. 


CHICAGO SALES OFFICE: No. 180 N. WACKER DRIVE 








TIPS for ROPE 
PURCHAS ERS 


Help keep your Hardware 
Customers supplied with 
Rope throughout the 
duration — Sell FITLER 
NO. | JUTE ROPE— 
Made from the best qual- 
ity Jute Fiber obtainable. 
It is lubricated against 
internal friction — 
treated for water-repel- 
lency, and to resist rot 
and mildew. 


As Manila and Sisal Ropes have gone 
to War, use with care, and keep prop- 
erly stored what Rope you now have. 
ke BACK THE ATTACK — BUY MORE WAR BONDS 


THE EDWIN H. FITLER CO. 


Manvtocturers of Quality Rope for Over o Contury— Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 
Chicago St. Louis tos Angeles 





Sen Francisco 




















ROYAL — EAGLE 


RIVETED-JOINTS 


With today's accent on long-lasting, trouble-proof ef- 
ficiency, the ROYAL EAGLE attains new supremacy! Its 
RIVETED-STRIKE-PLATES—exclusive with EAGLE—give 
it splendid strength and make certain that Joints can- 
not be twisted open, pulled apart or split off the wood. 
Perfect accuracy is always the 
RIVETED-STRIKE-PLATE JOINTS permit no an And 
the STRIKE PLATES—that cannot come off—prevent 


wear so that the markings remain heavy and easy to 





EAGLE RULE MFG. CORP. 


514 Hunts Point Avenue «+ WNew York, N.Y. 











Le ae 


PHILLIPS 
RECESSED 
HEAD 
SELF 
CENTERING 


woOopD 
SCREWS 


Supply the increasing demand for these mod- 
ern screws which we are licensed to manufac- 
ture. The tapered recess in the screw head 
fits the tapered point in the driver and the 
screw clings firmly to the driver. The driver 
cannot slip from the recess. All standard 
sizes. Send for Catalog of Screws for Metal 
or Wood, also our varied line of Hardware. 


Government restrictions prevent us filling orders on 
certain Hines. “Our Country first”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 
SOUTHINGTON, CONN. £; 


Est. 
1867 
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Giving a Truck the “guts” for the ruts... 
Making a Mower move “in the groove” 


A prime Mover rushing supplies to the 
front . . . lurching over war-torn terrain 
with victory the reward of arrival on 
time or defeat the penalty of a breakdown 

. needs bolts and nuts that hang on for 
dear life. 

A lawn mower, too, needs bolts and 
futs that resist vibration . . . but the re- 
quirements of a fast-moving assembly line 
also call for fasteners that mate easily, 
tighten up quickly, keep production roll- 
ing full speed ahead. 


Whether your customer's product is ex- 
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posed to stress, vibration and shocks, or 
chiefly to the time-clocking scrutiny of a 
cost accountant, he can do better fasten- 
ing with RB&W EMPIRE products. 
Remind your customers of the 99-year 
history of RB&W . . . asuccession of new 
processes for improving bolts and nuts. . . 
from the world’s first automatic cold 
header to modern metal-working tech- 
niques for incorporating greater accuracy 
and strength and improved appearance. 
You can also tell your customers that 
developments now planned will make 


“that make America Sing 


their products even stronger and better. 
Remember, they are interested—not in 
kegs or cases of fasteners marketed as a 
commodity—but in safety, dependability 
and assured service, backed by the integ- 
rity of a progressive manufacturer. And 
that is what RB&W offers. 


RBc:.W 


Russell, Burdsall & Ward Bolt and Nut Company. 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock 
Falls, it!. Sales offices at: Philadelphia, Detroit, Chicago, 
Chattanooga, Los Angeles, Portland, Seattle. 


BOLT AND ‘NUT COMPANY 














NEW PADLOCK 


HARDENED BolT 
CORROSION PROOF 


NO PRICE PREMIUM 


y eat and proven un- 
der extreme weather con- 
ditions and unusual op- 
erating circumstances. 
Double dead-bolts of 
hardened steel (not die- 
cast) lock the shackle on 
both sides. Cylinder mech- 
anism has two sets of four 
directly operated tumblers 
(not spring operated). 
Won’t stick or freeze. 
Rap-proof. 
ILLINOIS CABINET LOCKS, having wide field of application, are carried 


in stock for hardware trade distribution. For complete information and 
catalog, write The Illinois Lock Company,739 W. Jackson Blvd., Chicago 6. 





Self-selling, col- 
orful display packs 
one dozen pad- 
locks in individual 
cartons. 














that Started a New Era 
in Screwdrivers 





... And a New Era in 





Customer-Appeal 
XCELITE 
Screwdrivers 


The Xcelite design lifted screwdrivers out of their 
age-old rut! The original screwdrivers with trans- 
parent, shock-proof, handles of special pate. 4 
Lites are skillfully balanced, with comfortable grip, 
plus blades of high quality steel accurately” machined 

Ideal for all electrical and mechanical work. _ 


asewe As 50 sizes and styles, round and square blades, stand- 


ard and "stubby" models. Priorities required 
in — instances. Details and prices on re- 
quest. 


MORE TO COME! Many new, original XceLite 

tools are In the making. You’ ‘Il weleome these 

unique contributions to AY... tool merchandising 
ions are lifted. 


program—w 
Write Dept. G 
PARK METALWARE CO., 
Orchard Park, New — 


— 


POR CLOSE 
QUARTERS Buy Another War Bond—Keep the Ones You Own 
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~-(CHICAGO 
SPRING HINGES 






Type 2001 The "’Triplex"’ 


Spring Hinges of Quality . . . correctly designed 
* and accurately manufactured of finest materials. 






Used for many of our greatest war plants and ships 
+. of our Navy. 


Over 50 years of satisfaction to leading Hardware 
* Contractors, Architects and Builders. 





Chicago Spring Hinae Co. 


CHICAGO U.S.A. NEW YORK 





lathes y 
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STEEL BELT LACING 


MS FICE 










FOUR SIZES 
ECONOMY 
PLAY UNIT. Fai 


FOR KEEPING | THIS ECONOMY PACKAGE is a 
UP YOUR STOCK | particularly attractive merchan- 


these Economy | disifg item. It avoids the neces- 


























Packages are | sity of breaking a sfandard box | quick over- “= 
of a | of lacing. Contains one set of | counter sal 
single size in | lacing complete with gauge and C0 
ated = pins for a 12” belt and the 
ping carton can be broken to length 
chown above. | for the narrower belts. 
[Lacing List "Weight Belt 
No. Per carton Per cofton Thickness 
I S475 3.1 ibs. ne te 542” 
5. 4.1 lbs. a4 os 
25E 6; 4.9 ibs. Sie” to Ho" 
ze Sg 5,8 Ibs. g. to %s" 
E 8 8.4 Ibe. * to He" ORDER FROM j 
All prices subject to discount YOuR Joss 
FLEXIBLE STEEL LACING COMPANY 


4616 Lexington Street, Chicago, Illinois 


HARDWARE AGE 0c’ 





| designed 
materials. 


and ships 


Hardware 


e Uo. 


YORK 


! a 


punter sal 
e this Eo 
ny Disple 


. 410. Eo 
ry Dispia 


RDER FROM 
DUR JoBsE 
ANY 


ois 


RE AGE 


Drafting, Reproduction, Surveying 
Equipment and Materials. 
Slide Rules. Measuring Tapes. 


* TRADE MARK REG. U. S. PAT. OFF. 


OCTOBER 26, 1944 


oO the professional user every K&E 
Tigad has great attraction. It 
looks right, feels right, makes people 
want to own it. Why? Because K&E 
make things not to please just them- 
selves, but also to meet the desires of 
customers. Precision manufacture and 
quality control are vital to K&E, 
but there is something else that is 
just as important. That is design for 


daily use. 


KEUFFEL & 


NEW YORK + HOBOKEN 


Take FAVORITE* WYTEFACE 
Steel Tape, for instance. It has black 
graduations on white, because every- 
body reads black. on white best. The 
white surface is easy to clean, and 
being firmly bonded to the steel, affords 
protection against rust. In addition, it 
is easy to read when the light is dim. 
No wonder anyone who picks up one 
of these tapes wants to own it. To SELL 
it—SHOW it! 


ESSER CO. 


CHICAGO «+ ST. LOUIS 


DETROIT « SAN FRANCISCO + LOS ANGELES - MONTREAL 





and discounts. 





FAVORITE* WYTEFACE STEEL TAPES are 34” wide, and come with either 
plain end ring, or K&E end fastener. Graduated in feet, inches, eighths. Lengths, 
25’, 50’, 75’ and 100’. Ask your jobber or write us for illustrated folder, prices 








DISPLAY CARD. Has proved effective in stores 
all over the country. Sent free on request. 


a ee 


i i 2 


STEEL 


FACE 


MEASURING TAPES 








No. 101 
Triple-Tread Steel Wheels 


“CHICAGOS” pack speed, health and 
smooth sailing. They enjoy these 
Military needs must have the right-of-way. famous Roller Skates today in many 
The demand by the Armed Forces for Athletic lands. They like ser neg —~.: 
Syupmen, together = an acute shertage — will a, ‘this high 
of essential raw materials, have created pro- regard for“CHICAGO” Roller Skates. 


duction difficulties. 

It is our hope that with the release of vital ‘OUT 
raw materials increased production will again, oryING 

in the near future, provide a surplus for our Roller Skates 


distributors’ needs. . 4 
When skates are again available you 

Se Eant can recommend “CHICAGO” Roller 

Remember that the Athletic Equipment at Sketes, knowilag thele peciolinante 


present not available to you is doing double will back up a champion’s choice. hoa 
duty with the Armed Forces on the home front 


and in every far-flung outpost of the world. 
CHICAGO ROLLER SKATE CO. 


test Roller Skates for Over 40 Years 


THE DRAPER-MAYNARD CO. 4456 WEST LAKE STREET rods llow Vclomm GG] Te) 


400 VORK STREET CINCINNATI, OHIO 


No. 111 GITS KNIFE 
Fpproved 


UNDER WPB ALLOTMENT 


@ 5 Position blade 

@ Highest carbon steel 

®@ Lustrous colored plastic handle 
@ A volume seller 

@ A real knife—not a novelty 


Limited manufacturing of the famous Gits #1ll 
Knife is again permitted. It’s a sturdy, light 
weight, 3%” knife of real- utility. Keen-edged 
blade slides open or closed with one finger, lock- 
ing safely in any one of five positions—no broken 
finger nails. Handle colors: 
Pearl White, Bone Onyx, Red 
Onyx, Green Onyx and 
Black. Individually boxed, 
12 to a display carton—12 
display cartons (144 knives) 
in a shipping container (8 

















FFLING 





R pEALING 


Retail me 
List 50c EACH aS a 
YING 


R PLA 
Order from your jobber. pete 


4612 West Huron Street, 
Canadian Distributor: Kahn, Bald & Laddon, Ltd., ro York 
Manufacturers of the famous Gits Flashlights, Razor Kniocs, Savings Banks, Games, ete 
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HIGHEST 


og . QUALITY 
Increasing importance of personal appearance creates a substantial demand ALWAYS 


for hair clippers for home use. Oster Hair Clippers — hand and electric 
—help you get a profitable piece of this business. For Oster—recognized 
as outstanding in the hair-cutting equipment field for more than 20 years 
—gives you features that help you close more sales . . . and that really 
mean something in keeping your customers “sold.” Look to Oster for 
hair clippers that give you real turnover. Ask your jobber to let you 
know when they are available, so that you can stock and promote them. 


JOHN OSTER MFG. CO. e RACINE, WISCONSIN 


OCTOBER 26, 1944 








PACKAGE SEALING UNIT 
Sells itself! Self-contained kit for 
s home or office. 2" wide instant 
sealing, quality gummed tape and 
2" x 4" parcel post labels. Attrac- 
tively colored eye-catching box. 
Two sizes to retail at 10¢ and 15¢. 


Refills mean Repeat Sales 


WALL & TABLE DISPENSER ———» 


Sells on sight. Convenient, good 
looking. Hangs on kitchen wall or 
stands solidly on desk or table. |" 
tape and 2" x 4" parcel post 
labels. Two sizes to retail at 10¢ 
and 15¢. 


Refills mean Repeat Sales 


of Canning Labels. 


INTERSTATE prosucts co 


24-34 NEW CHAMBERS STREET, NEW YORK 7, N. Y. 














When you sell QUALITY, 
you sell SATISFACTION! 


The standard of quality in cut- 
lery is “ShurEdge”. Mirror-like, 
chromium plated blades of high 
carbon steel, hand-ground to 
long-lasting sharpness; smart 
handles designed 

for style, com- (Get /. EN 
fort and utility. 4 


NATIONALLY _ 
ADVERTISED 


In The Saturday 

Evening Post, 

Liberty and House 
Beautiful 


TO HELP YOU 
SELL MORE! 


THE HALLMARK OF FINE CUTLERY 














WELDING HAS GROWN 10 YEARS 


IN THE LAST THREE? 


With the scarcity of many items, people everywhere 
have learned this important fact . . . that old products 
around homes, farms, garages, etc., can be repaired 
and renewed by welding. 


This creates huge demands for welding electrodes. 
No matter what the job, what make welder is used, 
or what metals are welded—P&H makes an electrode 
for the need. For all re- 


building and hard surfac- 
ing work, P&H welding 
electrodes maintain and 


repair parts at far lower 
cost than replacement. 


General Offices: 4616 West National Ave., Milwaukee 14, Wis. 


PGH also builds a complete line 
of AC and DC arc welders 





pes CMS —_- td 





Cansdian Distribution: The ey a Fairbanks: ite Co., Ltd, 
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Quick Sellers : GOOD PROFITS} 
QUALITY THAT MAKE AND HOLD CUSTOMERS 





LINOLEUM 








Packed 1 gross to the ease.) 











CONSUMERS GLUE COMPANY 
SINCE 1906 
ST. LOUIS [18] MISSOURI 





HARDWARE AGE 


4 








THE PEOPLE'S CHOICE 







SavocRAN 


OLDFOAR 


MND suapaces — DISH! 
UNO wansie — Tit 








REMOVES 


WAX 


BRUSH 
Thi, 


For All General aining ig R For Hard Cleaning Jobs 


THE SAVOGRAN COMPANY 


561 West Monroe Street India Wharf 2627 Army Street 
(Ga @NCiOn..) BOSTON 10, MASS. SAN FRANCISCO 19 








| LINK UP WITH LENK | 


A SOLDER FOR EVERY PURPOSE 
AN IRON FOR EVERY JOB 
A TORCH FOR EVERY TRADE 


For fighting men and home front workers 
Reputable — Profitable 


High-light Lenk’s complete 
line of fine soldering equip- 
-ment—electric soldering 
irons, blotorches, bar, wire, 
core and aluminum solders. 





Priority required 
only on irons and 
blotorches AA 5 or — 
higher. 


Lenk S8UHER 


eres 


Write today for full details. 





Millions Read About 
Sa Ki L “Wa NW 


in National Magazines 


Magazines with total cir- 
culation of 12,978,942 
each month have told, 
and will tell the Sani- 
Wax sales story. 


1¢ MAKES YOU $$$$ 
If you'll spend a penny 
to get the Facts— 


You'll make many dollars 
with Sani-Wax! 


EST-SELLING 


: FAST’ 
§ HOUSEHOLD ITEM OW 
THE MARKET TODAY* 


Every housewife n 
Sani-Wax—the safe 
speedy cleaner 


makes finishes glea 


Users write: It's won- 
derful,"" “grand,” "per 
fect,"" “can't get along 
without it."' It's easy to 


see what Sani-Wax can 


do for you. 


* Based on yearly doller™ 
volume of established deal- 


Mail postcard for our 
guaranteed-sales plan. 


THE SANI-WAX COMPANY 
CLEVELAND, (believe it or not) OKLAHOMA 


2 | 
4 ers. 
THE Lenk Or Just Ask Your Jobber! 
NEWTON LOWER FALLS, MASS. 
of Soldering E 


teneevee ell 











Turn GUN RUST Into 


Sales Stimulator With 


This is the Time 


for 


HOPPE’S No. 9| 


This is gun cleaning time. The time when gun cleaner 
sales are at their peak and there's nothing better 
than Hoppe's No. 9 for removing primer, powder, 
lead and metal fouling, or preventing rust and pit- 
ting. All shooters recognize these facts. So— 


Cash in NOW on 
HOPPE ADVERTISING 


Keep Hoppe's No. 9 Solvent up in front. Put 
Hoppe’s Gun Cleaning Patches, Hoppe's Lubricat- 
ing Oil, Hoppe’s Gun Grease and ee Gun 
Cleaning Packs with the Solvent and make a real 
display. Now is the time to reap the harvest of de- 
mand that Hoppe Advertising has sown and culti- 
vated throughout the years. Hoppe Products are 
easy to obtain. Order from your Jobber today. 


FRANK A. HOPPE, INC. 
2314A North Sth St. Philadelphia 33, Pa. 


AND PREVENTS RUST 


REPEAT SELLER.... 
UNLIMITED SUPPLY . 
STEADY PROFITS... 
TRADE STIMULATOR. 


Gun editors, crack shots, army a innings 
experts, ordnance authorities, FIREARMS 
call FIENDOIL, the best anti- 

corrosive usable on fra ~~ 
Stock it NOW! s : 





RETAILS... . 35¢ per 2 oz. bottle 
DEALER'S PRICE. . . . $2.80 per dozen 











McCAMBRIDGE & McCAMBRIDGE COMPANY 
BALTIMORE 23, MD. 























HARDWARE AGE 














POL MER-IK 
a product of .<LDM rescarch 


eer 


ADM Researcu developed Pol-mer-ik 
ey Linseed Oil. The immediate and general 
acceptance of this great product marked a 
new milestone in the improvement of paint jobs. 


Pol-mer-ik’s polymerized structure added extra 
beauty, lustre, smoothness and durability. It 


made paints brush and level more evenly... . 
It saved time on the job while producing a better 
looking, longer lasting film. 


Until Pol-mer-ik may again be sold we recom- 
,mend ADM Replacement Oil which meets the 
requirements of W.P.B. Order M-332. 


POLMER-IK 


LINSEED OIL 
gon belln panning 


ARCHER-DANIELS-MIDLAND COMPANY 


ROANOKE BUILDING ¢ MINNEAPOLIS, MINNESOTA 














Eagle Oilers and Fillers are in use on the seven 
seas helping to keep the machinery and guns in 
good order. 


We know your customers want Eagle Oilers too. 
While we cannot produce all the types we used 


to make, we are doing our best to keep up the - 


supply of Eagle Welded Steel Bench Oilers and 
the dependable Eagle Engineers’ Fillers. 


Order from your Distributor. 


EAGLE MANUFACTURING COMPANY 
Wellsburg, West Virginia 














STEVENS 


NO. 555 LINE LEVEL 








The Little Level with the Big Sale 


Stevens No. 555 Line and Surface 
Level is made of hard drawn 3%" 
hexagonal aluminum tubing, 3” 
long, nickel silver hooks, weight, 
each 14 oz. 


Packed 12 to display box, weight 
per dozen 9 ozs. List price, each 
50 cents. 


E. A. STEVENS LEVEL co. 


Newton Falls, Ohio 























che Sheffield Bronze Powders Stencil c 


Cleveland. | 























MACHINE BOLTS | 


® Machine bolts with either square or hexagon 
heads are made of heat treated steel, and have true, 
straight shanks and very accurate threads. Made 
up to 2-inch diameter, any length, but stocked only 
up to 1%-inch diameter, 12-inch lengths. 

A copy of the Lamson “Ready Reference” List, a 

handy visible indexed catalog and price list, is ready 

for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 





HARDWARE AGE 
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Marking all kinds of merchandise is sure and easy 
with the Blaisdell China Marking Pencil. Saves time and 


eliminates confusion in clearly marking prices on all items in 


your store—glass, china, metal, and all polished surfaces. 


Blaisdell China Markers have the original, patented Nick and 
Pull* string feature which saves time and points. Ask your 
dealer for Blaisdell today. Made in the following’ colors: 


164-T White 168-T Blue 170-T Yellow 
165-T Crimson Red 168%-T Midnight Blue 171-T Green 

166-T Brown 169-T Orange Red 172-T Purple 

167-T Light Blue  169%-T Vermillion 173-T Thick Black 


*To Sharpen— 163-T Thin Black 
NICK with string 792-T Thin Black 795-T Thick Black 


PULL the paper 
(U.S. Pat. No. 1,756,953) 


Blaisdell CHINA MARKING PENCILS 


*REG. U.S. PAT. OFF., CANADA AND OTHER COUNTRIES 


Blaisdell PENCIL COMPANY, PHILADELPHIA 44, PA. 


Write for Free samples, or buy from your dealer today. 


OCTOBER 26, 1944 














ee 
War Work Limits Supplying All Demands for 
CHICAGO LOCKS 


oes Be so « 


We Leok Forward to the Day When We Can 
Again Fully Supply All Our Customers 


In the meanwhile, please remem- 
ber—All CHICAGO Locks—lock 
BOTH SIDES of Shackle. . 

This ‘‘Double-Locking — Double 
Security’’ promotes quicker, easier 
sales—with every sale winning ex- 
tra Customer Good Will—for YOU! 


There's a “CHICAGO” 
Lock for Many Needs 


Padlocks, “Ace” Locks, Cylinder 
Locks, Single, Deuble Bitted Locks 
for Burglar Alarms and Airplanes. 








Drawer Lock No. 1970 
Shown Half Size 
Zone 14 


Cut Open View, Actual Size 


CHICAGO LOCK.COnsiie825%i" 
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LEAKING 
NUROO 


ROOF PRESERVATIVE 


Whether or not your roof leaks,a NUROOF appii- 
cation renews and strengthens old roof surfaces, 
and forms a one piece, rubber-like blanket that 
will give 10 year service as stated, and rigidly 
backed in the NUROOF GUARANTEE. 


Have your maintenance man give your roof a 
NUROOF coating, and insure trouble-free roofs 


for the next 10 years. 
Sold by Leading Hardware Jobbers 
THE ACORN REFINING CO., Cleveland 2, Ohio 








—— 
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ekeep us in mind 


We're planning a post-war 
line of Arcade hardware, 
tools, and toys that we be- 
lieve you will like. Essen- 
tial war work is our job 


now. 


ARCADE MFG. CO. 
1201 SHAWNEE STREET 
FREEPORT, ILL. 




















ARKCADE 


HARDWARE & TOOLS 








~ 





HARDWARE AGE_ 





























@ Buffalo Bolt is ready today to sup- 


ply you with any type of special fas- 


tener which you now are incorporating 


into your blueprints for tomorrow. 


Wcibininco 


COMPANY 


NORTH TONAWANDA, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


@ This battery of nut tappers finishes thousands of 


circle ® nuts daily—in numerous shapes and sizes. 

















Every mile gained by our 


armed forces brings us that 
much closer to peace. But 


our worst error today would 

be a “war is over’’ attitude + 
and a slump in our war effort. 
So, much as The F. H. Lawon Co. would 
like to be making metal bathroom cabinets 
again, our productive effort remains almost 
entirely devoted to the requirements of 
Uncle Sam. And you'll agree that the needs ' Buy Bonds 
of our armed forces still have a priority that 

nothing but total victory can alter. 
. We continue to turn out the finest wooden 
cabinets on the market today. Yes, we mean 


Warwoods! Carrying 

the F. H. Lawson name 

—backed by our full 

guarantee — the War- 

wood is a cabinet of 

which we are genuinely Mamufacturing Company 
proud. And priced right ERIE. PENNSYLVANIA 


for your resale markup. 








. AGENTS 
NEW YORK: 45 Warren St. CHICAGO: 162 N. Clinten St. 


THE F. H. LAWSON COMPANY SAN FRANCISCO: 703 Market St. 


CINCINNATI 4, OHIO an 

















HARDWARE AGE 





(One of a Series of Advertisements appearing in National Magazines and Newspapers) 


It's a postwar Promise... /rom 
* 








A refrigerator 
with a built-in 


HOME FREEZER 








BRRRR Mts Cold / 
22 degrees 
below freezing | 

















TUNE IN CBS Sundays for 
Admiral “World News Today” 





erator that v 
meats for mo 
or quick freez 
tables to enjo 
a bushel of i 
time tasks 
freezer in th 
have all the 
Sterilamp — u 
kill bacteri: 
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To} me:1-7-lerer ie: 

ABOUT IT—NOT 

USING IT AS AN 
ALIBI! 





BracP No! Gilbert is doing only what you 
would do—what every American business or- 
ganization is trying to do—contributing its 
small bit towards a Victory that will be shared 


by all Americans. 


Asis? By No Means! We know our 
civilian production has been inadequate but 
you, our distributors, have shown a remarkable 
understanding of the unavoidable reasons be- 


hind this clock shortage and we thank you. 


* 


New Quatity STANDARDS and new preci- 
sion methods are coming from Gilbert’s cur- 
rent experience in producing highly precise 
instruments of war. In the coming peacetime 
market, you will get from Gilbert a vastly im- 


proved product at minimum production costs. 


THE Wo. L. GiLBert CLock Corp. 


clock makers to the nation since 1807 


WINSTED, CONN. 











Keep Y our Postwar Eye on 
GILBERT 
alarm 


CLOCKS 
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"FEDERAL 
HOUSEWARES 





One of America’s best-known housewares lines: 
dripless servers, nut meat choppers*, condiment 
sets, salt and pepper shakers, onion choppers*, 
jar wrenches*, clothes sprayers*, sugar serv- 
ers, etc. 


(*Not now available.) 


TO OUR CUSTOMERS: 


We are doing our best to keep FEDERAL PRACTICAL 
HOUSEWARES moving to you . . . despite curtailed production 
caused by critical shortages of material and manpower. We 
appreciate your understanding, your cooperation, and your con- 
tinuing goodwill; and assure you that our impartial shipping 
policy guarantees your order equal rank with all others. We 
regret sincerely that we still must say “no” to new accounts. 


No. 453 Condiment Set (il- 
lustrated above and at left) 
is one of the most popular 
numbers in the entire line 
of FEDERAL PRACTICAL 
HOUSEWARES. It combines 
smart appearance with ser- 
viceable utility; finds favor 
with housewives for jellies, 
jams, horse radish, mustard, 
etc. The sanitary 2-piece 
hinged tops, spoons, and tray 
are Tenite plastic; containers 
are clear-glass, 6 oz. capac- 
ity, 4” high. Set retails com- 
plete at 50c. 


SEE YOUR JOBBER... 


FEDERAL TOOL CORP. 


400 N. LEAVITT ST., CHICAGO 12, ILLINOIS 





HARDWARE AGE 
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84 
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target for Tomorrow 





S: At the end of 1943 the U.S. Department of Commerce estimated 
new: that the American people had saved the tidy sum of 84 billion 
uction 


et. We (dollars. This is as much as our total national income in the best prewar year, and it 
your con- 
shipping ‘ 
ers. We Ebuying target for dealers, distributors and manufacturers to shoot at! People will have 


accounts. 


will keep zooming upward as the war goes on. The result at war’s end will be a huge 


money, they will have a long want-list, and they will buy. Among the items wanted 
t Set (it [Will be ranges, stoves and heaters. In kerosene-burning appliances Post-War Sovvrl, 


id at left) 
st populae F,. . “America’s Most Compelling Line’’. . . will, as always, give you the correct answer 


entire line 


acTicAL Tto every sales opportunity. Today we are building parts for bombers whose targets are 


[t combines 


wh tar | Berlin and Tokio. . . . Today is the day to 
“quer, |Back the Attack, Buy War Bonds! Tomorrow 
ry 2-piece 

» and ty Pwe will shoot along to you Savil, models 


containers 


oz. case? with which you can make profitable bullseyes 


etails com- 





in the great post-war market. 
BER... 


13 UNITED STOVE CO., Ypsilanti, Michigan 











Ranges — Stoves — Heaters 











1E AGE 
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TRI-M-ITE 


TRI-M-ITE FLOOR 
SANDING CUT SHEETS 
steady sellers and 
profitable 





TRI-M-ITE 

FLOOR SANDING 

CUT SHEETS 
used with 

your rental 


floor sanding 
machine 




















Made in a wide range of grits and in sizes and 
shapes to fit all popular floor sanding machines, 
TRI-M-ITE Floor Sanding Cut Sheets are 
coated with fast-cutting, long-wearing silicon 
carbide mineral. It is a real professional 
grade of floor sanding paper and it helps the 
inexperienced home floor sander do a job 
that he can be proud of. 
* * * 


TRI-M-ITE Floor Sanding Paper is also availabie 
in 50-yard rolls, from which you can make your own 
cut sheets. Ask your jobber for it. Specify the name 
... TRI-M-ITE Floor Sanding Paper. 


Minnesota 
Mininc ano 


M anuFActTuRING Co. 



















No. 8 for Ball Cock Repairs, 
+ 24 individual boxes con- 

taining washers, thumb 
screws, cotter pins, etc, 


No. 4. Six popular 
sizes of Union Washers 
packaged for con- 7 
sumer-ease in selection. 


No. 15. Included are 
all sizes of cut and 
4 cone shape Slip Joint 
Washers in a time- 
saver package. 


Look to Lavelle for fast selling 

displays and assortments in the Plumbing 
Rubber field . . . ask your jobber about 
Lucky Strike Products . . . nationwide 


acceptance for over 30 years. 


LUCKY STRIKE 


Lavelle Rubber Companys Chicago 
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Cock Repairs, 

boxes con- 
hers, thumb 
ir pins, etc, 





Read this advertisement — it's 





entirely about you, the Myers 


dealer. It tells the people in 
| 
your community why they should 












































vo 9 look to you as their leading water 
of cut and : Bee 
2¢ Slip Joint : quriocal Myers dealer: vas ndont con system dealer — fully prepared 
in @ time- to kno ize of WO watet sys skilled services . 
ateite Secor nd ready with © Rs ” to serve them in both sales and 
PS es a geal he ag . 
through experen’’ oe. your bedi service. 
“myers Tee Systems re Pye and sen er ‘you the | 
Pb ; wees | 
in Me ss necro My ers a ES myers tine oo | THE F. E. MYERS & BRO. CO. 
s : an ‘ ’ 
4 S woter§ = eine Se ers. Depend ot | Dept. C-3, Ashland, Ohio 
—— 
eryth 
wis 
ng 


This advertisement appears in October 
and November in seven leading national 
and sectional farm popers reaching prac- 
tically every farmer in your territory. 
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Waxoff has won its service-stripes on many 

a Home Front. The only product of its kind, 
Waxoff is the modern speed-way to remove wax, 
floor oil, polish, ground-in dirt before revarnish- . 
ing or rewaxing. Soap and water won't do the 
trick. Waxoff will! That's why every package you 
sell is headache-insurance for you. It puts a quick 
stop to that chronic squawk, “The varnish didn’t 
dry.” Because, after a Waxoff-bath, the varnish is 
sure to dry. What's more, Waxoff can’t explode; 
can’t hurt the hands. In 10¢ and 25¢ sizes; and 
nationally advertised. Ask your jobber! 



















“ii, Tale 


ae en 



















Deve 
line ¢ 
Amer 
new | 
No new recruit to the Schalk banner is Schalk’s i 
Wood Putty. It’s found a thrifty place in countless iodus 
homes the nation over. It’s a product as good as | : To 
our chemists can make... in I age that’s a wr al —wri 
sales-salute: by itself. It’s eas te ” : co gins er. ¢ vo your 
real wood; can be used for a hund ip” a 
repair jobs ‘round the house; y 
papered, painted and vars 
ton pictured here retc is at 1 
25¢; the 5 lb. can ot $1. Nationally” 
too. Order from your jobber! Schalk Ch — 
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GET THE SOLE RIGHT TO 
SELL IN YOUR COMMUNITY 


BPS FLATLUX 


AMERICA’S BIGGEST-SELLING 
OIL-BASE WALL PAINT! 


* * * 


To secure this exclusive franchise, the most 
valuable in the entire industry, write BPS today! 


Developed by the makers of the nationally famous BPS quality 
line of paints just three short years ago, BPS Flatlux is now 
America’s Biggest -Selling Oil-Base Wall Paint! This amazing, 
new creation—Made with Oil—is the smash-hit of the paint 


industry. 
To secure the exclusive BPS franchise in your neighborhood 


—write today! Remember. . . only one such franchise is allotted— 
your profits are protected. 





BPS Products, Promotions and Partnership 
Policies earn and hold the loyalty of Paint 


Dealers everywhere. 














OCTOBER 26, 1944 















JACKSON 


WHEELBARROWS—LAWN ROLLERS 
CONCRETE CARTS 
SALAMANDERS — DRAG SCRAPERS 

MORTAR MIXING BOXES 
-———— MORTAR PANS 
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YOU know from your own 
experience that it pays to sell 
the JACKSON LINE 


The Soundness of Jackson Products and the 
way they have stayed sold over the years have 
proved the value of Jackson as a source of sup- 
ply. Then, too, experience of your customers 
who have relied on you to furnish long-lived, 
dependable equipment is still another reason 
for you to continue to handle the Jackson line. 


To maintain your well-established good re- 
lations with your customers it will be to your 
advantage, in the future as in the past, to con- 
tinue pushing “Jackson.” Sold thru Hardware 
Wholesalers. 


JACKSON 
MANUFACTURING COMPANY 


Harrisburg, Penna. 
Est. 1876 
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PORTABLE AND TRACKSTER MODELS 
famous for over a quarter of a century 


Tie in with Clean-Easy — the line of milking 
machines preferred for quality construction and 
sanitary features. A favorite with America’s 
dairy farmers, and now available in both port- 


able and trackster models of steel construction. 


Write for complete information to the Ben H. 
Anderson Mfg. Co., Madison 3, Wisconsin. 
Department 227. 
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Doc Fixit’s nabbed the entire vote— 
“Most Helpful Guy in Town!” 

For selling L-O°-F Window Glass 

And Storm Sash—all around. 


DELS 


Despite Indian Summer and gorgeous fall days, 
October has a hint of winter in the air—a forecast of 


weather that can be turned into extra profits by the 


ing 
. Hardware Dealer. 
s 
rt- In October, many householders put up their Storm 
Sash and replace broken window glass as protection 





against colder weather. The enterprising Hardware 













ELECTED —THE BEST WINDOW GLASS DEALER 





HE SELLS 


LOK GLASS- 
(TS THE 


BEST/ 








Dealer will want to ‘ichin on this business ... may 
even display counter cards or mail notices to his cus- 
tomers calling their attention to the importance of 
“winterproofing the home with glass”. 

Many Hardware Dealers, of course, recommend 
Libbey-Owens-Ford Quality Window Glass to their 
customers. They know it’s clearer, flatter . . . that it 
cuts easier with less breakage because of its longer 
annealing process. If your stock is low, phone your 
L:O-F Glass Distributor today. 36104 Nicholas 
Building, Toledo 3, Ohio. 
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LIBBEY OWENS - FORD 


a Guat Name in GLASS 
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Good craftsmen everywhere—linemen or electricians, 
mechanics or radio repair men—know the value of 
working with good tools. That’s why, when they ask 
for pliers, they ask for Kleins. 

There’s a reason for this widespread preference for 
Kleins among men who take pride in the work they 
do and the tools they use. Since 1857, Mathias Klein 
& Sons have specialized in the manufacture of high 
quality tools and equipment. This is why Klein pliers 
are recognized as the finest money can buy. 

As the time approaches when peacetime conditions 
will demand a more extensive use of tools for civilian 
needs, Klein pliers, in the hands of men who know 
good tools, will contribute to the quality of the work 
to be done. 


When war conditions make them available, be sure 
your stocks include Klein pliers for men who know 
and want the best. 


; DISTRIBUTED THROUGH JOBBERS 
& Foreign Distributor: international Standard Electric Corp., New York 


This book on the care 
and safe use of tools 
will be sent without 
charge on request. 











Since 1857 


WEEE oom WO LE EN oxen & Sons 


BELMONT AVENUE 2 oe eB om &- 
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Unlike most manufacturers who face serious problems in 
reconversion to peacetime products, not a man or a machine 
in our plant has to be moved to start supplying you with 
GREENLEE tools! You'll get a complete stock of these profit- 
able “best-sellers” as rapidly as we get materials and labor. 


Same pre-war quality plus the benefits of our war work. 


And you'll need plenty of tools, too! With industry’s post- 
war construction plans underway, the nation’s carpenters, 
plumbers, electricians will require a big supply of quality 
tools,—tough, durable, precision-made. These workmen had 
high regard for GREENLEE before the war; they’ve been using 


GREENLEE on war jobs; they'll want GREENLEE again. 


Even while working ‘round the clock filling war contracts, 
GREENLEE research has been developing new labor saving 
tools while improving present products in the GREENLEE 
line. These new developments will be announced as fast as 


tonditions permit. 


Promoting your sales are the millions of messages in lead- 


ing publications showing GREENLEE on-the-job performances 
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Must we turn our plant UPSIDE DOWN? 


- GREENLEE 
Line 


ie ee . » Auger Bits 


; ee Expansive Bits - 
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Car Bits — 





Razor Blade Draw — 
Knives © 
» <“Aetomnatic Push Drills 


" Spital Screw Drivers 
Bit Extensions 


cena ee ee ee 


* 
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to your prospects. Ready to move the tools out of your store 


will be modern, attractive packages, eye-catching displays, 


new sales helps now being planned. 


Plan now to cash in on this coming demand for GREENLEE 
tools. Get ready with GREENLEE for extra profits, 
quick sales, repeat customers! Read our complete 
sales program in free booklet, “Tool Profits”. 
Write for your copy today. GREENLEE Tool Co.,- 
Division of Greenlee Bros. & Company, 


1810 Herbert Ave., Rockford, Tl. 
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HOW MANY MORE FARMERS 


LZ 
WILL FLICK A SWITCH Za 


Well—the exact figure is anybody’s guess, and doesn’t matter. What matters is that rural elec- 
trification is going to open vast new postwar possibilities for farmers—and for equipment 
manufacturers and dealers. Couple with this the fact that farm income this year is 22 billion 
—and that plenty of this is being saved for things electrical, as well as for other items. You get 
the immediate impression that here’s a merchandising job of real proportions. 





It's made to order for FARM 
JOURNAL because this largest and 
most influential of rural magazines 
is read by 2,500,000 of the most 
prosperous and progressive farm 
families. FARM JOURNAL'S advertis- 
ing pages carry weight with them. 

If you supply the rich farm mar- 
ket, FARM JOURNAL can help you 
ready yourself to share in the farm 
dollar. Learn what the farmers in 
your territory read about in FARM 
JOURNAL — it pays to stock the 
products they know. 


Make the facts work for you. 
Write—and let us tell you how many 
FARM JOURNAL subscribers live in 
your own county. The FARM 
JOURNAL has anywhere from half- 
a-million to a million-and-a-half 
more subscribers than any other na- 
tional or sectional farm magazine. 
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These are the products in your line advertised in 
current issues of the FARM JOURNAL. Display them. 


ALCOA ALUMINUM 

ARMCO STEEL 

BAG BALM 

BILTRITE RUBBER HEELS 

BLACK LEAF 40 

BOND FLASHLIGHT BATTERIES 

BORG-WARNER PRODUCTS 

BOSS KEROSENE STOVES 

BRIGGS & STRATTON 
GASOLINE ENGINES 

BRIGHT STAR FLASHLIGHT 
BATTERIES 

BURKS WATER SYSTEMS 

BURPEE CAN SEALERS & 
PRESSURE CANNERS 

CARBORUNDUM FILES 

CHORE GIRL CLEANER 

CLOROX 

COLEMAN APPLf{ANCES 

CYANOGAS 

DEEPFREEZE 

DISSTON SAWS 

DUO-THERM HEATERS 

DUTCH BOY WHITE LEAD 


Of the 
FIRST FOUR 
General Magazines 

only ONE 


covers the rural market 





EVEREADY FLASHLIGHT 

BATTERIES 
FLEX-0-GLASS 
FOLEY FOOD MILL 
FREEZE-ALL 
FRIGIDAIRE 
FULL-O-PEP FEEDS 
GATOR ROACH HIVES 
GENERAL ELECTRIC 
"DR. HESS & CLARK PRODUCTS 
IVER JOHNSON’S ARMS 

& CYCLES 
KALAMAZOO STOVES 
KELVINATOR 
K-R-O RATICIDE 
LIBBEY-OWENS-FORD GLASS 
MONARCH RANGES 
NESCO RANGES 
NORGE 
PARMAK ELECTRIC FENCER 
PERFECTION STOVES 
PHILCO PRODUCTS 
PITTSBURGH PAINTS 
PLUMB TOOLS 


FARM (3. 


« JOURNALS 


GRAHAM PATTERSON, Publisher 


POLAROID DAY GLASSES 
PRATTS POULTRY REMEDIES 
PURINA FEEDS 

PYREX WARE 

RCA PRODUCTS 
REMINGTON ARMS 
REPUBLIC STEEL 

R-V LITE 

SANI-FLUSH 

SAVAGE ARMS 

SILEX 

SO-LO PATCHING CEMENT 
SPEED QUEEN WASHERS 
STEWART CLIPMASTER 
TA-PAT-CO COLLAR PADS 
TOXITE 

UNIVERSAL APPLIANCES 
U. S. STEEL 

VICTOR TRAPS 

WARM MORNING STOVES 
WAYNE FEEDS 

WESTERN CARTRIDGES 
WESTINGHOUSE PRODUCTS 
ZENITH RADIOS 





Washington Square, PHILADELPHIA 5 
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IF YOU WANT TO KNOW 
HOW THE RUBBERSET 


NYLON BRUSH IS DOING 
...ask the U.S. Navy* 





Re 


ey 









* The Navy is taking every Nylon Paint Brush Rubberset 
can make, and has for the last 3 years. The experience 
we’ ve gained working for the Navy —the ceaseless research 
in their behalf—will be passed along to you when the 
Rubberset Nylon line is available to civilians. 












RUBBERSET Greushee 


RUBBERSET COMPANY + 56 FERRY STREET + NEWARK, N. J. 
Factories: Newark, N. J., Gravenhurst, Ont., Canada 








Branches: Los Angeles, Cal., St. Louis, Mo. 


“THE MAN WHO KNOWS SAYS RUBBERSET” 
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The Pipe Wrench with 


the repair-free 
housing 










— and you Dealers are waiting for 












If this Housing ever 
Breaks or Distorts we 


WORD FROM UNION |} 


ELYRIA. O 






Your customers 
want that 


when New-line Leaders 
can be released... 





















New Sales-PULL is assured right now for ¢ You sell more of these wrenches 
the UNIon Sporting Goods and tools you’ve a = Pagina ad pen 
found so profitable in the past. We’ve been man tied a Mend Piniconson 
planning for you while producing for War, . .. no wrenches laid up for hous- 
—new plans by old hands who know what ; ing vepaira or expense, fewer 
sells; evolved from the merchandising ex- | spare wrenches needed. Besides 


perience of 80 years. that your customers like the ad- 
. _ P r justing nut in open housing that 
All the items in which UNION excels will | spins easily in all sizes, 6 in. to 
sell faster than ever by their new-feature | 60 in—the handy pipe scale on 
appeal plus accumulated demand for UNION | hookjaw—the comfort-grip I- 
beam handle . . . It’s easy and 
nO ANDI STATES ISUING | ortable to“ the wert 
DRIVERS, *HACK SAW FRAMES, | °**/°?-Work FIGEID. 
GUN IMPLEMENTS. THE RIDGE TOOL COMPANY, ELYRIA, OHIO 


(*Available on priorities.) 
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VEW YORK OFFICE ISI CHAMBERS ST 








128 ¢ HARDWARE AGE OCTOE 











FOR THE MOST TOOL PROFITS 


yPes of 
ers full 


Wrenches Plumbing Tools 
Screw Drivers Body and Fender Tools 
Sockets ond Attachments Pliers 

unches and Chisels Pullers 
Tool Sets ++. and many other tools 


In addition, unequalled Quality js building ever. 

increasing demand. Vigorous advertising and con. 

Structive Polici: i - Increase turnover 
i i and Service, 

centrate your b 

Profits with Plomb 

the marke. 

details, ~ b mpan 


Y, 
Avenue, Los Angeles 54, California, 
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FOR OVER A HUNDRED YEARS, STRICTLY A 


UUALITY PRODUCT 


THE RUSSELL JENNINGS MFG. CO., CHESTER, CONN., U. S. A. 


Russell g NWeaiae8:bi 


Whatever your Washer needs may be, 
we can fill them! For more than 25 
years we have been faithfully serving 
the hardware trade. 


Our Washers are Master Products. 
Flat, clean cut, hand sorted—no scrap, 
no slugs, no miscuts. 





U.S. 8. WASHERS ¢ S. A. E. WASHERS 
RIVETING BURRS + SQUARE WASHERS 
EXPANSION PLUGS * MACHINERY BUSHINGS 
AIRCRAFT WASHERS + DISCS 
LIGHT STEEL WASHERS * COPPER WASHERS 
BRASS WASHERS * ALUMINUM WASHERS 
STAINLESS STEEL WASHERS » Ete. 
and over 10,000 sets of tools for special washers 











a Stones . 


FOR EVERY PURPOSE 












Included in the Macklin line are knife sharpeners and home and 
garden sharpening stones. 

The three sharpeners illustrated are particularly suited for sharp- 
ening knives, shears, hoes, axes aid many other edged tools. These 
stones are furnished with various colored handles. Also available 
in attractive counter displays. 


Write for full particulars on the Macklin Sharpening 
Stone line and the complete line of Grinding Wheels. 
"Sharpen up with Macklin.” 


en Ga Betey EW, BD 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U. S. A. 


Distributors in all principal cities 







Teli Office: Chicago - New York - Detroit ittsburgh Cleveland - Cincinnati Milwaukee - Philadelphia 
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NEW! MECHANICS RAVE ABOUT THIS NEW 









HEAVY DUTY HACK SAW FRAME 
* RATCHET ACTION BLADE 


Built-in ratchet action permits rotation of blade to any 90° angle—instantly 
—without removing blade from frame. Blade locks securel 
position—with perfect front-back alignment. 


* BLADE CANNOT FALL OUT ' 


Extra heavy blade retaining pins prevent blade from falling out during 
adjustment. This is a time-saving feature—the saw works with you, not 


against you. 


* NEW HEAVY DUTY DESIGN 


Built for heavy duty service . . 


WILSON 


DE LUXE 


As described above. A 
heavy-duty precision tool 
for the precision worker. 
Complete with one 10-inch 
blade. List price 


$325 
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WILSON 


WILSON 
SPECIAL 


Same as DeLuxe in weight, 
design and construction, 
but with simplified ratchet 
action. Complete with one 
10-inch blade. List price 


$450 


INDUSTRIES, 
551 West Lake Street * Chicago, Illinois 





. and dynamically balanced for easy, true 
cutting at any blade position. Its extra sturdy construction provides ample 
safety against springing, buckling or torque. 


WILSON 
HERCULES 


Similar to the Special but 
made of 1 gauge lighter 
metal. Has simplified 
ratchet action and modi- 
fied handle design. With 
10-inch blade. List price 


$495 


Inc. 





y into proper 


DEVELOPMENT IN HACK SAW FRAME DESIGN 


EXCLUSIVE 
PATENTED 
FEATURES 


RATCHET 


ACTION 
ROTATING 


BLADE 








Rotate blade by loosening wing nut two or three 
turns. Turn blade in either direction. It will snap 
into position at any 90° angle. Then tighten the 
wing nut. It’s as simple as that. Just one, two, 
three and away you go. 

s = a 
Blade remains in hack saw through all adjust 
ments. It eliminates the boresome task of takin 
apart and reassembling when adjustment 
cutting angle is desired. 

* 7 * 
Fitted with pistol grip handle, shaped to fit the 
hand—reduces fatigue on long-cutting jobs. 
Frame is adjustable for 8, 10 and 12-inch blades. 
If your jobber cannot supply you, use the coupon 
below—and specify jobber’s name. 


SAMPLE ORDER COUPON 


WILSON INDUSTRIES, INC. 
551 W. Lake St., Chicago 
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Please ship immediately Check i 

i nae C) JOBBER I 

J OMe ee eeeeeeeeees priority — DEALER 

nace Wilson DeLuxe @ $3.25 list OO INDUSTRIAL ,; 

IC 3 

aie. Wilson Special @ $2.50 liss © MBCHANIC | 

! 

; > Wilson Hercules @ $1.95 list I 
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NOMA — 
TOYS 


HOTTER THAN A CAMELS FOOT! 


This great Plastic SENSATION breaks 
sales records everywhere. Sells on Sight! 


















“LOOK— 
HE WALKS” 









WALKING DOG — No. 756. Pull on a leash, HE 
WALKS on 4 legs. Walks right into the heart of every 
juvenile. 11” long, 742”’ high — nicely boxed. 









vO oe three 
t will snap 
tighten the 


one, two, 


all adjust- 
¢ of ta ing 
stment 


NOMA WOODIES—No. 754. Six car de 
luxe train. All wood, 54” long, 3”” wide. 
Smart colors. Display box. 


MIM nt lay, 


d to fit the 
‘ing jobs. 
ch blades. 
he coupon 





3- CAR TRAIN SET—No. 753. Sturdy 
Ww Construction—30” long—paint- 
ed in contrasting colors. Beautifully 
boxed. A hot seller. 





SOUTHERN BEAUTY DOLLS—No. 8-A. 
Exquisite in design and finish, perfect 
model of Southern styling, gracefully 


c shaped. Bodies 814’’. Stand—move arms 
STRIAL —hand-painted features, rayon hair. 
ANIC 





KIC RA AG a a a ee Noma lights will be bach — 
IN WANA /\ CORPORATION ‘WHEN THE LIGHTS GO ON AGAIN” 


! you will discover that as always NOMA is head- 


eeeeeee : ih WEST 13TH STREET bd NEW YORK 11, , A quarters for decorative lighting with Mazda lamps 


eweeeee 
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THE JOBBER FIGURES IMPORTANTLY 


McKEE 


IN THE McKEE FORWARD PLANNING 


The acceptance of McKee cooking ware by the housewives of America has 
grown by leaps and bounds the past few years. Nor has this growth been 
due solely to the lack of metal kitchen utensils—the trend to McKee Glasbake 


had started before the war. 


Our plans for the future, to retain our present position and to increase the 
sale of McKee wares, include the following salient points: 


@ Greatly increased production facilities which will enable us to turn out 
quality oven and top-of-range ware in unprecedented volume. This means 
faster deliveries and good competitive prices that will allow excellent dealer 


and jobber markups. 


@ The creation of new McKee items and new lines. Improved styling and 
fresh designs are also planned for standard Glasbake, Rangetec and other 
McKee products. In addition to the utility she gets from McKee cooking 
ware, the housewife will be more pleased than ever by their ‘‘eye-appeal.” 


e A continuance and expansion of McKee policies of cooperating with the 
Jobber. Jobbers have found glass kitchen-ware a money-maker and they are 
slated for an increasingly important part in McKee plans for the future. 
At McKee, certain fast selling items are especially earmarked for the jobber. 
In establishing prices and ‘profits, McKee will see to it that the Jobber will 


have a good markup. 


@ A continuance of our national advertising in support of dealer and jobber. 
This program will be increased considerably when the shortages now affecting 
advertising can be alleviated. Mats, point of sale and other dealer and jobber 
helps will also be increased. McKEE GLASS COMPANY, Jeannette, Pa. 


Established 1853. 
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GLASBAKE — RANGETEG - 


OVEN WARE wot 


THE MOST COMPLETE LINE OF GLASS COOKING WARE IN THE WORLD 
HARDWARE AGE 
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: Excellence isthe ihedbatin of 
"FIGHTING CUTLERY” 


» }) 
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. the ARMY-NAVY “E” Award 
was conferred October 17th, 1944, 


upon the Men and Women of the 


IMPERIAL 


KNIFE COMPANY 


PROVIDENCE, RHODE ISLAND 















PLANNING TODAY FOR 
MANY tomorrows: 


he 


There is more to the Delco Water System Postwar Plan 
than providing products for you to sell immediately after 
peace. Delco Appliance is planning products and shaping 
policies that will afford Delco Water System dealers an 
expanding and profitable 
business for years to come. 
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DELCO WATER SYSTEMS 


HARDWARE AGE OCTOR) 








E AGE 


E’S the typical farmer in your 
community. He’s short of help. 
He has been breaking his back to 
gfow a record food crop. To protect 
and conserve that crop, he needs effi- 
cent buildings and equipment. This 
may call for repairs, replacements 
or entirely new units. 
You can help him now by seeing 
that he gets what he needs for urgent 
repairs—such as steel roofing sheets 
whenever they are available. 

But after the war, he’ll want a lot 
of the things you sell—if he is to 
continue to be a prosperous farmer. 





Especially will he need new and bet- 
ter buildings. So, we are urging him 
to plan now for these better postwar 
structures. 

Our advertising is telling him how 
the war has proved the value of steel 
as a building material. It tells him 
why steel should be used on farm 
buildings—how it can save him time 
and money. It urges him to see you 
for help and advice in making his 
postwar plans. We are selling him on 
the value of steel roofing and siding 
sheets and we are putting you in 
touch with a potential customer. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
‘AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


United States Steel Export Company, New York 


U-S:S Steel Roofing and Siding 
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Ask for our FREE Building Plans 


We offer farmers a selection of 
plans for steel-covered buildings 
which they can erect themselves. The 
plans include a cattle shelter, ma- 
chinery shed, poultry brooder house 
and range shelter. Send for the com- 
plete dealer’s copy of the Farm Serv- 
ice Book. You will find it-an excellent 
means of promoting interest in farm 
improvements. Use it to build future 
business. Write: Agricultural Exten- 
sion Bureau, 621 Carnegie Building, 
Pittsburgh 30, Pennsylvania. 
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At home, in the repair shop, or right on the productiog 
line — a good tool is like a good right hand. Being 
important, it must have the qualities that produce g 
product worthy of a craftsman. That’s where Milley 
Falls comes in. We build with precision — for precision, 
















At the beginning of our national crisis, we pledged our- 
selves to keep the quality of Millers Falls Tools at the 
highest level possible. There were some pretty tough ob- 
stacles to overcome, but they were taken in stride. 









The prospect of peace, with the enormous task of re. C 
tooling for reconversion, is on the horizon. With our 
toolmaking background, we renew our pledge to deliver by 1 


quality tools, always. th e 
Right now, our supply for civilian consumption is lim- y 

ited. Ask your distributor — he may be able to fill your Job ‘ 

needs. Or, write directly to Millers Falls. 
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MILLERS FALLS COMPANY 


Greenfield, Massachusetts 
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Zao Pale!” 


by — Extra Service 
they Give on Tough 
Jobs ... Here’s Wh 


els, spades and scoops tc 
pile” is splitting of theé 


GERSOLL : 


SHOVELS - SPADES -SCOOPS Al Bade Fishes now 


Black except Molders’ 
Shovels and Grain 
Scoops which may be 
furnished with Polished 


Face and Brushed 
: eaihealy all manufacturers of Disc Harrows, Plows, Cultivators and Back. 


Drills. It is cross-rolled to give apainterlocking, mesh-grain structure. 
That§ why all Ingersg#*SMovels have & 


BLADE EDGES sng 
ply on Form WPB-547 
with the Hardware and 

GUARANTEED mee 
the War Production 
Board, Washington, 

NOT TO SPLIT eee 
Priority Ratings. Def- 


you to ve “Ingerss inite shipping dates 


all orders cannot be made for 
the duration, but we 


NGERSOLL STEEL & DISC DIVISION ae 96 


BORG-WARNER CORPORATION restrictions. 
NEW CASTLE, INDIANA 
Plants: New Castle, Ind.; Chicago, Ill.; Kalamazoo, Mich. 


INGERSOLL 


SHOVELS - SPADES - SCOOPS 
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You'll benefit today to 
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\ 7E’RE all agreed that our armed forces and those of our Allies 


have earned the right to all the equipment, bodily comfort and 
protection from disease that America can give them. Their needs 
are still large and they come first. 


But after these needs are met, there usually is a limited supply of 
Cyclone “Red Tag” Hardware and Screen Cloth for essential home 


* requirements. 


Your jobber will do his best to distribute his allotments fairly. 
So keep in touch with him. There’s always a chance he may have 
some “Red Tag” Hardware and Screen Cloth for you. He’ll be glad 
to keep you advised on the situation and help you if he can. 


CYCLONE FENCE DIVISION 


(AMERICAN STEEL & WIRE COMPANY) 
Waukegan, Illinois - Branches in principal cities 
United States Steel Export Company, New York 
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Appearance is important... but 


it’s Performance that counts most 





In the horse race, it’s performance that pays 
off. In a filter disk, it’s also performance that 
safeguards quality milk production. 
Fibre-Bonding is the dairy farmer’s assurance 
of safe performance both at initial impact and 
during filtration. After use, Rapid-Flo Filter 
Disks have extra value... the farmer’s own 
Sediment Check-Up. 


1944 


Safe Performance plus milk filtration demon- 
strations on typical farms by the J&J Field 
Service organization result in increasing demand 
for Fibre-Bonded Rapid-Flo Filter Disks, 


DAIRY SANITARIANS URGE FREQUENT 
FARM SEDIMENT CHECK-UP 
Producers should remove the Rapid - Filo 
Filter Disk after use, let it dry, and then ex- 
amine it forthe kind and quantity of dirt that 
may be getting into milk. Steps can then be 
taken to correct causes. Improved quality is 

sure to result. 








“Doc Peters says 














“REMEMBER — PETERS 


PACKS THE POWER TO 
PUSH SALES FOR YOU!” 


“Shooters everywhere have confidence in the Peters 
name. They know that every box of Peters ammuni- 
tion is dependable, accurate. And they know there’s 
extra power in every Peters shell or cartridge. This 
strong goodwill means profit to you when you dis- 
play the Peters line in your store. 


“Right on through the war, Peters advertising 
has appeared regularly in the magazines shooters 
read—outdoor, boys’ and farm publications. This 
advertising has reminded the nation’s sportsmen 
over and over again that PETERS PACKS THE 
POWER. And it continues to press home the 
theught: 

‘Be sure to patronize your local Peters 
dealer. He’s a good man to know—espe- 
cially when ammunition goes on sale again.’ 


“So, as ammunition becomes available, take ad- 
vantage of Peters’ extra power to push sales. You’ll 
help yourself to more sales, more profits . . . and 


many new customers, too!”’ 








Two RAY-0-VAC 
LEAKPROOF 
BATTERIES 
power the spark 
that fires.this 
deadly Bazooka. 


TODAY...our fighters need and get all 


LEAK PROOFS we can make because they 


deliver the power when it’s needed. 


TOMORROW... your customers will demand 
LEAK PROOFS for the same reason, and 


"because they stay fresh, even for years and years. 


FUsHLiGHTs CEYZOhZXD BATTERIES 


E RAY-0-VAC COMPANY, MADISON 4, WIS. 
‘Wher Factories at CLINTON, MASS. LANCASTER, OHIO - SIOUX CITY, IOWA - FOND DU LAC, WIS. - MILWAUKEE, WIS. 
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“Voday Ray-O-Vac 
Leakproofs help spark the 
way to Victory. Tomorrow 
they will help spark your 
way to sales and profits! 





Sell ine Line made by SPECIALISTS 


: OLIKVER 


specializes in 
BOLTS...NUTS... RIVETS 


Made by the millions, in standard 
types and sizes for thousands of ap- 
plications, Oliver Bolts, Nuts, Rivets 
and Washers fit right and hold tight 
because they are MADE BY SPE- 
CIALISTS! 

This is an important point to em- 
phasize when discussing fasteners 
with your customers. Show them 
that, with Oliver, fasteners are the . 
main product and not a side-line. 
For almost half a century this com- 
pany has consistently led in the 
development of fastening devices, 
and in the perfection of manufac- 
turing processes that improve the 
accuracy, quality and dependability 
of Oliver products. 

Whether your customers buy by 
the carload, keg or box, you can 
confidently recommend Oliver! 


OLIVER 


IRON AND STEEL 
id 


4,6 "¢ a 











SOUTH TENTH AND MURIEL STREETS + PITTSBURGH, PENNSYLVANIA 
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PENNSYLVANIA WOVEN WIRE CO. 


Bi LOCK HAVEN, PENNSYLVANIA 
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Wood Stuart and Wilson 
Brand Shovels are backed 
by the "Know How” of 
more than 40 years of exclusive specialization in 
making only shovels, spades and scoops. Naturally, 
tools so made are markedly better in those important 
yet invisible qualities which mean so much when a 


job of work is actually being done. 


These hidden qualities which make Stuart and Wilson 
Brand shovels stand out in comparison with similar 
tools of other makes, insure customer satisfaction 
and assure the wholesaler and dealer of repeat busi- 
ness. Together, these two Specialized hardware 
brands make the ideal combination for the hardware 
field, meet every requirement of Quality, Construc- 
tion, Price. 





STU. 
CLOSED-BACK— 
with Steel |-Beam 
Handle Reinforce- 
ment. 
Every Extra, except 
the Price.” 


WILSON 
OPEN-BACK— f 

with Steel 1-Beam ||) 
Handle Reinforce-  jj/// 
ment. fii) 
“The high quality 
shovel of the low |)’ 
price field.” 











HARDWARE AGE 







































“Th e 
Hardware Dealers 
Magazine” 


® 


GEORGE H. GRIFFITHS 
President and General Manager 


CHARLES J. HEALE 
Vice-President and Editor 


L. V. ROWLANDS 
Sales Manager 


Assoctate Edstors 
KENNETH A. HEALE 
GEORGE M. SANGSTER 


ALBERT J. MANGIN 
“Who Makes It?’ Directory Bditor 


L. W. MOFFETT 
J. DONALD BROWNE 
EUGENE J. HARDY 
Washington Representatives 


SAUNDERS NORVELL 
GEORGE G. HOY 
Contributing Hditore 


HARRY BR. TERHUNE 
Los Angeles, Calif., 
Pacific Coast Editor 


J. M. WITTEN 
Circulation Manager 


Wtth the Armed Forces 
JOHN G. WILCOX RUDOLPH 8. WILD 
HAROLD MOORE 


ADVERTISING DEPARTMENT 


Boston 10, Mass.: 
O.n B. Berowrsen, 735 Rice Bldg., 1@ High St. 
Liberty 4460 
Naw York 17, N, ¥.: 2 
Hat G. Biocnrr, 100 East 42nd St. 
EB. BR. Sawprrony, 100 East 43né@ 8t. 
Murrey Hil §-8600 
CLEVELAND 15, OBI0: 
Witt J. Feppmry, 709 Union Bidg., 1836 Euclid Ave. 
Cherry 7652 
Cuicaco 1, ILL: 
WILLIAM C. SCHOLBFIELD, 230 N. Michigan Are., 
Room $02 
Mat. M. WHITFIELD, 230 N. Michigan Ave., Room 903 
Telephone: Franklin 0202 
San Francisco 4, Cat.: 
B. J. Brrom, Room 739, 300 Montgomery 8t. 
Douglas 4393 
Los ANGBLES 14, CaL.: 
&. J. Biron, 541 Consolidated Bidg., 607 So. Hill Bt. 
Vandike 7386 


© 


Owned and Published by 
CHILTON COMPANY (Incorporated) 


Editorial and 
Executive Office Advertising Offices 
Chestnut and 56th Sts., 100 East 42nd St., 
Philadelphia 39, Pa. New York 17, N. Y., 
U.S.A. U 


Officers and Directors 
C. A. MUSSELMAN, President 


Vice-Presidents 
408.8. HILDRETH GEORGE H. GRIFFITHS 
SVERIT B. TERHUNE J. H. VAN DEVENTER 
Cc. 8. BAUR 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 
JULIAN CHASE THOMAS L. KANE 
&. OC. BUZBY P, M.FAHRENDORF 
HARRY V. DUFFY CHARLES J. HEALE 


© 


OCTOBER 26, 1944 











Published Every A G E 


Other Thursday 
Editorial and 


Executive Office Advertising Offices 
Chestnut and 56th Sts. 100 East 42nd St., 
Philadelphia 39, Pa. U. S. A. New York 17, N. Y., U.S.A. 


Established 1855, succeeding and embodying * “Hardware” of New York; 
“Stoves and Hardware Reporter,” St. Louis; “The Western Hardware 
Journal,” Omaha; “Iron Age Hardware,” New York City; “The Hard- 
ware Reporter,” St. Louis; “Hardware Salesman,” Chicago; “Hardware 
Dealers Magazine,” New York, and “Good Hardware,” New York. 


EDITORIAL CONTENTS 
OCTOBER 26, 1944. 


Vol. 154 No. 9 


Just Among Ourselves, by Charles J. Heale................ 151 


Will We Continue to Lose Volume 
to National Syndicate?, by Wm. Frankfurth 154 


Much Debated Surplus Property Bill Now Law............ 157 
Services 100 Radios Every Month........................ 159 
The Story of the Atlantic City Convention................ 160 
Problems of Reconversion Pricing Remain Unsolved........ 200 


War Bond Display Contest Offers Hardware Dealers 
Chance to Boost Bond Sales 204 


Builders’ Hardware Associations Meet in Chicago. dtwact bisoae 
Hardware Age Retail Sales Idea Club................ . 266 
News of the Trade..... 242 How’s the Hardware Business?. . 270 
Priorities and War-Time Orders 258 What’s New ................... 278 


Hardware Age Window Displays 268 Coming Conventions and Events 289 


Copyright 1944 by Chilton Company (Inc.) 


ADVERTISING INDEX—Page 322 


Subscription Prices—United States, its pos- 
sessions: one year $1.00. Mexico, Central 
America, South America, Spain and its 
Colonies: one year $1.00. Canada $2.00 
Foreign countries not taking domestic rates 
one year $2.50. Single copies 25 cents each. 


NET PAID CIRCULATION THIS ISSUE 23,555 











ACCO CHAIN REPAIR LINKS 
NOW AVAILABLE IN 6 SIZES 


@ Your customers will thank you for reminding them to 
buy Acco repair links for chains. They’re the handiest 
gadgets men can carry in their tool kits or pockets. 

With these repair links they can repair broken chain 
strong and safe in just a few minutes. Or they can join 
odd lengths together. That’s a big advantage gt a time 
when every bit of chain is more valuable than ever before. 

It saves useful material and makes a limited supply of 


chains go farther. 
American Chain repair links are cold-forged from rolled steel. Long, tapering laps make a smooth 


assembly. Links can be closed cold or heated for welding. Easy to close and they stay closed. 
Bright smooth finish. 


OTHER POPULAR SEASONAL ITEMS: American Chain is also supplying its wholesalers (under 
existing limitations) with the following chains, which are in great demand at this season: Cow Ties, 
Tie-Outs, Halter Chains, Pump Chain, Sash Chain, and 2/0 Tenso. Deliveries are also being made 


on Campbell Cotter Pins. 
AMERICAN CHAIN DIVISION 


York, Pa., Boston, Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, Pittsburgh, Portland, San Francisco 


AMERICAN CHAIN & CABLE COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
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Informal Editorial Comments. . 


Just Among Ourselves 


... By Charles J. Heale, Editor of HARDWARE AGE 








Atlantic City Convention 
Largest Ever Held— 


To recent Atlantic City 
Convention was the largest 
ever held by hardware whole- 
salers and manufacturers. 
With approximately 2,000 
present and more than 1700 
registered, all previous atten- 
dance records were shattered. 


Post-war planning had a big 
place in the thinking of the 
convention, with due regard 
for the prior necessity for com- 

* pletely winning the war on all 
fronts. There was less talk, 
however, about priorities, OPA 
and WPB than in the two pre- 
vious war-time gatherings of 
these producers and distribu- 
tors. This was due, perhaps, 
to the fact that both factors 
have become acclimated to 
such problems and have them 
well in hand and partly due to 
the hope, without too much 
reason for it, that many regu- 
lations may soon be elimi- 
nated. 

Many wholesalers, very 
frankly, expressed their dis- 
appointment at the caution of 
most manufacturers who did 
any predicting about “how 
soon and how much?” Some- 
how, many thought they might 
return from this gathering 
with assurances of early deliv- 
eries of many lines. In a mea- 
sure, many with whom we 
spoke felt as far away or even 
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further from such realization 
than they did when they attend- 
ed the spring convention, held 
in Cincinnati by the Southern 
Jobbers and the manufactur- 
ers, last April. 

At any rate, wholesalers 
who seriously pursued the 
question with manufacturers 
are now without illusions as to 
the difficulties and time-con- 
suming factors which may be 
expected after the collapse of 
Germany—and they heard it 
first hand. HarDWARE AGE 
will heartily welcome and 
quickly publicize the first 


* 


* 


genuine and authoritative 
word which points to substan- 
tial resumption of production 
and distribution of essential 
civiliqg goods through hard- 
ware trade channels, but until 
that kind of authentic word is 
heard we will continue to cau- 
tion our readers “don’t expect 
too much too soon.” 
Elsewhere in this issue is 
the first complete story of the 
Atlantic City Convention. It 
merits careful reading by re- 
tailers and their associates as 
well as by wholesalers and 
manufacturers. 


* 


Both Distributor Groups 
Resolve Against Co-ops’ 
Tax Exemption—It Will 
Take More Than That:— 


DURING the Atlantic City 
Convention both the Na- 
tional Wholesale Hardware 
Association and the National 
Association of Sheet Meta] Dis- 
tributors passed appropriate 
resolutions protesting the tax 
exemption privileges enjoyed 
by consumer cooperatives. 
These declarations included a 
provision which would bring 


this protest to members of Con- 
gress in advance of the prepa- 
ration of a new National Rev- 
enue Bill. This is a good first 
step on this program, but in 
line with recent and frequent 
editorial recommendations of 
HARDWARE AGE we must re- 
mind members of both groups 
that this alone is not sufficient. 

If the Co-ops are to be taxed 
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on their “margins,” the same 
as a tax-paying business is 
taxed on its “profits,” a great 
deal of aggressive work must 
be done, not alone by organ- 
ized groups but even more im- 
portant by individuals who 
must also seek similar active 
work and support from others 
who appreciate the importance 
of eliminating this unfair tax 
exemption privilege. 

The protest of these two as- 
sociations should be supported 
by wide-spread individual pro- 
tests from their members aug- 
mented by as much personal 
pressure as can be exerted. Be- 
fore a new National Revenue 
Bill will come before Congress 
there will be at least one op- 
portunity (and perhaps two) 
for personal calls on members 
of the House and th ate 
while they are at home. Get as 
many fellow tax-paying busi- 
ness men as you can interested 
in this subject and go with 
them to your members of Con- 
gress, at their homes, offices, or 
hold meetings — but be sure 
you do something positive so 
that your representatives in 
both Houses of Congress will 
know where you stand on this 
question. The Co-ops will not 
sit idly by nor quietly. No in- 
deed, they will see Congress- 
men all over the country and 
will make an impressive fight. 
They are not “push-overs.” If 
you really mean business in 
this program get out and get 
others out and do some fight- 
ing. 

Resolutions are a good start- 
ing point to use as a spring- 
board, but they are not worth 
much without additional ef- 
fort, hard work and some 
sweating for the objective de- 
sired. Get busy and quickly 
too if you want favorable ac- 
tion in your own behalf. _ 

A few reprints of the Harp- 
waRE AGE editorial on “CO- 
OPS” (from the August 17th 


issue) are still available and, 
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as long as they are, they will 
be sent to readers upon re- 
quest. See also the comments of 


many readers as published in 
our October 12th issue on 
pages 72 through 76. 


x** k& 


Post-War Model Hardware 
Stores—for Display Space 
Income or for Inspiring 
Better Merchandising:— 


[‘ the past 20 years there 
have been many model re- 
tail hardware stores. They 
were under various auspices, 
and provided varying value to 
the dealers who had access to 
them. In the overall picture 
all such efforts gave some 
stimulus to better displays, 
neater stores, and more order- 
ly arrangement for efficient 
selling purposes. 

However, too few such 
model stores were precisely 
what the name implies. They 
were fundamentally handi- 
capped by the desire to sell fix- 
tures and/or store . display 
space—with little regard to 
the proper balance of the types, 
kinds, quantities and price 
range of hardware store mer- 
chandise. In some instances, 
one or two manufacturers 
dominated model stores far in 
excess of the importance of 
their respective lines to the 
hardware business, and with 
utter disregard to a proper as- 
sortment of their own wares. 
They bought the space and used 
it as they wished. 

A model retail hardwarestore 
should represent, as precisely as 
possible, a complete blueprint 
suitable for almost exact du- 
plication under actual busi- 
ness conditions. This should 
include proper location and 
space allotment by kinds of 
goods, variety to be displayed, 
price range, etc. This has sel- 
dom been the case of model 
stores of the past unless they 
were sponsored by or under 
the direct control of a whole- 


saler—for only the wholesaler 
can have the full data on rec- 
ord and have available the 
full lines to put in a model 
store. Also, only a wholesaler 
can gain ultimate income sole- 
ly from improving retail hard- 
ware store methods through 
the promotion of a model store. 
He can afford to provide fix- 
tures at cost and doesn’t have 
to depend upon rental fees for 
his model store. If he can make 
better merchants among his 
dealer - customers his reward 
will far exceed any fixture 
profits or rental fees. 

In the post-war period re- 
tailing methods will probably 
change at a rapid pace — as 
will store arrangement and dis- 
pay methods. Model stores will 
likely be numerous. In our 
judgment, only the model 
stores suitable for almost exact 
duplication of merchandise as- 
sortment, location and space 
allotment of various lines will 
have any great value. Such 
stores, we believe, can only be 
provided by or under the di- 
rect supervision of a whole- 
saler more interested in help- 
ing dealers sell more goods 
profitably than he is in making 
a fixture sale or in obtaining 
rental fees for promoting a 
mere handful of lines. 

A model retail hardware 
store should be precisely what 
the name implies so that a 
prospective dealer or one now 
in business could say to its 
sponsor, “I want a store just 
like this as a basis for mv post- 
war operations.” 
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LOCKS? J USE 


That is what we have outlined for Lockwood Franchise 
Dealers — for those men who will head their builders’ 
hardware departments. The purpose of our new 


LOCKWOOD TRAINING PROGRAM 


is to provide a thorough grounding in everything connected with the manu- 
facturing and selling of builders’ hardware. The more a man knows about 
what he’s selling, the more he can sell. Here at the factory we’ll show how 


Builders’ Hardware is made . . . demonstrate every variety of finished product, 


together with its many applications. In short, we’ll show you what goes into 


Builders’ Hardware — and what comes out of it! 


Builders Are Ready ... Are You? 


Millions of dollars have long been earmarked for the’greatest building boom 
this country has ever known. Where will you be when the big parade starts? 
. . . Lockwood Franchise Dealers will be well up in the procession. Certain 


territories are still open, act now on this opportunity to join them. Send the 


12 


coupon today. 


| LOCKWOOD HARDWARE MFG. CO. i 
| Fitchburg, Mass. H. Age Oct. 26 ' 


i 
i Please arrange to have your representative call with | 


{ your Lockwood Franchise Portfolio. | 
I 


gh MIRE y 2 FEELS LAL Me a i Sie A 


HARDWARE MFG. CO. , 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS | Aetetrose iii ii i te 
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Hardware Age 
Post-War Forum 





“They shall beat their swords inte plough- 
shares, and their spears into pruning hooks” 


I KNOW of no nation- 
al chain of hardware stores but 
nearly all national chain stores 
sell hardware. They have been 
taking an increasing volume of 
the business formerly done by in- 
dependent hardware dealers. They 
have done so because we of the 
independents have been unwilling 
to meet their competition. We are 
stiH doing a satisfactory volume 
and earning a profit and, there- 
fore, do not like to change our 
methods. 


We Have Relaxed 


It is easier to ignore the prog- 
ress competition has made by say- 
ing “the chains only carry a short 
line of inferior quality hardware 
items.” This is debatable, but 
even if it were true—what would 
prevent them from expanding their 
lines or improving their quality? 
We have been willing to sit back 
and wait for legislation, taxes, 
pressure on manufacturing, or 
some other force that might neu- 
tralize the chains. We did not 
think it necessary to adopt meth- 
ods to compete. 

Why have national syndicates 


If independent dealers will meet prices 
on leader items used by chains to build 
traffic, modernize, locate in traffic cen- 
ters, specialize on a limited number of 
lines, make salesmen out of clerks, and 
advertise effectively they will do much 
to offset the chain stores’ competition 


grown? Is it because they have 
convinced the public that they 
sell for less? “Direct from fac- 
tory to you, no middle man’s 
profit.” They have gone to great 
length to demonstrate that their 
private brands are equal to or 
better than national brands. They 
explain how the savings in ad- 
vertising and distribution cost re- 
sults in lower prices. They use 
price leaders and are ready with 
seasonal promotions well in ad- 
vance. Their stores are modern 
sales rooms, goods are well dis- 
played by departments with talk- 
ing or informative price cards. 
Stores are located in shopping 
centers so it is easy for people to 
buy. National syndicates use 
newspapers, catalogs, direct mail, 
radio and other mediums of ad- 
vertising and tie in their window 
displays to suit the occasion. They 
keep telling the public where they 
are and what they have to sell. 
They have trained their clerks to 
sell and pay them a bonus on sales 
as an incentive. Syndicates plan 
to expand by opening new stores, 
modernizing old ones, adding new 
lines and you can be sure that 
thejr advertising will be in pro- 
portion. What I have covered so 
far is not new, you are all familiar 
with it. However, I believe it bears 
repetition for the problem is still 
before us. 


Meet Prices 
What can we of the indepen- 
dents do to meet this competition? 


I believe that we should meet 
their prices on the staple, fast- 
turning, leader items that they use 
to build traffic. This will not be 
easy because some chains have 
greater buying power and many 
units of the national chain systems 
have greater selling power. By 
that I mean they can take some 
merchandise in bulk packing of 
several thousand while the inde- 
pendent dealers can use only a 
standard package of 100 or less. 
To meet this competition, manu- 
facturers, jobbers and dealers 
must each handle these staple 
items at a much lower margin of 
profit than they have been accus- 
tomed to. If we independents will 
do this our volume on these items 
will increase and we will gradu- 
ally be able to buy at lower prices 
and find ways to handle this mer- 
chandise more efficiently. 


Can Show a Profit 


Many of our fraternity may ob- 
ject and say it would be unprofit- 
able and ruinous to attempt this. 
Greater volume and faster turn- 
over at lower margin can still show 
a profit providing the handling 
expense is not too great. 


$100 at 30% = $30.00 
$200 at 20% = 40.00 
$400 at 15% = 60.00 


A reduction in price will often 
multiply sales many times, with 
but little added expense, and will 
show additional dollar profit. 
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WM. FRANEFURTH 


Many hardware items sold by 
chains are staple, fast turnover 
items that will show a profit at a 
lower margin. They use them to 
help carry overhead and build 
traffic to sell their more profitable 
lines. I think we independents 
should and can use these same 
methods. It is well to consider 
that these leader items represent 
a small percentage of the total 
items we sell and a smaller part 
of our volume than they do for 
most chains. The balance of the 
items carried by us present no 
particular problem because we 
are competitive on these now. 


Modernize Stores 


I know some dealers have mod- 
ernized and that more plan to do 
so. This is a healthful sign. How- 
ever, there are still many others 
who should follow and make their 
stores look like modern sales 
rooms and get away from the ware- 
house appearance. State retail 
hardware associations and some 
jobbers are offering dealers a 
planning service with modern fix- 
tures for which deferred. pay- 
ments can be arranged. I am hope- 
ful that many will avail them- 
selves of this opportunity. 


\ 


Independent dealers, if they are 
not now located in good shopping 
centers, should try to improve 
their location when they have an 
opportunity even if it is right in 
among chain stores. The addi- 
tional volume they will do would 
soon pay for higher rent of these 
areas. 


Specialize 

The lines offered to hardware 
retailers are so numerous and 
varied that no one store can carry 
all or even most of them and do 
a good merchandising job. Re- 
tailers should study the needs of 
their community carefully and se- 
lect the lines that are best suited 
and put their major sales efforts 
back. of them. They will then have 
time to study competition con- 
stantly and can take steps to pro- 
vide equal or better values and 
service for their customers. It will, 
of course, be necessary for them to 
carry many other items for the 
accommodation of their customers. 
These items, however, will not re- 
quire as much display and selling 
but will represent a good portion 
of the total volume. 

Independents, too, can make 
salesmen out of their clerks by 


By WM. FRANKFURTH 


President, 


Frankfurth Hardware Co., 
Milwaukee, Wis. 


teaching them about the things 
they have to sell and paying them 
a bonus on sales to bring forth 
additional effort. 


Advertise 


If independent dealers will take 
these five steps, namely; meet 
prices on leader items used by 
chains to build traffic, modernize, 
locate in shopping centers, special- 
ize on a limited number of lines, 
and make salesmen out of clerks, 
they will have taken a long step 
forward. There is, however, one 
more very important step that will 
be necessary to complete fully. 
As mentioned before, national syn- 
dicates advertise regularly and use 
all mediums. If all other condi- 
tions were equal they would still 
do the larger volume because of 
their advertising. This last step, 
in my opinion will be the most 
difficult for independents to com- 
pete with. Advertising is costly, 
and usually jndividual stores can- 
not do enough volume to buy suf- 
ficient advertising space to domi- 
nate and make an _ impressive 
showing. 

National syndicates allocate the 
cost of advertising to their indi- 
vidual units based on volume. This 
keeps the advertising expense for 
each store at a relatively low per- 
centage of sales. It is comparative- 
ly simple for syndicates to do this 
because all of their stores carry 
the same assortment of merchan- 
dise under the same brand name. 
For example, such items as tools, 
bicycles, tires, batteries, stoves, 
washers, radios, refrigerators, and 
so forth are all sold by the syndi- 
cates under their own private 
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Join the Hardware Age Post-War Forum! 


Business will undergo decided changes when the war is over and 


when a war-torn world once more resumes pea 


pursuits. Prosperity 


will be inevitable, but competition will be keener and there will be 
many new phases entering into the business of distribution. Now is the 
time to plan for the future and every branch of the hardware industry, 
manufacturers, wholesalers and retailers, should be getting ready for 
the day when the last shot is fired. They should plan now for the busi- 
ness that will await them after the war. 

The Hardware Age Post-War forum is devoted to an exchange of 
ideas on this vital subject of post-war thinking and planning. You are 
invited to take an active part in its deliberations and to contribute your 


ideas upon this vital subject. 








brand names which makes their 
advertising and merchandising 
problems easier. Independents, on 
the other hand, carry widely di- 
versified lines under different 
brand names. Group advertising 
under these circumstances is diffi- 
cult and much less effective. 
Group advertising by indepen- 
dent dealers can be successful but 
must start in a small way. At first 
only the staple items common to 
all stores of the group should be 
advertised. Later as stores add 
new lines under the same brand or 
switch brands to attain uniformity 
—these too may be featured. 


A program such as this requires 
considerable planning, detail work 
and direction. Jobbers who are 
the dealer’s largest source of sup- 
ply could help with these mer- 
chandising and advertising prob- 
lems. Such a plan, however, can- 
not be successful unless dealers are 
willing to work closely with their 
jobbers and others of the group. 
Jobbers in turn must put forth 
their best efforts to make the un- 
dertaking successful. This will be 
a slow way of building, but I feel 
confident that it will eventually 
bring satisfactory results. 


Reduce Cost 
of Distribution 


In order to meet the syndicates’ 
prices and show a profit it will be 
necessary to reduce the cost of dis- 
tribution. Dealers and jobbers 
should help manufacturers deter- 
mine proper packaging so that 
more goods can be reshipped with- 
out costly repacking. Jobbers can 
encourage dealers to buy in stand- 
ard packages by selling full pack- 
ages at lower prices. If no differ- 
ential is made, dealers and sales- 
men, often through force of habit, 
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order less than package lots when 
it would be to their benefit to do 
otherwise. Buying in * standard 
package quantities often prevents 
lost sales and saves the dealer’s 
time because he will not need to 
order as often. It will help lower 
distribution costs. 


Manufacturers, jobbers and 
dealers should study all produc- 
tion and office procedure and take 
steps to eliminate duplicate efforts 
and unnecessary handling. Care- 
ful study will indicate that there 
is considerable room for improve- 
ment in methods. 

Wholesale and retail buyers 
must keep better informed to be in 
better position to help solve the 
various problems. If they would 
call on dealers to whom they sell 
and their competitors regularly, 
they would find this very interest- 
ing and they would obtain valu- 
able information which would 
make their work much simpler. 

I sincerely believe independents 
can compete with syndicates if all 
within the industry will make a 
determined effort to do so. 
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Much Debated Surplus Property Bill 
Now Law—Substantial Revisions 
Expected After Election Day 


Surplus Property Administrator Will Clayton re- 
signed because of provisions he opposed. Prefer- 
ence provisions for veterans, non-profit organiza- 
tions, etc., preclude orderly administration of law 
in opinion of many Surplus War Property Adminis- 
tration men. Law provides three-man board on 


a months of 


painstaking deliberation Congress 
has finally enacted a surplus prop- 
erty bill, which became law with 
the President’s signature on Octo- 
ber 3. The bill has been criticized 
by the President, forward-looking 
members of Congress, and practical- 
ly all officials connected with the 
disposal of surplus property. 

Congress has already indicated 
that the bill will be substantially 
revised after election to provide ad- 
ministrative standards and__esafe- 
guards for business and government 
absent in the present law. In sign- 
ing the bill, the President severely 
criticized it and said he doubted 
that the objectives of the bill could 
be accomplished because of its many 
provisions. He said that the con- 
fused methods of disposition and 
elaborate restrictions imposed by the 
bill will in many instances delay 
rather than expedite reconversion 
and reemployment. The Surplus 
Property Administrator, Will Clay- 
ton, has resigned because of the 
provisions of the bill, which he op- 
posed. However, he will remain on 
the job until the President appoints 
the three-man Surplus Property 
Board, provided for in the bill. This 
three-man board is one of the pro- 
visions to which Mr. Clayton ob- 
jected. 

The requirements of the Surplus 
Property Act that various tax-sup- 
ported institutions, non-profit organ- 
izations, state governments and vet- 
erans get first preference on buying 
surplus property will in the opinion 
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of officials of the Surplus War Prop- 
erty Administration, created by Ex- 
ecutive Order, preclude any orderly 
administration of the law. It is 
these provisions as well as other pri- 
ority groups named in the act and 
in addition, the power given to the 
Smaller War Plants Corp. to buy 
and resell surpluses to small busi- 
ness, that have led many officials in 
the Treasury Disposal Unit to think 
about packing up and leaving for 
home. 

To top all of these restriction pro- 
visions the act further provides that 
any Government employee engaged 
in any way in the disposition of 
surplus property cannot act as coun- 
sel, attorney, or agent, or be em- 
ployed as a representative of any 
company that has any connection 
with the sale of surplus property for 
a period of two years after Govern- 
ment service has ceased. Violation 
of this section is punishable by a 
fine of not more than $10,000, or 
imprisonment for not more than one 
year, or both. Businessmen will 
think twice before accepting a posi- 
tion in the new surplus property 
agency if this provision of the act 
is carefully considered. 


Major Provisions 


Major provisions of the bill are: 

1. Three-man Surplus Property 
Board of which one member is chair- 
man to be appointed by the Presi- 
dent and confirmed by the Senate. 


The members will probably not be 
appointed until after election. 

2. The Board is given blanket au- 
thority over the disposition of sur- 
pluses except during war; it cannot 
declare surpluses unless procure- 
ment agencies agree. Surpluses not 
being used by the Army and Navy 
may be reported to Congress. 

3. The Board must establish uni- 
form regulations to give wide ad- 
vance public notice of all sales with 
an adequate time interval between 
notice and sale so that all interested 
purchasers will have a fair oppor- 
tunity to buy. 

4. The Board has freedom of dis- 
cretion in appointing disposal agen- 
cies, except that the Maritime Com- 
mission is designated to liquidate 
surplus shipping. Under this pro- 
vision the new Board could do away 
with the present disposal setup, 
which designates the Treasury Pro- 
curement Division as the disposal 
agency to handle consumer goods, 
RFC to handle capital goods, etc. 

5. Disposal agencies must main- 
tain records of inventories and sales 
open for public inspection in local 
offices. 

6. Surpluses may be sold and ex- 
changed between government agen- 
cies. 

7. Local government and non- 
profit institutions may buy surpluses 
and when the government gets an 
advantage from the sale and activ- 
ities of the local government or non- 
profit institution, it is provided that 
such purchasers may get special 
prices. 

8. Property of no commercial 
value may be given away to states, 
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or to any government agency or in- 
stitution, or to any non-profit, edu- 
cational or charitable organization 
or may be ordered destroyed. 

9. Owning agencies can sell any 
property for war production and 
authorize contractors to sell or re- 
tain any termination inventories for 
the purpose of war production, or 
for other purposes as authorized by 
the board. 

10. Smaller War Plants Corp. is 
given authority to purchase sur- 
pluses for resale to small business 
and the Board is supposed to pre- 
vent discrimination against small 
business by selling in small lots. 

11. SWPC is also authorized to 
make or guarantee loans to small 
businesses to acquire and operate 
surplus plants and to cooperate with 
disposal agencies to sell to small 
business on credit. 

12. Disposal agencies may sel] un- 
der any terms they think proper 
and may extend credit. No credit 
beyond three years for any of the 
following: raw materials, consumer 
goods and small tools, hardware and 
non-assembled articles which may be 
used in the manufacture of more 
than one type of product. 

13. Owning agencies can sell 
property damaged or worn beyond 
economical repair, any waste, sal- 
vage or scrap or any similar items, 
or any product of industrial re- 
search, agricultural or livestock op- 
erations, or of any public works con- 
struction or maintenance project 
carried on by an agency. These 
materials must not consist of stra- 
tegic metals or minerals. 

14. Veterans are to be given spe- 
cial preference in acquiring sur- 
plus property. 

15. Farmers and farmer coopera- 
tives will be aided by AAA in get- 
ting agricultural machinery and 
other assistance. 

16. The Surplus Property Board 
has to report to Congress on all sur- 
plus plants the original cost of 
which was more than $5,000,000, 
setting forth (1) the cost, location 
and other description; (2) econom- 
ic problems which may be created 
by the sale or other disposition; and 
(3) a plan or program for the care, 
handling, disposition and use of the 
property. 

17. While the Surplus Property 
Board is authorized to immediately 
sell aircraft plants and facilities, 
shipyards and transportation facil- 
ities, and radio and electrical equip- 
ment, it is not authorized to sel] any 
of the following classes of property 
until 30 days after submission of 
the foregoing required report: alu- 
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minum, magnesium, synthetic rub- 
ber, chemical, iron and steel, avia- 
tion gasoline, petroleum pipelines, 
surplus plants and facilities, and 
patent processes, techniques and in- 
ventions except as are necessary to 
the operation of the plants and fa- 
cilities listed. 

18. Airports and harbor and port 
terminals are to be offered for sale 
first to states. States also get spe- 
cial consideration in sales of sur- 
plus power transmission lines, high- 
ways, streets and rights of way. 

19. Machine tools and equipment 
not necessary to the operations of a 
surplus plant may be sold by the 
Board. However, this section does 
not apply to any government-owned 
equipment or other property oper- 
ated as an integral part of a pri- 
vately-owned plant and which is not 
capable of separate operation as an 
independent unit. 


20. The Anti-Trust Division must 
approve all sales of plants originally 
costing $1,000,000 or more and the 
Attorney General has to give his 
opinion within 90 days after receiv- 
ing notification of sale. 

21. Strategic minerals and metals 
are to be transferred by owning 
agencies to Treasury Procurement 
when they are surplus and added 
to stockpiles previously authorized 
by law. 

When WPB sees a deficiency of 
metals and minerals for civilian pur- 
poses, owning agencies do not have 
to transfer surpluses but may hold 
them for six months and sell to in- 
dustry at market prices. 

22. Surplus property sold abroad 
may not re-enter the United States, 
with the exception of property sold 
to service men for personal use. 

23. The procurement agencies are 
directed to make advance determina- 
tions on machinery, equipment and 
materials as to whether they will be 
needed for standbys, which may be 
sold to contractors and which may 
be declared surplus. 

The Board is to establish proce- 
dures for disposing of surplus termi- 
nation inventories into warehouses 
and advise war contractors on pro- 
cedures for care and handling of 
such inventories. 
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Showing how prices have affected the life of the American farmer, how 
his money is spent and what he is able to obtain for it. 
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f 3 repair of radios 


is a specialized business for which 
there’ is considerable demand in 
many hardware stores. At least, 
this has been the experience of the 
New Lyndale Hardware, Richfield, 
Minn. This firm has an excellent 
radio repair man and has built a 
considerable business on the line 
which has brought new customers 
to the store, many of whom have 
purchased articles on display. 
Thus, from a store traffic stand- 
point alone, the radio department 
has proved profitable. 

Approximately 100 radios. are 
serviced every month, including 
the sets brought in for simple 
checkups. About 60 jobs per 
month out of the 100 can be class- 
ified as extensive repair jobs, says 
Jim Norton, service man. The 
range of price on repair jobs at 
this shop runs from $1.00 to 
$18.00. 

To date, the store has been able 
to repair sets within a week after 
they are brought in for service. 
The tube situation has been han- 
dled successfully so far, although 
the pinch on certain types is now 
beginning to be felt. 

This store, owned by R. D. 
Lundquist and E. Gilbertson, goes 
after radio repair business in a 
progressive manner. Every ad 
published by the store carries one 
line or more of copy stressing the 
fact that radios are repaired there. 
Occasionally an ad is devoted ex- 
clusively to radio repair and this 
alWays attracts numerous cus- 
tomers. The store advertises that 
radio tubes are tested free and 
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Services 100 Radios Every Month 





New Lyndale Hardware handles 
an average of 60 extensive re- 
pair jobs in that period and prices 
range from $1.00 up to $18.00 


this is an important good will 
building feature. 

The radio service department 
is located at a rear sidewall sec- 
tion. Customers can observe re- 
pairs being made as they buy other 
hardware items in the store and 
this reminds them of their own 
needs. The service is also adver- 


Radio Repair 


FINEST EQUIPMENT 
EXPERT WORKMANSHIP 
REASONABLE RATES 
QUICK SERVICE 


Radio Repair is a business with us. We are 
proud of our workmanship and ef this growing 
service. we are able to offer you. Try us first 
for the best work, quickest service, and the 
most reasonable rates. 


Radio tubes tested FREE cheerfully 


NEW LYNDALE HDWE 


6608 LYNDALE AVENUE SOUTH 


PL. 4892 


Hrs 8 A.M. — 6:30 P.M. — Saturday 8 AM. — 8 P.M. 


tised by means of a painted panel 
directly below one of the main 
display windows outside the store. 

This firm also repairs many 
small electrical appliances such as 
vacuum cleaners, electric mixers, 
toasters and waffle irons. Refrig- 
erator and washing repairs are not 
made. 





PL. 4892 


This advertisement, reproduced in actual size, tells its own story. 


Every one of the firm’s ads calls attention to its radio repairs. 
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A PPROXIMATELY 
2,000 attended the largest joint 
hardware wholesalers’ and manu- 
facturers’ convention ever held. 
The convention returned to the 
Marlborough-Blenheim Hotel, 
Atlantic City, N. J., October 16 
to 19, 1944, for the first time 
since October, 1941, a few scant 
weeks before Pearl Harbor. It 
was the 50th annual gathering 
of the National Wholesale Hard- 
ware Association, the 89th semi- 
annual meeting of the American 
Hardware Manufacturers’ Asso- 
ciation, and the 34th annual con- 
vention of the National Associa- 
tion of Sheet Metal Distributors. 
The two distributors’ associa- 
tions discussed the unfair and 
special privilege of tax exemp- 
tion enjoyed by government-oper- 
ated corporations and consumer 
cooperatives. They passed iden- 
tical resolutions of protest, 
copies of which will go to all 
members and members of the 
Congress for consideration in 
developing our next National 
Revenue Bill. This action is in 
line with the editorial urging of 
HARDWARE AGE in recent issues. 
The text of this resolution fol- 
lows: 
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WHEREAS Government - operated 
corporations and farm and consumer 
cooperatives each enjoying freedom 
from Federal taxes under Section 
101 of our Internal Revenue Laws 
are in active and aggressive compe- 
tition with tax-paying private indus- 
try in a large number of business 
fields. 

AND WHEREAS this special privi- 
lege of exemption from taxation is 
unfair and in contradiction of our 
Constitutional concept of tax equal- 
ity. 

AND WHEREAS the future welfare 
of tax-paying private merchants is 
threatened by the expansion of com- 
petition of these Government-oper- 
ated corporations and farmer and 
consumer cooperatives made possi- 
ble by the financial reserves which 
are built by these favored business 


The wholesalers also have pre- 
pared a petition urging WPB to 
eliminate the practice of screen- 
ing WPB 547 applications 
through Regional Offices express- 
ing the opinion that centralized 
contro! in Washington, D. C., is 
more effective, saves time and 
costs. The text of this resolution 
follows: 

WHEREAS the War Produc- 
tion Board has ordered the 








Fred Hess & Son, Atlantic City, N. J. 
Atlantic City—the scene of the convention. - 


groups from the taxes they are not 
required to pay iw 

THEREFORE BE IT RESOLVED that 
the National Wholesale Hardware 
Association at its 50th Annual Con- 
vention registers its protest against 
this inequaliy of taxation and it 
urges upon our National Tax law- 
makers the passage of legislation 
that will erase the exemptions 
granted to the above-mentioned tax 
free groups under Section 101 of our 
Federal Tax Laws, thus, returning 
the original Constitutional concept 
of tax equality which is vitally im- 
portant in maintaining our National 
Economy and the free enterprise 
system of our country: 

THAT a copy of this resolution be 
placed in the hands of the Senate 
Finance Committee and the Ways 
and Means Committee of the House 
for its consideration in developing 
our next National Revenue Bill. 


screening of WPB-547 applica- 
tions by Regional offices and 

WHEREAS this has delayed, 
by several days to more than a 
week, the processing of these 
applications and 

WHEREAS the personnel of 
Regional offices are not acquaint- 
ed with this form and their han- 
dling of it accomplishes no par- 
ticular assistance and 

WHEREAS wholesalers of 
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All previous attendance records broken with an esti- 
mated 2,000 present. Official registration 1712. The 
50th annual convention of National Wholesale Hard- 
ware Association and the 89th semi-annual meeting of 
the American Hardware Manufacturers’ Association. 
Marlborough-Blenheim Hotel, Atlantic City, N. J., Octo- 
ber 16th to 19th, 1944. E. F. Pritzlaff new president of 
jobber’s body and John Tomajan heads manufacturers’ 
organization. Wholesalers and Sheet Metal Distributors 
protest the tax exemption privileges of Consumer Co- 
operatives. Wholesalers petition WPB to eliminate Re- 
gional Office screening of WPB 547 believing centralized 
control in Washington, D. C., has been more effective. 


hardware and kindred lines have 
been filing this form for over 
two and one-half years and are 
thoroughly acquainted with the 
proper procedure and 

WHEREAS the field screening 
makes unnecessary demands 
upon the manpower situation in 
Regional Offices and 

WHEREAS an efficient staff 
that is fully informed and con- 
versant with the handling of the 
form has been functioning in 
Washington and is in constant 
contact with the various Indus- 
try Divisions and 

WHEREAS the number of ap- 
plications returned is so small 
and does not warrant this delay 
and 

WHEREAS WPB-547 applica- 
tions have been handled prompt- 
ly in Washington, therefore be it 

RESOLVED that the Mem- 
bers of the National Wholesale 
Hardware Association in Meet- 
ing assembled this nineteenth 
day of October go on record as 
urging that screening of WPB- 
547 by Regional Offices be elim- 
inated and be it further 

RESOLVED the Members 
place their views before their 
Senators and Congressman to 
solicit their aid in having this 
unnecessary, wasteful and delay- 
ing procedure revoked. 
All three organizations elected 
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new top officers. E. F. Pritzlaff, 
John Pritzlaff Hardware Co., 
Milwaukee, Wis., succeeds F. F. 
Thomson, Thomson-Diggs Co., 
Sacramento, Cal., as president of 
N.W.H.A.; Bruce Haines, E. E. 
Souther Iron Co., St. Louis, Mo., 
succeeds Eugene Foley Bayonne 
Steel Products Co., Bayonne, 
N. J., as head of the Sheet Metal 
Distributors and John S. Toma- 
jan, The Washburn Co., Worces- 
ter, Mass., is the new president 
of the manufacturers’ group suc- 
ceeding S. T. Olin, Western Cart- 
ridge Co., East Alton, Ill. Details 


on other officers and directors 
are given elsewhere in this issue. 

The Old Guard and the X Club 
held their semi-annual luncheon 
meetings and the Central States 
Hardware Club held its pre-con- 
vention stag dinner at Hackney’s 
on Sunday evening before the 
official opening of the gathering. 
All three affairs were well at- 
tended. 

In the pages immediately fol- 
lowing are the major parts of 
the principal addresses and dis- 
cussions, tégether with other 
details of the convention. 








JOHN S. TOMAJAN 
The Washburn Company 
President A.H.M.A. 


Newly Elected 


Presidents 
of the 
A.H.M.A. 
N.W.HLA. ) 





EDWARD F. PRITZLAFF 
John Pritzlaff Hdwe. Co. 
President N.W.H.A. 
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“No Other Channel of Distribution 
Can Successfully Challenge Us” 


FP. F. THOMSON 


ae through an 


interchange of ideas and discus- 
sions with each other and with 
our manufacturing friends can 
we plan ahead. This planning is 
a responsibility to the men in the 
armed services and to the Nation 
at large, because without prepa- 
ration for the future with its 
new obligations and opportuni- 
ties, we will encounter many 
more obstacles and be much less 
successful in resuming normal 
operations. 

I am glad to be able to greet 
you with victory in sight in 
Europe 2nd with the eutstanding 
achievements of our armed 
forces in the Pacific giving us 
hope of crushing Japan next 
year. 

On such an occasion as our 
Golden Anniversary I would like 
to refer to our first annual meet- 
ing which was held in Pitts- 
burgh. I have found it most in- 


* Read, in the absence of Retiring 
President F, F. Thomson by Edward F. 
Pritzlaff, who was later elected presi- 
dent to succeed Mr. Thomson. 


The wholesaler-retailer combination will 
continue to do the all important job it 
has always done if it will eliminate all 
unnecessary and wasteful services and 
do its utmost to distribute merchandise 
in an efficient and economical manner. 


By F. F. THOMSON 


Thomson-Diggs Co., 
Sacramento, Cal. 
President N.W.H.A. 


At the Jobbers’ 
Tuesday Session 


teresting to go over the report of 
that meeting. There were 94 rep- 
resentatives of 115 members in 
attendance. A large number of 
those on our first membership 
list are still active in the associ- 
ation. 

I was especially interested in 
the problems which were being 
discussed at that meeting. Presi- 
dent Supplee briefly reviewed the 
two years of depression, citing 
the reduction in values of hard- 
ware and the large number of 
applications his firm had re- 
ceived for positions as salesmen. 
He dwelt upon manufacturers’ 
relations. Among other subjects 
which were discussed were “Di- 
rect Selling,” “Quantity Dis- 
counts,” “The Nail and Wire 
Situation,” ‘‘Compensation of 
Salesmen,” etc. 


Problems Still With Us 


It is interesting that these 
problems are still with us. Of 
course, while much progress has 
been made, we are still attempt- 
ing to solve variations of those 
very same problems which faced 
our predecessors 50 years ago. 


Probably this is as it should 
be. It reflects our realization that 
constant improvements are nec- 
essary as well as our refusal to 
regard past performance an ac- 
ceptable yardstick for the pres- 
ent or future. 

I feel honored to be the presi- 
dent of an organization which 
has attained the age of 50 years, 
having successfully gone through 
several depressions and wars. 
Our progress over these years 
has been great and the fact that 
our membership today includes 
all but a few wholesalers of 
hardware and is at an all-time 
high, is witness to the fact that 
our association has accomplished 
real, definite, concrete results, 
and that it has rendered a ser- 
vice to hardware wholesalers 
that has been decidedly worth 
while. 

Now it so happens that an- 
other historical event is involved 
in this meeting. We are holding 
our sessions at a time when we 
are turning from war conditions 
to a resumption of peacetime 
activity. With the thought in 
mind that history has a habit of 


“I believe that the wholesaler of hardware, the 
manufacturer and the retailer will have good 
business for quite a few years to come” 
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repeating itself, it might be well 
to review some of the develop- 
ments and discussions at our 
1918 convention, which was held 
here in Atlantic City during the 
week of Dec. 9. 

The report of our convention 
that year reveals that members 
were anxious to have revoked the 
various Government regulations 
which were necessary during the 
war. They voiced their approval 
of adequate controls while the 
war was in progress, but were 
most outspoken in stating that 
with the war ended they opposed 
restrictions and wished to re- 
turn to that freedom of action 
and individual initiative that is 
so typically American. 


Wage Rates-Price Increases 


The discussions revealed that 
there was much concern regard- 
ing the high wage rates and the 
increase in prices caused by the 
war. The convention was con- 
cerned about the extent to which 
labor would accept lower rates, 
and whether prices would decline 
sharply. This uncertainty caused 
buyers to be reluctant to place 
orders and clouded the determi- 
nation of future policy. 

While surpluses were consider- 
ably smaller than those over- 
hanging the market today, the 
disposal of Government-owned 
property was considered, and the 
convention went on record as 
urging upon the Government an 
orderly program which would 
not adversely affect employment. 

It is surprising to me how 
closely the 1918 convention par- 
allels problems which are facing 
us today. 


More Severe Restrictions 


This war has dwarfed World 
War One in every way. The re- 
strictions placed upon industries, 
particularly those using metal, 
have been much more severe. 
This, of course, greatly affected 
our industry and denied to the 
consumer for three years many 
well known articles normally 
considered essential to the house- 
holder. A tremendous back log 
of unfilled needs has accumulated 
since 1941. Consumers will also 
want many new products it will 
be our privilege to distribute. 
Meanwhile, they have been em- 
ployed at high wages and, as 
War Bond sales and record bank 
deposits testify, they have ample 





funds with which to supply their 
wants. This should result in a 
very considerable volume for 
wholesalers and retailers of 
of hardware and kindred lines. I 
believe the wholesaler of hard- 
ware, the manufacturer and the 
retailer will have good business 
for quite a few years to come, 
and am optimistic about our 
future. 


Competition 


I realize, of course, that we are 
going to have competition on all 
sides, but we have encountered it 
before and it is something I do 
not fear. Long ago I heard 
stories about the elimination of 
the wholesaler and retailer and 
the development of new forms of 
distribution, but I am convinced 
that the wholesaler-retailer 
method will continue to do the 
all-important job we have done 
for years so long as we do our 
utmost to efficiently and, eco- 
nomically distribute our mer- 
chandise. 

Last year I referred to the 








fact that our wisest post-war 
planning would be to concentrate 
on doing the best and most eco- 
nomical job of distributing mer- 
chandise and I am convinced that 
those who do, will find their 
efforts most fruitful. If we, as 
wholesalers, and our customers, 
the retailers, will eliminate un- 
necessary and wasteful services, 
there is no other channel of dis- 
tribution which can successfully 
challenge us. 


In Appreciation 


It has indeed been a pleasure 
and a very real privilege for me 
to have had the honor of being 
your president during the past 
two troublesome years. Without 
the assistance of our officers and 
committees, our progress could 
not have been as great, and I 
want to express my thanks and 
appreciation to them. I wish to 
mention the increase in our 
membership and to thank Mr. 
Witt for his cooperation as 
chairman of our membership 
committee. 





The N.W.H.A. Becomes a Member of 
The Hardware Age Fifty Year Club 





E. F. Pritzlaff, John Pritzlaff Hardware Co., Milwaukee, Wis., as vice-president 
of the National Wholesale Hardware Association, accepts for that organiza- 
tion a framed certificate making the N.W.H.A. a member of the HARDWARE 
AGE Fifty Year Club. Mr. Pritzlaff, on the right, is the newly elected presi- 
dent of that group. He presided at the Atlantic City convention due to the 
illness of Retiring President F. F. Thomson, The Thomson-Diggs Co., Sacra- 
mento, Cal. The presentation was made by Charles J. Heale, vice-president 
and editor of HARDWARE AGE at the left. 
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SPENCER T. OLIN 


® is none too soon 
for an analysis and study of our 
problems of the future. I be- 
lieve that from the standpoint of 
the progress of the war we can 
sum that up briefly by saying 
that it is going quite well. I 
don’t think we can be nearly as 
pessimistic as we were perhaps a 
year ago when there were quite 
a few uncertainties in reference 
to the outcome on two or three of 
the fronts. 

Without spending too much 
time in discussing the war, how- 
ever, in the footrace to Berlin, I 
will simply say if we can come 
out better than second, matching 
up with Uncle Joe, we will in 
fact, be ahead. 

In considering the plans with 
reference to this particular in- 
dustry, as the manufacturers 
might be interested, I am going 
to delve into some of the phases 
of distribution here this morn- 


LTIMATE prices to the consumer in com- 
petitive markets may become increasingly 
important. This means that not only those who 
can produce at a low cost, but also those who 
can distribute the goods to the consumer at the 
lowest cost, may have a decided advantage. 


By SPENCER T. OLIN 


Western Cartridge Co., 
and President of A.H.M.A. 


ing, and I will ask your indul- 
gence to the extent that perhaps 
this might be a discussion for 
the jobbers, but I believe there 
are a number of points that will 
be brought to your attention that 
in combination with the jobbers 
as your sales department you 
may find useful. 


Adjustments Evident 


Some of the sharp adjustments 
in our national life which must 
be made when Germany is de- 
feated are already evident. The 
terrific expansion in both income 
and production which accom- 
panied the war effort is begin- 
ning to taper off. Government 
purchases are slowing down as 
many ag are drastically 
cut back. eemployment prob- 
lems are increasing, and they 
will multiply as men are mus- 
tered out of the armed forces. 
Materials in increasing quanti- 
ties are being released for neces- 
sary consumer goods. The War 
Production Board has indicated 
that wartime controls will be 
thrown away the moment the 


war with Germany is over. The 
problems involved in this rapid 
change from war time economy 
are evident to all of us. But 
more important, when victory in 
Europe becomes a final reality 
we must face the impact of these 
inescapable facts: 

1—Surrender can come within 
24 hours—reconversion cannot 
be accomplished overnight. 2— 
Within 30 days after the end of 
the war with Germany according 
to present plans, there will be a 
cutback of 40% in war con- 
tracts. But that is not all, re- 
liable sources now estimate that 
within 90 days thereafter there 
will be further cuts of an addi- 
tional 30%, and 3—Translated 
in terms of employment figures 
the cancellation of Government 
contracts will mean that 5,000,- 
000 or even 6,000,000 workers 
will lose their jobs in the first 
few months after the end of the 
war with Germany. 

While we must look primarily 
to the efforts of private enter- 
prise for the attainment of post 
war prosperity, upon Govern- 
ment rests the responsibility for 


“While we must look primarily to the efforts of private 
enterprise for the attainment of post war prosperity, 
upon Government rests the responsibility for creating 
the environment which will give to business the best 
prospects of success.” 
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creating the environment which 
will give to business the best 
prospects of success. In this 
connection there are several 
problems which demand serious 
consideration. 

Civilian goods, in most in- 
stances, cannot be manufactured 
today at present costs and sold 
at prices in effect in March, 1942, 
and permit the reasonable profit 
necessary for satisfactory opera- 
tion. This condition will certain- 
ly retard the resumption of 
civilian production. Industry 
cannot be expected to extend it- 
self to maintain employment at 
a high level as_ reconversion 
takes place and at the same time 
be forced under existing price 
regulations to sell its goods at a 
loss. Industry must assume its 
share of the responsibility in en- 
deavoring to keep prices at the 
lowest level possible by constant- 
ly working to reduce production 
costs. This alone is not the solu- 
tion to the situation with which 
industry generally is faced under 
present high costs. Effective 
steps must be taken to permit a 
prompt and necessary change in 
price schedules where any spe- 
cific item cannot be manufac- 
tured and sold at a satisfactory 
profit. 

So far as the relaxation of 
OPA regulations go, your guess 
is as good as mine. I do think 
the modification of those regula- 
tions, when we come to the end 
of the war with Germany, will 
perhaps only be slight. But that 
is just my opinion. 


The Profit Incentive 


The profit incentive is the life 
blood of progress and full em- 
ployment. Upon it rests the only 
sound hope for the maximum 
utilization of the vast produc- 
tion facilities we have available. 
Prompt steps must be taken to 
revise our tax structure in order 
to offer to enterprising Amer- 
icans a reward commensurate 
with the energy they must ex- 
pend and the risks they must 
take in engaging in new busi- 
nesses or expanding established 
ones to provide additional jobs. 
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Given a satisfactory environ- 
ment in which to work, business 
can successfully undertake the 
job of producing more goods for 
more people at less cost. But that 
is only half the job, for we must 
also develop the means of effi- 
ciently distributing this in- 
creased output of civilian goods. 

We are accustomed to accept 
changes in manufacturing proce- 
dures or products by technologi- 
cal development and improve- 
ment. However, because in the 
field of distribution changes per- 
haps take place less frequently 
or more slowly we are inclined 
to look upon our established proc- 
ess of moving goods from the 
factories and through the chan- 
nels of trade to the ultimate con- 
sumer as more or less a perma- 
nent procedure. 

However, due to our increased 
production capacity, the need for 
expanding the markets for the 
goods produced, and the en- 
couragement that will be given 
to the men returning from the 
war who are ambitious to estab- 
lish small businesses, there are 
many potential changes in mar- 
keting which may take place. 
One of these particularly affects 
the hardware industry. It is the 
trend toward voluntary chains 
which was the subject of an ar- 
ticle in the September 16 issue 


At the Manufacturers’ 
Tuesday Session 


ot Business Week, based on re- 
ports that a nationally known 
distributor planned to add a 
dealer owned hardware chain to 
the two voluntary chains it now 
operates covering variety goods 
and dry goods; also the report 
that another nationally known 
wholesale hardware firm planned 
to expand its ten wholly owned 
“experimental” retail stores by 
another 15 outlets. 

Now these changes, in my 
opinion, are indicative and mark 
a revaluation of some of the dis- 
tribution methods. For the mo- 
ment we will not consider cost, 
but simply the fact that in this 
war period a great number of 
merchants for one reason or an- 
other, have taken on various and 
diverse lines out of which they 
think they might be able to make 
a dollar. 

The very spirit of this war 
time change in marketing has 
aroused considerable curiosity, 
you might say, in the minds of 
these various merchants of one 
class or another, including the 
distributors in a number of lines 
of industry. 


Department Store Attitude 


For example, let me point your 
attention to the department 
stores’ attitude in many cities, 





A.H.M.A. VICE-PRESIDENTS 


HERBERT P. LADDS 
National Screw 


H. F. SEYMOUR 
Columbia Vise 





G. H. HALPIN 
Minnesota Mining 
Mig. Co. & Mig. Co. & Mfg. Co. 
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not just in one or two locations. 
They are becoming much more 
conscious of the possibilities of 
some of the so-called sporting 
goods lines. This is a very defi- 
nite trend, I believe, that will 
continue. 

As a parallel we have the auto- 
motive and tire stores, which I 
made some comments on a year 
ago, as to the possibility of their 
expansion. Perhaps we don’t 
need to take that too seriously. 
The main basis and fundamental 
principle under all these activi- 
ties and the consideration these 
organizations are giving to their 
marketing plans, is simply in 
many ways an outgrowth of this 
war period. All are seeking their 
share of the goods that are sold. 

Now in considering various 
plans and methods of distribu- 
tion insofar as the hardware field 
is concerned, we have by and 
large in the cooperation of the 
jobber with the various dealers 
on his list, two types of volun- 
tary chains. 


Term a Misnomer 


I think that term is perhaps 
somewhat of a misnomer, and by 
way of explanation I would say 
that these really are not chain 
store organizations as we know 
them generally, or as we know 
them in the grocery field. They 
are the type of organization that 
renders various services of mer- 
chandising and advertising to 
the dealers. They are what I 
term a sort of a back end way 
of helping the retailer. 

Even though I am not dis- 
counting the efforts of that sys- 
tem, I think in many cases they 
have been quite effective, but 
they have other features in their 
plan that made those jobbers suc- 
cessful, that have made real 
progress with this system. 

Then secondly, we have the 
dealer owned distributors, or the 
so-called cooperatives. When I 
mention the word “cooperatives” 
to some of the members of this 
group, there is quite a lifting of 
eyebrows and shaking of heads 
in horror, it is something that 
means total disruption of our 
system of distribution. I don’t 
think we should necessarily take 
that view. 

The basic idea of the coopera- 
tive dealer owned jobbing house 
is that the dealer receives a dol- 
lar and cents return from the 
jobbing house in which he owns 
an interest in direct relation to 
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his purchases. I want to relate 
an incident to you on the co- 
operative set-up. 

I was talking to a man who 
was interested in one of our 
lines. I thought it was best to 
go out and get acquainted with 
him and see how they were han- 
dling their business. I asked him 
when he started out with this 
chain of stores what he believed 
was his original conception of 
the basis of operating relations 
between the various stores and 
dealers of this organization to 
the parent house. He = said, 
“There is one thing I want to 
make clear in this organization. 
When we started out we had the 
one idea that these _ stores, 
whether owned by our own or- 
ganization or whether associate 
dealers, must give us their sup- 
port when it comes to the buying, 
and we must have a certain de- 
gree of control over that buying. 


Insofar as we have made prog- 
ress to date, that is by and large 
the secret of our success.” 


Basis for Progress 


Right in that one point I 
think lies the basis for consider- 
able progress in the field in the 
relationship between the hard- 
ware jobber and the dealers. 
How to bring about that ar- 
rangement is quite a problem. 

I am not going to stand up 
here and be so theoretical about 
the various plans that might be 
worked out. I am only trying to 
point out some of the phases you 
must consider if you are to have 
full distribution through your 
present channels. 

With all of our increased ca- 
pacity and the struggle to ex- 
ploit available markets, we can 
expect a period of keen competi- 

(Continued on page 285) 





John Moroso, War Correspondent, 
Addresses Manufacturers 


l \ VIVID word pic- 


ture of invasion of France was 
presented by Mr. Moroso at the 
manufacturers’ opening meeting. 
He said that American pro- 
duction deserved a great deal of 
praise for the wonderful accom- 
plishment of providing adequate 
supplies and transportation 
which assured the success of the 
initial assault. He outlined the 
“briefing” of the war correspon- 
dents by officers of the Army 
preceding the invasion and ex- 
plained the methods used to pre- 
vent any untimely release of the 
invasion plans. 

The invasion convoy and its 
equipment were described in 
some detail, as were the obstacles 
of various kinds that were en- 
countered by the landing parties. 
He explained why a tremendous 
amount of work and material 
was required to construct tem- 
porary harbors and docks for the 
ships of the invasion convoy and 
described many other problems 
of the landing operations. 

Mr. Moroso declared that one 
of his experiences aboard a Brit- 
ish war ship gave him a great 


respect for the coolness and cour- 
age of British seamen and he 
had a great deal of praise for the 
accuracy of British gun crews in 
scoring direct hits on their tar- 
gets. 

In closing his very interesting 
address, Mr. Moroso expressed 
the opinion that the war is a 
long way from being over, as the 
Germans are tougher fighters 
that many think, particularly the 
younger Nazis, who are fanatics 
in their belief in Hitlerism. 





JOHN MOROSO 
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Competitive Advantages Enjoyed 
By Cooperative Enterprises 





H. E. HULBURD 


iw discussion of 


the growth of cooperative enter- 
prises in the United States must 
give appropriate consideration to 
the competitive advantages en- 
joyed by that type of operation 
in the field of taxation, both 
Federal and state. With the very 
heavy toll which taxes today ex- 
act from business enterprises it 
is obvious that any form of or- 
ganization which can escape the 
payment of such taxes enjoys an 
impressive advantage. 

Whether a business is organ- 
ized and operated today by an 
individual or by a group organ- 
ized as a corporation, and having 
stockholders, the United States 
Government pre-empts a very 
substantial portion of any prof- 
its which may be made. If the 
enterprise represents an _ indi- 
vidual or partnership operation 
the payment is in the shape of 
a combination of normal income 
and surtaxes. If it is in the 
shape of a corporation, then the 


* Read by Thomas A. Fernley, Jr., 
in the absence of Mr. Hulburd. 


“WY TH the very heavy toll which taxes to- 
day exact from business enterprises it 
is obvious that any form of organization which 
can escape the payment of such taxes enjoys 
an impressive advantage.” Qualifying co-oper- 
ative enterprises are exempt from the payment 
of Federal income, excess profits and capital 
stock taxes. 1943 corporate income and excess 
profit taxes absorbed 63.4 per cent of all corpo- 
rate profits earned in the U. S. 


By H. E. HULBURD* 
President, 
The Geo. Worthington Co., 
Cleveland, Ohio 


levy is in the form of income 
tax, surtax, and excess profit 
taxes. 


Cooperatives engaged in busi- 
ness in Ohio enjoy two forms of 
tax advantages: the first, Fed- 
eral, in the complete exemption 
from income, excess profits and 
capital stock taxes; and the sec- 
ond, state, in the trivial amounts 
exacted in the form of incorpo- 
ration and annual franchise 
fees. 


Federal Taxes 


Cooperative enterprises which 
are able to qualify under para- 
graph 12 of Section 101 of the 
Internal Revenue Code — and 
they are all careful to so qual- 
ify—are exempt from the pay- 
ment of Federal income, excess 
profits and capital stock taxes. 


The importance of this ex- 
emption is appreciated when we 


At the Tuesday Morning 
Jobber Session* 


realize that incorporated busi- 
ness enterprises earning $50,000 
or more per year are subject to 
Federal, normal and surtaxes, 
of 40 per cent of their net in- 
come after deducting that por- 
tion of the income subject to 
excess profits tax, and that the 
excess profits of such corpora- 
tions are taxed at the rate of 95 
per cent, less a 10 per cent post- 
war credit, with a maximum tax 
of 80 per cent of the corpora- 
tion’s net profit. It is stated that 
in 1943 corporate income and 
excess profit taxes absorbed 
63.4 per cent of all corporate 
profits earned in the U. S. 

The importance of corpora- 
tion taxes as a part of our Fed- 
eral tax structure can be appre- 
ciated from the statement that 
out of a total federal revenue 
of forty-two billion dollars an- 
ticipated in 1944 it is expected 
that fifteen billion dollars, or 
36 per cent, will be paid by 
corporations. 

It is unnecessary here to out- 
line in any detail the provisions 


“Tax exemption applies to profits of co-operatives 
though the greater portion thereof may be retained 
for the accumulation of a surplus” 











of paragraph 12 of Section 101 
of the Internal Revenue Code 
which prescribes the form of co- 
operative enterprise which shall 
be exempt from the payment of 
taxes under our Federal income 
tax laws. Somewhat briefly this 
paragraph provides that tax ex- 
emption shall not be denied any 
cooperative organization because 
it has capital stock, if the divi- 
dend rate thereon is fixed at not 
to exceed the local rate of inter- 
est in the state of incorporation. 
or 8 per cent per annum, which- 
ever is greater, on the value of 
the consideration for which the 
stock was issued. 

Nor is exemption denied be- 
cause the cooperative has accu- 
mulated and maintained a rea- 
sonable reserve. Under this 
paragraph substantially all of 
the sto:k in a cooperative cor- 
poration, except non-voting pre- 
ferred stock, must be owned by 
patrons of the organization. 
Patronage dividends, when given, 
must be paid to non-members as 
well as to members and the value 
of transactions with non-mem- 
bers must not exceed the value 
of such transactions with mem- 
bers. The tax exemption applies 
to profits of cooperatives though 
the greater portion thereof may 
be retained for the accumulation 
of a surplus or reserve built up 
for any appropriate purpose, 
such as to provide for the erec- 
tion of buildings, and facilities 
used in business. 

A table recently worked out 
shows in graphic form the ad- 
vantages accruing to tax-exempt 
cooperatives having net earnings 
(generally referred to as “sav- 
ings”) in a single year of $1,- 
199,000 as against a corporation 
having similar net earnings dur- 
ing the same year. The table, 
based upon the consolidated op- 
erating statement of the Farm- 
ers Union Grain Terminal Asso- 
ciation for the year ending May 
31, 1943, is as follows: 


ae gee for one year of 
‘o-operative ... 
Fede cal income taxes paid 


. $1,199,000 
None 


Nc earnings for dividends, 
expansion, reserves, etc. $1,199,000 
And this is the way a private 

business would have to show 

similar earnings: 


Earnings for one year of a 
private business e 
+ Federal 


$1,199,000 
Corporation In- 
come, capital stock and 





excess profits taxes $75,000 
Net‘earnings for dividends, 
expansion, reserves, etc. $324,000 





tEstimated from present Federal 
Tax Schedules on earnings like those 
of the co-operative example. 
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In this table it will be noted 
that out of a net profit of $1,- 
199,000 the corporation pays to 
the Federal government by way 
of income, capital stock and ex- 
cess profit taxes the sum of 
$875,000 leaving only $324,000 
for the payment of. dividends, 
for expansion and for the accu- 
mulation of reserves; while the 
cooperative, paying no Federal 
income taxes, retains for patron- 
age dividends, expansion, re- 
serves, etc., the entire amount 
of $1,199,000. 


Net Earnings 

It is interesting to set forth 
the argument upon which the 
cooperatives predicate their con- 
tention that they should not be 
subject to the payment of Fed- 
eral income or excess profit 
taxes. They rely upon the so- 
phistry that their net earnings 
are not “profits” but rather are 
“savings.” As they express it, 
patronage dividends paid by a 
cooperative are not properly tax- 
able because they do not repre- 
sent earnings but rather repre- 
sent savings, or overcharges, to 
the owner-members which are 
being properly returned to them 
inasmuch as a cooperative by its 
very nature cannot make a 
profit. Their claim is that no 
profits can arise in their opera- 





tions because they operate at 
cost. But since cost of opera- 
tion cannot be accurately esti- 
mated in advance, cooperatives 
sell at a safe margin above an- 
ticipated costs, usually at the 
prevailing market prices in the 
same community. Periodically, 
they say, the savings from their 
operations are returned to the 
patrons who created these sav- 
ings through their purchases in 
proportion to their respective 
patronage. These savings, they 
argue, are not a profit but sim- 
ply overcharges incapable of be- 
ing estimated in advance. 


Nevertheless, the fact remains 
that the cooperative, A & B, 
through extending price advan- 
tages in the shape of rebates or 
patronage dividends to their cus- 
tomers, can thus unfairly com- 
pete with profit enterprise and 
ultimately drive it out of busi- 
ness. By the expedient of issu- 
ing patronage stock against 
earnings and avoiding the pay- 
ment of income tax upon such 
earnings the cooperative organ- 
ization is able to accumulate 
capital and build up reserves for 
expansion. 

The ability of cooperatives to 
accumulate capital surplus, 
through the exemption of their 


(Continued on page 287) 
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The Disposal of Surplus 
Government Property 


UCH spade work remains to be done by 
Office of Surplus Property of the Treasury 
Procurement Division which seeks to recover 
all it can “compatible with public good.” De- 
sires to sell through regular channels unless 
others will pay higher prices. Surplus Property 
Disposal Act provisions may interfere with dis- 
posal of surplus property for maximum benefit 


of entire nation. 


By ERNEST L. OLRICH 


Assistant to the Secretary 
of the Treasury, 
Office of Surplus Property, 
Treasury Department, 
Washington, D. C. 


| ASSUME that this 
group is more interested in the 
broader phases and implications 
of our activities than in such 
narrower subjects as our or- 
ganization and procedures. There 
is a strong temptation to talk 
about the latter, for we have had 
a very exciting and interesting 
time these past few months at- 
tempting to build the Office of 
Surplus Property of the Trea- 
sury Procurement Division in a 
way that would reflect credit on 
the government and make us 
favorably known and respected 
among such people as you. 

We know that much spade 
work still remains to be done but 
we are confident that we shall be 
capable of carrying the load in 
the future as it becomes pro- 
gressively greater and more dif- 
ficult. Unfortunately, there are 
so many variables in the picture 
that one cannot forecast with 
satisfactory accuracy just how 


great an influence our disposal 
activities will have during the 
reconversion period and _ the 
years following. However, it 
may be helpful to indicate to you 
some of our thoughts on this 
subject. Please bear in mind 
that I am speaking for only one 
of the disposal agencies and that 
my concern is largely with sur- 
plus consumer goods. 

The extent of the impact of 
surplus property disposal on the 
economy obviously hinges in 
large part on the size of the sur- 
pluses and their nature. , We are 
seriously handicapped in making 
predictions as. to the economic 
repercussions of our activities 
because we have no way of 
knowing how large the surpluses 
will be and what sort of prop- 
erty they will include. Others 
have forecast totals ranging 
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from a few billion dollars to a 
hundred billion. We have made 
no such forecasts because we 
think there are too many ques- 
tion marks in the situation, par- 
ticularly with regard to con- 
sumer goods. For example, how 
long is the war in Europe to 
continue? In the Pacific? How 
much property will be manufac- 
tured for the military services 
before thé end of the war? How 
much will be destroyed? How 
large reserves of supplies will 
the military services retain after 
the war for their own use? Ques- 
tions such as these must be an- 
swered before one can _ feel 
competent to predict the size of 
surplus inventories, except in 
the case of such property as 
manufacturing plants. 

What types of goods will make 
up the surplus inventories is an- 
other important question to con- 
sider in trying to measure the 
probable effects of disposal ac- 
tivities on general business con- 
ditions. If most of the goods 


“What we want to avoid is policies which will result in 
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serious and dangerous dislocations of the economy.” 
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are of such a nature that there 
will be neither industrial nor 
consumer demand for them, they 
will have little or no effect on 
the economy. If on the other 
hand, the goods are of a type 
which is readily marketable, 
their disposal can have decided 
effects, good or bad, on the 
health of the economy. Here 
again we cannot at this time 
make a reasonable forecast as to 
what types of consumer goods 
will be turned over to us. We 
are, therefore, again handicap- 
ped in predicting what the effect 
of our activities on the economy 
will be. Although we cannot tell 
you exactly how we shall proceed 
in specific cases as regards dis- 
posal of surplus consumer goods, 
we can assure you that upper- 
most in our minds will be the 
avoidance of serious dislocations 
in our domestic economy. 

“Compatible With Public 

‘ Good” 

We look upon our task as one 
not of recovering all we can out 
of this huge war production but 
rather as one of recovering all 
we can, compatible with the pub- 
lic good. In our opinion, that 
qualification “compatible with 
the public good” is very impor- 
tant. There are many people 
who believe that the success of 
our disposal activities should be 
measured in terms of the total 
financial return we can realize 
for the government. Another 
group of critics believes that we 
should not be concerned with the 
total financial return but rather 
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should dispose of some, if not 
all, of the goods either by out- 
right donation or by selling at 
bargain prices. 

Surplus property which reach- 


_ es the hands of consumers, re- 


gardless of the method by which 
it gets there, may take away the 
market from some other source 
of supply. As markets for other 
goods are decreased, fewer goods 
are manufactured and unemploy- 
ment is increased. Unemploy- 
ment means loss of purchasing 
power and further loss of mar- 
kets. It is because we are think- 
ing along these lines that we 
define our objective as recover- 
ing all we can out of the disposal 
of surplus property, compatible 
with the public good. 

Strong as may be our desire 
not to harm the economy, it is 
quite another thing actually to 
make the decisions which will 
produce this result. It is im- 
possible for us to make sales 
without in some degree interfer- 
ing with the sales of others. 
Even some of our current sales 
of short-supply items will result 
in a deferment of future pur- 
chases by the buyers. What we 
want to avoid is policies which 
will result in serious and dan- 
gerous dislocations of the econ- 
omy. With this objective in 
mind, we must strive to make 
our offerings in the _ right 
amounts, at the right time, to 
the right markets and at the 
right price. We have already 
initiated studies which should be 
useful to us in arriving at sound 
decision. For example, we have 


surveyed farm machinery, auto- 
motive and other fields. 

A major policy of the Office of 
Surplus Property is to sell 
through regular trade channels 
except in those instances when 
non-regular channels will pay a 
higher price for the merchan- 
dise. By a regular trade channel 
is meant one which regularly 
handles the merchandise in ques- 
tion. To the extent that we 
price our merchandise correctly 
and advertise it effectively to 
regular dealers in that merchan- 
dise these dealers should be ex- 
pected to absorb most, if not all, 
of it. We do not consider a non- 
regular dealer a speculator if he 
is willing to pay as much as or 
more than a regular dealer for 
the same merchandise. 

Up to this time we have not 
sold direct to consumers. It has 
been our thought that any at- 
tempt to set the government up 
in the retail business on a na- 
tional scale would be inefficient 
and uneconomical. We have be- 
lieved that consumers can best 
be served by purchasing from 
their regular retail sources of 
supply and that our energies 
should be devoted to seeing to it 
that retail sources of supply 
have access to our merchandise 
either directly or through the 
medium of their wholesalers. 


Our Policy 


Our policy with regard to the 
level of trade to approach is to 
sell to that level (manufacturer, 
wholesaler, or retailer) or com- 
bination of levels which will re- 
sult in (1) most equitable dis- 
tribution geographically and 
according to need, (2) speediest 
distribution to the extent that 
speed is important, (3) greatest 
protection of trade-mark value 
for the manufacturer, (4) high- 
est return to the Government 
considering other pertinent fac- 
tors, and (5) most satisfactory 
service to the consuming public. 

Our pricing policy is like that 
of other sellers of comparable 
types of merchandise. We test 
markets carefully in order to es- 
tablish a fair price for our offer- 
ings, considering the level of 
trade to which we sre selling. 
We do not attempt. to offer bar- 
gains. It is surprising (or isn’t 
it) how many concerns think 
that they ought to be able to buy 
from the Government at a lower 
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price than they must pay to 
private sources of supply. We 
try to set our prices in such a 
way that all types of outlets— 
wholesalers, mail-order houses, 
chain stores and large retailers 
will be able to buy from us and 
resell in competition with one 
another. 


We have attempted to encour- 
age the participation of small 
business concerns in the disposal 
of surplus property, fixing lot 
sizes with this end in view. Our 
pricing is scrutinized carefully 
in an attempt to insure that 
small businesses are not handi- 
capped by this factor. We adver- 
tise to small concerns. We can- 
not reach the small retailer di- 
rectly. In the interest of effi- 
ciency and economy of operation, 
we reach him through the whole- 
saler and jobber—his normal 
source of supply. 


Four Methods of Sale 


As to methods of sale, we em- 
ploy four: the auction, sealed- 
bid, negotiation and fixed-price. 
The auction method is used 
where it is the typical method 
for the property involved. The 
sealed-bid method has been used 
by us to a considerable extent 
but the trend has been toward 
the negotiation and fixed-price 
methods. The sealed-bid method 
has appealed because it has 
seemed to be the “safe” one to 
use. Much time is consumed by 
this method, however, and for 
various other reasons as well, it 
is attractive neither to us as sell- 
ers nor to many business con- 
cerns as buyers. 


Currently, greater emphasis is 
being placed on sale by negotia- 
tion and by the fixed-price 
method. In the case of small lots 
of property the wide selling and 
advertising of which would be 
wasteful, we approach several 
prospective buyers in order to 
determine what a_ reasonable 
price is and then proceed to sell 
at that price. While this method 
would seem to lay us open to the 
charge of favoritism toward a 
few concerns, it can be defended 
on the grounds of efficiency and 
economy. If the property in- 
volved is not in short supply and 
the market is tested adequately 
before we sell, there seems to be 
little ground for criticizing it. 
The fixed-price method is the 
typical method of most vendors 
of merchandise. As merchandise 


is declared to us in larger and 
larger quantities we shall make 
more and more use of this 
method. 

New difficulties will be pre- 
sented when we endeavor to 
carry out the provisions of the 
Surplus Property Act of 1944 
which became law early this 
month. We shall, of course, do 
our best in carrying out these 
provisions. However, I must con- 
fess to you frankly that I believe 
the act, unless amended, may in- 
terfere seriously with the dis- 
posal of surplus property for the 
maximum benefit of the nation 
as a whole. Although the extent 
of interference will depend upon 
the nature of the regulations es- 
tablished by the Surplus Prop- 
erty Board, at best it will be too 
great. 

The objectives of the act are 
20 in number. As I have said, 
we have up to this time thought 
in terms of the welfare of the 
whole nation rather than of par- 
ticular groups. We have had as 
our criteria for making decisions 
the probable effects of those de- 
cisions on markets and jobs, or 
employment. The act provides 
special opportunities for acquir- 
ing government surpluses for 
farmers, veterans, for small 
business men, for cooperative 
organizations, for political sub- 
divisions and for charitable and 
educational institutions. It is 
difficult to reconcile these special 
opportunities for these groups 
with the welfare of the country 
as a whole and with several of 
the objectives of the act. 


No one is more sympathetic 
than I with the needs of tax-sup- 
ported and non-profit charitable 
institutions, farmers, veterans 
and small business concerns but 
I believe that their needs should 
be given consideration along 
with the needs of all other 
groups. Several objectives of the 
act call for disposal policies 
which will maintain and encour- 
age private industry and indi- 
vidual initiative. The opportuni- 
ties extended to special groups, 
just mentioned, interfere with 
the attainment of these objec- 
tives. A very great deterrent to 
a confident private enterprise 
would be the holding by govern- 
ment of large quantities of com- 
modities, which, so long as they 
are held, are a weight hanging 
over the market. Yet the act pro- 
vides for the holding of large 
stocks of commodities and by its 
provisions retards the disposal 
of others. 


Restore Industry 


It seems to us that it is desir- 
able to restore civilian industry 
and employment at the earliest 
opportunity. Yet, here again the 
act may interfere with such a 
goal. In the case of a particular 
type of property, it may be de- 
termined that the quickest and 
most satisfactory procedure 
would be to sell to the original 
manufacturers. However, if hun- 
dreds of thousands of veterans 
decide to set themselves up in 
business to handle that type of 

(Continued on page 283) 
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What Steps Can the Wholesaler 


Take to Reduce Overhead ? 


By JOSEPH M. KENNEDY 


Bigelow & Dowse Company, 


«a the past 


three years, we have all heard a 
great deal about the increases in 
production and new methods of 
producing, which have enabled 
many manufacturers to reduce 
their overhead materially. We 
have also read much and listened 
to numerous speakers who have 
talked on distribution, and they 
all seem to agree that no head- 
way toward lower costs have 
taken place in many years. 

As time goes on we are go- 
ing to hear more and more about 
this subject; and our industry 
certainly should be planning 
what it must do to meet com- 
petitive conditions which will be 
forced on us by some who will be 
new in the hardware field. 


Service 


I wonder if the word “service’”’ 
hasn’t been stretched to the 
breaking point by most of us. 
Service is a wonderful thing but 
it costs money and does not tend 
to reduce overhead. Some day, 
most of us are going to learn 
that we cannot furnish dealers 
with retail quantities of mer- 
chandise at wholesale prices, and 
at the same time reduce over- 
head. Obviously, the best way 
to reduce overhead is to get 
greater volume and at the same 
time not to increase expense. I 
think something can be done 
along this line and the first step 
should be taken with salesmen. 

The cost of handling broken 
lots against carton lots is monu- 
mental when applied to a year’s 
business, and much of the broken 
lot business is either due to the 
fact that the salesman doesn’t 
sell—or he isn’t acquainted with 
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the packing. Our buyers must 
work with manufacturers to ob- 
tain goods in the smallest pos- 
sible shipping containers and the 
sales department must insist 
that merchandise be sold in con- 
tainer quantities. 

In the handling of housewares 
particularly it is true. For a 
period of four years we have re- 
fused to ship any one a certain 
brand of glass ovenware except 
in full case lots. This also ap- 
plies to enameled ware, and we 
will insist that aluminum and 
japanned ware will only be sold 
in this manner by us when it is 
again available. 

Again with reference to sales- 
men, I believe in our industry 
they undersell rather than over- 
sell and the result is a higher 
cost for the wholesaler and loss 
of sales for the retailer. Mass 
displays are recognized as the 
modern way to sell, but retailers 
generally have not been sold on 
this idea by the wholesaler sales- 
men. 


Direct Shipments 


I believe a lot more business 
could be done if we were to use 
the direct shipment method more 
than we do, for this would result 
in greatly reduced handling ex- 
pense and in other ways that 
would lower the overhead. The 
chain stores. and mail order 
houses do a lot more along this 
line than the wholesale hardware 
dealer and it seems to me that 
this angle is one that we must 
consider more. 


Sales Promotion 


If we are going to increase 
volume, we must pay more atten- 
tion to the promotion of sales— 
not only to our dealers but also 
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to the consumer. We must bring 
the retailer values and we must 
sell him on the idea that he can 
afford at least 2 per cent of his 
gross sales to advertise the val- 
ues we bring him. 

It is my idea that by simply 
furnishing the retailer with pro- 
motional goods and selling him 
the idea that he must spend some 
of his profit, we have not done 
quite enough—we, as wholesal- 
ers, must have some one in our 
organization who is sales-promo- 
tion minded, to work with our 
salesmen and with the retailer 
organizations, for greater vol- 
ume at a lower cost. 


Major Appliances 


The sale of major appliances 
presents a wonderful opportu- 
nity for wholesalers to improve 
their entire picture, particularly 
during the next few years. 

As an industry, we have cer- 
tainly muffed the ball on the ma- 
jors. While some of our whole- 
salers are real factors, the rank 
and file have done such a poor 
job that the appliance manufac- 
turers do not want to have any- 
thing to do with us if we are in 
the wholesale hardware business. 

My opinion is that this situa- 
tion will change, but not until 
we decide to do business on these 
specialties in the way that suc- 
cessful operators do. The major 
appliance business is a highly 
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specialized one and must be set 
up with an organization consist- 
ing of a manager and salesmen 
who eat, drink and sleep with 
these items, and sell them in 
quantities not once in a while 
but every day. 

The retailer is more interested 
at this time than ever before in 
this class of merchandise and 
some of them, who in the past 
have done little or nothing, will 
develop into real distributors. 


Let’s not fight a trend. You 
cannot do it successfully. Let’s 
rather adapt ourselves to it. Let’s 
make it work for us and make a 
profit. If we work against a 
trend, we will lose out every 
time. 

The trend today is unmistak- 
ably in the direction of an ex- 
panded economy with low cost 
distribution. 

Let us as wholesalers meet and 
accept the challenge. 


The Importance of the 


Two Per Cent Cash Discount 


By O. H. MANN 
Higginbotham-Pearistone 
Hardware Co., 
Dallas, Tex 


(i= time has ar- 


rived when the hardware whole- 
salers and other wholesalers in 
this country are going to take a 
loss every month on their cash 
discount unless there is a change 
made in some way. 


Discount Discontinued 


We are all familiar with the 
fact that a number of the fac- 
tories have discontinued the cus- 
tomary 2 per cent cash discount 
to wholesalers. For a long time 
most all factories allowed 2 per 
cent cash discount, and then if 
the merchandise was Spring or 
Fall merchandise they allowed 
an anticipated discount. The 
wholesale houses billed dealers 
on the same basis that the fac- 
tories billed, or most of them did. 
Now some of the factories have 
discontinued the 2 per cent cash 
discount altogether, some have 
lowered it to 1 per cent and some 
merchandise has been billed at 
one-half of 1 per cent. And 
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wholesale houses in our terri- 
tory, and I am sure the same ap- 
plies to most every territory, 
have been billing all of their 
merchandise to the customers 
the same way that they have in 
the past year. The dealers natu- 
rally expect to take 2 per cent on 
all of the merchandise, and I am 
not sure about all wholesalers in 
our territory, but I do know 
about our own company and 
some others. We have been al- 
lowing the dealers to take the 
discount and we have been los- 
ing on the cash discount in the 
past few years. Ninety-eight per 





cent of the dealers in our terri- 
tory are discounting their bills. 

If you will refer to your cash 
discount column on your cash 
books you will find, I believe, 
that most of you have been losing 
money every month on cash dis- 
count. For example, if you buy 
$150,000 in one month and get 
2 per cent on 75 per cent of this 
amount and don’t get any dis- 
count on the 25 per cent, and you 
sell this same merchandise in the 
same month and allow 2 per cent 
after you have added the profit 
to the merchandise you are go- 
ing to come out in a hole on your 
cash discount. And that is ex- 
actly what has been happening 
to our company for the past sev- 
eral years. 

We also handle furniture, and 
very few of the furniture fac- 
tories allow the cash discount, 
but when the dealer gets his 
statement on the first of the 
month with all of his invoices 
listed on it they have been tak- 
ing 2 per cent of the total of the 
statement and paying the state- 
ments. Naturally that puts us in 
the hole on cash discount. If 
you write each customer about 
the purchases on which he de- 
ducts the cash discount it will 
keep one man and one stenog- 
rapher busy all the time trying 
to collect the deductions that they 
made that they were not entitled 
to. 


Should Be Allowed 


I think the time has arrived 
when all the factories should al- 
low the customary 2 per cent 
discount even if they ‘have to 
raise the list price on their mer- 
chandise in order to be able to 
allow the 2 per cent cash dis- 
count. 

For a long time the dealers in 
our territory didn’t discount 
very many of their bills as money 
was scarce, but paid the amount 
marked due on their statement 
sometime during the month. 
Some of them didn’t pay, and we 
naturally charged them interest 
on the past due amount. Our 
records several years ago show 
that we were making a good 
profit on cash discount, and as 
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above, stated our records show 

now and have for the past three 

years, at least, that we are los- 
. ing on cash discount. 

We are all going to have a 
hard time trying to make money 
after the war when there are 
plenty of merchandise and plenty 
of price cutters in business. We 
had better look after and take 
care of the cash discount and 
every other dollar that it is hu- 


manly possible to take care of. 

The dealers have learned the 
value of cash discount during 
the war period and, in my opin- 
ion, will continue to discount 
their bills for a long time even 
if some of them have to borrow 
the money. Banks will loan 
money in our territory at a very 
low rate. If the dealer can bor- 
row the money, pay the interest 
and take the cash discount and 
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make money in that way, and if 
the wholesale houses continue to 
allow more discount sales than 
they secure from factories the 
answer will be a loss on cash dis- 
count. 

We have all been making 
money during the war and we 
have all been a little lax in watch- 
ing the fine points of our busi- 
ness, but we had better begin to 
watch them now. 


How Can the Retailer Assist the 
Wholesaler In Reducing Distribution Costs ? 


Tr 
HERE is a healthy 


characteristic of the American 
system of distribution, and that 
is its continuous striving to be- 
come more efficient. We are con- 
stantly endeavoring to place bet- 
ter goods on the market for less 
money; or in other words, to 
place our manufactured products 
in the hands of the ultimate con- 
sumer with the smallest possible 
differential between the cost of 
manufacture andthe retail sell- 
ing price. Our system of free 
competitive enterprise in itself 
is the best guarantee that the 
consumer has that he will con- 
tinue to receive quality merchan- 
dise and good service at the low- 
est possible price. It is very 
timely indeed that we pause to 
re-examine one phase of our dis- 
tribution system by discussing 
how thg hardware dealer can 
assist the wholesaler to reduce 
distribution costs. This is a sub- 
ject that has been discussed 
many times before but it is one 
that bears constant study if we 
are to justify our place as effi- 
cient members of a distributing 
system. Today we are all look- 
ing for better ways to do things; 
we have been forced out of old 
habits by the upheaval of war- 
time living and our minds are 
open as never before. We have 
a rare opportunity to improve 
our methods as we return gradu- 
ally to peace time conditions. 
This is not the place to dis- 
cuss the relative merits of chain 
versus independent operation, 
but it should be mentioned that 
whether we like to admit is or 
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By C. J. LUTHE, JR. 


Luthe Hardware Co., 
Des Moines, Iowa 





C. J. LUTHE. JR. 


not, the hardware trade has 
learned much from observing the 
operation of the various chain 
stores. However, the indepen- 
dent merchant should realize 
that practically all of the advan- 
tages apparently enjoyed by sys- 
tems of controlled distribution 
are also available to him. 


The Main Advantage 


Once again, without intending 
to start a discussion beside the 
subject, let us assume that the 
main advantage of chain opera- 
tion is not so much buying power 
nor volume of sales, but rather 
its integrated or unified nature. 
By virtue of the complete con- 
trol exercised over all steps in 
the movement of a product from 
factory to consumer, the chain 


has been able in most instances 
to do a more efficient job of dis- 
tribution. If we examine the 
subject in the cold light of rea- 
son rather than of prejudice, we 
fully believe that our indepen- 
dent system can do the job just 
as well, and we should do it bet- 
ter, because we have the advan- 
tage of flexibility and of inti- 
mate, personal knowledge of our 
communities. 

What then can the retailer do 
to help bring distribution costs 
down? They consist of the 
things that a controlled trade 
can insist on, but that the inde- 
pendent wholesaler must depend 
on his customers’ voluntary co- 
operation. One of the most ex- 
pensive operations in any whole- 
saler’s establishment is that of 
assembling and packing small 
quantities of a large number of 
items. In this respect the dealer 
who will purchase in full carton 
quantities wherever possible can 
afford a direct saving for the 
wholesaler which must then be 
passed on to the consumer. 
Naturally, the practice of pur- 
chasing in full carton quantities 
presupposes that all factories 
will make an intelligent effort to 
package their products so that 
the greatest number of retailers 
can buy economically in - this 
manner. There must be a 
marked departure from the habit 
of buying hand-to-mouth in what 
amounts to retail quantity if dis- 
tributing costs are to be lowered. 
Another advantage of full car- 
ton buying is the reduction of 
merchandise damage and pack- 
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ing errors, both of which raise 
the cost of doing business. 

Additional saving can be af- 
forded the wholesaler if the re- 
tailer will remit promptly, take 
care of damage claims and short- 
ages quickly, pursue a conserva- 
tive policy of returning mer- 
chandise and make every effort 
to conserve the time of the sales- 
man who calls on him. We be- 
lieve that the salesman will con- 
tinue to be a very important 
factor in post-war selling wheth- 
er he is called a “demonstrator,” 
a “service man,” or a “good-will 
dispenser.” Whatever he is 
called, the time spent with the 
retail merchant in his store is 
paid for by the dealer, and it is 
to his interest to conserve the 
salesman’s time. 


The Greatest Opportunity 


The greatest single oppor- 
tunity possessed by the dealer to 
cut the wholesaler’s cost of doing 
business is in concentrating pur- 
chases with fewer sources of 
supply. Every retail hardware 
merchant should select one, or 
at the most: two, wholesale es- 
tablishments who have a proven 
record of reliability, an adequate 
and progressive merchandising 
policy, and then concentrate his 
purchases there. In this way 
and without the necessity of be- 
coming regimented or controlled, 
the retailer can voluntarily make 
available to the jobber all of the 
savings that come with larger 
purchases. If we are to main- 
tain the independence of action 
prized so highly in the face of 
competition with these increas- 
ing numbers of centrally con- 
trolled retail stores, the hard- 
ware merchant must make his 
business so valuable to his 
wholesaler, that the latter can 
afford to provide him with the 
services necessary to effective 
merchandising and economical 
operation of the retail store. It 
has been a natural tendency of 
the independent business man, 
whether he be retailer or whole- 
saler, to exercise this indepen- 
dence by, buying from so many 
sources that he dilutes his value 
to any one. Now is an excellent 
time to consider this suggestion. 

How will such a plan help to 
reduce the distributor’s cost? If 
a jobber can estimate closely the 
percentage of his customers who 
will buy in quantity, in full 
packages, remit promptly, han- 
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die damage and shortage claims 
properly and conserve the sales- 
man’s time, overhead can be ad- 
justed to a lower figure, result- 
ing in immediate lower costs and 
better service to those custom- 
ers. There are other benefits to 
be gained besides lower invoice 
costs to the dealer under such a 
plan. The mere stripping of the 
wholesaler’s functions to its bare 
fundamentals, while naturally 
reducing the invoice costs to the 
retailer, is not the answer to ef- 
ficient distributing methods. The 
physical handling of merchan- 
dise on a cost plus a brokerage 
fee is doing only part of the job 
that should be performed by the 
wholesale supplier. 

There are certain functions 
and services that the jobber is 
in a position to provide, neces- 
sary to the proper merchandis- 
ing of goods to the consumer, at 
a lower percentage of the: cost 
of goods sold than if these ser- 
vices were left to the retailer to 
assume. There are such things 
as advertising assistance, mer- 
chandising helps, store demon- 
strations, education of sales per- 
sonnel and aid in store arrange- 
ment. But to repeat a subject 
mentioned earlier, the most im- 
portant function the wholesaler 
provides is the service of the 
salesman on the road. With a 


* 
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policy of concentrated purchases 
there will be fewer salesmen to 
take the retail merchant’s time 
away from his selling job and he 
can then get more for his money 
from the time spent by his sup- 
plier’s salesman. If this man 
obtains the greater portion of his 
retail .customers’ business, it 
costs less for him to make the 
call and he can spend more time 
counselling with the dealer and 
assisting him in doing a proper 
merchandising job. 

Another factor in the reduc- 
tion of the wholesaler’s cost of 
doing business is the concentra- 
tion of a retailer’s purchase on 
Nationally Advertised brands. 
These goods have a ready made 
acceptance that neither the 
dealer nor the jobber could have 
created for anywhere near the 
cost to the manufacturer. 

The close relationship between 
retailer and supplier that will be 
found in a plan of concentrated 
purchases will result in many 
economies, small in themselves, 
but which become very impor- 
tant when taken together. 

The future holds an enticing 
challenge for the independent 
hardware retailer—a challenge 
of real opportunity to progress 
in pace with an ever changing, 
but always sound system of in- 
dependent distribution. 


* 


By GEORGE W. ANDERSON 


American Wholesale 
Hardware Co., 


Long Beach, Calif. , 


f ne question : “How 


Can the Retailer Assist the 
Wholesaler in Reducing Distri- 
bution Costs?”, I take it em- 
braces a larger question than 
merely the elimination or cur- 
tailment of expense for the job- 
bers’ benefit. It embraces the 
whole question of elimination of 
expense that can be passed on 
and result in a lower price or 
greater value to the consumer. 
After all, sooner or later will 
come the question of the expense 
of and method of distribution as 
compared with other methods 
and any savings that we, as dis- 
tributors can make in conjunc- 
tion with the dealer should be 
reflected in a lower price to the 


consumer. 





GEORGE W. ANDERSON 


I realize that for three years 
expense items have not con- 
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cerned us too much— increased 
volume has led us into easy and 
careless operations and the bal- 
ance sheet and operating state- 
ments have looked pretty good. 
But the honeymoon is about over 
and soon the forces of competi- 
tion and the laws of supply and 
demand will again operate and 
every item of needless expense 
must be scrutinized and cur- 
tailed. 


The easy and quick answer to 
this question is, “Cut down the 
services required of the whole- 
saler.” Then, we ask, “what are 
those services that could be 
eliminated by the distributor, or 
at least a saving made in cur- 
tailing them?” We all know of 
a number of ways that small 
economies can be effected, and 
the total of them would be con- 
siderable. 


Too often our salesmen are 
kept waiting and not given quick 
attention to permit him to be on 
his way, if little or nothing is 
needed. A salesman’s time is his 
greatest asset and helping him 
to save time would be of great 
value to the distributor. 


Dealers should give assistance 
in handling returns, shortages, 
complaints, etc., by giving the in- 
formation needed regarding in- 
voice number, date, etc. Also 
they should return no merchan- 
dise, unless a mistake of the 
wholesaler, without permission. 
This will eliminate work and ex- 
pense. 


Buy in Carton Quantities 


Where possible, buy in carton 
quantities as packed by the man- 
ufacturer. I am not suggest- 
ing overstocking or overbuying, 
but that they buy staples in 
quantities easily handled by the 
stock clerks and packers. Fewer 
mistakes, easier handling of the 
full cartons and the time saved 
in packing mount up quickly. 

Write up and mail in the order 
when possible, to save time and 
possibility of error in phone or- 
ders. Unless an absolute emer- 
gency, do not ask for special de- 
livery or service other than regu- 
lar procedure. 


Now these small things by 
themselves do not amount to 
very much, and if we scan our 
items of expense we will see that 
these are small percentages in 
our expense column. They are, 
nevertheless, worthy of our at- 
tention. ' 
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However, there is one item of 
expense which looms large in our 
records, that dealers could help 
control, and it is the largest sin- 
gle item in our expense account; 
and that is the selling cost of 
our salesmen. 


New N.W.H.A. 
Vice President 





JOHN H. MIZE 
Blish, Mize & 
Silliman Hdwe. Co. 


I am going to suggest a meth- 
od of saving, which I appreciate 
most of us do not use, and many 
may not favor. Yet it has possi- 
bilities, and I am suggesting it 
for your consideration and study. 
That method is the elimination 
of a fair portion of our selling 
and billing expense, through the 
close cooperation of the retailer 
with a wholesaler who handles 
his orders with the least possible 
expense. 

Now, of course, this method is 
predicated on the assumption 
that it is possible and practical 
to have enough mutual confi- 
dence and loyalty between dealer 
and wholesaler to effect these 
economies, and ultimately pass 
them on with added savings in 
the retailer’s operations, so the 
net result is a lower price to the 
consumer. The dealer must give 
to the wholesaler he chooses, or- 
ders for all the merchandise 
which he buys that the whole- 
saler can furnish him, and con- 
fine his purchases to that whole- 
saler in those lines. Then the 
retailer should make out his or- 
ders in his own store preferably 
with three copies going to the 
wholesaler. The second copy is 
priced and extended at the same 
time as the original and is the 
dealer’s invoice, and no other is 





sent him, cutting out all other 
work. These suggestions, of 
course, would not fit without 
some change in some of your 
operations, for there is the ques- 
tion of many floors and separate 
warehouses where orders have to 
be broken down into various 
lines, but it does fit the medium 
sized wholesaler who has one 
plant and maybe one warehouse. 

Now, I know that all sales ex- 
pense could not be eliminated, 
but if instead of order takers or 
salesmen we would use men 
trained to help the dealer in dis- 
play, arrangement and_ sales 
problems and to acquaint the 
dealer with new items and meth- 
ods of merchandising, I am sure 
we could cut down over one-half 
of the selling cost as we have it 
today. And we would greatly in- 
crease our volume with each ac- 
count we did sell. Calls would 
be made only at much longer in- 
tervals, and our supervisor or 
whatever we may call him, would 
not take any orders, but would 
assist the dealer in these other 
ways. 

If we have a sales cost of from 
four to five per cent—which is 
in the range of most wholesale 
hardware distributors—then I 
believe that the total economies 
that could be effected and passed 
on to the dealer, would be a very 
fair per cent on our sales. This, 
translated into consumer prices, 
would mean lower prices that 
could meet competition. Such 
reduction on much of the dealer’s 
merchandise, together with the 
merchandise on which there is a 
factory consumer price which is 
the same whether bought from 
the hardware dealer, dress store 
or chain, would make our hard- 
ware prices competitive with 
most any method of distribution 
to the consumer. 

This may seem a little unor- 
thodox to many jobbers, yet it is 
approaching a method used by 
some very successful merchan- 
dising concerns that are making 
headway. There are some whole- 
salers experimenting with such 
an idea and they seem to think 
it may work. Our big problem 
is to help reduce the total cost of 
distribution from the manufac- 
turer through the distributor 
and dealer to the consumer. Any 
plan that keeps our method of 
distribution competitive with 
others, is worth investigation 
and trial. I commend it to your 
attention. 
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How Can We Help the Retailer Maintain 


His Present Financial Position ? 


By C. L. HILDRETH 


The Emery-Waterhouse Co., 
Portland, Me. 


[ \ TRAVELING 


salesman called upon a_ small 
Maine country storekeeper. Find- 
ing no one in the front part of 
the store he went into the back 
part and saw the proprietor sit- 
ting in a roped up rocking chair. 
In front of him was a checker- 
board and opposite him sitting 
in a chair was a dog. The store- 
keeper made a move with the 
checker and to the salesman’s 
surprise the dog pushed a check- 
er up with his paw. The store- 
keeper waited a couple of min- 
utes and made another move. 
The dog promptly played again. 
The salesman’s astonishment 
could contain itself no longer and 
he exclaimed loudly, “Jumping 
Judas, Mr., you could make a 
lot of money with that dog.” The 
storekeeper peered over his spec- 
tacles and said, “How.” “Why,” 
says the salesman, “that is a 
damned smart dog. It’s the 
smartest dog I ever saw.” The 
storekeeper said “He isn’t so 
smart. I beat him four games 
out of five.” To my way of think- 
ing too many of us as business 
men use about the same level of 
intelligence as that storekeeper 
in regard to one, if not the most 
important factor, in our business 
today. That is the question of 
what kind of a government are 
we going to have with which we 
are going to conduct our busi- 
ness, if they are going to leave 
us any business to conduct? 


Politics and Business 


I would like to say I am try- 
ing to make a business speech 
and not a political one, but if 
you can see ahead another 10 
years, as we have traveled in the 
past 10 years and escape the con- 
viction that politics and business 
will all be the same thing, then 
you are more of an optimist and 
smarter than I am. 

It so happens that our com- 
pany recently went out of the 
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hardware business temporarily 
and into politics and it is my be- 
lief that by so doing we did more 
to help our dealers maintain 
their future financial soundness 
than by anything we have done 
for a long while. 


Backing the Candidate 


Up in Maine we had a candi- 
date for Governor whom many 
felt would like to out-deal the 
New Deal and believe it or not, 
he was running for the Republi- 
can nomination. Against him 
was running an officer and direc- 
tor of our company who was 
very popular with our people. 
Well, believe me, our boys just 
“went to town.” They voluntar- 
ily went to work and every cross 
road store was well supplied with 
arguments and material. Sales- 
men carried bumper strips, sup- 
plied them to friends and other 
salesmen. Our trucks carried 
signs and our windows were full 
of posters instead of flashlight 
batteries. Our girls worked eve- 
nings at campaign headquar- 
ters. 

I have heard it said there are 
some politicians in Washington 
who do not feel there is any 
place in business for the whole- 
sale distributor. If wholesale dis- 
tributors elsewhere do as well as 
the Maine wholesalers, I venture 
to say there will be no jobs for 
“brain trusters” in Washington 





either. Suffice it to say that our 
candidate was elected Governor 
by the largest majority any Gov- 
ernor in the State received in 
over 75 years. I am very proud 
of the contribution our people 
made to this campaign and I be- 
lieve by their indvidual work 
they have contributed to good 
government within our state and 
directly to the financial welfare 
of all business within the state. 


Civic Responsibility - 


I am not urging businessmen 
as houses to enter politics in-a 
cheap sense of the word,’ but 
from a high sense of civic re- 
sponsibility. There can be ne 
question of neutrality between 
the choice of good government 
and bad government. Too many 
of us as businessmen are so 
scared we will lose a penny, if 
we take any active part in poli- 
tics, that we lose many thou- 
sands of dollars instead of pen- 
nies by our “holier than thou” 
attitude toward politics. We like 
to curse them and criticize but 
how many times will we roll up 
our sleeves and really try and 
help a good man, trying to do a 
good job in a political field? If 
the choice is between two good 
men, then business as such has 
no reason to enter politics active- 
ly, unlesg it is motivated by un- 
ethical selfish reasons. But when 
the choice is between good men 
and bad men as sound men and 
unsound men, then business as 
such has too much at stake to sit 
on the side lines, too scared to 
get in the game and fight. In 
our particular case, from the ac- 
tivities of the men in our busi- 
ness, I venture to say we made 
many more friends than we lost. 
Would we not all be helping our 
dealers more by doing this than 
we would by saving 2 per cent on 
this or that item? I am a Rotar- 
ian. Their motto is “He profits 
most who serves best.”” How long 
are business men going to con- 
tinue a “hands off” policy in re- 
gard to politics which affects all 
of us both directly and indirectly 
more than anything else today. 
I ask your indulgence for treat- 
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ing an orthodox topic in an un- 
orthodox manner. 

How can we help the retailer? 
The small or independent retail- 
er regardless of his line of busi- 
ness is the very foundation and 
cornerstone of our private enter- 
prise system. The birthrate of 
small business is satisfactory but 
the mortality rate is high and 
should be our national concern 
and it must be reduced. I would 
be willing to wager that if a 
Gallup Poll were taken amongst 
retail dealers of all kinds as to 
what burden they would most 
like lifted from their backs that 
an overwhelming majority would 
reply “Government red tape re- 
strictions, regulations and the 
needless expense caused there- 
by.” He would ask for that free- 
dom that enabled his grand- 
father to plow back earnings 
into his business so that it could 
grow and prosper and the privi- 
lege to get on with his day’s work 
with as little Government inter- 
ference as possible. 


* 


* 


Small business, like the weath- 
er, is universally talked about 
but very little is done about it. 
Small business has been made 
the whipping boy and the scape 
goat for political purposes by the 
Government and by the labor 
unions. Least powerful and able 
to fight back against either, it 
has become the “ham in the 
sandwich.” Scolded, abused and 
impeded on all sides, it has 
shown tremendous vitality to live 
under very difficult conditions 
and an ability to survive all ob- 
stacles except the artificial ob- 
stacles put in its way principal- 
ly by the Government. We know 
that we have far more occasion 
to apologize for our Government 
than we do for our business, but 
whose Government is it? Is it 
not our Government just as it is 
our business and can we not 
trace many of the ills which have 
befallen the small business di- 
rectly to our inattention to the 
question of good government 
both local, State and Federal? 


* 


By B. J. BADHAM 


Hoffman Hardware Co., 
Los Angeles, Calif. 


| OFTEN wonder 
what this old business world 
would be without cooperation— 
without teamwork—a sad la- 
mentable picture. With a goal so 
far in the distance that leaders 
and drones alike would become 
discouraged. and drop by the 
wayside—disheartened and 
wearied, and still that goal out 
of their reach. 

But thanks to human interest 
—human courage to help—the 
success of the other fellow means 
success to both. Teamwork on 
the: football field—at home—in 
business—spells success. 

We, as hardware jobbers, look 
with pride and satisfaction on 
our fellow competitors as they 
grow and prosper. And, so to 
the hardware dealer. Let us lend 
our hand of experience, that he 
may get and keep his particular 
business in that financial condi- 
tion, that he and all his competi- 
tors may justly be proud and 
point out, “There is a successful 
business man.” 


How to help him? You know 
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that you and I like to sit down 
with these dealers at times and 
I analyze with them their good 
and bad points, their problems, 
their high and low lights. This, 
I did, just before coming to the 
east coast. 

Will you pardon a personal 
conversation? The scene was a 
typical neighborhood hardware 
store, the time a few days ago. 

“Hello! Bill!” say I, with a 


word of greeting—“How goes 
every little thing? How are we 
doing as jobbers? How is the 
help problem? How’s the war? 
How’s the political situation?” 

He breaks in with, “Say, now, 
wait a minute. Any one of these 
questions is a theme in itself, 
and I just haven’t time to tell 
all, but seriously, you: are not so 
bad. You and our other friendly 
jobbers, have really done a fine 
job for me.” 


Avoided the Subject 


“But really, Bill, you have 
very little to kick about. You re- 
member—oh, perhaps four years 
ago, not long before Pearl Har- 
bor—you just didn’t like to talk 
finances. The money question 
came up and you just avoided 
the subject. You owed us and 
others, perhaps, half as much as 
your inventory came to. Your 
store was shoddy, you were 
down-hearted, you had lost faith 
in everything. You were jittery 
and hard to get along with. When 
Tuesday came around and the 
jobber’s salesman dropped in, he 
was just another ‘pain in the 
neck.’ 

“You see what I mean, Bill? 
Well, that is past now. You are 
in a healthy condition. Your 
stock is clean, you’re alive and 
your store is a model retail store 
now. You are happy and anxious 
for jobbers’ help. Although ser- 
vices to you are still very unsat- 
isfactory, yet you are patient 
and forebearing. You await your 
allocation of critical materials 
with interest and do not kick too 
much if it is-not delivered for 
a couple of weeks. What say, 
Bill? See what I mean?” 


The Jobber Did His Bit 


He rejoins, “Mr. Jobber, I like 
you now. You have kept me alive 
during these strenuous days— 
days of war—days of WPB, 
ODT, and 2,200 other bureaucra- 
cies. 

“Your salesmen now are wel- 
come to help and to advise me. I 
am in a profitable, honorable 
business. I owe nothing. I have 
a bank account, and thanks to 
you, Mr. Jobber, for your sound 
advice in the past, my store is a 
pride to the community. I dis- 
count my bills, and I will take 
your advice now, Mr. Jobber. I 
will keep my store clean and my 


(Continued on page 286) 
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What Steps Can the Hardware Dealer 
Take to Meet the Competition of 





CHARLES L. WHEELER 


| ae of all, what 


is this competition? Let us ana- 
lyze it. It is simply, more of 
the same. We have some new 
national operators who have 
equipped themselves with a little 
colored bunting and spangles, 
and called themselves “new” but 
they are not doing a thing new. 
They are simply doing what the 
chains have always done, which 
means we and the retailers have 
just a little more of a problem 
than we had before. 

What advantages does this 
type of distribution enjoy as 
compared with the retailer? 
First of all we think of volume 
buying. To my mind that is the 
least important. 

Second, absolute control of 
their outlets—their retail out- 
lets, which puts them in 2 very 
important position, a very ad- 
vantageous position. 

Third, and of vital importance, 
and the most important thing of 
all, is planned merchandising. 


# hess retailer spends time in buying which 

could be used to much better advantage in 
merchandising, selling and display work. He 
should feature mass displays, encourage im- 
pulse buying and, above all, advertise. 


By CHARLES L. WHEELER 


The Salt Lake Hardware Co. 
Salt Lake City, Utah 


What do they offer to the con- 
sumer that is an advantage over 
what the retailer offers him?— 
and naturally, I am speaking of 
the average retailer. Many are 
above the average and are al- 
ready doing these things. 

First of all, they have at- 
tractive, well-kept stores. They 
make merchandise easily ac- 
cessible. They price their mer- 
chandise plainly, so that, when 
a customer comes into the store, 
he does not have to say “How 
much?” and then, finding that it 
is more than he wants to pay, 
is embarrassed by walking out. 
And that is a highly important 
feature. 

What are the natural advan- 
tages of the independent re- 
tailer? The biggest thing of all 
and the thing that is most des- 
perately needed right now, that 
you don’t need to wait for post- 
war for, is courtesy. 

The independent retailer has 
more of that at his disposal than 
anything else. He is held in 
high respect in his community. 


At the Jobbers’ 
Thursday Session 


You go into any town in the 
U. S. and who do you find is 
your No. 1 citizen? In 99 cases 
out of 100 he is the retail hard- 
ware man. The very nature of 
his business means he must be, 
or he cannot stay in business. 
He knows his customers.person- 
ally, he knows their children, he 
knows their problems, and he 
talks to them about them, if he 
is smart. 

He is a rugged individualist 
and he doesn’t want to be told 
how to run his business. 

What are his handicaps? If 
we are going to analyze, we 
must take the bad with the good. 
First of all, he spends too much 
of his time in buying merchan- 
dise. That is something the 
manager of the chain ‘store does 
not have todo. The independent 
retailer can far better spend his 
time in merchandising and sell- 
ing, display work, etc. 

Next, he usually has insuffi- 
cient stock of any*given item to 
make a mass display; that is the 
next strong step which the chain 
features and capitalizes on— 
placing a mass stock at the point 
of sale is one of the highly im- 
portant steps in merchandising. 


“The biggest thing of all—and the thing that is 
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most desperately needed right now—is courtesy” 
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Remington Arms Co. Starline, Inc. Landers, Frary 
Inc. & Clark 
He often lacks display ar- What must the wholesaler do? 


rangement to encourage impulse 
huying. What do I mean by 
chat? The items that the cus- 
tomer will come in and ask for 
should be given secondary or 
third place on display; with re- 
spect to most of them, because 
they are called for often, they 
put them up in front so they 
don’t have to walk too far to get 
them. They should be put in the 
back of.the store so the cus- 
tomer has to walk past mass dis- 
plays and can see the merchan- 
dise which is bought on “im- 
pulse” in most cases. 

One of his worst handicaps is 
his failure to tell the world what 
he has. He is so used to having 
people come in and ask for mer- 
chandise that he fails to tell the 
world of his hardware business. 
Think of some 15 years ago, you 
seldom saw hardware advertised 
in newspapers. Now it is given 
predominant position both in 
newspaper and radio advertis- 
ing by the chains we are talk- 
ing about. 

What can he do to correct this 
situation? What must he do? 
Well, the ansWer is very simple 
as I see it. Just take a leaf out 
of the book of experience and 
do what the chains are doing suc- 
cessfully. But he cannot do this 
job alone. That is where the 
wholesaler comes in, for any 
wide-awake, aggressive whole- 
saler with a sound program posi- 
tively can and he should do for 
the retailer those things which 
the retailer cannot do for him- 
self. 
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Well, I might be criticized for 
this statement because I think 
any man in this room or any 
wholesaler in the United States 
would be up in arms if his in- 
tegrity were questioned, but the 
No. 1 thing that must be estab- 
lished is confidence between the 
wholesaler and the retailer. 


Integrity 
When I speak of that integrity 
I mean that the wholesaler must 
conduct his business in such a 
way that the retailer has confi- 
dence in him. Let us bring it 
down to a specific case: 





If the wholesaler feels that 
he must sell an industrial ac- 
count—fishing tackle and golf 
clubs and what-not—that is not 
used in that industrial opera- 
tion, he is bootlegging, and I 
don’t care what you may call it, 
and he is taking that business 
away from the retailer to whom 
it justly belongs. 

In our own company we do not 
permit bootlegging, using that 
interpretation of the term. Our 
salesmen will be dismissed 
quicker for bootlegging than for 
any other thing excepting dis- 
honesty and intemperance. That 
is a No. 3 item on the list. 

The wholesaler must actually 
act as purchasing agent for his 
retailers, preferably a selected 
group, but in selecting a group 
he does not necessarily deprive 
the rest of his accounts from 
those benefits. He must use the 
wholesaler’s program which does 
those things that he cannot do 
for himself, because the cost of 
doing them for himself would be 
prohibitive. They can be done 
by the wholesaler on the collec- 
tive basis so that the cost is not 
out of line. 

He must give his cooperating 
wholesaler all of or nearly all of 
his business, so as to justify the 
wholesaler for doing those things 
which the average wholesaler 
does not do. 

How can the wholesaler afford 
this luxury? That is one of the 
first questions that would be 
asked. You could do it any way 
you want to but this is a way we 

(Continued on page 221) 
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Economies Forced Upon Us During 
The War Which We Plan to Continue 


bade may be classified into three groups. 
The first two include the things which have 
outlived their usefulness, the second consists of 
mechanical aids to manpower and their reten- 
tion is a matter of management. The third 
group has been achieved jointly by wholesaler 
and retailer and their continuance will depend 
upon joint action. 


. many of us 


who felt that we had cut every 
corner in our business have 
found in these past years that 
they must find new corners to cut 
and many of them. How many 
of our ideas and systems have 
moved from the “indispensable” 
to the luxury category and then 
disappeared altogether. It thas 
been an humbling experience. 

Many of these economies, of 
course, have been made possible 
through the cooperation of our 
dealers. I suspect that they 
would be the first to admit that 
some of this cooperation has been 
involuntary. 

The fact remains that we have 
been compelled to look closely at 
the wholesale functions reduced 
almost to its fundamentals (I 
expect, of course, such newcom- 
ers as priorities and expediting) 
and soon we must determine 
which of the abandoned services 
are to be restored and which are 
not worth what we paid for 
them. 

These involuntary economies 
break down roughly into three 
groups. 

The first group is easily recog- 
nized but may be as easily lost. 
It consists of the little things 
within our organization which 
had outlived their usefulness but 


By F. A. BURWELL 


Seattle Hardware Company 
Seattle, Wash. 
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stayed on through inertia. In 
this group are records and sys- 
tems, elaborate checks upon 
checkers, extra handlings and 
sortings and copyings of papers, 
letters that are too long, too fre- 
quent—letters that say nothing. 

Members of our organization 
have developed a sort of “witch 
hunt” for these little things. We 
are not boasting but confessing. 

If we permit these little losses 
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to keep back (and their aggre- 
gate amount is impressive) then, 
to be blunt, we are poor man- 
agers. 

That first group of economies 
requires an attitude of mind. 
The second group requires the 
same attitude but takes money 
as well. In this group are in- 
cluded mechanical aids to inten- 
sify the effectiveness of man- 
power—power lift trunks, con- 
veyors, gravity handling of mer- 
chandise—closely related is the 
arrangement of merchandise. 
Very helpful to us has been the 
use of easily accessible space on 
our first fioor for an ever chang- 
ing variety of goods of seasonal 
or quick delivery character. The 
use of space has become fluid. 

Even more important, how- 
ever, has been the shift of em- 
phasis from _ specialization to 
competence in a considerable 
portion of our organization. We 
have tried to make the organiza- 
tion fluid, to study the use of 
manpower and carefully assign 
the use of overtime. 

Truly surprising economies 
have come from moving a peak 
crew to meet a peak load and 
then shifting that crew to an- 
other department to meet the 
peak there. I suggest this ex- 
perience is common to us all. 

This second group of econo- 

(Continued on page 281) 


“The whole process of distribution will benefit it 
all three units increase their efficiéncy, streamline 
their costs and pass on the savings to the consumer’ 
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The Place of the Wholesaler tt 


By OSCAR J. KOEPKE 


Corpus Christi Hardware Co., 
Corpus Christi, Tex. 


fm place of the 


wholesaler in post-war distribu- 
tion should be a most important 
one. 

If ever the wholesaler showed 
how important he was, it was 
certainly shown during these 
war years. 

Because so many people be- 
lieve that the wholesaler, jobber 
or middleman, call him by what 
name you will, should be elimi- 
nated is because they do not un- 
derstand the many functions he 
performs. 

How many retailers have had 
the time during the past two 
years to go to the markets of our 
land to hunt for goods that they 
could sell? If they had the time, 
how many could have bought 
from the many manufacturers, 
the small amount they felt they 
could sell in their community? 
How many would have bought 
the Victory merchandise that 
was offered at such high prices? 

The wholesaler looked at much 
merchandise and bought reluc- 
tantly. He bought because he 
felt that even though the mer- 
charndise was not of the quality 
that he would like to offer his 
customers, it was an item that 
did have some appeal; it did have 
a semblance of value, and it 
would fit into his shortened lines. 
He was eager to help keep his 
customers’ shelves and counters 
filled so he could hear the famil- 
iar and happy sound of the cash 
register. 


Position Will Change 


But, in the not too distant fu- 
ture, the position of both retailer 
and wholesaler will change. The 
buying attitude of the consumer, 
the customer of the retailer will 
change. He is now reading the 
advertisements of the manufac- 
turer wherein he is shown in 
such an attractive way the new 
goods that are now or soon will 
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be ready. There has been some 
over-optimism on the part of 
some designers and of some 
periodicals in presenting to 
potential customers a distorted 
picture of what some of this 
dream-merchandise will look like. 
It may have the effect of causing 
the consumers to wait until this 
much publicized, new stream- 
lined merchandise is ready to be 
offered before they buy the mer- 
chandise that comes on the mar- 
ket soon after the war ends. 


Post-War Opportunity 


The wholesaler is going to 
have an opportunity during the 
post-war period to ascend a pin- 
nacle, the like of which he has 
perhaps never had before. And 
he is perhaps in a better position 
from a financial standpoint and 
also from the standpoint of ex- 
perience than ever before to do 
a real job of distributing eco- 
nomically the new lines that 
manufacturers will be wanting 
customers for when the wheels 
of industry start turning. 

And when I say that goods 
must be distributed economically, 
I mean that this one cost of 
bringing goods from manufac- 
turer to consumer must be re- 
duced. Distributors with high 
distributing costs will not stay in 
the picture. There will be organ- 
izations that can, and will, do 
this job in such a way that the 
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old plan of manufacturer to dis- 
tributor to dealer will prevail. 

I said that the wholesaler is 
going to have the opportunity of 
proving that he is the indispen- 
sable way of getting goods to the 
consumer in the best and most 
economical way. 


Learned His Capabilities 


And, why do I say this? First, 
because the wholesaler has 
learned during these war years 
just what he is capable of. He 
has faced perhaps every obstacle, 
every kind of hazard and every 
kind of trial that could come to 
him. He is now seasoned. He 
has become more resourceful 
than he has ever been. His eyes 
have been opened to what he can 
do if he wants to. He has become 
better acquainted with his deal- 
ers. He has learned of the 
changes that'have come about 
during the past few years. 

The hardware wholesaler is 
ready to take his place in the 
field of distributing in the post- 
war period. 

He is ready and eager to dis- 
tribute war surplus material. He 
has been planning for more than 
a year just how he will do this. 
He has contacted many manufac- 
turers who have announced their 
new lines.‘ He is ready to set 
up a selling organization to 
handle these new lines. He has 
been planning on the kind of ad- 
vertising he will do—how he will 
merchandise these new lines. 

Surely no manufacturer should 
overlook the hardware wholesaler 
when he is again ready to put 
his merchandise on the market. 
Many manufacturers have taken 
a good lok and have made quite 
careful surveys to determine how 
they could best get their goods 
into the hands of the ultimate 
consumer and have found that a 
live wholesaler is his best bet and 
have decided on him for post-war 
distribution. 

Manufacturers and wholesal- 
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ers should get better acquainted. 
They should know each other’s 
problems better. Then a better 
job would be done in getting 
good merchandise into the con- 
sumer’s hands on a more eco- 
nomical basis. 


* 


* 


* The place of the wholesaler 
not only in post-war but far into 
the future is one of stability, ex- 
perience, dependability and abil- 
ity. He has earned his place and 
I don’t think that it can easily be 
taken from him. 


* 


By JOHN S. STILES 
Morley-Murphy Co., 
Green Bay, Wis. 


\ \ HAT is to be the 


position of the wholesaler in the 
post-war period? Is he, as many 
claim, a cog in an antiquated dis- 
tribution machine which is due 
to be eliminated from our eco- 
nomic system? Is he to fall be- 
fore the onslaught of chain 
stores, mail-order houses, coop- 
eratives and similar merchan- 
disers? Are we heading into a 
period of chaos and uncertainty 
which will result in a high mor- 
tality rate in the wholesale 
trade? 


The Key to Prosperity 


Selling and distributing hold 
the key to our future prosperity, 
and for this reason distribution 
has come in for much outside 
attention. Unwelcome as it may 
be, distributors can expect to 
hear themselves increasingly 
talked about in the future—and 
much of such talk will be of a 
highly uncomplimentary nature. 
“The cost of distribution is too 
high” is the song we hear from 
many of our planned-economy 
advocates. Looking at what ap- 
pears to them to be a fat profit 
margin for the distributor, they 
cry out for elimination of the so- 
called middle-man. They would 
have us believe that the whole- 
saler-retailer method of distri- 
bution is outmoded, economically 
unsound and has no place in the 
streamlined economy of the 
future. 

The acceptance of such think- 
ing at its face value would lead 
to the conclusion that the posi- 
tion of the wholesale distributor 
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in the days ahead of us will be 
shaky at best, and anyone with 
an eye to the future would be 
well advised to find other fields 
for his talents. But such is de- 
cidedly not the case. Far from 
accepting the defeatist attitude 
that the day of the wholesaler 
is rapidly drawing to a close, it 
is the opinion of thinking execu- 
tives that the position of the 
progressive distributor will be 
stronger than ever before in the 
period we are about to enter. 

To properly evaluate the 
wholesaler’s future status, we 
must examine, first, the market 
which will exist in the post-war 
era, and, secondly, the factors 
which will determine whether the 
distributor will be able to secure 
his share of this market. 

The market which will exist 
in the period we are about to 
enter is unprecedented in the 
history of our nation. It is cer- 
tainly no news that a tremendous 


volume of deferred demand has 
been developing during the war. 
Consumer durable goods, resi- 


dential building, and capital 
equipment have all been in ex- 
tremely short supply. Hand in 
hand with this demand has de- 
veloped a pent-up purchasing 
power of truly gigantic propor- 
tions. According to Department 
of Commerce figures, the Ameri- 
can people were building up sav- 
ings at the annual rate of seven 
billions of dollars in 1939. In 
1948, the rate had jumped to 
thirty-three billions, or more 
than four and one-half times as 
much, with every indication that 
the rate during the current year 
will rise to between thirty-five 
and forty billions of dollars. 
Thus, by the end of 1944, sav- 
ings will have been built up to 
the extent of over 100 billion 
dollars since the beginning of 
rearmament in 1941—an amount 
greater than the entire national 
income in any year prior to 
1942. 

As a result of this dual-build 
up, when controls are released, 
both consumer demand and pur- 
chasing power will be at an all- 
time high. Granting the proba- 
bility of a temporary period of 
re-adjustment while industry is 
reconverting to peacetime prod- 
ucts, this combination must still 
result in a period of unprece- 
dented sales opportunities and 
expanding markets. 


A Vast Market 


So a vast market exists—but 
the very existence of such a tre- 
mendous market adds consider- 
ably to the distributor’s prob- 
lems. In addition to encourag- 
ing existing competition to plan 
aggressive and expanded pro- 
grams of operation, new com- 
petitors are being attracted to 
the distributing field. Several 
of the major rubber companies 
are now merchandising hard 
lines through both wholly owned 
and associated stores. Some of 
the larger oil companies are 
contemplating similar steps. The 


(Continued on page 241) 
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The Role of the Wholesaler 
in Supplying Civilian Needs | 





DR. R. S. ALEXANDER 


I. February of 1942 
a high official in the defense 
agencies, answering a question 
concerning the role of the whole- 
saler during the war, declared 
“The wholesaler must find a job 
to do in the defense effort or 
pass out of the picture for the 
duration.” This was said with 
the clear implication that there 
was no such job. 

But the wholesaler found a 
job to do that not only justified 
his continued existence but en- 
abled him to expand the scope 
of his activities and to enhance 
his position in the national econ- 
omy. The record of wholesalers’ 
sales as compiled by the Bureau 
of the Census during the war 
years shows the following: 


Type of wholesaler 








. HE wholesalers have not done a perfect 

job of securing equitable distribution. That 
is an end impossible to attain. But they have 
been a powerful force operating in the right 
direction . . . They have filled in many of the 
nooks and crannies of unsatisfied need left by 
the allotment systems of manufacturers.” 


By Dr. R. S. ALEXANDER 


Associate Professor of Marketing 
School of Marketing 
Columbia University, New York City 
Former Deputy Director in 
Charge of Wholesale and 
Retail Trade Division, WPB 


eral price level advanced by some 
25 to 50 per cent. As the war 
effort reaches its peak the whole- 
saler occupies a position in our 
business structure much more 
significant than that which he 
held when it began. 

The wholesaler’s significance 
in the defense effort is attested 
also by certain measures of the 
War Production Board. The 
Board set up within the Office of 
Civilian Requirements a Whole- 
sale and Retail Trade Division 
one of the chief tasks of which 
is to promote the strength and 
efficiency of the wholesale trade 
so that it can perform its job in 
the defense effort. One of the 
principal activities of this divi- 
sion is to issue ratings to aid 


Monthly sales during 1944 as a percentage of: 
Monthly sales 
during 1940 


Monthly sales 
during 1941 


(Variation from top to bottom month) 


All wholesalers ......... 153% to 182% 111% to 146% 
Hardware group ....... 145% to 191% 93% to 135% 
General hardware ...... 143% to 184% 92% to 141% 


Industrial supplies ..... 159% to 242% 


95% to 143% 





Wholesalers’ sales increased 
by between 50 and 100 per cent 
during a period when the gen- 
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distributors in replenishing their 
stocks. The specific purpose of 
many of these ratings is to put 
the wholesale distributor on an 
equal competitive basis with the 
direct-buying defense plant in 
seeking to obtain a share of the 
limited supply. The mere estab- 
lishment of such a rating system 
speaks loudly as evidence of the 
vital significance of the jobber 
in the war effort. Before the re- 
cent easing of supply the divi- 
sions rated about 6000 items, an 
average of between 7000 and 
8000 applications are processed 
each week and during the aver- 
age week ratings are issued for 
between 9 and 10 millions of dol- 
lars worth of consumer’s goods 
and industrial supplies. Most of 
these ratings go to wholesalers 
although some are issued to large: 
direct-buying retail establish- 
ments. 

The wholesaler did find a part 
to play in the war effort—one so 
vital that his sales are greater 
than before the war started and’ 
one which the War Production 
Board recognizes and protects. 

What war jobs did the whole- 
sale distributor find to do which 
justified these changes in his 
status? 
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Shells soaked as on wet duck-shooting day; 
then shot without malfunction. 


REMINGTON “EXPRESS” 
SHOT SHELLS PERFORM 





PERFECTLY AFTER BEING 
SOAKED IN WATER 


Bridgeport, Conn., Oct. 26. Dealers find 
that waterproofing is an important sales 
feature of Remington Express shells. The 
exclusive Remington Wetproof process 
makes these loads reliable under all field 
conditions. 

Power is another feature in most shoot- 
ers’ minds when they buy shot shells. 
That’s why so many hunters ask for Rem- 
ington Express shells with progressive 
burning powder and Kleanbore priming. 
They know these long-range power loads 
deliver a smashing wallop, get out and up 
to bring down ducks, geese, and other 
game at distances ordinary shells can’t 
reach. 

By their own experience, millions of 
shooters have learned the protection that 
Kleanbore non-corrosive priming gives 
their gun barrels. There is only one Klean- 





bore priming and it is supplied exclusively 
by Remington. 





These are the days which mean only 
one thing to outdoor lovers—hunt- 
ing! Every year, when Mother Na- 
ture sweeps the countryside with 
splashes of red, gold and brown, 
and the morning air has a deli- 
cious tang that nips the nostrils, 
the haunts of wild game attract 
millions of Americans. 


This year, the wildfowl hunting 
season has been liberalized by the 
addition of 10 days to the open sea- 
son and the allowance of an extra 
bag of mallards, pintails and wid- 
geons. In the Northern zone the 





When the frost is on the meadow 
and the leaves are golden brown... 





season has reached its peak, open- 
ing on September 20 and running 
to December 8. In the Intermediate 
zone, the season opened October 14 
and will close January 1. And in the 
Southern zone, the season will be 
from November 2 until January 20. 

In other parts of the world, there 
is an open season on Jap pests and 
Nazi predators. We, as a peace-lov- 
ing race, look forward to the day 
when our youth will pick up a gun 
again for the thrill of the chase and 
the pleasure of the hunt alone. And 
we hope that day will be soon! 














Shur Shot, Express, Wetproof and Kleanbore are 
Reg. U.S. Pat. Off. by Remington Arms Co., Inc. 
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REMINGTON “SHUR SHOT” SELLS FAST FOR UPLAND GAME SHOOTING 


Middletown, U.S.A., Oct. 26. The great 
popularity of Remington Shur Shot shells 
has been won through the combination of 











plenty of wallop plus dependable quality 
performance, all for a low price. “Shur 
Shot” shells are unexcelled for the sports- 
man who desires uniform patterns and am- 
ple power with minimum recoil for upland 
shooting. They are just what your custom- 
ers want for hunting rabbits, quail, par- 
tridge, squirrels, doves, shore birds and 
many other types of game. “‘Kleanbore”’ 
priming, Wetproof, corrugated bodies, pre- 
cision loading and other features make 
these shells tops in quality. 
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His first great task was that 
of furnishing to civilian indus- 
try much of the supplies and 
minor equipment it needed to 
carry on the production of war 
materials. The distributor had 
always done this job for Amer- 
ican industry. But the war ef- 
fort vastly increased the need 
for this service. 

The stresses of the war effort 
increased the importance of 
speed in the delivery of indus- 
trial supplies. Because of scar- 
cities and government limita- 
tions manufacturers had to carry 
smaller inventories of many sup- 
ply and equipment items than 
ever before. They could do so 
without danger of frequent in- 
terruptions of production only 
by relying on the nearby jobber. 
He was often unable to give 
them all they wanted or needed 
but to an amazing degree he was 
able to supply them enough so 
they could keep going. 

The general disturbance and 
over-burdening of the transpor- 
tation system made shipments 
from distant points more uncer- 
tain than ever before and the 
manufacturer found himself 
obliged more and more to rely 
upon the wholesaler for fill-in or- 
ders to tide him over emergen- 
cies caused by the failure of the 
shipments of his _ producer- 
sources to arrive on time. 


Control Loosened 


As the tempo of our wartime 
economic effort accelerated emer- 
gency shortages of supplies and 
auxiliary tools became more 
prevalent. Factory executives 
found that, because the manpow- 
er demands of other plants or 
the draft had robbed them of 
their key men, managerial con- 
trol was loosened. They no 
longer knew exactly what they 
had or where they had it, their 
control of inventory was less pre- 
cise and emergency shortages 
resulting from failures within 
the plant became more numer- 
ous. The demands of the mili- 
tary, often wholly unpredictable 
and seemingly capricious in- 
creased the number of these 
shortages and rendered them 
more acute. The manufacturer 
learned to look to the wholesaler 
to help remedy them. The dis- 
tributor was not always able to 
do the job fully but in a large 
percentage of the cases he could 
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help the hard-pressed manufac- 
turer over the hump. 

The strain placed by the war 
effort upon the transportation 
system made it more important 
than ever before that goods be 
shipped in as large lots as pos- 
sible. This was emphasized by 
the increasing shortages of many 
types of goods by the efforts of 
manufacturers to allot output 
fairly among their customers 
with the result that many buyers 
were entitled to very small quan- 
tities. The priorities system 
which often resulted in the 
granting of ratings for very 
small lots of merchandise also 
lent emphasis to the need. There 
was need for the wholesaler to 
take over a larger portion of the 
distribution job, therefore, be- 
cause he naturally bought jin 
large lots and received large 
shipments economical to trans- 
port which he divided up locally 
thus saving transportation and 
relieving the over-burdened rail- 
roads. The services of the dis- 
tributor in this direction were 
not exploited to the fullest pos- 
sible extent. 


Small Plants Revived 


The defense effort brought 
about a revival of the small 
manufacturing plant usually op- 
erating as a _ sub-contractor. 
Many small factories which had 
been out of production were re- 
opened; others which had been 
operating at part capacity began 
to run at full capacity; many 


new ones were started in garages 
and basements and old store- 
rooms—wherever space could be 
found. Most of them were too 
small to buy much of their 
equipment or supplies from the 
manufacturer. They had to be 
serviced by the jobber. 


Has Done His Part 


There can be no doubt that 
the wholesaler has done his part 
in supplying American industry 
with the materials it needed to 
do the magnificent war produc- 
tion job it accomplished. 

The second great wartime job 
of the wholesaler was the as- 
sumption of additional responsi- 
bility for his time-honored task 
of helping to supply the ultimate 
consumer market. As more and 
more of our productive capacity 
was turned to making the tools 
of war serious scarcities of con- 
sumers’ goods began to develop. 
The planners of our war effort 
recognized very early that it was 
vital to produce enough consum- 
ers’ goods to maintain the health, 
working efficiency and morale of 
the civilian population. But they 
were slow to appreciate the 
equally vital need for distribut- 
ing the necessarily limited sup- 
ply of such goods as fairly: and 
exactly as possible according to 
need. 

Certain factors prevented the 
manufacturer from doing the 
job of equitably distributing 

(Continued on page 223) 








N.W.H.A. Executive Committee 





W. H. TERSTEGGE 
Stratton & Terstegge. 
Co. 


E. W. HARDIN 
Amarillo Hdwe. Co. 





I. H. STAUFFER 
Stauffer, Eshelman 
& Co. 


HARDWARE AGE 

















a Cf 





oC 








store- 
ould be 
ere too 
' their 
om the 
1 to be 


t that 
is part 
dustry 
ded to 
roduc- 


ne job 
ne as- 
ponsi- 
1 task 
-imate 
‘e and 
pacity 
tools 
f con- 
velop. 
effort 
t was 
isum- 
ealth, 
le of 
they 
the 
ibut- 
sup- 
and 
gz to 


the 
the 
ting 





garages 





THEY GO TOGETHER — 





AWO THE EXTRA PROFITS GO 7O YOU f 


YOU will be selling lots of automatic washers... 
selling them soon! 

And automatic washers need automatic water 
heaters! 

So... get set now to sell Duo-Therm Automatic 
Fuel Oil Water Heaters right along with those auto- 
matic washers! 

They just naturally go together—both require hot 
and cold water connections—both can be installed 
at the same time by the same personnel. 


You appliance dealers realize how many 
people are planning to buy automatic 
washers, but did you know that 24,000,000 
American homes do not have the automatic 








DUO-THERM... America’s Leading Fuel Oil 
Water Heater .. . NOW AVAILABLE for 
essential civilian needs. 
e@ Less than 4c a day gives the average family 
plenty of hot water. 


@ No gas, electric or furnace connections... 
can be installed anywhere. 
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hot water that assures efficient automatic 
washer operation? 


That’s your market for Duo-Therm Automatic Hot 
Water Heaters—almost three-quarters of all the 
homes in America! So get, started now! 

Send the coupon for information on franchises 
now open to appliance dealers! 


Duo-THERM 


DIVISION OF MOTOR WHEEL CORPORATION Woe. LANSING 3, MICHIGAN 


America's Largest Manufacturer of Fuel Oil Heating Appliances 
and Pioneer in Fuel Oil Water Heating 





DUO-THERM Division of Motor Wheel Corporation 

Department L-3, Lansing 3, Michigan 

| would like to have additional information on the water heater 
market and dealer franchise. There is no obligation to me. 
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Plans We Are Making to Re-Employ 
Members of the Armed Forces 


A Discussion at the Sheet Metal Distributors Session 


By MICHAEL R. RUPP 


The Carter Donlevy Co., 
Philadelphia, Pa. 


z you men will re- 
call after the last World War, 
thousands of men came home 
from France or from wherever 
they fought, and they were not 
employed. They couldn’t get 
jobs right away and business as 
a rule was blamed for being very 
unfair. 

So, directly after Pearl Har- 
bor came along, I realized that 
we were going to lose some men 


because we had a number of very - 


young men, active men, and good 
men in our employ, men we were 
sorry to lose. We hated to lose 
them. They had either been 
drafted or had enlisted. 

I thought the matter over for 
some time and later, when we 
had a directors’ meeting, I pre- 
sented a resolution to our offi- 
cers that we not only agree to 
re-employ all these men at the 
termination of the war but be- 


* 


* 


fore any of them were drafted 
or left our employ to notify 
them of the action of the Board, 
so that, when they went into the 


armed forces or wherever they, 


went on that service of the gov- 
ernment, they would feel free 
and would not be worried when 
they came back that they didn’t 
have a job. That was unani- 
mously passed by the board and 
has now been in effect nearly 
a year. 

I am happy to say we have 
one man whom the Army took 
in the draft. He was gone, I 
think, about 19 months, and he 
returned to Philadelphia a month 
or six weeks ago, and we got a 
telephone call from him and he 
told us he was home and wanted 
to know if our letter would hold 
good. I am happy to say he is 
back home working, and we will 
take all of the rest when the war 
is over. 


* 


By BRUCE KEENER, JR 


C. M. McClung & Co., 
Knoxville, Tenn. 


fit subject under 


discussion “Plans We Are Mak- 
ing to Re-employ Members of 
the Armed Forces” is a very 
important one, but even more im- 
portant, it seems to me, is the 
subject “What Plans Are We 
Making to Get Veterans to 
Come Back to Us,” as statistics 
indicate that more than 50 per 
cent of the men in the armed 
services have little intention at 
present of going back to their 
old jobs. 

We have a very definite feel- 
ing toward our men who left for 
the armed services with a per- 
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BRUCE KEENER, JR. 


manent status, as we want every 
one of them to come back to his 
old job. But, does he want to 
come back? I think we should be 
thinking more about what we 
are doing to make him want to 
be with us again. Polls indicate 
that more than half of our sol- 
diers have little desire or inten- 
tion at present, of going back to 
their old jobs and, furthermore, 
polls show that 40 per cent don’t 
even long for their old commu- 
nities. 

How many of the men to be 
returned will take a vacation, see 
the country, visit wartime 
friends, and look over what other 
employers will have to offer? We 
are afraid that the best ones will 
do just that. How many will 
stay in some branch of the ser- 
vice because of the opportunities 
offered by the largest peacetime 
army, navy and air corps this 
nation has ever known? How 
many, of probably the best, will 
take up aeronautics or commer- 
cial aviation with their oppor- 
tunities and high pay? 


No Answer to Questions 


There is no definite answer to 
all of these questions, but there 
are things we can do to let them 
know that they are wanted and 
that they are not the “forgotten 
men.” We can write to them and 
send them small tokens of re- 
membrance; even a_ postcard 
with some picture from their 
home town would represent a 
thoughtful act. Also send them 
a copy of company publications 
if you have one, if not, get 
started on it at once and send it 
at regular intervals in your busi- 
ness envelope so that this famil- 
iar piece will stand out among 
all others at mail call. 

In this publication tell him 
about fishing trips of his former 
associates, about marriages, new 
arrivals, and some humorous 
jokes. Tell him his job is waiting 

(Continued on page 229) 
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Brass 
Garden Hose Goods 


for 1945 


It is an accepted fact throughout the trade, proven by all past experience, that 
brass is the only satisfactory material for hose fittings. 


Naturally, therefore, all wholesalers and retailers are anxious to obtain brass hose 
goods as soon as possible. 


Right now it is possible to obtain some brass fittings, for distribution to indus- 
trial customers, where the use of a less scarce material is not practical. 


We are now manufacturing brass water hose couplings, brass clincher goods, and 
brass hose nozzles, for shipment on orders carrying priority rating of AA-5 or 
higher, together .with proper certification or statement of end use. A bulletin is 
available on request, explaining the procedure for obtaining the priority to pur- 
chase these brass hose goods. 


At this time, the restrictions have not been lifted to permit the sale of brass gar- 
den and lawn hose fittings for general civilian use. However, we are keeping 
closely in touch with all current developments. 


Because we are in production on brass hose goods now—and have,been continu- 
ously making many of our standard brass items for military and naval use, we 
will be able to proceed rapidly when the restrictions are removed on the use of 
brass for garden and lawn hose goods. 


During the past several seasons when brass has not been available for civilian 
goods, the trade has learned that they could still rely on Sherman to supply them 
with Garden Hose Goods, due to the foresight of Sherman engineers in developing 
our Plastic Line. 


You can continue to rely on Sherman to supply your requirements, with the best 
Hose Goods that can be made. 


H. B. SHERMAN MANUFACTURING CO. 


Battle Creek, Michigan 
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We Must Maintain a Satisfactory 
| Price Schedule 


OST-WAR increased production will result 
in forced sales and unsettled price con- 
ditions and increased operating expenses can- 
not be reduced. A solution to the problem is 
to “know your competitor by his first name.” 


By EUGENE FOLEY 
Bayonne Steel Products Co 
Newark, N. J. 
President, National Association 
of Sheet Metal Distributors 
Vice-President N.W.H.A. 


fb tees to follow through upon the 
HROUGHOUT the’ constructive recommendations 
year, it has been most gratifying made during this morning’s 
to your officers and committee meeting. 


members to observe the support Our speakers today are well 
and cooperation shown by our informed about their respective 
constantly increasing member- subjects and I am sure you will 


ship—which, combined with the absorb helpful advice and coun- 
intensive work of our secretary, sel from their talks. Their sub- 
Tom Fernley, has contributed to jects include those that are most 
the success of our association. important to us for the conduct 
At this meeting, we are not of our business now and in the 
going to discuss priorities, limi- post-war period. 
tation orders or other WPB or There is, however, one other 
OPA subjects, as I am sure by subject I would like to speak 
this time, we all operate under about—and that is “Post-War 
these wartime rulings as regular Competition.” This subject seems 
routine. to be overlooked by most of us 
I may say, in passing, that and—frankly—this is going to 
many of the Washington officials be one of our most serious prob- 


whom I have met, have the high- lems. 

est praise for our association and We all know that the post-war 
its intelligent cooperation and increased production will mean 
help extended to their various forced sales and unsettled price 
divisions enabling the jobbers’ conditions. Our increased oper- 


dealers to better understand the ating expenses cannot be re- 
rather complicated programs 
which were necessary for the : 
successful prosecution of the At Tuesday Session 
war. National Association of 


I propose to appoint commit- Sheet Metal Distributors 





EUGENE FOLEY 


duced, therefore, it is imperative 
that we maintain a satisfactory 
price schedule. 

I believe the solution is to 
“know your competitor by his 
first name.” 

This has been a pet theory of 
mine for many years and I can 
assure you, it has paid dividends. 
To get to know your competitor 
well, you have to meet and talk 
to him. 

When the sales force reports 
cut prices and unethical prac- 
tices, a ’phone call in most cases, 
develops the fact that the report 
is erroneous and an unsettled 
condition is avoided if you know 
your competitor and have his 
confidence. 

The best medium to get well 
acquainted with your competitor 
is through our association meet- 
ings, especially, the small local 
chapters or trade associations. 
When this is not possible, it is a 
good idea to call up a few who 
operate in your territory and in- 

(Continued on page 203) 


“The success of any business is dependent 
upon confidence, honesty and friendly co- 
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operation with your fellow man” 
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SEE HOW TO USE YOUR PYREX WARE 
XMAS DISPLAY KIT TO BOOST SALES! 


Between Nov. 8th and Dec. 10th, full-color Pyrex ware gift 
*ads like the one at the right will appear in 30 magazines and 
108 Sunday newspapers. That means two or more messages for 
every family in your trading area! So, just reach into your 
‘Christmas Display Kit, take out the reprint of the national ad 
and put it on your Pyrex ware counter. That’s easy, isn’t it? 


Plan now to feature Pyrex ware in 
* your own Christmas gift advertising. 
You'll find free mats in your Christmas 
Display Kit for both 
ads shown at the left. 
(Toincrease your unit 
sales, set up an extra 
table displaying the 
featured items as a 
set.) 


Use the twelve small cut-outs 

* (average size, 5” x 6”) in your 
Christmas Kit to add color and at- 
tract people to your regular Pyrex 
ware counter and window display. 
Fit them right over the dishes. 


Don’t forget the pulling power of the ““Pyrex’’ name and trademark. It’s the 
best-known name in any Housewares Department! Corning Glass Works, 
Corning, N. Y. Your distributor’s Salesman has full details on Pyrex 


ware’s,Christmas Campaign—ask him. 
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The Outlook for Iron and 
Steel Products 


“6 HE British are the best informed as to 


world markets. 


It is reported that they 


are convinced that the world will be hungry for 
steel for at least ten years after the war.” 


By J. V. HONEYCUTT 


Assistant Vice-President 
Bethlehem Steel Co. 


At Tuesday Session 
National Association of 
Sheet Metal Distributors 


Th EREare definitely 


two phases to be considered in 
the “Outlook of Iron and Steel 
Products.” The first change 
from the present situation will 
undoubtedly take place shortly 
after the period arrives when it 
has been decided by the Chiefs 
of Staff of our military forces 
and the heads of WPB that 
enough equipment made from 
steel has been provided to defeat 
the Nazis. Shortly after we ar- 
rive at this point, I expect to see 
widespread cancellation of mili- 
tary orders. This would mean 
a considerable, though tem- 
porary, drop in the rate of steel 
production, unless other adjust- 
ments have been made which 
would permit sizable quantities 
of steel to flow into peacetime 
uses. 

As rapidly as reconversion can 
take place in steel-consuming 
industries, demand will again be 
strengthened, with consequent 
rise in the production rate, as- 


suming the Japanese War con- 
tinues. The second phase will 
come with the end of the Japa- 
nese War. When that will be, 
I am sure nobody knows and 
what may happen to the “Out- 
look for Steel Products,” I think 
is equally unknown. I shall take 
a leaf out of the book of our 
friends, the British, and be op- 
timistic about it. 


British Best Informed 


The British are the best in- 
formed as to world markets. It 
is reported that they are con- 
vinced that the world will be 
hungry for stéel for at least ten 
years after the war. 

If some expert crystal ball 
gazer could gaze into his ball and 
come up with the answers to 
many questions, such as the 
number of automobiles, freight 
cars, aircraft, ships, containers, 
agricultural implements, homes, 
bridges, buildings, refrigerators, 
washing machines, etc.. that 
would be built annually, also the 





J. V. HONEYCUTT 


amount of steel the distributors 
would require and the amount to 
be exported, I could then project 
my views upon this. subject 
which might not be too far out 
of line. 

We do know that, prewar, 
there were eight industry or con- 
suming fields of industries and 
trade, to which approximately 85 
per cent of all. steel products 
were shipped. I will name them: 
jobbers; automotive; construc- 
tion; steel converting and pro- 
cessing; railroads; container; 
pressing, forming and stamping, 
and export. 

From what we hear and read 
in the papers, there would seem 
to be no question but what the 
postwar demands of each of 
these consuming fields will be 
larger than ever before and, in 
respect to several of them, the 
quantities consumed may be 
startling. 

(Continued on page 232) 


“There is no question but what the capacity in the 

steel industry for producing merchant trade products 

is sufficient to take care of almost any demands that 

may be put upon it as soon as steel is permitted to 
flow without restrictions.” 
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OORS OF THE FUTURE... 


et. ie oe a | 
Ek ; o® eer Design and mechanism of 


2 Ne ig LCN Door Closers will set the 
standard for the future, as they have in the past 


NORTON LASIER COMPANY 
466 W. SUPERIOR STREET 
CHICAGO 


DOOR CLOSERS 





Copyright 1944, Norton Lasier Co. 








What Steps Can Be Taken to Reduce 
The Distributor’s Overhead? 


AL month we can 


pick up a business magazine and 
read an article which states that 
independent wholesale distribu- 
tors and jobbers are a thing of 
the past, that their functions are 
no longer necessary, and that 
their functions are too expensive. 
Much as we would like to pass 
these off as the remarks of ir- 
responsible crack-pots, we can- 
not do this as they represent the 
opinion of unbiased observers. 

Let us consider our post-war 
competitive picture. In post-war 
competition we have to face each 
other. Of course we’re all gentle- 
men and each would like to see 
the other get wealthy. Other 
competition is not so charitably 
inclined. 

We have the manufacturer 
who sells direct. 

We have the retail chain, in- 
cluding in addition to the old 
timers the rubber companies, and 
some other well-organized and 
well - entrenched organizations 
who are going into our business. 

We also have the wholesale 
grocery houses who do business 
on a different basis than we do. 
They pick out the volume items, 
sell them cheaply, and let us 
have the grief on what’s left. 

We also have cooperatives and 
farm bureaus who are Govern- 
ment subsidized and are excused 
from paying taxes. Probably 
everyone in this room would 
gladly trade his 1944 net profits 
for his tax bill. 


Of Paramount Importance 


Of course these factors effect 
some of us more than others, and 
different wholesalers are effected 
differently, but the necessity of 
reducing costs remains of para- 
mount importance. 

Let us review a few methods 
by which we may attack. this 
problem. 

Probably the first and most 
obvious method is the problem of 
standards and standardization. 
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By ROGER K. BECKER 


Ohio Valley Hardware & 
Roofing Company 
Evansville, Ind. 





ROGER K. BECKER 


Most recently the warm air heat- 
ing industry has given us an ex- 
ample of progress in this line. 
By standardizing register sizes 
and fittings any jobber may serve 
his trade adequately with less cost 
occasioned by dead items. Prog- 
ress has also been made on many 
other lines and items and our 
association has been active in 
this field. I know that it will 
continue to be, it is a necessary 
function of the association. Also, 
our association should and will 
cooperate with other units, in- 
cluding technical societies and 
manufacturers’ groups. 

The simplification occasioned 
in the asphalt roofing industry 
under Order L-228 should be 
made permanent. In the wire 
products industry we have seen 
the elimination of traditional 
hog and cattle barbed wire, and 
the adoption of the standard 5- 
in. barb spacing. This simplifi- 
cation should become permanent. 

Often little and seemingly un- 
important details add up to be 


At Tuesday Session, 
National Association of 
Sheet Metal Distributors 


important items of cost. One of 
the biggest things is the matter 
of standard packing of merchan- 
dise. Merchandise should be 
packed by the manufacturer in 
packages which can be handled 
by the wholesaler in his ware- 
house without change, without 
unpacking, and without repack- 
ing. Packages should be in deci- 
mal units of 10, 25, 50, 100, or 
1000 pieces and not in unnatu- 
ral combinations of dozens, 
gross, and similar unnatural 
amounts. Thus stove pipe packed 
25 joints per carton is packed 
correctly; but the packing of 
conductor pipe elbows, for in- 
stance, cannot possibly be de- 
fended on the basis of logic. It 
is confusing both to figure cost 
and to fill orders. 


Individual Efficiency 

A second major factor in re- 
ducing cost is the internal effi- 
ciency of individual units. In 
the last few years it has been 
my privilege to visit a number 
of wholesale distributors in our 
line of business. I am grateful 
for the courteous reception 
which I have received in every 
case. It is interesting to note 
that while a number of whole- 
salers have thoroughly studied 
the problem of efficiency in han- 
dling merchandise, efficiency in 
handling their office procedure, 
and general good management; 
it is appalling to note the num- 
ber who, like the laborers you 
hire today, simply don’t give the 


required two whoops. The laws > 


of economics will doubtless take 
care of those men. However, in 
the future we must expect to 
pay labor rates higher than any- 
thing we have known in the past 
and inefficiency is simply too ex- 
pensive to be tolerated. 

Of course, this problem is an 
individual one but it must be 
studied. From time to time I 
receive indirect comments on 
good work which has been done 

(Continued on page 234) 
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fn COAL HEATER 
» de- 
: 2 High quality materials and workmanship. ..amaz- 
cos ‘ oe 
ingly efficient performance brought about by exclu- 
sive, patented, construction principles...those factors 
have made WARM MORNING the outstanding 
Pie leader. We pledge that those high standards will 
effi- be maintained. They never have been rationed. 
Sinn They never will be rationed! 
en 
nber 
our Look Tuséde... See THE DIFFERENCE! 
efu 
tion ..- that’s what we’re telling millions in our Nation-wide 
very advertising campaign. There is only one genuine WARM 
“a MORNING with its exclusive, amazing, patented, interior 
or construction. It’s the heater that outsells all others! 
1an- 
, in e Semi-automatic, magazine feed e 
ire, Holds 100 Ibs. of coal ¢ Burns any kind 
nt; of coal, coke or briquets ¢ Heats all day 
um- and night without refueling, several 
you days in mild weather ¢ Start a fire but 
the once a year © Ample heating capacity 
ve for the average home, yet requires less 
— attention than most furnaces. 
_ in INTERIOR VIEW 
to 
ny- Keep Your Stocks Complete! WARM MORNING Heaters are pro- 
at Keep your WARM MORNING S147! and Can. Pat. No. 41088. Name 
= Heaters well displayed. Order from Reg. in U. S. and Can. Pat. Off. 
your distributor today. 
an 
be 
I LOCKE STOVE COMPANY 
on 114 West 11th Street Kansas City 6, Mo. 
ne (13-11) 
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The Common Sense of Economics 


E MUST consider, now, whether we are 

going to win both the war and the peace. 
Business and government are part of the blame 
for abuses in organized labor activities. It is up 
to us to decide whether we will have “tough 
times” after the war. Assumption we have 
reached the acme of production is admission 
we are licked in distribution. Have a post-war 
plan for yourself. Scrap the “good loser” idea. 
We need a strong nation—both military and 
economic. Our youngsters want a square fight- 
ing chance instead of just security. 


By DAVID A. WEIR 


Assistant Executive Manager, 
National Association of 
Credit Men, 

New York City, N. Y 


| talking about any 
economic subject today, natural- 
ly there is a possible stigma of 
political bias attached. It is im- 
possible to talk on any subject 
having to do with business or 
economics today without to some 
degree doing just that thing, and 
although seemingly unaware of 
it, that you are treading on 
someone’s toes, politically. I 
want to talk a little while on 
Economics—and don’t be fright- 
ened by that word. Economics 
is no longer a subject of an aca- 
demic nature, a matter glossed 
over very often by a great many 
high-sounding phrases, but is 
primarily a matter of common 
sense, dealing with human be- 
ings. 

The time is now near upon us 
when we must consider whether 
we are going to win the peace as 
well as the war. We have an 
easy philosophy at times in this 
country, a philosophy that eco- 
nomics is a spasmodic thing, and 
that economic thinking jumps 


around from period to period. It 
doesn’t. There is a continuity in 
economic processes. 

We look back 20 or 25 years 
before the war and find there 
were certain dangerous trends 
developing in this country. We 
sometimes assume today in our 
easy way of looking at things, 
that a war economy is something 
peculiar to itself, that it bears 
no relation to that which went 
before or to that which is to fol- 
low. That is an erroneous and 
easy. philosophy. 

Our war economic conditions 
and difficulties during the war 
period were bred in the sloth 
and lethargy of both business 
and government for 25 years, at 
least, preceding the war. We 
developed in this country—and I 
hope you will note I am includ- 
ing business, as well as govern- 
ment, in any condemnation I 
make. But 25 years prior to the 
war we gradually developed a 
theory of economic scarcity on 


At the Wednesday Morning 
Joint Session 
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which to build prosperity. Busi- 
ness and financial interests in 
this country virtually ruined val- 
ues, and considered price the im- 
portant thing rather than to give 
an honest return for an honest 
dollar paid. We sacrificed val- 
ues. In the ’30’s the government 
came along and began to sacri- 
fice commodities. The way was 
made difficult to get with new 
enterprise and ingenuity. 

We did it in the field of agri- 
culture. We ruthlessly sacrificed 
crops, food materials, etc., rec- 
ognizing in some way or other 
that the great economic machine 
had the best of us, because we 
did not know how to use what 
we had without disturbing the 
economic order, and took the 
easy way out so that we would 
not be injured by too much food 
when two billion people through- 
out the world did not have suffi- 
cient quantities to eat. 


We did it with labor. I blame 
business partially for some of the 
abuses that have crept into the 
organized labor movement. I 
blame business because some- 
times in the ’20’s, with some com- 
panies not all, but some of the 
rights of labor were sacrificed 


“There are no hopeless situations. There are 
only men who are hopeless about situations.” 
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NAVAL VESSELS IN ACTION 


Serge ae 


From a painting in color by Milton Menasco* 


OILER UNDER FIRE 


Courageously through an inferno of bombs, the United 
States fleet oiler Neosho had escaped the debacle of Pearl 
Harbor. Now, on May 7, 1942, the Neosho, escorted by the 
destroyer Sims, was steaming idly at a point of rendezvous 
in the South Pacific. 

Both vessels were on the alert. The day before, the 
Neosho, had refueled units of Admiral Frank Fletcher’s 
task force and a few hundred miles westward, the battle 
of the Coral Sea was in its final stages. 

Enemy planes had already been sighted and general 
quarters sounded. Then came the dive bombers heading 
staight for the Neosho. They peeled off like falling leaves 
and screamed downward, hurling five-hundred pound 
high-explosive eggs at the 
two ships. 

The Sims took a direct hit 





AMERICAN 















and went down almost immediately. The Neosho wasn’t 
fast on her feet. She could only fight back doggedly. She 
had three downed and four damaged dive bombers to her 
credit before the Japs left her a battered, burning hulk. 
But she was afloat three days later when an American de- 
stroyer took off the survivors and she had to be sunk by our 
own guns. 

No glorious victory this. We lost both vessels. But the 
epic of the Neosho lives as evidence that the fighting spirit 
of our Navy is not limited to combat ships. 

x * * 


All over the world, afloat and ashore, American ‘‘Superior’’ Pure Manila 
Rope is helping to move the supplies of war. Naval and military requirements 
have left no Manila Cordage for civilian trades. In its place “American” 
has developed a good, reliable substitute rope. It is made with all the care 
and experience that goes into ‘‘Superior’’. It will do the job until ‘‘Superior’’ 
is again available. Order it from your regular supplier. 


*FREE PICTURE SUITABLE FOR FRAMING-—A full-color reproduction 
of the above painting, with a chart and additional details about this en- 
gagement, may be had upon fequest. Write for your copy today. 


AMERICAN ROPE 


TWINE e 


OAKUM « PACKING 








AMERICAN MANUFACTURING COMPANY, Noble and West Sts., Brooklyn 22, N.Y. Western Factory: ST. LOUIS CORDAGE MILLS, St. Louis 4, Mo. 
Sales Offices: Baltimore, Boston, Chicago, Houston, New Orleans, Philadelphia 
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and labor was, in some cases, 
considered as just another com- 
modity. There was a slowness 
to recognize that a man is a hu- 
man being whether digging a 
ditch or sitting in an office as 
head of the firm. So I say, busi- 
ness’ attitude toward labor 
brought it on itself to a great 
extent. 


Restraining Business 


Business did another thing in 
the ’20’s—it went ahead on the 
idea we could restrain trade; 
carried on cartel organizations 
and did various things with the 
idea of keeping production from 
getting ahead of distributive 
processes. And, in that crisis, 
labor did perhaps the same thing 
and cut down on the amount of 
work a man was permitted to do. 

In some cases, again, business 
was partially at fault because I 
know of cases where the piece 
work plan was being carried out 
in business organizations, and as 
soon as a worker showed he was 
capable of earning more money, 
the piece work rate was cut to 
keep him down to the minimum 
wage level. 

I am going out of my way not 
to seem to condemn government 
for having given sanctions to the 
labor movement, but government 
put the cloak of righteousness 
and of legality over labor’s cut- 
ting down of productive enter- 
prises, and made it not only pos- 
sible, but almost mandatory for 
labor leaders to say a man can 
produce only so much, and we 
will prosper in cutting down pro- 
duction. 

So we came into the war with 
an economic scarcity idea, just 
as we were unready for Pearl 
Harbor in a military sense, so 
were we unready for Pearl Har- 
bor and what has followed in an 
economic sense, because our 
whole production idea had been 
blighted by the insidious doc- 
trine of economic scarcity. 

In the war effort it took time 
to get business organized. On 
the whole agriculture and labor 
and industry have done a mar- 
velous job, but even yet we know 
of cases in which a marvelous 
job is not being done. 

Sometime, we hope not too 
far in the future, we are coming 
into the peacetime era, to a time 
when we want an economic doc- 
trine for peace—and there is a 
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real danger that this same doc- 
trine will be re-dressed and re- 
conditioned for a peacetime era. 

We have a group in this coun- 
try that would like to see just 
that done. The thing I want to 
emphasize is, if you don’t want 
that to happen, it is up to you to 
decide. I don’t say that political- 
ly. There is no automatic change 
in an economic process; it is a 
continuous process, one thing 
flowing easily out of the other. 
It is only as men and women be- 
lieve in having change in an eco- 
nomic process, theories and doc- 
trine, that those changes are 
brought about. 


No Direct Profit From War 


The difficulty in predicting is 
that you get a lot of facts and 
you say “these are causes lead- 
ing to certain effects” and you 
find that the cause was the ef- 
fect or vice versa. So I am not 
attempting to predict but I say, 
there is no direct profit from 
war. 

Just a few figures, but if we 
look back to the cost of the war, 
where some may have had a de- 
lusion that there might be a di- 
rect gain through destruction, 
this is what might have been 
done with what the last World 
War cost us: 

We might have done these 
things constructively with what 
was spent for that war. We 


might have equipped with elec- 
tric lights the five and a half 
million homes in the United 
States that are without them. 
Equipped in addition the four 
million homes that are without 
them, with bathrooms — farm 
homes. Built another Panama 
Canal and three more bridges 
comparable to the Tri-Borough 
Bridge in New York City. We 
might have paid the total relief 
bill for five years. We might 
have endowed every educational 
institution in the United States 
with an endowment equal to its 
present endowment, and paid off 
all the farm mortgages in the 
United States. The sum total of 
all of those constructive things 
might have been done with what 
the last war cost this country in 
dollars and cents. We do not 
progress through destruction. 

So we have to look some other 
way if we are going to get sal- 
vage out of this war. A lot of 
people tell us we are in for tough 
times after the war. I don’t 
know—that is for you to decide, 
largely; you and other American 
citizens. All of the essentjals 
will be present for an era of 
great prosperity. 


New Ways 
I do know that during the war 
we have gained one thing; we 
have found a great many new 
ways of doing things. We have 
(Continued on page 235) 











Retiring Members 
of Executive Committees 


L. B. JACKSON 
Wickwire Bros. Inc. 


I. S. DILLINGHAM 
Bigelow & Dowse Co. 





R. R. WITT 
Builders Supply Co. 


Mr. Jackson retires from the A.H.M.A. Executive Committee. Messrs 
Dillingham and Witt retire from the N.W.H.A. Executive Committee. 
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An ALL-METAL Repair Plug 


for Tanks, Boilers, Water Heaters, etc. that 


Stops Leaks Permanently 


Never again need you sell makeshift boiler plugs 
that sometimes stop leaks temporarily. 









Leak Masters stop leaks permanently on all kinds 
of metal containers—thin walls or thick—on curved, 
flat, or irregular surfaces and corners, too. The 
lead alloy inside seal is unaffected by anything other 
metals withstand. That’s why Uncle Sam buys thou- 
sands for high octane gas tank repairs. 


Compare the Leak Master inside seal of everlast- 
ing lead with conventional rubber washer compressed 
against the outside of the wall! 


“ 
Leak Mater Old Style Boiler Plug 





The ductile lead alloy flows into 
irregularities both inside and out- 
side the wall forming a perfect 
fitting clamp that reinforces and 
strengthens the wall. 


Pressure is borne by the entire 
reinforced wall area. 


The compression fitted lead alloy 
seals the edges of the wall to 
prevent further weakening from 
rust and corrosive attack, 





containers under practically every 
condition of service —a_ repair 
that gives satisfaction to the user 
and makes real friends for you. 


Easy to install, Just insert the 
Leak Master in the hole. Grasp 
the shoulder with pliers and 
draw up tight with a screw driver. 
That’s all it takes to make a perma- 
nent leakproof seal with the Leak 
Master. 


Sold by leading 
jobbers everywhere. 


leak Master Attached to Silent Salesman 


Each Leak Master is attached to a tough, colorful price 
eard (illustrated approximately full size above), which 
shows how and why the Leak Master makes a permanent 
seal. Reverse side of card gives the simple installation 
instructions, 





The screw tears, distorts and 
weakens the wall. 


Spiraled thread ‘engages a very 
small part of the: wall on one 
side of the hole only. This inse- 
cure anchor must compress the 
washer against the wall and with- 
stand all pressure from within 
the container. 


Torn edges of the wall are fully 
exposed to rust and corrosion. 


A friend in need for home owners, 
farmers, janitors - maintenance men 


When you sell a Leak Master you are selling the best repair unit. 
ever developed—one that stops leaks permanently in all kinds of 





Teolyan METAL PRODUCTS 


2322 West 58th Street, Chicago 36, Illinois 


Producers of Mechanical Rivets, Multi-Seal Repair Plugs, Patch Bolts and Screw Machine Products. 
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Problems 
Of Reconversion Pricing 


Still Remain Unsolved 


OPA Administrator Bowles’ memorandum is 
primarily devoted to upholding contention 
that most prices could be held at 1942 levels. 
Lists the objectives to be gained by pricing 
policy on reconverted civilian products. 


Washington Bureau 
of Hardware Age 


* 


} problems of re- 


conversion pricing are still far 
from being solved. No definite 
formula for setting prices on new- 
ly produced goods has been ad- 
vanced that is acceptable to both 
OPA and industry. About all OPA 
has attempted to date has been to 
pressure industry into holding 
prices at some 1942 level, while 
admitting privately that it is pre- 
pared to countenance increases in 
some cases of 10 to 15 per cent. 


Dissatisfaction Expressed 


OPA Administrator Chester 
Bowles’ memorandum to more 
than 8,000 members of OPA in- 
dustry advisory committees was 
awaited by industry with the hope 
that some definite formula would 
be advanced. However, the memo- 
randum was devoted chiefly to an 
attempt to prove OPA’s contention 
that most prices could be held to 
1942 levels. While it cleared up 
some of the misinterpretations 
that have arisen and clearly 
stated the problem to be encoun- 
tered in pricing during the re- 
conversion period, OPA operating 
officials still say they have not 
received any workable program 
that can be presented to industry. 
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Mr. Bowles says the pricing pol- 
icy on reconverted civilian prod- 
ucts must accomplish the follow- 
ing: 

“1. It must encourage maxi- 
mum production. It must not 
stand in the way of the manufac- 
turer’s desire to produce to the 
limit of his capacity. This means 
prices which yield good profits for 
business, large or small, on the 
basis of high volume production. 

“2. Our pricing policy must be 
easy to apply. Decisions must be 
made rapidly. Manufacturers have 
a right to expect from us the 
quickest possible answers on re- 
quests for prices on new items. 

“3. Our pricing policies in the 
reconversion period must encour- 
age the continued payment of 
high wages. 

“4, Our pricing policies must 
continue to protect the public 
against general increases in the 
cost of living. Rents, food prices 
and clothing prices must be held 
at no higher than present levels. 
On consumer goods which have 
been out of production for some 
time, price increases must be 
given only when absolutely neces- 
sary and then held to the mini- 
mum amounts needed to encour- 
age volume production. 

“5. Our pricing policy must not 
contribute to any repetition of the 


farm collapse which followed the 
inflation in prices after World 
War I. 

“6. Our OPA pricing policy 
must call for the elimination of 
price control as rapidly as pos 
sible. This means that ceilings 
should be removed on each prod- 
uct or in each industry one after 
another, when there is no longer 
any danger of inflationary price 
rises in that particular field. 

“If we decontrol too quickly 
we will find ourselves in serious 
trouble with the possible need for 
reimposing controls at a later 
date. But if we hold controls in 
effect after they are no longer 
needed it will tend to discourage 
production and initiative on the 
part of industry.” 

Attempting to prove that con- 
trol of reconversion prices is a 
minor item in comparison to the 
job that has already been done 
the Bowles memorandum points 
out that the principal consumer 
items under price control now 
have an estimated 1943 retail 
value of $78,000,000,000, or 85 


- per cent of total consumer expen- 


ditures in 1943. 


Ceiling Prices in Effect 


Mr. Bowles says that ceiling 
prices on these items are already 
in effect and are working and that 
they present no new problem. 

According to the OPA Adminis- 
trator’s memo they will be con- 
tinued in substantially their pres- 
ent form. He says: “We shall 
continue to use the same pricing 
standards, standards which dur- 
ing the last few months have been 
carefully reviewed and approved 
by Congress. In other words, we 
will expect absorption of cost in- 
creases on less profitable items as 
well as on more profitable items, 
by industries which manufacture 
several lines and whose total prof- 
its are satisfactory. 

“We have been adjusting prices 
in cases of individual hardship 
ever since ceiling prices were es- 
tablished and we will, of course, 
continue to do so. 

“We will also continue to allow 
price increases to industries whose 
profits have fallen below the level 
of the 1936-39 period. But in 
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NVENIENT PACKAGING~— Each 
tional Lock Cabinet Hardware item is 
jividually and attractively packed with 
mplete application instructions and neces- 
y screws for mounting. Package designed 
protect finish and facilitate handling 


| ove you time, money and inconvenience 


OCTOBER 26, 1944 


© ted to sell 


j 
\ 3 
I And Worthy of Their Popularity 
\) ' and High Standing in the 
Cabinet Hardware Field 


ERE IS Cabinet Hardware with a heritage of development 
dating back more than thirty-five years—and a modernity 

that is as distinctive as today’s motor cars, planes and fountain 
pens. National Lock Company’s cabinet hardware has come a 
long way since we first made cabinet pulls, knobs, catches and 
hinges. High quality and beauty of finish have won it wide- 
spread popularity. The fine construction and distinctive designs 
of National Lock’s matched set hardware are recognized on 


sight. Its value is equally apparent — because National Lock 


Cabinet Hardware costs no more. o 


NATIONAL LOCK COMPANY 


Cabinet Hardware Division 


ROCKFORD, ILLINOIS 
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ROOFING 


EVERY ADVANTAGE 
OF STEEL 


Light, strong, rigid, easily handled. 


PLUS WEATHER- 
TESTED COMPOUND 


Resists extremes of weather, mois- 
ture, acid fumes, salt-air corro- 
sion, etc. 


Re = 


PLUS EXTERIOR 
MICA COAT 


Ornaments and adds protection. 
Attractive silver-gray finish needs 
no upkeep, no painting! 


All these advantages—and more—are 
yours to offer if you sell APS PLASTEEL 
Roofing and Siding. Avoilable for im- 
mediate shipments In standard corruga- 
tions for industrial as well as farm use. 


Write for further information. 
Stock up to meet the demand. 


PROTECTED STEEL 
PRODUCTS 


General Office and Plant 
WASHINGTON, PA 
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most of these consumer lines now 
in production, volume should in- 
crease as war restrictions are re- 
moved and as raw materials be- 
come more plentiful. 

“Overtime payments will prob- 
ably decrease and more efficient 
labor will become available. As 
a result of these factors, unit pro- 
duction costs should decrease. It 
is my belief, therefore, that with 
relatively few exceptions, firms 
which are now manufacturing 
consumer peacetime products will 
continue to prosper under present 
ceiling prices.” 

In the industries that will need 
new ceiling prices, largely in the 
metal using industries in the con- 
sumer durable goods fields, indus- 
tries which for the most part have 
been out of civilian production 
since 1942, OPA maintains that 
the problem is not as great as 
generally assumed. __ 

Fewer than a dozen types of 
goods make up over 85 per cent 
of the value of all items which 
may need a reconversion price. 
These are automobiles and parts, 
refrigerators, s e win g machines, 
washing machines, vacuum clean- 
ers and other electrical household 
appliances, radios, phonographs, 
pianos, heating and cooking equip- 
ment, clocks and watches. 

The hundreds of miscellaneous 
items in the durable goods field 
amount to only 15 per cent of the 
problem. Mr. Bowles says these, 
like the 85 per cent, may or may 
not need new prices. 

About a score of companies 
manufacture 80 per cent of all the 
items which will soon be coming 
back into production. The re- 
maining 20 per cent are produced 
by about 25,000 additional firms 
of varying sizes. 

In pushing his arguments for 
1942 prices Mr. Bowles with a 
paternal pat on the back tells in- 
dustry that these are the prices 
that were being charged when in- 
dustry converted to war produc- 
tion. 

Then comes what is probably 
the most important statement of 
policy in the entire eight-page 
memo: 

“This means that any manufac- 
turer who is planning to put new 
civilian goods on the market at 
1942 prices knows now that his 


ceiling price will not be lowered. 
As soon as production and man- 
power controls are released he can 
proceed at once. Reconversion 
pricing will not be one of his 
problems.” 

OPA plans to set ceiling prices 
in the major fields through indus- 
try-wide conferences in Washing- 
ton. At these meetings OPA will 
discuss the volume each industry 
plans to achieve; what they are 
going to pay for labor and mate- 
rials; the savings they expect to 
make through increased plant effi- 
ciency and lower sales costs. 

In regard to price ceilings for 
the 25,000 smaller manufacturers 
scattered throughout the country, 
OPA plans to authorize the 93 
OPA district offices to set the final 
ceiling prices for all reconverted 
products not on the key list of 12 
major items. 

Firms whose higher production 
costs make a price adjustment nec- 
essary will be able to present the 
facts to the nearest office and re- 
ceive a price based on a set of 
standards arrived at in Washing- 
ton. 

A complete plan, including pric- 
ing standards for the smaller man- 
ufacturers has been fully devel- 
oped. If necessary, OPA is pre- 
pared to announce full details « 
the pricing procedure that each 
manufacturer (with the exception 
of those making the major items 
listed above) will follow within 
48 hours after V-E Day. 

Mr. Bowles also said OPA is 
studying the possibility of com- 
pletely exempting from price con- 
trol certain manufacturers in the 
consumer durable goods field. 
This might be done in two ways: 
first, by exempting all manufac- 
turers doing less than a certain 
annual volume of business; sec- 
ond, by exempting manufacturers 
of minor parts or miscellaneou: 
products. 

The OPA chief concludes by 
saying that price controls will not 
be needed when supply and: de- 
mand come back into balance, 
and that as soon as there is no fur- 
ther danger of price increases in 
a particular commodity field there 
will be no reason for price ceil- 
ings in that field and they will be 
dropped. 


HARDWARE AGE 











vite 
surp 
stru 
toge 
A 


bers 


our 

port 
hav 
sup] 
whi 
dur 








owered, 
d man- 

he can 
version 


of his 


¥ prices 
. indus- 
ashing- 
»A will 
idustry 
ey are 
| mate- 
ect to 
nt effi- 


gs for 
‘turers 
untry, 
he 93 
> final 
verted 
of 12 


ction 
t nec- 
it the 
d re- 
et of 
hing- 


pric- 
nan- 
evel- 
pre- 
s ot 
each 
tion 
ems 
thin 


| is 
om- 
on- 
the 
eld. 
ys: 
‘ac- 
ain 
ec- 
ers 
yu: 














President Foley's Address 


(Continued from page 190) 


vite them to lunch. You will be 
surprised and pleased at the con- 
structive results of such a get- 
together. 

Another subject to which job- 
bers should give serious thought 
—is “loyalty.” That is, loyalty to 
our sources of supply and sup- 
port to the manufacturers who 
have been fair to us when their 
support was sorely needed and 
which helped keep us in business 
during these difficult times. They 


* 


* 


certainly have earned the right 
to our fullest consideration. 

You may now feel that I have 
just finished a sermon. I hope 
not, because I think we can all 
learn from the other fellows’ ex- 
periences. I’m sure you will 
agree with me that the success 
of any business is dependent 
upon confidence, honesty, and 
friendly cooperation with your 
fellow man. 


* 


Changes We Are Planning 
In the Lines We Will Carry 


A Discussion at the Sheet Metal Distributors’ Tuesday Session 


By BRUCE HAINES 


E. E. Souther Iron Co., 
St. Louis, Mo. 





BRUCE HAINES 


the first place I 
don’t think we will make many 
changes in the lines we are or 
have been carrying. We have 
been streamlining our stock and 
eliminating items when turn- 
over is small and where volume 
is small. The trade is now ac- 
customed to accepting what is 
available, 4nd by carefully 
watching this feature of our 
business, we hope we can bene- 
fit by this condition in our post- 
war business. 

We think we can reduce the 
number of sizes in sheets that 
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we have previously carried, as 
sales on many sizes do not jus- 
tify the space occupied in our 
warehouse. I believe we can go 
through our various lines and 
reduce the number of sizes and 
styles, enabling us to carry a 
larger stock on the better-mov- 
ing items and give better service 
to our trade in the future. 

To get the full benefit of that 
plan will require the cooperation 
of our manufacturers and mills, 
and also of our competitors. And 
there is where our Association 
comes in, and we believe they can 
make recommendations from 
time to time along these lines 
that will be beneficial. 





H. B. THOMPSON 


Conklin Tin Plate & Metal Co. 
Sheet Metal Distributors 
Executive Committee 








3 REASONS 


customers 


prefer STAR 


HBETTER STEEL: Carefully selected steel, 
processed by modern methods, and 
thoroughly tested for structural perfection. 


“Me CORRECT TEETH ALIGNMENT: Teeth on 

STAR hand hack saw blades are cut 
on automatic machines under expert super- 
vision. The “set” is correct, the cutting 
edge sharp. 


ie HEAT-TREATING: This process, completed 
in autommatic electric furnaces, gives 
STAR blades the durability, the hard cut- 
ting edge, and the versatility that good 
mechanics demand in hack saw blades. 


DON’T JUST SELL THEM... TELL THEM 


The pages of CLEMSON BROS., 
pocket - size handbook ‘Metal- 
Cutting’ were written for the 
man who USES hack saw blades. 
Here are practical suggestions on 
the selection, use and care of 
blades. Every one of your cus- 
tomers will appreciate having a 
copy — with your compliments. 
send for a supply...they’re FREE, 


CLEMSON BROS., inc. 


MIDDLETOWN, N. Y. 













Makers of Hand and Power Hock Saw 
Blodes. Fromes, Bond Saw Blades 


ond the Clemson D-17 lawn Machine 





War Bond Display Contest Offers 
Hardware Dealers Chance to Boost 
Bond Sales and Win Some Bonds 


— oe hardware 


dealers are urged by the United 
States Government to continue all 
efforts toward the sale of war bonds 
and to exert even greater pressure 
along those lines during the Sixth 
War Loan Drive—Nov. 20 to Dec. 
16, 1944. To further encourage such 
effort, the Sixth War Loan Display 
Contest will be conducted during 
the bond drive. Henry Disston & 
Sons, Inc., Philadelphia, Pa., is 
sponsor for the retail hardware 
trade display contest, offering for 
this purpose a total of $7,875 worth 
of war bonds (maturity value) as 
display awards. The Disston com- 
pany is also underwriting adminis- 
tration expenses for the hardware 
store section of the gigantic na- 
tional display contest. At least 10 
other types of retail trades are hav- 
ing similar contests sponsored by 
other concerns. 

For the hardware dealer, a total 
of 580 War Bond awards is being 
offered. The nationwide campaign 
for all retail dealers has as its goal 
the selling of a total of one and one- 
half billion dollars’ worth of bonds. 
The overall quota of the Sixth War 
Loan Drive is fourteen billion dol- 
lars, thus the retail merchants of 
America and their employees and 
associates have a very large portion 
of the quota to meet. Expressed in 
another fashion, the quota per retail 
store employee in this country is 
$300 worth of bonds. 

America’s Third Army is being 
mobilized. Membership is for the 
5,000,000 retail employees of Amer- 








Photo Entries 
For Sixth War Loan 


Although Henry Disston & Sons, 
Inc., Philadelphia, Pa., is sponsor of 
the Sixth War Loan Drive Display 
Contest for retail hardware dealers 
photographs of displays entered in 
the contest should be mailed to the 
6th War Loan Drive Display Contest 
Committee, c/o Display World, 


Cincinnati 1, Ohio. 
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Point of Contact 
Poster for retail 
store use, avail- 
able from local 
War Finance Com- 
mittee. Figure of 
Uncle Sam, charg- 
ing through the 
figure “6” is avail- 
able in cut and 
mat form, in 
three different 
sizes, for news- 
paper ads, from 
local newspapers 
and local War Fi- 
nance Committee. 
local War Finance 
Committee. 


x * 


ica—the estimated total of employ- 
ees in all retail trades in this coun- 
try. This means that the quota for 
the retail trades totals the huge sum 
of one and one-half billion dollars. 
The First Army is on the Fighting 
Front. The Second Army is on the 
Production Front. The Third Army 
—America’s retail employees—is on 
the Bond Sales Front. Membership 
in the Third Army is detailed else- 
where in these pages. 


Rules on the Contest 
For Hardware Stores 


1. Each entry will be judged only 
in relation to other entries in the 
retail hardware field. 

2. Each display, whether a win- 
dow display or a lobby display, 
must be devoted exclusively to War 
Bonds and the Sixth War. Bond 
Drive, and featuring a $100 War 
Bond. 





3. Each entry must be submitted 
in photograph form with identifica- 
tion on the back of the photgraph 
giving name of contestant to whom 
prize, if any, should be awarded, 
the name of the store or other place 
of display. Complete address of the 
store and dates when display was on 
view to public must be indicated 
and on the back of each photograph 
must be the title of the group in 
which it is to be judged—“Hard- 
ware Stores,” in the case of retail 
hardware contestants. 

4. All photographs become prop- 
erty of the Contest Committee for 
presentation to the United States 
Treasury for such use as it may 
desire. os 

5. Decision of the majority of the 
judges will, in all cases, be final. 

6. Contest dates are Nov. 20 to 
Dec. 16, 1944, which are also the 
dates of the Sixth War Loan Drive. 
All entries must be in the mails 
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COOKERS 


Tie in with this 


Neu, 6 tg, National 


ADVERTISING CAMPAIGN 





Millions of American homemakers will 
buy PRESTO COOKERS just as soon as 
they are available. 

Our current national advertising 
campaign features this theme—‘‘Mil- 
lions Want Them . . . Be Among the 
First to Get One.” It urges homemakers 
to place their orders for PRESTO COOK- 
ERS with their dealers now for earliest 
possible delivery. Tie-in with this cam- 
paign! Get your share of advance orders 
for PRESTO COOKERS from your cus- 
tomers. Order your PRESTO COOKER 
“Advance Order” ad kit. It’s FREE! 


NATIONAL PRESSURE 
COOKER COMPANY 
EAU CLAIRE *¢ WISCONSIN 

World’s Largest Manufacturers of 
Pressure Cookers 


FOR EXCELLENCE 
IN PRODUCTION 
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within 10 days after the closing date 
of the drive. 

7. Contestants shall submit pho- 
tos in 8 by 10 in. size of each dis- 
play used. Thus if more than one 
display is used, one photo of each 
may be submitted and “joined to- 
gether accordion fashion.” 

8. All photos shall be mailed to 
the Sixth War Bond Drive Display 
Contest Committee, c/o Display 
World, Cincinnati 1, Ohio, which 
will turn them over to the proper 
judges. 

9. Judge committees will ac- 
knowledge receipt of each entry. 

10. Each winner will receive with 
the proper award a letter giving the 
name of the sponsor, a copy of the 
latter also going to the sponsor. 

11. Displays will be judged—lst, 
for sales appeal; 2d, for attention 
appeal, and 3rd, for artistry and 
originality. 


Contest Awards 


All awards will be War Bonds 
issued in the name of the individual 
whose name appears on the back of 
winning photograph entries. There 
will be state, sectional and grand 
national awards. Section awards are 
for nine geographical regions, Wash- 
ington, D. C., for the purpose of the 
contest being considered as part of 
the State of Maryland. which is part 
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General use post- 
er for the Sixth 
War Loan Drive 
showing a soldier 
looking down on 
the Japanese Em- 
pire. Figure of 
bomb dropping 
on Japanese flag 
is also available 
in cut and mat 
form for news- 
paper ads. This 
poster, cuts and 
mats are avail- 
able from the 
same source as 
the other poster. 


* * 


of the South Atlantic States sec- 
tional grouping. Award arrange- 
ments make it possible for retail 
hardware store contestants to win 
as high as $1,075 worth of bonds 
(maturity value). Awards summa- 
rized below are exclusively for re- 
tail hardware stores competing 
against each other. 

First to fifth prizes, inclusive, for 
each state shall be $25 War Bonds, 
plus the right to compete section- 
ally. Sixth to 10th prizes shall be 
the right to compete sectionally. 
Sectional prizes for the hardware 
store group shall be $50 War 
Bonds, first to fifth awards, inclu- 
sive, plus the right to compete na- 
tionally. Sixth to 10th sectional 
awards shall be the right to compete 
nationally with other hardware store 
entries. Grand national prizes are: 
First, $1,000 War Bond; second, 
$500 War Bond; third, $250 worth 
of War Bonds; fourth, $150 worth 
of War Bonds; fifth, $100 War 
Bond, and sixth to 10th awards, in- 
clusive, $50 War Bonds. Each of 
the grand national winners will re- 
ceive in addition to a bond a Trea- 
sury citation. 

Each state will have a committee 
of five judges, selected for their 
ability, which will award the prizes, 
etc., in each of the retail store and 
other display groupings. Each geo- 


graphical section will have a like 
committee composed of one judge 
from each state committee and they 
will make similar awards by groups. 
The National Committee will be 
composed of nine members, one 
from each geographical section, to 
select the grand prize winners, also 
by groups. 

Management of the display cam- 
paign is under direction of the War 
Advertising Council, Inc., a non- 
profit organization, representing all 
phases of advertising, and created 
to enlist the power of advertising 
for victory. 


Material for Displays 


A general use poster which com- 
bines the seasonal and patriotic ap- 
peals will be mailed directly to re- 
tail dealers. Additional supplies 
may be obtained from local War 
Finance Committee. A total of .150,- 
000 enlargements of War Bonds 
approximately 28 in. long will be 
mailed to retail dealers for window 
display and store decorations. 

In addition, 24 sheet posters of 
billboard type for window or inte- 
rior display may be obtained from 
Retail Stores Section of War Fi- 
nance Division, U. S. Treasury, 15th 
and New York Ave., N. W., Wash- 
ington 25, D. C. Local war finance 
committees will have window stream- 
ers 9 by 22% in. for advertising. 


War Bond Advertising 


The United States Government 
has requested that retail dealers set 
aside 10 per cent of their publicity 
budget for bond promotion. War 
Bond advertising peak days sug- 
gested are Opening Day, Monday, 
Nov. 20; Thanksgiving Day, Thurs- 
day, Nov. 23 (Nov. 30 in a few 
states); Pearl Harbor Day, Thurs- 
day, Dec. 7, and Closing Day, Sat- 
urday, Dec. 16. Issuing agent ban- 
ners—double faced units made of 
cotton muslin with canvas headings 
and with brass grommets are offered 
in 8 by 12-ft. size price $26.50, de- 
livered. These may be ordered from 
Retailers’ War Campaign Commit- 
tee, 1627 K St., N. W., Washington 
6, D. C. From the same committee 
retail award banners may be ob- 
tained after the campaign by each 
store achieving an average sale of 
$300 per employee in War Bonds. 
These banners are offered in two 
sizes, 18 by 24 in., $1.25, and 39 by 
54 in., $4.75. A statement certifying 
such achievement must be sent by 
store owners eligible to and desir- 


(Continued on page 285) 
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ne its pins. And it is the privilege _al containers for bomb par- 
fow of Lindemann & Hoverson to achutes. Small shells for 
urs- produce tank track pins that anti-aircraft are among 
Sat- meet the exacting requirements L&H wartime products. 
an- of Uncle Sam. Air compressors are as- 
- Sheet metal workers of this sembled and mounted on 
add pioneer stove manufacturing or- U.S. Army trucks. And improved L&H postwar products. 
Ap ganization are also making steel from L&H looms comes In your plans for peace, keep L&H 
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In thus serv- 
ing Uncle 
Sam, a new 
precision is 
being achiev- 
ed that willbe 
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by A. J. Lindemann-& Hoverson Co. 


by MILWAUKEE «+ Since 1875 + WISCONSIN 


KEROGAS MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS ALCAZAR 


GAS RANGES...OIL STOVES...PORTABLE OVENS...OI1L HEATERS...WICKS 
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Annual banquet of the builders’ hardware associations at the LaSalle Hotel. Chicago, Ill. 


300 in Attendance at Convention 
Of Builders’ Hardware Associations 


M ORE than 300 build- 


ers’ hardware men met at the Palmer 
House, Chicago, Ill., October 4 to 6, 
1944 attending the annual conven- 
tions of the National Contract Hard- 
ware Association, for distributors 
and the Americal Society of Archi- 
tectural Hardware Consultants, for 
qualified builders’ hardware men as- 
sociated with both distributors and 
producers. John R. Schoemer is the 
executive secretary-treasurer of both 
organizations which held a joint 
dinner at the La Salle Hotel on 
October 5th at which about 400 
members and guests were present. 
Post-war planning for the build- 
ers’ hardware industry, with empha- 
sis on the need of a coordinated 
manufacturers - distributors program 
for training more men in the craft, 
dominated the discussions and think- 
ing of the convention. One entire 
session was devoted to inviting the 
many manufacturers present to tell 
of their post-war plans for simplifi- 
cation of patterns and finishes and 
to advise when shipments might be 
expected. Due to the uncertainty of 
the war’s ending, even in Europe, 
the answers provided little comfort 
and less information although it was 
quite marked that most spokesmen 
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inclined seriously toward a simplifi- 
cation program which would provide 
some economies without robbing the 
builders’ hardware market of its re- 
quired opportunity for expansion. 


Another session was devoted to or- 


ganization problems of both groups 


with special attention given to te- 
quirements and qualifications for 
joining the society. 

Retiring N.C.H.A. president Ralph 
F. Barber, Chandler & Barber Co., 
Boston, Mass., stressed the need for 
getting together that common prob- 





Officers of the National Contract Hardware Association. Left to right, front 
row: Robert L. Dohrmann. Palace Hardware Co., San Francisco, Cal., second 
vice-president: W. E. Peterson, Shapleigh Hardware Co., St. Louis, Mo., presi- 
dent: W. H. Haase, Richards & Conover Hardware Co., Kansas City. Mo.. first 
vice-president. Rear row: Ralph F. Barber, Chandler & Barber Co., Boston, 
Mass., retiring president; John Worner, Sr., John Worner & Son, New Orleans, 
La., past president; J. R. Raymer, Raymer Hardware Co., St. Paul, Minn., past 
president; Paul Easby-Smith, Builders’ segue Co., Washington, D. C., past 
president. 
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DISPLAY *1 SIZE OF CHIMNEY SWEEP.. 
SURE-FIRE FOR EXTRA PROFITS, FAST 
ee eh 


SURE-FIRE FOR EXTRA HEAT.. 


NOW is the time—your counters 
and window are the places—to dis- 
play and spotlight Chimney Sweep, 
America’s No. 1 Soot Destroyer. 
NOW is the time—with coal and 
fuel oil so critically scarce—to 
scoop up the dollars your cus- 
tomers must spend for Chimney 
Sweep to stretch their fuel and 
heat. Yes, display Chimney Sweep 
NOW—the $1 size. (For FREE, 
handsome display and point-of-sale 
material, drop a post card to your 
jobber, or direct to us, NOW.) 


Advertising Sells ‘em... 
You Serve ‘em! 


To “pack” the cash customers into 
your store, Chimney Sweep has 
already embarked on its biggest 
advertising campaign. Three times 
bigger than last year’s! Three 
times the power and “pull”! It’s 
in the Sunday newspapers! It’s 
on the air! It'll open eyes and 
pocketbooks. And when Chimney 
Sweep buyers come into your 
store, that’s where you come in— 


it's Smart to Display 
Chimney Sweep! 

Today, more than ever, is the time 
to display Chimney Sweep. Dis- 
play the $1 size where people will 
see and want it. “Spot” Chimney 
Sweep in your store, and in your 
advertising. You'll “pack in” cus- 
tomers, and stack up profits, volume 
and turnover that’ll smash records. 


ORDER THIS GREAT 
DEAL FROM YOUR 
JOBBER WOW / 






















sure-fire 
” for 









$18.96 
$11.38 
$7.58 




















































NO. SIZE PERCASE ‘SER case. YOUR PRICE RETAIL PRICE 
A } 48-oz. Standard 1 doz. $12.00 $7.20 $1.00 ea. 
A-1 12-oz. Trial 2 doz. 6.96 4.18 .29 ea. 
Cc 6 Ibs. Economy Vo doz. 11.34 6.80 1.89 ea. 














G. N. COUGHLAN CQO. 









Executive Committee, American Society of Architectural Hardware Con- 

sultants, Left to right, front row: Max T. Doland, H. H. Sullivan. Inc., Reches- 

ter, N. Y., first vice-president; Carl D. Himes. Carl D. Himes, Inc., Dayton, 

Ohio, president. Rear row: John H. Freeman, John H. Freeman, Detroit, 

Mich., retiring president; John R. Schoemer, New York, N. Y., executive secre- 

tary-treasurer: Herbert M. Pfeiffer, The W. Bingham Company, Cleveland. 
Ohio, second vice-president. 


ems might be met or at least thrash- 
ed, out, and added the following in 
part: 

“We all wonder sometimes why 
men work. I saw a quotation the 
other day as follows, ‘There may be 
other incentives to make men work, 
and risk their funds, but so far the 
human race has never discovered 
one more effective than the hope of 
profit.’” 

This led naturally to the subject 
of taxes, and he urged all to watch 
Congress carefully and to read the 
article of J. K. Lasser in HARDWARE 
Ace of September 14th on this sub- 
ject. 

Mr. Barber believes there is won- 
derful business in sight in the next 
few years, but not in 1945. He cited 
the fact that stocks of lumber on 
which building is so dependent, are 
so low that it will take several years 
before there is an adequate supply 
cut, dried and cured. 

In regard to hardware, he believes 
that we will start in where we left 
off, with staple items in not more 
than four finishes. In this way we 
can get going fast, and save money 
by not being overburdened with a lot 
of special goods. 

In regard to allowance, he urged 
all to make them high enough, so 
that if labor costs are allowed to 
rise, there will still be a profit, and 
if this is not the case they can always 
be revised downward. 

Newly elected N.C.H.A. president, 
W. E. Peterson, Shapleigh Hardware 
Co., St. Louis, Mo., responded, in 
part as follows: 

“In the year ahead, it will be my 
task to attempt to bring to our in- 
dustry, improvements in conditions 
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in two important fields. 1—our re- 
lations with our suppliers. 2—Our 
relations with each other. 

“In both, the preliminary work of 
our able secretary and coordinators 
has led to a better understanding, by 
the producers, of our problems. You 
have heard from the representatives 
of a number of the leading manu- 
facturers and from the tone of their 
remarks, together with such informa- 
tion that I have gathered, I am 
hopeful that post-war distribution 
will be conducted through the reg- 
ular channels of trade. 

“There is little likelihood of lower 
costs through cheaper labor or ma- 
terials and the lowering of taxes is 
in the distant future. Thus, there 
remains, for the producers, only one 
area (and this only as I view it) in 
which they can reduce costs. This 


is in the reducing of distribution ex- 
penses. Any action in this field can 
only result to our advantage. An ex- 
ample of this is the practice of sell- 
ing direct to unauthorized sources, 
which has been conducted at a loss 
and will undoubtedly be discon- 
tinued. There will be a further low- 
ering of distribution expenses by 
limiting the types of goods and fin- 
ishes available after the war. This 
will create better turnovers and 
therefore, greater profits. 

“The extensive inquiries being 
made by some of the producers 
should assist them and, in turn, en- 
able us to do a better selling job. 
We can view the future with opti- 
mism but we, as distributors must 
do our part and put our houses in 
order too. We must be ready and 
willing to contribute our share in the 
coming period of building activity. 
This must also be one of service to 
our communities and the ultimate 
result will be profit to our associates 
and ourselves. The future is in our 
hands. Are we prepared to meet it?” 

The society’s retiring president 
John H. Freeman, Detroit, Mich., 
told of the organizations growth, 
numerically, told of future plans for 
its expansion and service both to 
members and the industry generally. 

Mr. Freeman’s successor, Carl D. 
Himes, Dayton, Ohio, when accept- 
ing the presidency of the group said, 
in part: 

“I would like to talk about the 
place in the general scheme of things 
for the A.H.C. We know we are 
of vital importance to the construc- 
tion industry. Our parent organiza- 
tion is now 10 years old and at that 








Some of the members of the Boards of Governors of the NCHA and the 
ASAHC. Messrs Woods, Murray and Campbell are of the ASAHC, the others 
of the NCHA. Left to right, front row: T. N. Fink, Fink Bros., Tyrone, Pa.; 
S. H. Basnight, S. H. Basnight Hardware, Chapel Hill, N. C.; Neil S. Murray. 
Kendall Hardware-Mill Supply Co., Battle Creek, Mich.; L. J. Frohmiller, J. B. 
Schroder Co., Cincinnati, Ohio. Rear row: H. N. Campbell, Jr.. McKinney 
Mfg. Co., Pittsburgh, Pa.; L. S. Bakken, Wolff, Kubly & Hirsig Co., Madison, 
Wis.; J. Bryce Weaver, W. T. Weaver & Sons, Washington, D. C.; Homer 
Eichacker, Vonnegut Hardware Co., Indianapolis, Ind., and A. F. Woods, 
Wayne Hardware Co., Fort Wayne, Ind. 
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A WORD THAT HAS 
MEANING 


THE SAME 


IN ANY LANGUAGE 


If you resided in a foreign land, and needed a good 
paint, you wouldn’t be stopped by unfamiliarity 
with the native language. Just saying “Lucas” 
would be sufficient! For in 51 countries all over the 
globe, Lucas is synonymous with “good paint.” 


The world-wide reputation that Lucas Paint enjoys 
was not won overnight. Neither was it won by ordi- 
nary paint. When John Lucas first established his 
modest paint factory in Gibbsboro, N. J., way back 
in 1849, he was astute enough to realize that the 
degree of his success would be determined by the 
quality of the paint he produced. He determined to 
be satisfied with nothing less than the finest ingredi- 
ents obtainable, nothing less than the most careful, 


’ = 












painstaking effort in manufacture, nothing less than 
the fairest, most equitable dealings with his dealers. 
Those policies have been adhered to rigidly all 
through the years. And that those policies were 
sound, is proved by the steady growth of the Lucas 
business and reputation. It’s proved by the fact that 
in 51 different countries, the name LUCAS ona can 
of paint is accepted as a guarantee of highest quality. 





JOHN LUCAS & COMPANY, INC. orrices: ractonies, warenousts im Principat cities 
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time we were known as and called 
many things. Today we at least have 
a title. That in itself is an accom- 
plishment. 

“Let us all assume now that we 
are consultants—not the boss, just 
plain faithful employees. Those who 
are now owners were at one-time 
employees. So forget that you are 
the boss for a moment. It has been 
said—two things are certain—death 
and taxes. We can add a third as 
builders’ hardware consultants and 
that is we must work hard. 

“Let us assume, to bring out a 
point, that a married man with no 


dependents has a yearly income of 
$4000. Of this he is obliged to pass 
over approximately $580. In order 
to have a net income of $4000 his 
gross must be raised to about $4700. 
Now just how can this increase be 
brought about? 

“We all know the materials we 
furnish are priced much below their 
real value. For any industry to be 
healthy and prosper, there must be 
sufficient income from the distribu- 
tion of its products to pay all ex- 
penses and have something left for 
the proverbial rainy day. That is 
common knowedge and is easily 
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Yes, siree! We’re really campaigning for you! 

These ads in 30 national magazines help ex- 
Ee homefront battery shortages and show 
olks how very important batteries are to 
our fighting men everywhere. 


Vital cargoes must get through to our fighting men overseas! For 
emergency communication the Merchant Marine depends upon 
portable, battery-powered megaphones. We're short of batteries on 
the homefront because they power countless life-saving instru- 
ments on land and sea. Use available Burgess Batteries sparingly 
and always try to keep them cool and dry. 


The Wear Chest Helps Here and Overseas! 


BURGESS BATTERIES 


Write Burgess Battery Co., Dept. 1044, Freeport, Ill. 


BURGESS ADS ARE APPEARING IN: American Magazine, Pathfinder, 
Grit, Air Trails Pictorial, Boys’ Life, Country Gentleman, Progressive Farmer, Field and Stream, 
Sports Afield, Outdoor Life, Prairie Farmer, The Indiana Farmer's Guide, Kansas Farmer, 



























IN THE NATION’S SERVICE 










Missouri Ruralist, Wisconsin Agriculturist & Farmer, Wallaces’ Farmer & lowa Homestead, 
Popular Mechanics, Popular Science Monthly, Communications, Electrical Equipment, Electronics, 
Modern Industry, Factory Management and Maintenance, The Instrument Maker, Instruments, 
Hearing News, Radio Amateur’s Handbook, QST, Radio Craft, Radio News, and 1,629 weekly 
Mewspapers. Burgess Battery Company, Freeport, Illinois. 


















understood. How any manufacturer 
of builders’ hardware can design, 
make patterns, dies, castings, finish, 
assemble, pack, ship and invoice a 
type 8&8 by 211 by 330 by 320 at 
today’s prices is very difficult to 
understand. I'll admit I know of 
nothing of the cost of manufacturing 
builders’ hardware but I am con- 
fident that unless prices of our ma- 
terials are based on value to the job 
we are not going to pick up that 
extra $700. 

“The lock set referred to above 
should not under any circumstances 
be delivered to the job at less than 
$9.00—The value is there. We as 
consultants are much too conscien- 
tious to add such a margin to the 
present cost for we know St. Peter 
would slam the gates when we ap- 
proach. 

“We hear and read a lot abvut the 
many items being lost to our func- 
tion. This can be offset by adding 
those items to our line—-for instance 
we formerly sold a pair of butts, a 
friction catch and a knob for a 
medicine cabinet, a total of about 
65 cents. Let’s sell them a $20 med- 
icine cabinet and while listing this 
also add a set of accessories at a 
cost of $15. 

“To offset the loss in the sale of 
kitchen cabinet hardware of about 
$10 sell the entire kitchen cabinet 
for $250. While on this item include 
a kitchen ventilator at $30. This can 
be done—we and many others are 
doing it. These may not be builders 
hardware items but let’s take the 
stand that if it is equipped with 
hardware—it’s a hardware item be- 
cause it cannot be used without 
hardware and it belongs to us. The 
same is true of windows—Let’s don’t 
sit back and cry about these things 
—Let’s beat ’em to the draw. 

“We can all sell better hardware, 
solid bronze butts should be used for 
all exterior doors, screen and storm 
doors and swing sash—We all know 
that—it’s- nothing new but we’re 
afraid— afraid the ‘Ketchem and 
Fleesem’ competitor up the street 
will get the job. This applies not 
only to butts but every item that goes 
to make up a job. This is a selling 
job for us and we don’t have to be 
low every time.” 








Latest Newson 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 258 
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The two feature addresses of the 
convention were by T. J. Bourne of 
Sargent & Co., whose paper “Post- 
War Trade Relationship” was read 
by Brier Duff of the same company, 
and a talk on the architect’s point 
of view about builders’ hardware 
given by Henry J. B. Hoskins, Hola- 
bird & Root, well known architects 
of Chicago. Space does not permit 
an adequate summary of these un- 
usual messages with this report so 
they are being held for publication 
in the next issue. 

E. M. Grinnell, editor of Hard- 
ware World, told of the hugeness of 
the surplus government properties 
problem, the difficulty of obtaining 
accurate information on the subject 
and deplored the cross currents that 
might hamper the orderly distribu- 
tion of such goods through normal 
channels. 

Charles J. Heale, vice-president 
and editor of Harpware Ace, had 
previously expressed the opinion 
that the new plan for a three-man 
commission to handle surplus goods 
distribution would bring more poli- 
ticians and fewer business men into 
the picture which, he thought, would 
destroy most chances for orderly 
distribution. Mr. Heale also urged 
greater attention to training young 
men for the builders’ hardware busi- 
ness. He added that the society was 
making entrance too difficult, where- 
as he thought the rules should be 
simplified to enable more to qualify 
and to encourage more to attempt it. 

He said there were 125 laws ef- 
fecting surplus goods disposal and 
that estimates of its probable total 
value ran from $6,000,000,000 to 
$18,000,000,000, depending upon 
one’s source of information. 





How Much 
Is a Billion? 


SK yourself this simple ques- 
tion, “Am I a billion minutes 
old?” Then make a quick guess for 
the answer. A minute is such a 
short interval in time; think how 
little it seems when you have a train 
to catch. Many people would and 
do guess that they have lived a bil- 
lion minutes. 

When you stop and figure it out, 
however, 60 minutes to an hour, 24 
hours to a day and 365 days to a 
year, you'll find that to be a billion 
minutes old you would have to live 
1,903 years. 

This simple illustration may help 
to give you a better idea of how big 
a billion is. The term is used so 
frequently in present-day govern- 
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ment finance that it means little 
more to most people than just an- 
other expenditure. It takes 1,000 
millions of dollars to make a bil- 
lion dollars. The interest charges on 
a billion dollars at 2 per cent 
amount to 20 million dollars a year. 

Now then, if 50,000,000 employed 
people in the nation work eight 
hours a day, six days a week with 
two weeks’ vacation and only Christ- 
mas for a holiday, and each one of 
these 50,000,000 employees paid the 
government one dollar an hour or 
$2.400 a year, it would take two 





years to payoff. a government debt 
of, 240,billion dollars. This is ap... 
proximately what the federal gov-* 
ernmenf owes today, and the debt 
may reach 300 billion dollars before 
the-end of 1945. 

It is well then for every taxpayer 
to ufiderstand the meaning of a bil- 
lion dollars. We have raised many 
billions for the war effort and can 
raise many more. But we certainly 
do not want expenditures of billions 
of dollars piled up on top of the 
war effort for any government activ- 
ities which may be nonessential. 

















ASK ANY 


MID-STATES DEALER 


i a 2 @ If you want to know how Mid-States 








has served its accounts under directives 


\ and allotments, just ask any Mid-States 


) dealer. He will tell you that he has re- 


ceived his full allotment and in spite of 

8 most trying conditions, a high standard 
of service has been maintained. 

Mid-States has “‘One Policy for All,”’ 

and every Mid-States dealer knows that 


it works to his advantage in tough times 


just as well as in the good times. 


MID-STATES STEEL AND WIRE COMPANY 


Barbed Wire + Steel Posts + 
Blue Ribbon Bale Ties and other steel products for the farm 


Crawfordsville, Indiana 


Steel Braced Wood Gates 








- 





Wuen your customer tells you his 
troubles with marks that smear, rub 
off, wash off or blur, find out the 
hind of surface he's marking on and 
five him the “American’’ Marker de- 
signed for that surface. 


From glass to textiles—from lumber 
to steel, there is an “American” Old 
Faithful marker for every surface. 


ENGINEERS on American's staff 
have perfected crayons that give top 
performance—easy as a pencil to write 
with, resisting sun or water, heat or 
eold, and even careless rubbing. 


Send for Free Industrial Crayon Guide 
showing uses of Industrial Crayons. 


Dept. HA-2. 




















Winning Display of Household Helps 


Featured by Warner Hardware Co. 


= ‘ 
CWECK LIST IN OUR 
EEECTIION. PEPE. MAIN FLOOR 





One of the winners of the contest sponsored by Landers, Frary & Clark, New 
Britain, Conn., manufacturers of Universal household helps, was the Warner 
Hardware Co., Minneapolis, Minn. This contest. which was called the “U” 
Plan for “V” Day—Fifth War Loan Window Display Contest, featured photo- 
graphs of window displays with war bonds and their relationship to post-war 
purchases of appliances and housewares, as their subject. 








Christmas Campaign for Pyrex Ware, 1944 


YOUR PYREX WARE CHRISTMAS 


Shown above are 12 cut-outs included in the Corning Glass Works, Corning. 
New York, Christmas kit for Pyrex Ware dealers. Kit contains an advance 
print of the national advertisement and the dates when the ad will appear 
in local newspapers, so that the dealer display can tie in with the ad. Fea- 
tured on the newspaper mat is the “Big 4’’ set of Pyrex Ware, which includes 
a pie plate, utility dish, cake dish, and a double duty casserole, cover of 
which makes an extra pie plate. Kit also has a display card reproduction of 
the national ad in full color. 
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Three Postwar 
Tax Plans 


By HARLEY L. LUTZ 
Professor of Public Finance, 
Princeton University 





HREE noteworthy contributions 
have recently been made to 
twar tax plans. They are the 
win Cities Plan, the Ruml-Sonne 
mort for the National Planning 
siation, and Professor H. M. 
wes’ study for the Committee for 
nomic Development. 

All of these reports stress the de- 
bility of vigorous private enter- 
after the war. They are also 
seed on the necessity of a high 
tional income, although the rela- 
1 of income to employment may 
be correctly perceived in all 










Reverse Reasoning ~ 

The Twin Cities Plan postulates 
a national income of $120 bil- 
n at 1942 prices will be necesSary 
avoid substantial unemployment. 

his puts the cart before the horse. 
national income is the result, 
the cause, of employment—un- 

s people are to be “employed” 

rough government spending, which 
take no account of the value of 
services performed. 

The Ruml-Sonne Plan starts with 
assumption that there will be a 
th level of employment after the 
and concludes that such employ- 

estimated at 55,000,000 per- 
sat 40 hours a week, would re- 

t in $140 billion of income pay- 

mts at 1943 prices. 

Professor Groves submits no spe- 
assumptions but agrees that 

te is an acute need for high post- 

t levels of production, employ- 

mt and national income. 

All of these plans do not provide 
ient emphasis on the scope of 
federal budget as a necessary 
ing point in any discussion of 

trevision. The details of all pro- 
d tax revisions are secondary in 

portance to the big problems of 
war federal expenditures. 
















Budget Important 

The key to a happy and sensible 
I program is-moderation, but there 
not be moderate taxes without 
ieration in expenditures; and 

can be no moderation in ex- 
Mditures if the federal government 
lo be regarded as an unlimited 
tee of bounty. If the aids, grants, 
ises, and subsidies were elimi- 
td from the federal budget, there 
d be such moderation in taxes 
would make almost any postwar 
program acceptable and feasible. 
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PROFITABLE 
e2221n every store 


Better tools for better living. That is the creed which has inspired the design 
of Kellogg Quality Brushes from the beginning. Each is formed by skilled 
craftsmen to do a particular job of cleaning more efficiently and lots quicker. 
That is why they are rated number one on the “‘must’’‘list of women who 
are responsible for homekeeping in today’s tempo. 


And . . . because Kellogg Quality 
Brushes are essential in every house- 
hold, smart merchandisers keep 
them prominently displayed on their 
counters to take full advantage of 
store traffic. If you are not already 
featuring Kellogg Quality Brushes 
ask your wholesaler about the 14J 
Deal illustrated here . . . a small 
assortment of fast selling styles with 
a free permanent counter mer- 
chandiser. Remember, more stores 
sell Kellogg Quality Brushes than 
any other brand. 





a BRU; MFG. CO. WESTFIELD, MASSACHUSETTS 


KELLOGG QUALITY BRUSHES ARE SOLD ONLY THROUGH RETAIL STORES 
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The Dean’s Page 


l \ FEW days ago, 


Messrs. George H. Griffiths and 
Charles J. Heale of Harpware Ace 
gave the Dean a delightful little 
birthday luncheon at the Engineers’ 
Club in honor of his 80th birthday. 
Also as a guest was the Dean’s son, 
Edward Simmons Norvell, also a 
hardware man. 

Naturally at this luncheon there 
was a spirited discussion covering 
events in the past history of the 
hardware business, past leaders, 
down to the present day with all of 
its war and peace problems. 

Mr. Heale called attention to the 
fact that the National Wholesale 
Hardware Association would at its 
1944 Atlantic City Convention cele- 
brate its 50th anniversary (1894- 
1944). As the Dean was in close 
touch with the association for many 
of its earlier years, Mr. Heale said 
it was up to him to write an article 
covering some of the events and per- 
sonalities of those early years— 
events with which the younger gen- 
eration may not be familar. In fact 
he was ordered to do a hurry-up job 
as the time before the convention 
was very short. 

Mr. Heale also warned me to stick 
closely to my subject as space was 
valuable on account of the present 
paper shortage. 

This article therefore will only 
briefly touch upon events in some 
cases covering several years. 


Old Firms, New Heads 


Returning home, I looked up a 
list of members attending last year’s 
convention in New York. It was a 
sad task. As I turned the pages I 
found many well remembered firm 
names in various wholesale hard- 
ware houses, but the names of off- 
cers and managers were new. Al- 
most all the old-timers, the founders 
of many successful businesses, have 
passed away. The association is now 
guided by the sons and successors 
of the veterans—a striking fact was 
that there have been so few changes 
in the firm names of wholesale 
houses in the past 50 years. The 
businesses seem to have remained in 
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By SAUNDERS NORVELL 


SAUNDERS NORVELL 


the same families. This fact*speaks 
for the stabilty of the hardware 
business. At times prophets pre- 
dicted the passing of the “jobber,” 
but he is still here and I believe 
stronger than ever, and good for 
many years to come. 

I am sure the younger generation 
appreciate fully the firm foundation 
of integrity and service upon which 
their forebears builded and hope 
that at the convention they will 
stand in a moment of silence in 
affectionate and grateful recollection 
of those who fought the good fight 
and have gone to their reward. 

An analysis of the National 
Wholesale Hardware Association 
and its leadership leads to some in- 
teresting conclusions. 

The hardware merchant has al- 
ways been conservative. He has sel- 
dom bitten off more than he could 
chew. His credit record is excelled 
by no other line of business. He has 
been a man of detail—a hard worker 
in an exacting field. The hardware 
business has never attracted, as in 
some other lines, those who by de- 
vious unethical methods, and the 
adulteration of merchandise, make a 
quick profit at the expense of future 
demoralization... 

He has ba*PS& stay-at-home, a 
local man, not given to great changes 
or travel. It is curious how few lead- 





ers in hardware have become na- 
tional characters or called to high 
national office. He does not seem to 
have been a good political manipu- 
lator. Often in national affairs he 
even seems to neglect his own in- 
terests and to fall the victim of more 
energetic trade groups. There has 
never been a hardware lobby. 

Therefore, I attribute the con- 
tinued strength of the hardware 
business not so much to outstanding 
leadership, but to the “character” of 
the rank and file of hardware men. 

If you have not read the remark- 
able addfess of Victor Hugo on the 
battle of Waterloo, let me urge you 
to do so. It is the work of a genius. 
A Frenchman, he was analyzing the 
defeat of Frenchmen by the British. 
He made the remarkable statement 
that Waterloo was a battle of the 
first class won by a general of the 
second class! 

He gives all the credit for the 
defeat of Napoleon not to the Duke 
of Wellington, but to “What must be 
admired in the battle of Waterloo is 
England, the English firmness, the 
English resolution, the English 
blood, and where England was really 
superb is in herself; it is not her 
captain but her army.” 

Again before and after Dunkirk 
in those darkest hours of the present 
world war, this English character of 
courage and devotion on the part of 
the masses of the English people, 
asserted itself just as at the critical 
and bloody battle of Waterloo. 

Winston Churchill as a leader 
would have been helpless without 
such a people back of him. 


Solidity of Character 


And when I review 50 years of 
hardware I feel like Victor Hugo 
did. The success and stability of the 
hardware trade is not to the credit 
of an occasional outstanding leader, 
but to the solidity of the character 
of the common men in the trade. | 
also believe that this condition leads 
to greater strength in the business. 
Great leaders can just as often lead 
in the wrong direction as in the 


HARDWARE AGE 














right. 
what is 
pod ju 
in the a 
The | 
ware As 
ground | 
line, has 
of troub! 
among t! 
since I | 
the inte! 
tailer scl 
waat m¢ 
gressive 
have bee 
The m 
Age (lat 
National 
ciation 
ware A: 
national] 
the coun’ 


When 
ciation Ww 
old and 
salesman 
Company 
manager 

I very 
as to whe 
asociatic 
against it 
up one of 
negses in 
need any 
should w 
vention o: 
the plans 
cess. Lax 
gain. An 
to teach 
crease tl 
tempt th 
regulate 1 

Then i 
dent of N 
Co. Havi 
idea, we | 
associatio: 

Then < 
placed a 
on my de 
complaint 
ptices iss 
ixes, stee! 
tifles, etc. 
wer to ou 
tad a tab! 
cost and s 
the mail ¢ 
lwas sho 
The catal: 
of our le 
was evider 
were using 


OCTOBI 





ome na- 
to high 
seem to 
manipu- 
fairs he 
own in- 
of more 
1ere has 
2 

he con- 
ardware 
standing 
icter’”’ of 
ire men. 
remark- 
» on the 
rge you 
. genius. 
zing the 
British. 
atement 
of the 
| of the 


for the 
e Duke 
must be 
erloo is 
ess, the 
English 
is really 
not her 


Junkirk 
present 
acter of 
part of 
people, 
critical 
. 
leader 
without 


r 


ars of 
Hugo 
of the 
credit 
leader, 
aracter 
ade. | 
. leads 
siness. 
n lead 
in the 


AGE 


right. After all, in a democracy 
what is more needed is coolness, 
good judgment and common sense 
in the average man. ° 

The National Wholesale Hard- 
ware Association with such a back- 
gound as I have attempted to out- 
line, has managed to keep itself out 
of trouble with the Government and 
among themselves, but years ago and 
since I have felt that in defense of 
the interests of the wholesaler, re- 
tailer scheme of distribution a some- 
waat more direct, definite and ag- 
gressive continuous program would 
have been beneficial. 

The mail order houses, The Iron 
Age (later Harpware AGE) and the 
National Wholesale Hardware Asso- 
dation (then the National Hard- 
ware Association) introduced me 
nationally to the hardware men of 
the country. This is the story. 









Here’s the Story 


When in 1894 the National Asso- 
ciation was organized, I was 30 years 
old and had traveled 10 years as a 
salesman for Simmons Hardware 
Company. At this time I was sales 
manager for Simmons. 

I very well remember a discussion 
sto whether we would join the new 
wsociation. E. C. Simmons was 
gainst it. He said—We have built 
up one of the largest hardware busi- 
negses in the country—we do not 
ned any association to help us. Why 
thould we send speakers to a con- 
vention of little jobbers to give away 
the plans that have lead to our suc- 
tess. Large jobbers have nothing to 
gain. An association will only serve 
to teach little jobbers how to in- 
trease their sales. They will at- 
tempt through the association to 
regulate us.” 


Then in 1901 I was elected presi- 
dent of Norvell-Shapleigh Hardware 
Co. Having accepted Mr. Simmons’ 
idea, we sent our resignation to the 
association. 

Then one day chance or fate 
placed a mail order house catalog 
m my desk. We had been having 
complaints from our customers on 
prices issued by these houses on 
ixes, stee] traps, ammunition, guns, 
rifles, etc., etc. I turned this catalog 
wer to our pricing and cost men and 
tad a table worked out showing our 
cost and selling price and alongside 











the mail order selling price. To say 
(was shocked puts the case mildly. 
The catalog was full of the brands 
our leading manufacturers. It 
was evident that mail order houses 
were using these well known brands 
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JUSTRITE Safpe% Laniternea 











The lightest line between 
SALESMAN AND PROFITS / 





| ey salesmen are discover- 
ing new profit possibilities with the 
Justrite line of Safety Lanterns be- 
cause they are designed specifically 
for, or can be easily adapted to nearly 
every industry. In fact, wherever 
there is a need for brilliant, depend- 
able light . . . Justrite fills that need 
perfectly. 

Study these lanterns . . . see how 
well they fit industries you serve; and 
then, you too will discover new 
profit possibilities with Justrite. 


for RAILROADS, OIL FIELDS, TRUCKS, 
INDUSTRIAL PLANTS, SHIPYARDS, MINES 


ALL-PURPOSE SAFETY 
LANTERN No. 44-S 
This Justrite Lantern is 
“double-approved” for 
safety ... Underwriters’ 
Laboratories, Inc., and 
U. S. Bureau of Mines. 


Has “kick-out” bulb 
sockets . . . twin-bulb 
feature . . . fixed and 


movable guard. 


RAILROAD LANTERN No. 40 


634 candlepower of bril- 
liant light .. . fixed guard 
... twin-bulb feature . . 
“kick-out” sockets .. . light 
to sides from same bulb at 
same time. 





INSPECTOR’S 
LANTERN No. 46-S 
Approved by U. S. 
Bureau of Mines. 7- 

inch reflector . 
movable steel sta..d 
... fixed spade grip 
handle . . . twin-bulb and “kick-out” 
bulb socket features. 





JUSTRITE FLASHLIGHT 
No. 17-S ie. 
Approved by Under- 
writers’ Laboratories, 
Inc., and U. S. Bureau 
of Mines. Fits in palm 
of hand . . . delivers 
1500 candlepower 
beam ... “kick-out” 
bulb socket . . . flasher 
type switch button... 
and strong plastic case. 





Write today for complete information on the entire line of Justrite Lanterns. 


JUSTRITE MANUFACTURING COMPANY 2063 N. Southport Ave., Dept. A-3, Chicago 14, III. 


SAFETY CANS 


FILLING CANS 
APPROVED SAFETY ELECTRIC LANTERNS 


OILY WASTE CANS 















DONT SAY 


“PRE-WAR” 


ON 
GLASS CUTTERS! 








Stock only the new BARRETT 
Glass Cutters with patented 
wheel guard and oiler as 
shown. No more complaints 
nicked 


due to rusted or 


wheels. 


WM. L. BARRETT CO. 


BRISTOL, CONN. 


Est. 1893 
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as “loss-leaders” to attract consumer 
orders. Buying at the same price as 
wholesalers with no traveling sales- 
men costs they could make a double 
profit—the wholesaler’s profit and 
the retailer’s profit. 

In a word, 90 per cent of manu- 
facturers’ brands were distributed 
by jobbers and. retailers while 10 
per cent (the mail order houses) 
were marking prices that the re- 
tailer could not possibly meet and 
stay in business. It struck me as 
unjust and unfair and very danger- 
ous to the future. 

At the time I was writing a weekly 
letter for The Iron Age. R. R. 
Williams was the editor of the Hard- 
ware Section. I wrote a long letter 
to him, sending my table of prices. 
He promptly wired me asking per- 
mission to publish my letter in full 
with editorial comment. The result 
was stupendous. The Iron Age and 
I received hundreds of letters mainly 
from hardware retailers approving 
our stand. I worked night and day 
answering these letters. 


The Committee 


The Iron Age on May 19, 1904, 
came out with their celebrated 
“Band Wagon” cartoon. (See the 
illustration. ) 

Then one fine day T. James Fern- 
ley came to St. Louis. He was 
secretary-treasurer of the National 
Hardware Association. He and the 


association were with us. Why not 
recall our resignation and use the 
association in fighting this mail 
order house competition? Our beard 
of directors met and voted to recall 
our resignation. 

Then after much traveling, cor. 
respondence and many meetings 
emerged the Wholesale and Retail 
Joint Catalog House Committee. 

This committee consisted of 

National Wholesale Hardware 
Association 

Saunders Norvell, chairman, St, 
Louis 

Samuel A. Bigelow, Boston 

R. A. Kirk, St. Paul 

T. James Fernley, Philadelphia 

W. T. Wright, Omaha 

* * — 


Southern Jobbers Association 

R. M. Dudley, Nashville, Tenn. 

C. B. Carter, Knoxville, Tenn. 

* * * 

National Retail Hardware Asso- 
ciation 

W. P. Bogardus, Mt. Vernon, 
Ohio 

Frank Ireland, Belding, Mich. 

E. M. Bush, Evansville, Ind. 

S. R. Miles, Mason City, Iowa 

M. L. Covey, Argos, Ind. 


* * * 

At the end of three years—1904, 
1905, 1906—six hundred manufac- 
turers had withdrawn their lines 

. from mail order houses. 
Many other manufacturers with- 
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The Hardware Trade and the Catalogue House. Repro- 
duced from “The Iron Age” of May 19, 1904- 


(From the Hardware Section of The Iron Age 
which later became Hardware Age.) 
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drew their own brands and only 
made special brands for mail order 
houses. 

After three years of hard work on 
the part of the committee, the ap- 
pearance of the mail order house 
catalogs in their hardware depart- 
ments completely changed. Only 
a few manufacturers’ brands re- 
mained. 

One interesting incident was at 
the Washington convention of the 
National Hardware Association. 
Copies of catalog pages were thrown 
on a “magic lantern” screen for the 
information of a crowded session. 

The detailed story of the catalog 
house committee is told—with many 
illustrations in my book “Forty 
Years of Hardware”—published in 
1924 by Harpware AGE. 

With sadness, let me add that I 
am the only living survivor of the 
twelve men who served so faithfully 
on this committee after three years 
of hard work and constant traveling 
from one end of the country to the 
other. I resigned the chairmanship 
of the committee and was succeeded 


by E. M. Bush. 


Should Act in Accord 


I have always felt that wholesalers 
and retailers should act in organ- 
ized aceord for their common in- 
terest because their interests are the 
same and I was sorry when the joint 
committee ceased to function. 

The question was put to a well 
known Philadelphia lawyer, whether 
our actions ‘were illegal and in a 
long opinion dated October 26, 1906, 
he closed—“My advice at the pres- 
ent time is to publish nothing but the 
dryest possible report of unquestion- 
ably innocent matter.” 

This brings up the whole question 
of the Sherman Law and the Clayton 
Act. Recently in reading “A Yankee 
From Olympus” I was interested to 
note that Associate Chief Justice 
Oliver Wendell Holmes was far 
from satisfied with these laws. I 
predict they will be amended. 

In my opinion, after quite a good 
deal of experience with these laws, 
we can learn a good deal from our 
English friends. While I believe the 
Government should control monopo- 
lies, I certainly think present meth- 
ods are far from being fair and just 
or to the general welfare of the 
nation’s business. 

In April, 1902, the National Whole- 
sale Hardware Association member- 
ship was thrown into a dither by the 
report that about 100 wholesalers un- 
der the leadership of E. C. Simmons 
of St. Louis and John Bindley had 
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Customers Find 


every AMERICAN 
SCREW and BOLT 


OK for head, thread and point 
that’s why they specify: 


“NO SUBSTITUTES” 


3-way inspection of every 
American Screw and Bolt 
makes sure that every 
customer gets full usable 
value in every lot pack- 
aged under the American 
label. And customers 
know how much time 
and material they save in production, thanks to 
the special protection of American inspection. 
That's why more and more of them are adopting 
the practice of marking every screw order: 
‘‘American Screw Company brand — don't sub- 
stitute."’ And that makes American the brand 
that pays off most consistently to you, in steady 
repeat orders and fair profits. 


AMERICAN SCREW CO. 


PROVIDENCE 1, RHODE ISLAND 


Chicago 11: 589 E. Illinois Street 
Detroit 2: $02 Stephenson Building 
























i: : 


Dealers put their OK on 
this American - designed 
package that keeps stove 
bolts and nuts in separate 
compartments, for easier 
counting. And customers 
OK this new package, too, 
because it saves them the 
bother of turning off nuts 
before using the bolts. 

Are you getting the benefit 
of this AMERICAN MER- 
CHANDISING ADVAN- 
TAGE? 


AMERICAN’S Partitioned STOVE BOLT 
PACKAGE easier to handle and sell 
































..-and DEALERS Find 





-Put the Screws 
on the Enemy... 
BUY MORE BONDS! 
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Profit from 
the Complete 


CLOVER 





Announcing CLOVER-Dirats Grind- 
ing Wheels « rounding out CLOVER’S 
well-known line of grinding com- 
pounds and coated abrasives. 


To round out its line, Clover now an- 
nounces the addition of general pur- 
pose and hardware grinding wheels. 
Possessing the quality and accuracy 
usually found only in industrial wheels, 
these new products have a synthetic 
colloid bond of scientifically-controlled 
secret composition that assures remark- 
able mechanical strength and longer 
wheel life. 

When writing, ask about colorful 
counter display now obtainable. 


CLOVER MFG. CO. 


Norwalk, Connecticut 


CLOVER 


Ae dite. 


OATED ABRASIVES LAPPING 
AND GRINDING COMPOUND 
ee ec oe 2 





QUALITY ABRASIVES AND PERFORMANCE 


SINCE 1903 








formed a merger with a capital of 
$120,000,000. 

After‘a lot of publicity and trade 
excitement, the plan died a more or 
less national death. I have always 
believed a well managed chain of 
wholesale hardware houses would be 
successful. 

I was working on such an idea 
when we sold McKesson and Rob- 
bins. At this time the new or cur- 
rent owners went ahead with the 
plans (ours) when they ran into the 
depression. 


R. R. Williams 


In reviewing the past, many good 
friends come to my mind, but of all 
of them one man stands out as hav- 
ing deeply influenced me and that is 
the saintly R. R. Williams, hardware 
editor of The Iron Age and later 
Harpware Ace. He was a man of 
deep learning, profound piety, but 
still with a keen sense of humor. In 
my young, bumptious days he was 
not only a check but a constant 
source of encouragement and inspi- 
ration. We corresponded for years. 
He with his editorials did a great 
work for the Hardware trade and the 
National Wholesale Hardware Asso- 
ciation. 

I was wrong in my first idea of 
the value of a wholesale hardware 
association, referred to in the open- 
ing paragraphs of this article. I feel 
it was lucky for me that Mr. Fernley 
had Norvell-Shapleigh rejoin. In the 
friends and associations I made with 
wholesalers, manufacturers and re- 
tailers—with their warm memories 
still with me—I feel if nothing else 
was accomplished these friendships 
would make membership in the asso- 
ciation worth while. Fifty years have 
not only made many changes in 
methods but also in the thinking and 
ethics of business. 

In those early years we had plenty 
of rugged individualism and free- 
dom of action. Competition was 
fierce and often unscrupulous. Prices 
were very low but so also were taxes 
and wages. Hiring and firing was 
the order of the day. Social justice 
or security was not in the vocabulary 
of the time. 

Great mergers and consolidations 
were taking place. The steel corpo- 
ration was formed. The era of trade 
associations was just opening. Then 
came the Northern Securities Case 
before the Supreme Court. Presi- 
dent Theodore Roosevelt was wield- 
ing the “big stick.” He was hunting 
“malefactors of great wealth.” 

In this new era what has the Na- 


_tional Hardware Association done to 
“protect and advance the interests of 


wholesalers and retailers of hard- 
ware? Frankly I do not know, ex- 
cept for the accounts of the annual 
conventions in the trade press. 

Now a new menace, probably 
more serious than the mail order 
houses, faces the hardware business. 
I refer to the Cooperative movement, 
to which Mr. Heale, editor of Harp- 
WARE ACE, has commented recently 
in a strong editorial. (See H. A., 
Aug. 17, page 69.) 

This is group action. While hard- 
ware dealers are heavily taxed on 
their “profits” cooperatives are not 
taxed a cent on their “margins.” 
Such a situation is more unjust to 
the hardware men than the old cata- 
log house set-up that so aroused the 
trade years ago. 

What is being done about taxa- 
tion? The trade is deeply interested 
in reduced taxes and more simple 
tax forms. 

What are the National Wholesale 
Hardware Association and other 
hardware associations doing about 
these important problems to every 
wholesaler and retailer? 

Are they being still guided by the 
Philadelphia lawyer’s advice of 1906 
—“to publish nothing but the dryest 
possible report of unquestionably 
innocent matter.” 

When an intelligent hardware 
dealer reads in the daily papers and 
in the trade press the discussions 
and reports of The Steel Institute, 
The National Manufacturers Asso- 
ciation, The Chamber of Commerce 
of the United States, etc., he won- 
ders naturally just what the Na- 
tional Wholesale Hardware Associa- 
tion is doing for the hardware trade. 

Anyhow, congratulations on your 
Fiftieth Birthday. But in these striv- 
ing times we can’t afford to grow old. 


Tax Collections 


OTAL tax collections in the 

United States, including federal, 
state and local taxes, amounted to a 
little more than 2 billion dollars in 
1913; by 1923 the total had passed 7 
billion dollars, had reach 32 billion 
dollars by 1943, and in 1944 total 
tax collections will amount to ap- 
proximately 50 billion dollars. 


Federal Expenses 


XPENSES of the federal gov- 

ernment in 1943 amounted to 
more than 78 billion dollars; most 
of this was for national defense 
which cost 72 billions. Other major 
items in the budget included a bil- 
lion dollars for aid to agriculture 
and almost 2 billions for interest on 
the public debt. 
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HENRY HOEYNCKE 


Shapleigh Hardware Co. 
Retiring Sheet Metal 
Executive Committee 


Charles L. Wheeler's 
Address 


(Continued from page 180) 


are doing it in our own organ- 
ization. For many years, and 
we are not at all proud of it, 
we charged off enormous sums 
to bad debt losses. For what? 
Simply to keep some incompe- 
tent merchants afloat and, after 
all, they sunk and went out of 
business anyway. We lost them, 
we lost a lot of money and what 
good did it do anyone? 


So we have transferred a sub- 
stantial sum of our bad debt re- 
serve, which we do not need now 
—no one does—to what we term 
advertising and promotional 
fund, and we set up one-half of 
one per cent every month of our 
total net sales that goes into this 
fund as a reserve. And on 
$1,000,000 that means $5,000 





GEORGE A. FERNLEY 
Secretary-Treasurer N.W.H.A. 
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The Half-Trac built by the White Motor Company is taking more punish- 
ment than any truck ever built. 


Constructing battle wagons for the severe service of combat requires 
Threaded Fasteners that are tough enough to “face the music” coming 
from the enemy's field guns. That means resistance to firing vibration and 
explosion shocks. 


If there is anything tougher than TRIPLEX in Threaded Fasteners, we would 
like to hear about it. 


TRIPLEX SCREW COMPANY 


5317 GRANT AVENUE e CLEVELAND 5, OHIO 
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PRESTIGE AND SALES 
BUILDERS 


Your share of the money spent in 
your community for hardware items 
of every description will depend on 
the quality and reliability of the 
products you sell. 


Vaughan tools for over seventy-five 
years have just that reputation—the 
ability to stay sold—to do a good 
job—and bring repeat business for 
many other hardware items to your 
store. 


Vaughan Fine Tools of consistent 
quality cost no more than ordinary 
tools, yet help give your business 
added prestige and increased sales. 


Attractive display assortment of 
Vaughan Quality Hand Tools for use 
in your store windows and counters. 
Each unit consists of 30 assorted 
tools that sell on sight—a real sales 
builder with eye. appeal. 





goes into the fund, and it is 
amazing what you can do with 
$5,000, and the more millions 
you have, the more $5,000 you 
have, of course. 

What is the result? We are 
doing for the successful mer- 
chant what he needs done for 
him, so that he will be more suc- 
cessful, and we are spreading it 
over our good accounts instead 
of wasting it on our bad ac- 
counts. If there is anything in 
that, you are welcome to it. But 
that is the way we are doing it. 

With that fund we develop our 
program, pay for it out of this 
fund so that the material we 
furnish to the dealer is furnished 
at a very much lower cost than 
if we ask the dealer to pay for 
the whole batch, and we have 
found that the dealer is per- 
fectly willing to pay for those 
things which he cannot do for 
himself. 


Here is a note that I would 
like to call to your attention as 
a warning. If the wholesaler 
does not do that job for the re- 
tailer, the retailer is going to 
find some other source to do it 
for him, either through coop- 
eratives or through some plan of 
grouping his purchases and his 
buying power with others. But 
it is a “natural” for the whole- 
saler. 

As I said before, the retailer 
is a rugged individualist; he 
wants to be and he wants to be 
kept independent; he is not in- 
terested in the least in what the 
government proposes to furnish 
for him. True, there are new 
men going into the business; men 
coming out of the service. That 
is all right, but the folks I am 
talking of, already in business, 
want to be left alone to run their 
businesses the way they like to 
run them. 








OFFICERS 
of the 


NATIONAL WHOLESALE 
HARDWARE ASSOCIATION 


Elected at Atlantic City, N. J., Oct. 19, 1944 


President 
Edward F. Pritzlaff, John Pritzlaff Hardware Co.* 


Vice-Presidents 
Henry J. Allison, Allison-Erwin Co. 
John H. Mize, Blish, Mize & Silliman Hardware Co.* 
Bruce Haines, E. E. Souther Iron Co.* 


Secretary-Treasurer 
George A. Fernley 


Asst. Secretary-Treasurer 
/ Thomas A. Fernley, Jr. 


Advisory Board 
F. A. Heitmann, F. W. Heitmann Co. 
C. J. Whipple, Hibbard, Spencer, Bartlett & Co. 
L. M. Stratton, Stratton-Warren Hardware Co. 
Shannon Crandall, California Hardware Co. 








Mark Lyons, McGowin-Lyons Hardware & Supply Co. 
Glenn E. Jennings, Wright & Wilhelmy Co. 
F. F. Thomson, The Thomson-Diggs Co. 


Executive Committee 


1947* 


Charles L. Hildreth, Emery-Waterhouse Co. 
I. H. Stauffer, Stauffer, Eshleman & Co. 
E. W. Hardin, Amarillo Hardware Co. 


1946 


E. B. Morley, Morley Bros. 
W. H. Terstegge, Stratton-Terstegge Co. 
Paul W. Anderson, Farwell, Ozmun, Kirk & Co. 


1945 


W. A. Parker, Beck & Gregg Hardware Co. 
E. H. McGinnis, Union Hardware & Metal Co.* 
Harold W. Conde, W. W. Conde Hardware Co. 


(*Newly elected) 
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Dr. Alexander’s Address 
(Continued from page 186) 


civilian goods as well as it need- 
ed to be done. 

When goods became scarce and 
a very limited supply was di- 
yided among a manufacturer’s 
customers, he often found that 
the shipments to many of them 
were so small that to ship direct- 
ly to them would be both costly 
and wasteful of transportation 
facilities. As a result, many 
manufacturers cut out their 
smaller customers by establish- 
ing minimum limits on the size 
of the orders they would accept 
or by some other means. 

Since the average manufacturer 
could sell all he could make with- 
out any sales effort on his part, 
some short-sighted ones took all 
their salesmen off the road and 
followed the easiest way in han- 
dling their distribution activ- 
ities. In some cases this may 








have been sound economy be- 
cause salesmen were unprofitable 
on the road; they were not need- 
ed there and could be productive- 
ly used in other activities; and 
it was almost impossible to oper- 
ate them especially in visiting 


small buyers located in remote . 


areas. The net result however 
was the neglect of the smaller 
and more remote buyers. 

Within the limits set by these 
and other conditions most manu- 
facturers honestly endeavored to 
allot their merchandise fairly 
and equitably among their cus- 
tomers, usually on the basis of 
past purchases. Several factors 
contributed to make the com- 
bined allotment systems in an in- 
dustry inadequate to do this job. 


Impact of Defense Orders 


First the impact of defense 
orders usually fell unequally 
upon the producers in a given in- 
dustry. If Manufacturer A was 
engaged 70 per cent on war pro- 
duction while Manufacturer B 
used only 30 per cent of his ca- 
pacity on defense contracts, A’s 
customers inevitably suffered. 

The same thing was true of 
the impact of rated orders which’ 
diminished the portion of pro- 
ducers’ output left to flow free 
and be allotted among his civil- 
ian customers. If most of a pro- 
ducer’s output had to be used to 
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protected... 
thanks 
to you! 


ee 


A special BOSS Anti-Gas 
Glove for the U. S. Army 






















If gas warfare comes, these chemically treated gloves 
will give our men hand protection from dreaded 
mustard, lewisite and other blister gases. These 
gloves are in action now—protecting troops of the 
Chemical Warfare Service and decontamination 
companies. War glove needs come first, but your 
fair share of available Boss production is guaran- 
teed by carefully determined allotments, shipped at 
regular intervals to our distributors. The Boss Man- 
ufacturing Company, Kewanee, Illinois. 


WORK GLOVES ARE WAR GLOVES! 





Save and Conserve for Victory 
Use it up— Wear it out— Make it do—Or do without! 
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@ The character built into 
Vichek Tools is the result of 
49 years of fine tool making. 


During these years we have 
consistently produced 
superior tools through bet- 

ter design, materials and 
workmanship. Nothing was 
“good enough” if it could 
be done better. 


Distributors and dealers 
take genuine pride in the 
character of Vichek Tools. 
It makes friends and in- 
fluences sales. 


THE 


VLCHBK 


TOOL COMPANY 


3001 €. 87th ST. » CLEVELAND 4, OHIO 


satisfy rated orders, his custom- 
ers suffered in comparison with 
those of one upon whose output 
ratings made a less heavy drain. 

Nor were these discrepancies 
remedied by shifts of customers 
from one supplier to another be- 
cause most manufacturers re- 
fused to take new customers ex- 
cept under very unusual circum- 
stances. 

The transportation difficulties 
mentioned previously tended to 
subtract from the equity of the 
producers allotment systems. 
This disturbance fell especially 
heavily upon the smaller ‘buyers 
whose allotments fell short of 
constituting economical ship- 
ments. 

Comparatively few producers 
made systematic allowances in 


their allocation systems for 
shifts of population. Certain 
communities underwent fantas- 
tic increases in population run- 
ning as high as several thousand 
per cent. Many manufacturers 
failed to take adequate account 
of such shifts because they were 
not well enough acquainted with 
the localities in which their 
goods were sold to know what 
was happening. 

Inevitably there was some 
playing of favorites. Some short- 
sighted producers concentrated 
their sales with big buyers who 
offered an easy market and dur- 
ing the war were able and will- 
ing to pay any price which did 
not get them into trouble with 
the Office of Price Administra- 
tion. Some sought to solve their 
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of the 


AMERICAN HARDWARE 
MANUFACTURERS’ ASSOCIATION 


Elected at Atlantic City, N. ]., Oct. 19, 1944 


President 
John S. Tomajan, The Washburn Co.* 


Vice-Presidents 


H. P. Ladds, National Screw & Mfg. Co. 
G. H. Halpin, Minnesota Mining & Mig. Co.* 
H. F. Seymour, Columbian Vise & Mig. Co.* 


Secretary-Treasurer 
Charles F. Rockwell 


Executive Committee 


1945 


Frank A. Bond, The McKay Co., Chairman 
‘ H. B. Curtis, Bridgeport Hardware Mfg. Corp. 
R. H. Gates, Turner, Day & Woolworth Handle Co. 


1946 


F. L. Campbell, Fayette R. Plumb. Inc. 
M. A. Coe, Stanley Tools 
E. N. Gosselin, Phoenix Mig. Co. 


1947* 


H. B.. Megran, Starline, Inc. 
B. E. Strader, Remington Arms Co.., Inc. 
R. L. White, Landers, Frary & Clark 


Advisory Board 


Robert Garland. Gariand Mfg. Co. 

P. B. Noyes, Oneida, Ltd. 

Fayette R. Plumb, Fayette R. Plumb, Inc. 
Isaac Black, Russell & Erwin Mig. Co. 

S. Horace Disston, Henry Disston & Sons, Inc. 
D. A. Merriman 

J. E. Stone, The Stanley Works ’ 
A. E. Alverson : ° 
Robert G. Thompson, The Lufkin Rule Co. 
H. B. Wilson, Mathias Klein & Sons 

Richard Harte, Ames Baldwin Wyoming Co. 
Spencer T. Olin, Western Cartridge Co. 


(*Newly elected) 
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transportation difficulties and to 
escape the .increased freight 
rates resulting from the neces- 
sity of shipping overland instead 
of through the Canal by selling 
their entire output to nearby 
purchasers. Probably every sup- 
plier to some extent at least took 
the opportunity to prune out the 
price-chiselers and other unde- 
sirables among their customers 
forgetting that many ultimate 
consumers depended upon these 
merchants to supply their needs. 
Very aggressive buyers whose 
volume enabled them to visit the 
market frequently found that by 
making nuisances of themselves 
they were able to get goods in 
excess of the quantities allotted 
them. These amounts were sub- 
tracted from the allotments of 
others who often needed them 
more greviously. 

In their distribution activities 
the wholesalers offered a partial 
remedy for these defects in the 
producers’ allotment systems as 
a method of securing equitable 
distribution. Although their 
stocks of certain items were oc- 
casionally raided by the military, 
comparatively few of them were 
engaged directly in defense 
work. Hence the equity of their 
allocation systems was not dis- 
torted by the unequal impact of 
defense orders. The same was 
true to a lesser degree with re- 
spect to the effect of rated or- 
ders, because not so large a 
proportion of their supply was 
distributed in satisfaction of rat- 
ings as was true of manufactur- 
ers. Transportation difficulties 
probably disturbed the equity of 





E. B. MORLEY 


Morley Bros. 
N.W.H.A. Executive 
Committee 
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When you need these 


“BRUTE” size 


Large Diameter Cap and Set 


Screws...check with Cleceland 


- These larger than usual sizes are available — 
in diameters 1% to 1%“, lengths 2 to 
10” inclusive. Special lengths to order.’ 
Made to close tolerances, full machine fin-. | 
ish. Write for prices and delivery estimates. | 


THE CLEVELAND CAP SCREW COMPANY | 
2917 E. 79th St. Cleveland 4, Ohio 


CLEVELAND 
Tp 
FASTENERS 


MADE BY THE ORIGINATORS OF THE KAUFMAN PROCESS FOR GREATER STRENGTH AND ACCURACY 























— IT'S EASY TO SELL— 


GUARANTEED PRODUCTS 
heer 0% vte 





SHOX-STOK Controllers keep moving off your shelves 
because their ECONOMICAL PRICE and simplicity of 
design, installation, and operation appeal to farmers. 
They have a proved record of DEPENDABLE performance 
and highly effective yet safe SHOCKING POWER. Faster 
turnover means INCREASED PROFITS for you and less 
capital tied up. Only two models to stock. Complete 
installation instructions furnished with each unit. 


ALL-ELECTRIC 
1 3% MODEL-PH 
gueeees Plugs into regular 110-volt AC 


RETAIL line. No tubes or adjusting to 
cause trouble for user and deal 


All Prices Slightly ° No moving parts. 
GUARANTEED FOR FIVE YEARS 
Higher on West Coast Handy Fence Tester supplied 
with each ALL-ELECTRIC Unit. 


¢ 95 BATTERY MODEL-C 


Operates from any wet or dry 
6-volt DC battery. Only one mov- 
RETAIL ing part. GUARANTEED FOR 
ONE YEAR. Approved by indus- 
Less Battery trial Commission of Wisconsin. 


Both units comply with the National Electric Safety 
Code. Order from your Jobber or write — 


GUARANTEED PRODUCTS, Wellington, Ohio 
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* 
Rival is Progressive 


with New Items—Cautious 


in Changing Distribution 
Channels 


In the future, as in the past, you can 
count on: 

eThe SAME Company Policy 

eThe SAME Top Quality 


@ The SAME Distribution Channels 


Easily crushes 
cubes or lumps, 


fine or coarse. 





wai 
\Ice-O-Mat 


Trade Mark 













Trade Mark 
The juicer that 
gets ALL the 
juice, without 
rind-oil, pulp, 
or seeds. 


For steaks, 
chops, fish 
er fowl. 
Only 
electric 
adjustable 
broiler 
made. 


Broil-O-Mat* 


Trade Mark 









Opens cans of 
all shapes, and 
sizes, leaving 
smooth bev- 
eled edges. 





sCan-O-M. 


National Consumer Advertising schedule 
- includes: 
House Beautiful 
Good 
Housekeeping 
Ladies” 
Home Journal 
American Home 
Bride’s Magazine 
Woman’s Home 
Companion 










*Trademark Reg. U. S. Pat. Off, 


MANUFACTURING COMPANY 
KANSAS CITY MISSOURI 


Suginalul 








) Juice-O-Mat 











N.W.H.A. Advisory Board 





SHANNON CRANDALL 
California Hardware 
Co. 





GLENN E. JENNINGS 
Wright & Wilhellmy 


MARK LYONS 
McGowin-Lyons Hdwe. 
& Supply Co. 








the wholesaler’s distribution sys- 
tem to a lesser extent than that 
of the manufacturer because the 
distances involved were usually 
shorter; many wholesalers used 
their own trucks to make deliv- 
eries and thus were able to cover 
their territories; not so complete- 
ly or frequently to be sure as 
formerly but still in a reason- 
ably satisfactory fashion; and 
many found that retailer cus- 
tomers were willing to use their 
own trucks to come to the whole- 
saler’s warehouse and get the 
goods to which they were en- 
titled. 

The average wholesaler knows 
that his future is inevitably tied 
up with that of the small retail- 
er. As a result, he understood 
throughout the emergency that 
if he expected to remain in busi- 
ness after the war, he must 
maintain the existence and 
healthful operation of the small 
retailer. The jobber, therefore, 
became the chief agency through 
which goods was distributed to 
the more remote parts of the 
country in which many of these 
small merchants are located. 

The wholesalers have not done 
a perfect job of securing equita- 
ble distribution. That is an end 
impossible to attain. But they 
have been a powerful force oper- 
ating in the right direction. They 
have been the chief factor in 
keeping alive the small retailer 
and in supplying his rural and 
suburban customers. They have 
filled in many of the nooks and 
crannies of unsatisfied need left 


by the allotment systems of 
manufacturers. 

A heavy task of wartime sup- 
ply remains to be done during 
the closing phases of the strug- 
gle. But the spadework has been 
done, the pattern is set, the 
necessary techniques have been 
worked out. It remains merely 
to carry on to the end. As more 
and more items are removed 
from ratings and allowed to flow 
free the task of assuring fair 
and equitable distribution will 
gain importance, but the meth- 
ods of accomplishing it are not 
likely to change materially. 


A Heavier Task 


An even heavier task will face 
the distributive trades of the 
country as the wartime emergen- 
cy subsides and industry begins 
to reconvert to making and mar- 
keting the things of peace. If we 
are to avoid widespread unem- 
ployment and to bear the gigan- 
tic burden imposed upon our eco- 
nomic system by a national debt 
of 250 billions of dollars, we 
must maintain an economy 
geared to a national income of 
125 to 130 billions of dollars in- 
stead of the 70 to 80 billions of 
dollars with which we began the 
conflict. There is no question 
about our ability to produce on 
this scale. There is a very seri- 
ous question of our ability to dis- 
tribute at such a rate. It can be 
done only by increasing the ef- 
fectiveness of selling and dis- 
tributing goods and by cutting 
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the cost of making and market- 
ing them so they can be sold at 
prices that will make their pur- 
chase possible and attractive to 
more customers than ever before. 
If we fail to make these improve- 
ments in our distribution sys- 
tem the only alternative seems 





HAROLD W. CONDE 


W. W. Conde Hdwe. Co. 
N.W.H.A. Executive 
Committee 


to be inflation to the point which 


will enable us to effect a fictitious | 


and temporary solution of the 
problem. 

In doing this job the whole- 
saler must play a leading role. In 
tackling the task he faces tre- 
mendous handicaps most of them 
intangible and many of them 
within himself or within his own 
organization. 

One of these handicaps lies in 
the psychology of the retailer. 
For several years the retailer’s 
sole tasks have been to hand over 





RUDOLPH S. RAUCH 


North Bros. Mig. Co. 
Retiring A.H.M.A. 


Vice-President 
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Plan now to meet the tool demand which 
will come with a rush when the war ends. It'll be 
a demand you can meet when it does come with... 


MAGOR HAND SHOVELS 


now giving effective service in the toughest material handling tasks 
on the war fronts. And they can take it! 

Their “DIG-ability” and durability are due to the blades being 
built of the finest steel specially ™ 
treated to give strength and 
flexibility — and NORMALIZED 
to prevent splitting and turn- 
ing of the cutting edges. 








SHOVELS - 


SCRAPERS 


SCOOPS + SPADES - 





JOHNSON xLo 


Gleaming finish gives 
strong sales appeal to 
Johnson XLO Music 
Wire which comes 
to you attractively 
packaged in units 
of !/, Ib., '/p Ib., | Ib., 
and 5 |b. packages, 
also in catchweight 
coils. Wire sizes .003" 
to .200" diameter. 
Stocks in Worcester, 
Akron, Atlanta, 
Chicago, Los Angeles 


JOHNSON STEEL & WIRE CO.INC. 


WORCESTER 1, MASSACHUSETTS 








merchandise and to take in the 
money of the buyers. He has 
lost such knack of selling as he 
ever had. His selling muscles 
have become slack and soft, it 
may be they have atrophied. He 
is apt to have forgotten much of 
his selectivity with respect to 
merchandise. He has probably 
ceased to be turnover-minded 
and become inventory-minded. 
When new goods come back on 
the market you are likely to find 
him overstocking and indiscrim- 
inately buying things that are 
unsalable. You will find that you 
have the job of saving the small 
retailer to do all over again and 
under circumstances even more 
difficult than those faced during 
the wartime emergency. 

A second handicap lies in the 
decadence of your own salesmen. 
They are too out of practice. For 
years they have not sold but ap- 
portioned goods to their custom- 
ers. Many of them will be out 
of the mood of selling. Many of 
them will never be able to recap- 
ture it. You along with the rest 
of American business will have 
to do the most gigantic job of 
training and rehabilitating sales- 
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P. B. NOYES 
Oneida, Ltd. 


ISAAC BLACK 
Russell & Erwin *’ 


FAYETTE R. PLUMB 
Fayette. R. Plumb, Inc. 


Mig. Co. 








people that the business of the 
country has ever faced. Many of 
you will be obliged to tear your 
sales forces to pieces and to build 
again from the ground up be- 
cause you will find many of them 
staffed by men who are voca- 
tional victims of the war. The 





BIG A aypaulins 


Hay Covers, Machinery Covers 





It may be a long time before farm- 
ers can replace barns and storage 
buildings. In the meantime they 
need to protect their crops from 
weather and dirt. Harvested feed 
grasses, such as alfalfa, clover, hay, 
etc., deteriorate when left to the 
mercy of rain and snow. Farmers 
should protect their crops and farm 
equipment stored on the outside 
with Fultex Waterproofed Tarpau- 
lins. 

Fulton Bag & Cotton Mills, estab- 
lished in 1870, also manufacture 
back bands, cotton twine, tarpaulins, 
truck covers, tents and other canvas 
items. 


WRITE "DEPT. H A"’ FOR INTERESTING DEALER PROPOSITON 


FULTON BAG & COTTON MILLS 


Manufacturers since 1870 


St. Louis Dalles 
New Orleans Kansas City, Kan. 











time to begin this job is right 
now. 

It is not impossible that you 
will find your most serious han- 
dicap right in your own psychol- 
ogy. You too will have to learn 
that for you the war is not over 
but has just begun and that the 
peace is harder to win than the 
war. Can you find it in you to 
revise your own attitude from 
that of accepting the customer 
as your oyster to do with as you 
will to that of viewing him as a 
mighty hard nut whose sbell it 
is a challenge to crack? Will you 
be able to supply the hard-hit- 
ting, intelligent, constructive 
leadership that will be needed to 
rebuild your sales force, to re- 
train your salesmen, to keep your 
buying personnel turnover-mind- 
ed rather than inventory-minded, 
to tighten the controls and 
streamline the operations of your 
business to induce a generation 
of reluctant, opinionated, and 
disheartened retailers to lift 
themselves by their own boot- 
straps to a level of efficiency 
where they may be said to be 
merchants—not merely §store- 
keepers? 

If you can do these tasks and 
many more equally hard and 
equally vital to the economic 
welfare of the nation you as 
wholesalers can and will play a 
role in the tremendously compli- 
cated and difficult post-war econ- 
omy that will match—perhaps 
even surpass—in effectiveness 
and ultimate significance the one 
you are so admirably playing in 
the defense program. 
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Bruce Keener’s Address 
(Continued from page 188) 


for him, regardless of whether 
he wants it. Also tell him that 
if he is thinking of something 
better than his old job, you’ll do 
the best you know how to help 
him get it. Let him know he is 
“on leave” and that we will be 
glad when his “leave” ends. 

All of our employees “on 
leave” will return as mature men 
with definite beliefs in things 
spiritual, social, political, indus- 
trial and educational. “Live and 
let live” will not be a sufficient 
philosophy, but rather let us 
have a philosophy of “live and 
help live” if we are to fulfill 
our love and gratitude to these 
men to whom we owe so much. 
So much in fact that we can 
never repay them. 


“c 


First Source of Advice 


Their old employers should be 
their first source for advice with 
confidence that the best advice 
possible for their future well be- 
ing is available there. Young 
boys married in haste will re- 
turn not understanding their 
family responsibilities; matured 
youngsters hesitant about re- 
turning to their positions be- 
cause they have risen above 
those jobs and are seeking: bet- 
ter ones. Some, a very few, may 
even have the philosophy that 
the world owes them a living. 

But whatever the problems 
may be, these millions of young 
Americans are coming back to 
the business of living and back 
from the scenes of hatred and 
destruction to a homeland of 
peace, hope and opportunity. 
They want jobs; to plan their 
own lives; to make their own fu- 
ture; go places under power. And 
we must give them their oppor- 
tunities. In the words of Vin- 
cent Sheean, they are the best 
G—— D kids in the world. 











Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 258 
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IT’S A NATURAL 
FOR BOOSTING 
WINTER SALES 


Remco 





AT 29c PER AVERAGE WINDOW, fuel-conscious homeowners go 
for Strip-Seal in a big way . . . to see it is to want to buy it... no 
tools are needed to apply this modern, streamlined means of seal- 


ing cracks and crevices to stop cold air and draughts . . . AND 
SAVE FUEL. 
Sold Through Wholesale SINGLE 
PACKAGE 






Hardware Jobbers. 






RETAIL LIST PER PER CASE 
CASE OF 13 BOXES $] 6 5 


Higher in the West and deep South 







THE TREINCO MANUFACTURING CO. 


year ‘round,, 
household item! 


TEMCO aad CIRCU-RAY 


GAS HEATERS 


8701 KINSMAN ROAD, CLEVELAND 4, OHIO 
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So they too, are 
in the SERVICE. 
Over 50,000 of these 
Heaters are giving Comfort 
to our boys all over the Country. 


AVAILABLE NOW . “ . . . . 
- « « «» WRITE FOR ILLUSTRATED FOLDER 


TENNESSEE ENAMEL MANUFACTURING CO. 
NASHVILLE 9, TENNESSEE 





MODELS 


$1X 


















Prepare 


for fall and winter 
demand for these 





Heat-Resisting GLASS 
CASSEROLE 


2-qt. capacity. Bake in it..serve 
in it! Packed 12 in a carton. 
Minimum shipment 5 cartons. 


Zz West of Denver 


Relails at Le 1.50 
HICKEY Sates Company 


Law & Finance Building 
Pittsburgh 19, Pa. 








RETAILS 





YOU CAN OFFER 


A BIG VALVE / 


.. and a natural for your paint and brush 
department. “Little Doc” Brush Cleaner re- 
news old brushes and keeps new ones in top 
condition. Comes 24 to a colorful 
counter display. 
\ Step up your volume with this 
and the four companion items: 
- “Little Doc” Window Cleaner Con- 
¥ centrate, Ten Minute Car Wash, 
Rug and Upholstery Cleaner Con- 
centrate and the Refrigerator Clean- 
er. Write today. 


rv) GUS J. SCHAFFNER CO 
\ 534 Colifernie Ave 


‘ L P “Zs Avalon Dittaburgh 2 Pe 














Report of A.H.M.A. Secretary 


Charles F. Rockwell 


Delivered at Manufacturers’ Thursday Session 


W, AT we regard 


as the hardware industry takes 
in a lot of territory. It pro- 
duces a multitude of items 
which, in peace times, we are 
prone to regard as common- 
place, but deprived of them, ci- 
vilians have come to speedy real- 
ization of the important part 
these many items play in their 
every-day life. Production of 
many of these items has long 
been entirely forbidden, and pro- 
duction and distribution of 
others have been curtailed or 
confined to military require- 
ments. But the industry is for- 
tunate, generally speaking, in 
that *the problem of reconver- 
sion will not be as serious as in 
many other lines. If, as pro- 
posed by the various Government 
agencies, there is early and gen- 
eral relaxation of restrictions on 
the use of men and materials 
following the collapse of Ger- 
many, our people should be 
among the first in the return to 
something like normal produc- 
tion and distribution. 

With respect to the associa- 
tion year just closed, you will 
be pleased to know that never 
in the nearly half century of its 
existence has the American 
Hardware Manufacturers Asso- 
ciation been in stronger nu- 
merical and financial position 
than today. Member interest 
and participation in its activi- 
ties are keen, as evidenced by 
the outstanding attendance and 
success of our Cincinnati meet- 
ing with the Southern Hardware 
Jobbers Association, and the 
equally impressive interest and 
attendance here. 

So much of the background 
and tradition of our organiza- 
tion has been centered around 
the Marlborough-Blenheim that 
to every hardware man this re- 
turn to Atlantic City seems like 
a visit home, even though the 
fortunes of war and ravages of 
the elements have temporarily 
taken a toll. 





CHARLES F. ROCKWELL 


Since our New York meeting 
of last October, 35 companies 


- have been added to our member- 


ship, as follows: 


New Members 


Illinois Lock Co., Chicago, Ill. 

The Tremco Manufacturing 
Co., Cleveland, Ohio. 

Abrasive Company, Philadel- 
phia, Pa. 

Ace Mfg. Corp., Hardware Di- 
vision, Philadelphia, Pa. 

The Coleman Lamp & Stove 
Co., Wichita, Kan. 

Continental Steel Corp., Ko- 
komo, Ind. 

The Fletcher 
Dunbar, W. Va. 

Fuller Toot Co., New York, 
N.Y. 

Geuder, Paeschke & Frey Co., 
Milwaukee, Wis. 

Jacobsen Manufacturing Co., 
Racine, Wis. 

William Johnson, Inc., New- 
ark, N. J. 

Manufacturers Screw Prod- 
ucts, Chicago, II. 

The Martin-Senour Co., Chi- 
cago, Ill. 

Midwest Well 
Chicago, IIl. 

The Murray-Ohio Mfg. Co., 
Cleveland, Ohio. 

National Die Casting Co., Chi- 
cago, Ill. 


Enamel Co., 


Supply Co., 
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J. E. STONE 
The Stanley Works 
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Philadelphia Hardware & Mal- 
leable Iron Works, Philadelphia, 
Pa. 

Philadelphia Lawn Mower & 
Mfg. Co., Philadelphia, Pa. 

Pioneer Gen-E-Motor Corp., 
Chicago, IIl. 

Rome Manufacturing Co. Di- 


Turnbuckles, Inc., Chicago, III. 

U. S. Expansion Bolt Co., 
York, Pa. 

The United States Time Corp., 
Waterbury, Conn. 

Utica Cutlery Co., Utica, N. Y. 

The Vollrath Company, She- 
boygan, Wis. 
















ting vision, Revere Copper & Brass, R. Wallace & Sons Mfg. Co., 
nies Inc., Rome, N. Y. Wallingford, C. 
ber- Rex Cutlery Corp., Irvington ee oe ; 
N.J is : Wareham Rolling Mills, Inc., 
The F. E. Schumacher Co, arebam, Mass. 
Hartville, Ohio. ‘P. Wall Mfg. Supply Co., 
Scovill Manufacturing - Co., Pittsburgh, Pa. : 
Ill. Waterbury, Conn. Wright, Bernet, Inc., Hamil- 
‘ing Smith & Wesson, Inc., Spring- ton, Ohio. 
field, Mass. Our standard of membership 
del- E. A. Stevens Level Co., New- has ever been high, and we are 
. ton Falls, Ohio. proud to welcome these new 
Di- Swing-A-Way Division, Steel faces, confident that they will 
Products Manufacturing Co., St. find the affiliation advantageous, 
ove Louis, Mo. profitable and pleasant. 
Ko- 
A.H.M.A. Advisory Board 
40., - 
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Mathias Klein & Sons 
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RICHARD HARTE 
Ames Baldwin 
Wyoming Co. 





R. G. THOMPSON 
The Lufkin Rule Co. 











UNSURPASSED 
VALUE IN 
FINE TOOLS! 

































No. B-456 Counter Display 
1 Display Consists of: 

| doz. B-44 (4"x!/,") 

| doz. B-54 (5"'x!/,") 

| doz. B-66 (6"x5/16") 
(Packed 6 Display Units per carton) 


Much of Great Neck's tool research 
and study has earned the praise of 
mechanics and engineers. In a recent 
study of screwdrivers on the market, 
one conclusion was reached: A top- 
notch, sturdy, long-lasting, efficient 
screw driver was needed badly. And 
here, in Great Neck's B-Line, is the 
evolution of this demand and need in 
screw drivers. We believe it is the 
finest value in screw drivers on the 
market today or any day. 







Screw Drivers Are— 


TWISTPROOF— 

Blade shank firmly @mbedded in 
handle, riveted to both handle and 
steel ferrule. 


REINFORCED— 
Shaft extended clear through 


handle, for withstanding hammer- 
ing and prying abuse. 


HEAT TREATED— 


Business end of tool specially 
treated: hardened and tempered 
for rough duty. 


HEAVILY CAPPED— 


Heavy steel cap armors handle to 
tolerate the heaviest blows. 





GREAT NECK SAW MANUFACTURERS, INC. 


Mineola, N. Y. 
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BECAUSE wood No other item you've ever 


handled returns you so 

much sound, steady profit, 

or your customer such 

complete satisfaction .. . 

and that’s why constant 

repeats make X-ACTO a 

sure way to profits. 

Os oor Address inquiries to Alfred 









TO BOOST YOUR SALES 
KNIFE-EDCED 
ADVERTISING THAT 
CUTS THROUCH 
Our national “big push’’ jn 
publications reaching people 
who buy from you... pilus 


changeable blade types offer a 
sharp blade 





He'll Soon Be Circling 
Around Over Berlin! 


Very soon now, “Old Baldy” will 
sink his talons into the nerve center 
of Nazidom and the show in Europe 
will be over. Right now, we are stick- 
ing to our war work, so there may be 
no lack of “what it takes” for the 
boys over there doing the job. After 
Germany cracks, we hope to catch up 
with deliveries to the trade of Brooks 
Hooks and Wire Products. Until this 
can be done without hampering the 
war effort, please be patient with us. 


M. S. BROOKS & SONS 
Box ‘'B"' CHESTER, CONN. 
Since 1848 
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J. V. Honeycutt’s Address 


(Continued from page 192) 


One of the top-notch fields is 
that of the jobber business 
which, over a ten-year period 
prewar vied for first place with 
that of the automotive and con- 
struction fields. You will notice, 
in the above list, shipbuilding is 
not mentioned, due to the fact 
that, in 1940 with the Maritime 
yards getting under way, the 
amount of steel products for 
shipbuilding was less than 2 per 
cent of the total. This field, 
however, in 1943 received ship- 
ments of approximately 20 per 
cent of all steel products. 


Whatever may happen to ship- 
building and ordnance postwar 
will have to be allowed for in 
anybody’s thinking about the 
“Outlook for Steel Products.” 
Many other things too numerous 
to mention must be considered. 
One in particular is the effect of 
surplus steel products after the 


war on new production. I am 
frank to admit that it is beyond 
me to offer any thought in this 
respect. 

I believe, when the time comes 
that our people can have the 
things they have been wanting, 
which includes homes and the 
equipment for homes and thou- 
sands of other things made from 
steel, that the demand will be 
greater than most of us estimate. 
You must remember that they 
will have been doing without 
much through ten years of de- 
pression and X years of war 
and I think a lot of them will 
have the wherewithal to buy. 
This, plus the deferred needs of 
the largest steel consuming in- 
dustries to the smallest, with un- 
doubtedly an increased export 
demand, should and, in my opin- 
ion, will constitute a fairly sub- 
stantial production of steel prod- 





OFFICERS 
of the 
NATIONAL ASSOCIATION of 
SHEET METAL DISTRIBUTORS 


Elected in Atlantic City, N. J., Oct. 17, 1944 


President 
Bruce Haines, E. E. Southern Iron Co.’ 


Vice-President 
A. M. Vorys, Vorys Bros., Inc. 


Secretary-Treasurer 


Thomas A. Fernley,. Jr. 


Advisory Secretary-Treasurer 
George A. Fernley 


Executive Committee 
1944-1947* 

Joseph Peterman, Sheet Metal Mfg. Co. 
Raymond A. Conway, Wm. A. Conway, Inc. 
1943-1946 
Thomas J. Quinn, W. F. Potts Sons & Co., Inc. 
O. F. Murphy. Lyon, Conklin & Co., Inc. 
1942-1945 
H. B. Thompson, Conklin Tin Plate & Metal Co.. 
John Speck, Tiffin Art Metal Co. 


Advisory Board 
Composed of Former Presidents 


F. O. Scho 
A. J. Beckers, 


ger, F. O. Schoedinger 
io Valley Hdwe. & Rig. Co. 


Eugene Foley, Bayonne Steel Products Co. 


* (Newly elected) 
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ucts for six to seven, maybe ten 
years after the war. 

You will notice I have said 
nothing so far about iron prod- 
ucts. There are approximately 
3,000 iron foundries scattered 
throughout the United States; 
most of them supply the local 
needs for iron castings. Con- 
sidering the future requirements 
for automobiles, agricultural im- 
plements, home building, etc., I 
see no reason why the foundries 
should not be kept pretty busy 
for the next five to seven years 
fulfilling demands which are way 
overdue. Most of the rolled iron 
products have disappeared due 
to the improved qualities in mak- 
ing steel products. 

There are a few plants left 
which make iron bars by the pro- 
cess of hand puddling. They 
have helped the Navy during this 
war by making bars to certain 
specification for anchor chain. 
As to how long these plants will 
continue in business is question- 
able because those in authority 
have told me that it is practi- 
cally impossible to develop men 
in the art of puddling iron. 
There are other iron products 
made which seem to be standing 
in good position. However, the 
total is small as compared to the 
overall total of iron and steel 
products. L 

I would like to comment briefly 
on other materials. To read 
some of the stories that now ap- 
pear, you might expect that only 
the most fantastic materials 
would be in use after the war. 
You hear about clothes being 
made out of glass, automobiles 
out of soy beans, plastics will be 
used for nearly everything. Un- 
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Ohio Valley Hardware 
ig- Co. 

Sheet Metal Distributors 

Advisory Board 
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doubtedly, these materials and 
others will have a place, but they 
will not make a fractional dent 
in the steel tonnage. 

In my opinion, steel is going to 
be in demand more and more, 
not mainly because of advertis- 
ing or publicity, but because it 
gives the best service per dollar. 

There is no question but what 
the capacity in the steel industry 
for producing merchant trade 
products is sufficient to take care 
of almost any demands that may 
be put upon it as soon as steel is 
permitted to flow without re- 
strictions. Since the major por- 
tion of these products is distrib- 
uted through your warehouses, 
the outlook appears to be good 
for you. 

While it is true that, after the 
end of hostilities in Europe, the 
demands of the Naval program 
and the Pacific War will remain 
large, there will unquestionably 
be a substantial easing off of the 
demand for plate tonnage from 
the continuous mills and thereby 
make this tonnage again avail- 
able for the production of gal- 
vanized, hot and cold rolled 
sheets. 

With the conclusion of hostili- 
ties in the Pacific, the question 
of reconversion of sheet mill fa- 
cilities for the production of 
those gages and qualities that 
are generally distributed through 
the warehouses presents no prob- 
lem and there should be no lapse 
of time or difficulty in again 
processing this type of sheet 
through the normal channels. 

At that time, I would look for- 
ward to a very high demand for 
these products. It is true that 
in many cases substitutes have 
been offered to the public for the 
steel from which many peace- 
time products had been made, 
and in some cases the substitute 
has proven reasonably satisfac- 
tory. Such satisfactory substi- 
tutes have on the whole, how- 
ever, involved a higher cost and 
I feel that in the postwar period, 
sheet steel will more than hold 
its own. There is a tremendous 
backed-up demand for sheets for 
the repair of old buildings, con- 
struction of new houses, barns 
and agricultural equipments, 
with the addition of the rapidly 
growing market for deep freeze 
units and air conditioning, etc. 


—all of which should present a © 


very favorable picture of the dis- 
tribution of large tonnages of 
sheet products through your 
warehouse. 








ON EVERY JOB- 


4 


they cut longer 
between sharpenings 


7 4 ¥ 


— 
a oe a = - 





HATCHETS 


The Collins Co., Collinsville, Conn. 


AXES ani 









QUALITY IN 


[UF KIN 


TAPE-RULES 








bia Mi Bh : an eet 
‘Like every product bearing 
the name Lufkin, our tape- 
_ rules are designed and built 
to be the BEST in their re- 
* spective price fields. That's 
good busines for us because 
it means good business for 
you, our customers and deal- 
ers! It's what a man thinks 
of a product AFTER he buys 
it that forms his opinion of 
| the dealer who sold it and 
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(Continued from page 194) 


by other wholesalers. I am al- 
ways glad to hear of such things 
as such comment is a potential 
suggestion for our own business. 
May I make a suggestion to the 
Executive Committee? I would 
suggest that the Executive Com- 
mittee consult with reputable 
firms of business engineers 
qualified to serve the wholesale 
sheet metal industry and the 


wholesale hardware industry and. 


that the Executive Committee 
further find out how many mem- 
bers will be willing to go to the 
expense of employing a firm of 
business engineers—maybe not 
now, but within a reasonable fu- 
ture period—in their own busi- 
nesses. Probably only a minority 
of the membership would be will- 
ing to do this, but even a small 
percentage of the membership 
could justify enough work on 
the part of a business engineer- 
ing firm working in conjunction 
with our association to make 
their services very valuable to 
the individual member. 


Legal Barriers 


A third major factor in costs 
is a new one. It is legal bar- 
riers to efficiency. In my desk 
drawer I have a cartoon—and I 
have had a lot of fun with it. It 
depicts what appears to be the 
Podunk blacksmith shop—about 
an 1880 model—attached to a 
building that looks like the 
Philadelphia Savings Fund So- 
ciety office building. The cap- 
tion to the cartoon is, “That’s 
Our Department For Filling Out 
Government Reports.” Gentle- 
men, that isn’t a joke. We need 
regulations to protect the public 
from fraud, but we have a lot 
of discriminatory laws which go 
far beyond the bounds of neces- 
sity. Unfortunately, in many 
cases business men are to blame 
for these laws. We have asked 
for them and we got them. Look 
at our barriers to interstate 
business; look at the discrimina- 
tion called for in the Robinson- 
Patman Act—which probably 
has hurt independent business 


‘more than any other single law. 


We have laws and regulations 
which are so complicated that no 
one can possibly avoid technical 
violations regardless of how hon- 


orably he conducts his business. 
How about small business legis- 
lation? It can become a vicious 
bit of discrimination. For those 
of you who have not already 
done so, I commend to your read- 
ing the article entitled “How’s 
My Little Man Today,” by 
Charles P. Garvin, which appears 
in the September issue of The 
Nation’s Business. Business 
should be founded on fundamen- 
tal economic laws and on the 
ability of the executive, it should 
not be founded on the whim of 
a politician. 

The fourth point is the thing 
which has been the happy hunt- 
ing ground of the chain organ- 
ization, of the syndicate, and of 
our other forms of competition. 
That is the fact that our sales 
expense is simply too high. 
All of you know the great 
amount of waste which results 
from the manufacturer oversell- 
ing the jobber. It won’t be long 
now until we will have the manu- 
facturers’ representatives com- 
ing into our offices three abreast. 
The cost of that is tremendous— 
and, gentlemen, we pay it. The 
same thing occurs in the sales 
from jobber to dealer and from 
jobber to industrial account. 
There is simply too much sales- 
manship and too much dead cost 
which has to be absorbed. Per- 
haps our association can do some 
good by repeated hammering in 
its publicity to manufacturers of 
the theme, “Don’t Oversell the 
Jobbers at the Jobber’s Ex- 
pense.” The rest of the problem 
is up to us. We have got to 
study it. I don’t know all the 
answers. 

In the last analysis we have 
only service to sell. The world 
doesn’t owe us a living but we 
believe we are in a fundamental- 
ly sound business and that there 
is room for us in the national 
economy. 
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David A. Weir’s Address 
(Continued from page 198) 


had many new products put out, 
we have increased our efficiency 
in business to a degree where we 
can produce much more, infinite- 
ly more, and better than we have 
ever done in the history of this 
country. 

On the production side, leav- 
ing out the gap during the im- 
mediate period after the war, 
there is no reason why we should 
not go ahead producing much 
more effectively than ever before. 

On the other side we are go- 
ing to have people coming along 
with all kinds of processes and 
commodities. All we are going 
to need is a bridge to get this 
great abundance of goods across 
from here to over there where 
they are needed by the people of 
this country and of the world. 
That has got to be a Credit 
Bridge. That is where my or- 
ganization comes into the pic- 
ture, and those connected with it. 
There are other executives in 
business who do not realize that, 
that unless credit builds that 
bridge we are not going to get 
the goods over from here to 
there, from where they are pro- 
duced in such abundance to 
where there is a clamorous need 
and demand on the other side’ of 
the picture. It can be done if 
we build soundly on that engi- 
neering job of a real credit 
bridge. 

We have lagged of course in 
production; we have lagged 
more in distribution. You know 
that. It isa bromide. You have 
heard it hundreds of times. But 
we are going to be productive. 

We have some who tell us that 
some day we will reach the acme 
of production in this country, 
that our sole job is distributive 
from now on. That is definitely 
not true unless we give up. If 
we assume that we have reached 
the acme of production, it is only 
because we admit we are licked 
in the distributive angle. 

During the war in the air- 
plane field we are able to produce 
more commercial planes in one 
year than were produced in 40 
years prior to the war. The offi- 
cials of one of the airplane com- 
panies told me recently his com- 
pany has already ordered eight 
planes to cost several million dol- 
lars, that will be able to carry 
passengers from New York to 
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ROOFINGS 


Many buildings in your community 
need reroofing. Sell them low-cost 
protection with Carey long-life roll 
roofings. Their dependable, high 
quality is the result of over a half 
century of manufacturing experience 
and years of scientific research. 


SELL PROPERTY PROTECTION 
to YOUR COMMUNITY 


Whether a building requires ed 
only minor roof repairs or a gm 








est Carey Branch or Ware- 
house. 


The PHILIP CAREY 
MFG. COMPANY 


LOCKLAND, CINCINNATI 15, OHIO 


Dependable Products Since 1873 


in Canada: The Philip Carey Co., Ltd. 
Office and Factory: Lennoxville, P. 9. 
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Outstanding quality values backed 
by 25 years of soldering iron man- 
ufacturing experience, DRAKE i 
Soldering Irons have the built-in ® 
customer satisfaction you find 
profit in selling. There is a 
DRAKE Soldering Iron just right 

for every purpose. 


INDUSTRIAL BUSINESS 


The long-lived stamina of DRAKE Sol- 
dering Irons makes them particularly 
valuable for busy war plants. Yow can 
sell DRAKE Soldering Irons to those 
plants. 

Ilustrated here is No. 701—100-watt 
DRAKE Soldering Iron. This same type 
of iron also comes in 60 and 150-watt 
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San Francisco in 8 hours. It will 
carry 75 passengers in one trip. 

We are just beginning on new 
frontiers if we don’t just get 
licked and say “From now on we 
have nothing to do but a distrib- 
utive job.” 

Four years ago I had occasion 
to build a home. I actually had 
to pay the contractor to put good 
locks on every door with the 
same key that would open every 
one of those doors. He said, no, 
let’s spend the money in decora- 
tions. I said, “No, I have seen 
too many houses with good locks 
on the front door and a lock on 
the other doors that you could 
break almost by squeezing them. 
I have an idea that if anybody 
breaks into my house they are 
coming in the back, not the 
front. I want the same protec- 
tion in the back that I have on 
the front.” 

This is just one man’s ideas, 

remember—don’t agree with me, 
but please do have a plan of your 
own. Don’t get so engrossed with 
government or organization 
plans that you don’t have a plan 
yourself after this is over. Let 
us just have a plan. I want to 
see production built in this coun- 
try because I believe that is the 
only way to real prosperity. I 
want the distributive system im- 
proved as it can be improved by 
intelligent effort. I don’t want 
government - regimented busi- 
ness. I think the duty of gov- 
ernment is to build an arena and 
to regulate and correct abuses if 
they come about. But that does 
not mean that every time a busi- 
ness man has a problem of his 
own he should run to Washing- 
ton to have it solved for him as 
so many business men did in the 
past. - 
I would like to see a taxation 
system along the lines proposed 
by the C.E.D. built upon the hope 
that we can have a $140 billion 
income with a maximum tax bill 
of some $20 billions of that. If 
the national income goes beyond 
$140 billions then increase the 
amount of the tax bill. 

Won’t business learn there is 
hardly a person in Washington 
that gives a continental about 
your capital reserves and not 
two out of 100 there know what 
capital reserve is. So won’t you 
quit talking of capital reserves 
and talk of your desire to build 
employment? So I say again, 
quit talking about building up 





S. HORACE DISSTON 


Henry Disston & 
Sons Co., Inc. 
A.H.M.A. Advisory 
Board 


capital reserves and talk of what 
is necessary if we are going to 
have a system of free enterprise 
with good jobs for men and at a 
fair rate of pay. I don’t believe 
we can do it starting on a heavy 
taxing program and trying to 
take care of the big debt all at 
one time. If we do, we are going 
to throttle business, labor and 
agriculture. 

We have, therefore, to consider 
an educational campaign to re- 
finance our debt, to encourage 
people to hold onto bonds until 
business has a chance to get 
back on an even keel of distribu- 
tion and production. 


Ideas to Keep 


I believe we can salvage cer- 
tain ideas out of this war. 1 
think we have to scrap certain 
other ideas. Scrap this “Good 
Loser idea.” 

Luke Sewell, having lost a 
game in the World Series, was 
approached by a friend who said, 
“Well, it was a good game, any- 
way.” 

“No,” said Luke, “I never saw 
a good game in which my team 
lost.” 

We have gone too long on the 
idea that there is no difference 
if you win or lose. Quit the the- 
ory of “good loser.” I believe in 
cooperation, yes. I believe in it 
internationally and nationally, 
but not to delude ourselves into 
believing we are going to have 
an international era of good will, 
that every nation is going to sit 
back and say, “You have been so 
wonderful to us, if you want that 
market, go ahead and take it.” 


HARDWARE AGE 





















what 
ng to 
"prise 
lata 
elieve 


1eavy 
iz to 
ill at 
roing 

and 


sider 
» re- 
rage 
until 

get 
"ibu- 


cer- 


tain 
00d 


 - 
was 
aid, 
ny- 


aw 
am 


the 
ice 
he- 


it 
ly, 
ito 
ve 
ill, 
sit 
sO 
at 

















It is not going to be that kind 
of cooperation. 

I believe in a strong nation 
militarily and economically. One 
that is as far as possible eco- 
nomically and militarily self suf- 
ficient. I do not believe in scrap- 
ping the new processes or friend- 
ly maintenance of trade relations 
at home or abroad. I believe in 
holding on to every improvement 
we have. There is only one ef- 
fective ‘way of having national 
and international cooperation, 
and that is cooperation that is 
among strong men. The only 
kind of cooperation that is worth 
anything whatsoever is coopera- 
tion among strong men or strong 
nations. That is why I believe 
in a strong nation here, and that 
is why I believe in individualism 
—rugged individualism among 
men in business, who will say, 
yes, we can cooperate; we will 
cooperate in playing the game 
fairly with each other and we 
will cooperate in giving our cus- 
tomers a chance, but we are not 
going to be saps. We are go- 
ing to be out at the same time 
in honest competition and may 
the best man win because, in the 
long run that is going to be best 
for each individual, each com- 
pany and for the nation. 

We have gone a long way in 
this country with the idea that 
security is the main goal for 
which we should strive. I believe 
in social security. I think a rea- 
sonable amount of it was abso- 
lutely necessary, but what dis- 
turbs me is that in some way or 
other we seem to build up the 
idea that security is the great- 
est goal for the individual or the 
nation. When you do that, you’re 
licked. When you as an indi- 
vidual say, “All I want is secur- 
ity—I am not interested in any- 
thing else,” then I say, it may be 
a happy condition for you—I 
don’t know—but as a part in this 
productive system, as a part in 
building a better nation, a better 
world, you are through, and you 
might just as well curl up and 
die. And so it is with a nation. 
When we get the idea that we 
are all through with ingenuity, 
incentive, or through with a bit 
of gambling, saying, “We will go 
out and take a chance on that.” 
When we are through with that 
as a nation, we are finished and 
are going to deteriorate as a na- 
tion, and some other nation is 
going to take our place. 

You are men of responsibility 
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—you have a responsibility. It 
is your job to do some thinking; 
to have a personal plan. Believe 
in it enough to know whether it 
is good enough to go after, and 
to feel whether you think this is 
a good country and see that you 
are interested in it yourselves. 

We have youngsters—and this 
is sentiment, but I don’t apolo- 
gize for it—we have youngsters 
who deserve some sentiment. 

A speaker in Washington I re- 
cently heard was a Marine cor- 
poral in the Marines—he gave a 
little talk in the luncheon, and 
just get the brevity and concise- 
ness of this—in the simplest 
sort of terms (he was from 
Guadacanal), he said, “They 
gave us the Ridge each day to 
take, and we took it.” That is 
all. Isn’t that a masterpiece of 
brevity? 

Another masterpiece of brev- 
ity came to my own home—and 
pardon this personal reference— 
six weeks after “D Day.” A 
youngster who means a lot in 
our home. He told of 19 young- 
sters that were piloting a landing 
boat across the channel over 
there. Six weeks later we heard 
about it in a letter “Dear Mother 
and Dad: It seems like a long 
time since I have written but 
things have been rather busy 
over here lately. (Period) ;” That 
is all we ever heard of the inva- 
sion. Did you ever hear such a 
classic of understatement better 
than that? There is something 
we owe to these youngsters. I 
don’t know what it is. I want to 
decide. I don’t think they want 
an easy life. I don’t think we 
are going to owe them just this 
security; but I think we do owe 
them a fighting chance to stand 
up and be men and give them a 
real,, honest, square fighting 
chance to use some of the in- 
genuity and self reliance and 
some of the judgment and some 
of the things they have learned 
over there. It is not going to be 
easy and we are not going to 
get it by wishful thinking. 

Are you on the alert; not just 
as a hardware man or a business 
man, but as a citizen? Do you 
know what you believe; how far 
you are willing to go in what 
you believe? How far you are 
willing to go to keep the trust 
which has been reposed in your 
hands? There are no hopeless 
situations. There are only men 
who are hopeless about situa- 
tions. 
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“Top Quality” in harness 
hardware and chains is 
what you want for your 
customers. That’s why it 
is good policy to 
Always say, “MIDLAND" 
to your Jobber. 
In design, strength, mate- 
rials and workmanship, 
the Midland line has been 
a recognized leader for 
more than 30 years. 
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Economies Forced Upon Us 





At Tuesday Session, 
National Association of 
Sheet Metal Distributors 


By THOMAS J. QUINN 
W. F. Potts, Son & Co., Inc. 


; a is a great 


possibility that distributors may 
be caught in a “squeeze” be- 
tween increased cost of mate- 
rials and a controlled maximum 
selling price either before or 
after this war is won. Survival 
may depend not only upon keep- 
ing in effect economies forced 
upon us during the war, but by 
putting into effect additional 
economies in handling and de- 
livering materials. 

Lack of sufficient and capable 
manpower compelled us to seek 
warehouse facilities where we 
could substitute mechanical aids 
for slow and costly manual 
labor. After practically two 
years’ effort we were fortunate 
in securing additional warehouse 
space and installing labor-saving 
handling equipment. We have a 
railroad siding accommodating 
four cars. A loading platform 
and doors in warehouse will per- 
mit us to load or unload more 
than 12 trucks or trailers simul- 
taneously. ‘This will greatly re- 
duce overtime payments which 
have risen sharply in the past 
few years. 


Indebted to ODT 


I believe distributors are in- 
debted to the Office of Defense 
Transportation for a decided 
economy forced on us. When I 
say us, I mean the industry. 
Back in June, 1942, General Or- 
der No. 6, which was superseded 
by General Order No. 17 on 
September 1, 1942, required a 
reduction in truck mileage op- 
erations of 25 per cent. This 
order also regulated the number 
of deliveries that could be made 
in one direction on any one day. 
Before this order was issued it 
was an all too common practice 
for customers to ’phone in an 
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order early in the morning and 
ask for an immediate delivery. 
Some time before noon same 
customers would ’phone again 
and add items to the order. 
When told the first lot had al- 
ready been delivered, they would 
state there was immediate need 
of the additional item or items 
and insist on prompt delivery. 
There were cases where the third 
order that day came in some time 
after noon with the same plea of 
necessity for delivery at once. 


Unprofitable Deliveries 


The O.D.T. ruling stopped this 
costly excess service, and it is 
to be hoped that, when controls 
are withdrawn, the distributors 
will not be too quick to resume 
such unprofitable deliveries. Fre- 
quently the fear of what a com- 
petitor might do induces a con- 
cern to render an unjustified 
service. 

I hope someone will touch 
upon unnecessary duplication of 
grades and sizes in inventory 
when materials become avail- 
We are all familiar with what 
has been done along this line in 
roofing .ternes, conductor, gut- 
ter, etc., by the Division of Sim- 
plified Practice, National Bureau 
of Standards, U. S. Department 
of Commerce. Only a short time 
ago a proposed recommendation 
covering pipes, ducts, and fit- 
tings for warm air furnaces 
was submitted to all interests 
for acceptance. This recommen- 
dation is an outgrowth of con- 
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During the War 


Which We Plan to Continue 


siderable study given the sub- 
ject by a simplification commit- 
tee of the industry over a period 
of years. The current proposal 
contemplates the establishment 
of a voluntary agreed-upon 


stock-list representing the best 
thought of the industry, its dis- 
tributors and customers, as to 
what constitutes a desirable 
practice for the present and 
post-war days. 


By A. M. VORYS 


Vory Brothers, Inc., 
Columbus, Ohio 


\ \ AR always brings 


about a seller’s market, and sell- 
er’s markets even carried too far 
are not unmitigated evils. They 
often bring about many econ- 
omies which no seller in a buy- 
er’s market individually could 
initiate. These savings, however, 
may be very sound economically 
and socially, and very much de- 
sired by all. Some of these sound 
economies cannot be obtained by 
business during a buyer’s mar- 
ket except by asking the govern- 
ment for help which, in turn, 
brings about the restrictions and 
bureaucracy, which we all com- 
plain of so much. 


Adopt Sound Economies 


The sound economies which 
we have obtained, therefore, 


.through the seller’s market 


brought on by the war, should be 
permanently adopted and fos- 
tered, not only now, but as we 
gradually work back to the days 
of selling and service in order to 
get business. 

This group should only discuss 
these subjects which can stand 
this test: 1—It is good for this 
group; 2—It is good for our cus- 
tomers, and 3—It is good for the 
general public. 

Therefore, I will only discuss 
these economies which I believe 
will be good for ourselves, our 
customers and the public. Of 
course, the selling of these econ- 
omies to our competitors is im- 
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portant as we could not enforce 
them without their cooperation. 

1. The most obvious economy 
in time, labor, and equipment for 
us, our customers and the public 
brought on by the war and the 
gasoline shortage, is the curtail- 
ment of useless trucking. We 
have always been an advocate of 
this and refused to run our 
trucks out of the city limits ex- 
cept at an hourly extra charge. 
We tried, or used to try, to de- 
liver small packages by parcel 
post and all out-of-town ship- 
ments by public carrier. Yet 
during 1943 our savings were at 
least 100 per cent over 1941. We 
found that we could give all of 
the service necessary with less 
than one-third of the gasoline we 
had previously used. 

Long before the war I had 
seen the mistakes of selling the 
public that service means foolish 
and extravagant running of a 
half-filled truck at every whim 
of a buyer. 

Instead of planning on a ‘re- 
turn to competitive hauling or 
at your door, any minute ser- 
vice, we are trying to think up 
a way of making allowance to 
those who do not ask for truck 
service, or charging those who 
do. 


Simplified Stocks 


2. Here is the chance to strug- 
gle again to keep our stocks sim- 
plified. The economy of simple 
sizes, colors and varieties is ob- 
























SPONGE 


IN WATER 


Women swear by it because 
it keeps their hands out of 
water, eliminates wearisome 
wringing, kneeling, splash- 
ing. Ideal for floors, walls, 
rugs, linoleum, tile, ete. 
Patent-protected drainer 
called “finest labor-saving 
device ever invented.” With 
more and more women 
forced to do their own work, 
this deal is a strong and 
steady seller at $1.59 retail. 
Carries liberal markup. 
Place your order promptly 
since the supply of sponge 


material is limited. 


MINUTE MOP (CO. 


i3 €.23 rd. St. 
CHICAGO 16 ILL. 
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Economy size retails for 
Soa ed "95 gations. Im- 


fol home cleaner for dresses, 
suits, hats, ties, drapes, 
stery, rugs, ALL FABRICS! 
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—seaves time and money. 
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SPEED THE WAY 
TO HIGHER PROFITS 
WITH THE 


Yo" DRILL 
$3950 


For a light weight, handy, 
high powered, general utility 
%” drill the SpeedWay 89-J is 
your best bet. Because Speed- 
Way Tools carry a hardware trade margin 
it means the best profit angle in the drill 
line. Ideal for close quarter drilling in 
tight places and for maintenance, instal- 
lation and repair work. Has streamlined, 
air cooled Die Cast Case, specially wound 
torque SpeedWay Drill Motor, self align- 
ing oilless bearings, Jacobs chuck and 
key, 500 R.P.M. operating speed, and 
every modern feature. 
Light weight (10% Ibs.) though sturdily 
constructed—it will give year-in-year-out 
performance. 


SPEEDWAY MFG. Co. 
1836 S. 52nd Ave., Cicero 50, Ill. 














vious. War is a cathartic which 
cleans our shelves of the obso- 
lete, in-between sizes, the slow 
mover. If we are warehouses 
doing our economic duty, we 
must carry a well-balanced stock, 
but the manufacturer’s salesman 
is always recommending the odd 
size, the extra color, the in- 
between width if we have no or- 
ders for the regular stocks. The 
extras only give us a competitive 
advantage for a short time, and 
then they become the common 
stocks of all suppliers and re- 
main with us until another war. 
“Will the new size, gage or color 
increase the over-all sales?” 
should be our yardstick, and not 
the immediate competitive ad- 
vantage. We want to try to keep 
our stocks simplified. 


Savings 

8. The third economy which 
we hope to continue after the 
war, is that savings we have 
been obtaining by rigidly enforc- 
ing terms of sale. Even as the 
ex-clerk learns in the Army to 
have the guts to face the Jap in 
single combat, so does his fellow 
office worker left behind get the 
guts to say “no” to poor credit 
risks, and “no” to the question, 
“I am a few days late; can I 
take my discount?” 

4. Through economic forces, 
many unnecessary, incompetent, 
and ignorant people have quit 
business or have been forced out 
of business. Most of the cus- 
tomers we have left are the 
stable, well financed, industrious 
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dealers. They are business men 
who know how to make money, 
pay bills and sell the products 
which we sell. It is real economy 
to do business with such people. 
We are going to try to help 
them, foster them, and enlarge 
their purchases from us rather 
than encourage the incompetents 
to go back into business to com- 
pete with our best customers. 


Great Ambition 


You can see that we have great 
ambition to accomplish the econ- 
omies which every sound busi- 
ness man after every war thinks 
of, resolves to retain, and even- 
tually fails to accomplish. Hope 
springs eternal, and there is 
nothing new under the sun. It 
is only just good business judg- 
ment, but with planned economy, 
the new deal, is it not good busi- 
ness to refresh our memories of 
some of the old abuses and en- 
deavor to hold out against the 
inroads of useless trucking, odd 
sizes, slow pay, and incompetent 
novices as long as we can? 








Allison Is “Chief X” of X Club 


At the annual luncheon meeting 
held during the joint annual conven- 
tion of the American Hardware 
Manufacturers Association and the 
National Wholesale Hardware As- 
sociation at the Marlborough-Blen- 
heim, Oct. 17, Henry J. Allison, Alli- 
son-Erwin Co., Charlotte, N. C., and 
a past president of the Southern 
Hardware Jobbers Association, was 
elected “Chief X” of the X-Club. He 
succeeded S. Horace Disston, Henry 
Disston & Sons, Inc., Philadelphia, 
Pa., as head of the club. George H. 
Harper, National Enameling & 
Stamping Co., 1901 Light St., Balti- 
more 30, Md., continues as secre- 
tary-treasurer of the club. 





H. J. ALLISON 
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wise distributor realizes that we 
are entering a period of the most 
intensively competitive merchan- 
dising that has ever existed. 
The chain organizations, con- 
sumer cooperatives, mail-order 
houses and various super-mer- 
chandisers will all be striving to 
secure more than their share of 
this market. To under-estimate 
the aggressiveness and ability of 
this competition would be a fatal 
mistake, and if he is to assure 
himself of his place in the dis- 
tribution sun, the wholesaler’s 
own operation must be stream- 
lined to meet these competitors 
on an equal basis. 


Wholesaler Specializes 

It is true that the wholesaler 
provides indispensable services 
both to the manufacturer and to 
his customers, and that elimina- 
tion of the distributor merely 
means that someone else must 
perform his functions. Because 
he specializes in these functions, 
the wholesaler is in a position 
to perform them better than 
anyone else and at a lower cost. 
But when he fails to do so, he 
opens the door for-others to take 
over. The extent to which the 
wholesaler applies himself to 
perfecting his specialized talents 
and performing them in the most 
economical manner will, in a 
large degree, determine his suc- 
cess in meeting the aggressive 
competition with which he will 
be faced. Just as in any other 
field of enterprise, the weak and 
ill-managed organization will 
fall by the wayside and the effi- 
ciently operated will become 
stronger and more firmly en- 
trenched. 

Much of the discussion we 
have heard during the past few 
days has concerned itself with 
ways in which the distributor 
can perform these specialized 
functions in the most efficient 
manner and at the lowest cost. 
The distributor who succeeds in 
attaining these objectives has 
gone a long way toward assur- 
ing himself a share of the post- 
war market. 

But he cannot stop there. 
The wholesaler’s success or fail- 
ure is inseparably bound up with 
the success or failure of the re- 
tail dealer. The very existence 
of the distributor, of the type 
with which we are dealing, de- 
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pends on the continuation of the 
independent retail dealer in a 
strong competitive position. 
There will always be a large 
number of independent retailers, 
as the retail business, unlike pro- 
duction, is destined always to 
continue to be a great field for 
small enterprise. So small is 
the amount of capital necessary 
to start up a store and the me- 
chanics of retailing seem so fa- 
miliar to everyone that there is 
a constant flow of new small en- 
terprises into the field. To be 
sure, mortality is high, but the 
aggressive distributor can assist 
enough of these retailers to sur- 
vive and become firmly estab- 
lished to provide an ever-expand- 
ing group of outlets for his mer- 
chandise. To accomplish this, 
the wholesaler must take a gen- 
uine interest in the retailer’s 
problems, must do his level best 
to keep him alive, and must 
cease to look on him as merely 
another place to sell a bill of 
goods. The retailer who devel- 
ops his own capabilities as a 
merchant to the highest degree 
can hold his own in any com- 
pany, and will actually thrive on 
chain competition, and _ the 
wholesaler who assists the re- 
tailer in developing these capa- 
bilities will find himself well 
rewarded. 

By getting his own house in 
order and developing a following 
of retailers whom he has helped 
to become genuine merchan- 
disers, the distributor can assure 
himself of .a,fair share of the 
post-war market. The efficient 
wholesaler-retailer combination 
can supply merchandise to the 
consuming public on an equal 
basis with any other merchan- 
dising method, because of its 
specialization in the distributing 
function. The extent to which 
distributor and dealer cooperate 
to lower distribution costs will, 
to a large degree, govern the 
post-war position of both. 
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An ingenious Shoulder 
Formed in Blade Gives 
Added Strength to Super 
Grip Handle 
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SCREW DRIVER 


A new design in husky Screw Drivers that can 
really ‘take it”... the blade, shank and shoul- 
der are forged from ONE piece of Tool Steel. 
When your critical customers take one of these 
sweetly balanced, rugged tools in their hands, 
they sell themselves—and quick! : 
Made in a complete line of models and all sizes 
with square and round blades that run completely 
through selected hardwood and Pyraloid handles. 
Write for complete details on this 
fast-moving, long profit line. 


VIKING HAND DRILLS 


Shown to the right is No. V.920... 
one of a complete line of beautifully 
designed FORSBERG Hand 
Drills. All popular sizes up to 
%”" chuck capacity. 
























; Vy 
WHALE BRAND COPING SAWS 
No. 24... An extra deep, finely finished frame. 


Stock %” x 3/16”, depth 614” Hardwood handle. 
Complete with No. 20H specially hardened and 
tempered Whale Blade. 


orsber 


© MFG. CO., BRIDGEPORT, CONN., U.S.A. 
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Parchase of Coldwell Lawn Mower Co. Ashba 











CHESTER PRESIDENT 


acquired all right, title, and in- 
GLOBE AMERICAN CORP. 


terest in tools and designs for 


P. hila. Lawn Mower Co. Does Not these ranges, and the patents of Alden P. Chester was recently On 
the Cavalier’s exclusive features. elected president of the Globe 
Affect Policy of Distribution | 4! 2: part of the transaction, | 4 erican Corp, Kokomo, Ind., ra 


the stove company will supply re- at a directors’ meeting, and A. G. 


As was announced in the Sept. 
28th issue of Harpware Ace, the 
Portable Lamp & Equipment Co., 
Pittsburgh, Pa., and The Cold- 
well Lawn Mower Co., Newburgh, 
N. Y., have been purchased by 
the Portable Lamp & Equipment 
Co., Pittsburgh Pa. This change 
in ownership will not affect the 
general policy of distribution of 
either of the lawn mower com- 
panies. 

The Coldwell company has 
been in business for 77 years, 
and the founders of the Philadel- 
phia lawn mower company who 





originated the side wheel style of 
cutting unit started production 
75 years ago this year. Both 
companies wil] resume the manu- 
facture of hand and power units 
as soon as government regula- 
tions permit. Edward L. Davis 
who has been associated with the 
Philadelphia Lawn Mower Co., 
for nearly 20 years is vice-presi- 
dent in charge of the lawn mower 
division, and N. C. Herrold 
formerly the sales manager of 
the Coldwell Lawn Mower Co., 
has been named sales manager. 


pair parts for Cavalier ranges 
now in use, subject to restric- 
tions of war regulations. Mr. 
Frazier stated that his company 
has withdrawn from the range 
field in order to devote all of its 
facilities to further its furniture 
lines, and metal-working busi- 
ness. 


MEEK MGR. BRANCH 
OF WESTINGHOUSE 
ELECTRICAL SUPPLY 


William B. Meek has been ap- 
pointed manager of a new branch 
office of the Westinghouse Elec- 











tric Supply Co., Pittsburgh, Pa., 

















. in New Orleans, La. Mr. Meek ZB 
MARSHALL HEADS PARTS Mr. Marshall headed his own became associated with the Mon- of the 
& SERVICE DEPT. Specialty Distributing Co., for won Weuteess Cai. Winnsen:. ta Mic. C 
HORTON MFG. COMPANY | the inter-mountain region. F — 2 é 
in 1933. In 1934 he moved to ALDEN P. CHESTER manage! 
The Horton Mfg. Co., Fort New Orleans as manager of the ° gion, re 
Wayne, Ind., is preparing for BACKSTRAND, V. P. then newly opened Monroe recent 
ARMSTRONG CORK, branch in that city. Two years | _ , , Electric 
HAS NEW DUTIES later, he was made manager of Sherman was elected eg thet it 
C, 3 Seiad: inietden both the New Orleans and the | 4¢"t of the Ker ae a om = 
of rt yer C = in tae Monroe branches of the com- | **™ ce oI for P 
6 ork \0., Lan- | pany, and was also elected vice- proved the general plan for post- BU 
caster, Pa., has relinquished his war production of Dutch Oven GEN 
duties in directing manufacturing Ranges at the Kokomo plant of RIC 
operations and now is working the company, when war produc- 
directly with the president’s office tion contracts are completed. H. E 
in the administration of the com- This plant is now turning out heen a 
pany’s general affairs. Mr. Back- all-steel life boats and life rafts, general 
strand joined the company as a and has produced more than 50 ton & ] 
arms 1 





WILLIS M. MARSHALL 


conversion by the reallocation of 
personnel. Willis M. Marshall 
has been appointed manager of 
the company’s parts and service 
department. Mr. Marshall, who 
was formerly in charge of ma- 
terial control in connection with 
the Horton Mfg. Co.’s Army Air 
Forces contracts, will also take 
an active part in the sales of the 
company. Prior to his affiliation 
with the Horton organization, 
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salesman in 1921, became as- 
sistant sales manager of the floor 
division in 1927, general manager 
of the division in 1930, and in 
1935 was elected a director of 
the company. 


FLORENCE STOVE BUYS 
RANGE BUSINESS OF 
CAVALIER CORP. 


The Florence Stove Co., Gard- 
ner, Mass., has recently pur- 
chased the entire electric range 
and gas range business of the 
Cavalier Corp., Chattanooga, 
Tenn., according to an announce- 
ment issued jointly by R. L. 
Fowler, and R. T. Frazier, presi- 
dent of the Florence Stove Co., 
and vice-president of the Cavalier 
Corp., respectively. ° 

The Florence Stove Co. has 





WILLIAM B. MEEK 


president. He resigned, in 1942, 
from that company to join the 
Anaconda Wire & Cable Co., 
New Orleans, as district mana- 
ger. 








per cent of the life boats and 
rafts used on Liberty and Victory 
ships. 

Mr. Chester has been asso- 
ciated with the stove industry 
since 1925 when he became sales 
representative for Chambers 
ranges, and later general sales 
manager for that company. He 
was elected vice-president of the 
Globe American Corp., in 1930, 
and was appointed general man- 
ager of the Kokomo division in 
1935. Mr. Sherman has been 
since 1940, serving as plant 
manager at Kokomo. He was 
formerly president of the Detroit 
Vapor Stove Co., which was later 
acquired by the Norge Division 
of Borg Warner. W. D. Harvey, 
manager of the Macomb plant of 
the Globe American Corp., was 
elected chairman of the board. 
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J. H. ASHBAUGH 


of the Westinghouse Electric & 
Mfg. Co., Pittsburgh, Pa., and 
manager of its appliance divi- 
sion, recently predicted at the 
recent opening meeting of the 
Electric League of Pittsburgh, 
that it will require about four 


J. H. Ashbaugh, vice-president 


Ashbaugh Predicts Civilian Prodaction 
On Appliances 6 Months After Nazi Fall 


months to get material for ci- 
vilian production, one month to 
fabricate parts, and one or two 
months to actually start produc- 
tion of appliances after the Nazi 
defeat. The first problem that 
faces the electric appliance in- 
dustry, according to Mr. Ash- 
baugh, is getting production from 
the assembly lines. 

Mr. Ashbaugh said that the 
immediate post-war appliances 
will show very little change from 
those on the market in 1940 and 
1941, because by producing on 
the basic prewar designs, the re- 
sults will be far better. He added 
that it is essential to the industry 
that a substantial rise in prices 
be prevented. 

Concerning the post-war mar- 
ket for home freezer units, he 
said that many of these units 
would be sold, but probably the 
demahd for frozen food would 
result in increased frozen food 
storage space within the present 
type of electric refrigerator. 








BUTTERFIELD ASS’T 
GEN MGR. HARRINGTON 
RICHARDSON ARMS 
H. E. Butterfield has recently 
heen appointed assistant to the 
general manager of the Harring- 
ton & Richardson Arms Co., fire- 
arms manufacturers, Worcester, 





H. E. BUTTERFIELD 
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Mass. For the past two years, he 
was purchasing agent for the 
American Type Founders, Inc., 
Small Arnis Division, and Cowd- 
rey Machine Division, Fitchburg, 
Mass. Prior to that he served as 
purchasing agent for C. H. 
Cowdrey Machine Works, Fitch- 
burg, Mass., for 25 years. His 
past business experience covers 
32 years in the machinery and 
ordnance manufacturing indus- 
try. 
ALUMINUM GOODS CO. 
MAY PRODUCE CIVILIAN 
COOKING UTENSILS 


The Aluminum Goods Mfg. 
Co., Manitowoc, Wis., manufac- 
turers of Mirro aluminum cook- 
ing utensils, has recently an- 
nounced that its company has 
been granted authorization to 
produce civilian cooking utensils 
in the last quarter of this year, 
1944, and the first quarter of 
1945. The company has issued 
a statement saying the resump- 
tion of production will be neces- 
sarily very slow and of a limited 








nature as the company is still 
engaged in war contracts. The 
company will continue a policy 
of not booking civilian orders 
until it is definitely known what 
production will be available. 





CLAYTON & LAMBERT TO 
MAKE REFRIGERATORS 


The Clayton & Lambert Mfg. 
Co., Detroit, Mich., pre-war pro- 
ducer of metal stampings for 
automobiles, will enter the 
post-war home refrigeration field 
with the manufacture of a new 


gas-fueled __ refrigerator. The 
company currently is making 
millions of steel shell cases 


monthly for the Navy. Charles 
F. Lambert, president of the 
company, said that manufactur- 
ing operations will begin as soon 
as possible after government 
regulations permit in plants now 
under consideration in Ohio, 
West Virginia, Kentucky and 
Indiana. 


DAVIES ASS’T SALES 
MGR. WOOSTER BRUSH 


Herbert S. Davies has recently 
been appointed assistant sales 
manager of The Wooster Brush 
Co., Wooster, Ohio. Mr. Davies 
became associated with the com- 
pany 15 years ago as a represen- 
tative. In 1938 he was appointed 
manager of advertising and sales 
promotion, positions which he 





HERBERT 8S. DAVIES 


will continue to occupy in addi- 
tion to his new duties. He has 
also been in charge of the com- 
pany’s subcontract work. 








MID-STATES GUMMED 
PAPER BOUGHT BY 
MINN. MINING & MFG. 
The Mid-States Gummed Paper 
Co., Chicago Ill., producers of 
gummed paper, cloth tape, and 
gummed labels, has been ac- 





GEORGE H. HALPIN 


quired by the Minnesota Mining 
& Mfg. Co., St. Paul, Minn. 
Originator of “Scotch” tape, the 
St. Paul firm will now engage 
also in the manufacture of water- 
activated tapes and labels. 
George H. Halpin vice-president 
of Minnesota Mining & Mfg. Co., 
will correlate the activities of the 
two companies. The active man- 
agement of The Mid-States Gum- 
med Paper Co., will continue 
under the direction of Irving Mc- 
Henry, president, Frank Humph- 
ner, and George Goodsir, vice 
presidents, and their associates. 
It will be operated as a separate 
subsidiary of Minnesota Mining 
& Mfg. Co. 


PATTISON PRESIDENT 
PATTISON SUPPLY CO. 


C. V. Pattison, was recently 
elected president of the Pattison 
Supply Co., 777 Rockwell Ave., 
N. E. Chicago, Ill. He succeeds 
the late W. H. Smith, who passed 
away last June. Mr. Smith who 
served as president from 1926, to 
1944, was co-founder, with Mr. 
Pattison’s father, the late W. M. 
Pattison, of the organization. 
The company started in 1897. 
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Inevitably the tide of Victory has 
turned and the dawn of a bright new 
day grows nearer. Soon Paint Mer- 
chants can look forward to ample 
peacetime products by Lowe 
Brothers—-unmatched as always 

in quality and service. 


Lowe Brothers continuing leader- 
ship has been achieved over many 
decades of development, and ac- 
celerated by intensive wartime 
research, It will result in greater 
profits and good will for you in the 
home-renewing years ahead. 


Lowe Ridbiies 


PAINTS ) VARNISHES 









For 72 Years... 
in War or Peace * 
First in Quality 

& Dealer Service 





MUTERSBAUGH GENERAL 
SUPT. PAINT-VARNISH 
DIV. GLIDDEN CO. 


Gordon H. Mutersbaugh has 
recently been general superinten- 
dent of the paint and varnish di- 
vision of The Glidden Co., Cleve- 
land, Ohio. Mr. Mutersbaugh 
succeeds Gordon H. Hamilton 
who will devote all his time to 
his position as vice-president in 
charge of the company’s Chicago 
paint divisions. Nelson W. 
Haviland, formerly production 
manager of the company’s Cleve- 
land plant, will succeed Mr. 
Mutersbaugh as plant superinten- 
dent. In his new position, Mr. 
Mutersbaugh will be assisted by 
Earl T. Riter and Joseph E. 
Andrews, both veteran produc- 
tion department employees. Ed- 
ward C. Schulte, who joined the 
technical department of The 
Glidden Co., in 1931, is now 
technical director of the Glidden 
paint and varnish division. T. A, 
Neuhaus, is director of this 
laboratory. 


WARREN TELECHRON TO 
AGAIN MAKE CLOCKS 
BEARING OWN NAME 


The Warren Telechron Co., 
Ashland, Mass., will manufacture 
electric alarm clocks under its 
own name immediately following 
the dissolution of the brief pool- 
ing arrangement under which 
Telechron made unbranded “war 
alarm” clocks for much of the 
industry. Roy W. Johnson, the 
company’s general sales manager, 
said that the public and trade 
should not become too optimistic 
for although the company will 
produce several thousand clocks 
a day, the demand will probably 
exceed the production. Warren 
Telechron Co. will continue the 
production of war equipment, 
but as war contracts decrease at 
the end of the European war the 
company will increase its alarm 
clock production and resume the 
production of other electric house- 
hold clocks. 


DUCEY SALES MGR. 
VAN CLEEF BROS. 


Bernard T. Ducey, formerly as- 
sistant sales manager of Van 
Cleef Bros., Chicago, Ill., manu- 
facturer of rubber products, has 
been recently promoted to the 
position of sales manager, suc- 
ceeding H. D. Wexelberg. He 
will be assisted by H. C. Lewis, 
recently with the War Petroleum 
Administration, who has been 
named advertising and assistant 
sales manager. C. J. Leinen has 
been appointed to head a new 
division of the sales department 





W. RUSSELL POOLE 


POOLE WORKS MGR. 
CORBIN SCREW CORP. 


W. Russell Poole has recently 
been appointed works manager 
of the Corbin Screw Corp., New 
Britain, Conn. He succeeds James 
P. Baldwin who was appointed 
general manager in January, 
1944. Mr. Poole joined the com- 
pany after spending two years 
with the Barden Corp., Danbury, 
Conn., as works manager. Prior 
to that he was connected with 
the Norma-Hoffman’ Bearings 
Corp., for over 11 years as indus- 
trial engineer and consultant to 
the management, and was at one 
time with The Millers Falls Co., 
Greenfield, Mass. 





LESTER DIST. CO. 
DISTRIBUTES FOR 
NOBLITT-SPARKS 


The Lester Distributing Co., 
Sacramento, Cal., has been ap- 
pointed exclusive distributor for 
the Noblitt-Sparks Industries, 
Inc., Columbus, Ind., Arvin line 
of radios, heaters, metal furni- 
ture, and projected postwar line 
of appliances for the 33 inland 
counties of California, and the 
adjoining five counties in Ne- 
vada. The distributing company 
will be located after the war at 
16th & R Sts., Sacramento, where 
it will have a modern well- 
equipped office, and ample stor- 
age facilities. In addition they 
operate five warehouse locations, 
including trackage on both the 
Southern Pacific and Western 
Pacific Railroads. 





HARBOR GEN. MGR. 
WESTERN WINDMILL 


Earl Harbor has been named 
general manager of the Western 
Windmill Co., Inc., Sweetwater, 
Tex. He succeeds. Palmer Leeper, 
who is no longer with the firm. 
Mr. Harbor has been associated 








as director of sales service. 


with the company many years. 
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J. M. & L. A. OSBORN 
BOUGHT BY MILCOR 


The Milcor Stee! Co., Milwau- 
kee, Wis., subsidiary of the In- 
land Steel Corp., Chicago, IIl., 
recently purchased The J. M. & 
L. A. Osborn Co., Cleveland, 
Ohio. The Osborn Co., was estab- 
lished in 1859, and it operates 
branches in Buffalo, N. Y., De- 
troit, Mich., and Cincinnati, Ohio. 
It serves the construction indus- 
try with sheet metal building ma- 
terials, thus its lines parallel 
those of the Milcor Steel Co. For 
the present operations will be 
continued as The J. M. & L. A. 
Osborn Co., division of Milcor 
Steel, with the Osborn organiza- 
tion remaining intact. Later it 
will be supplemented by Milcor 
personnel to handle those Milcor 
products not carried by Osborn. 





KING PRESIDENT 
GAINES FOOD CO. 


Edward M. King has recently 
been elected president of the 
Gaines Food Co., Inc., manufac- 
turers of dog food, 250 Park 
Ave., New York City, to succeed 
W. E. Armstrong, who has re- 
signed. Harry Hartnett, manag- 
ing director of the Gaines Re- 
search Kennels, Ridgefield Conn., 
will assume added responsibilities 
under the title of director of re- 
search services. Mr. Hartnett will 
coordinate the work of the ken- 
nels with the technical research 
carried on under Dr. W. L. Rob- 
erts at the Hoboken, N. J., labo- 
ratories of the company. For 
many years, the new president, 
Mr. King, has held executive po- 
sitions with General Foods. 





ROHRABACHER SALES 
MGR. DIRATS MFG. CO. 


C. A. Rohrabacher was re- 
cently appointed sales manager 
of the Dirats Mfg. Co., manufac- 
turers of precision grinding 
wheels, Westfield, Mass. Mr. 





Rohrabacher was a salesman in 
the retail heating field for five 
years before joining Dirats Mfg. 


Connecticut and 
a manufac- 


pervisor in 
Massachusetts for 


conditioning equipment. 





PITTSBURGH PLATE 
GLASS CO. MAKES 
EXECUTIVE CHANGES 


Clarence M. Brown has been 
recalled as chairman of the 
Pittsburgh Plate Glass Co., 632 
Duquesne Way, Pittsburgh, Pa., 
to succeed the late H. S. Wher- 
rett. Leland Hazard, general 
counsel, was elected vice-presi- 
dent of the company, H. B. 
Higgins, president, was named 
chairman of the executive com- 
mittee, and H. B. Brown, secre- 
tary, was elected to the board. 

Mr. Higgins stated that the 
in reconverting to peacetime 
work after the war. In the com- 
pany’s glass division the com- 
pany has made it possible to take 
pictures through plate glass from 
five miles or more in the air. 
Mr. Higgins says, that at the 
same time, his company has per- 
fected a means for Navy pilots 
to aim directly through the 2%4- 
in. bullet-proof glass, thereby 
changing the position of the 
gunsight and removing this extra 
hazard in crash landings. 





BAILLIE PRES. AM. 
GAS MACHINE Co. 


J. W. Baillie, formerly secre- 
tary and treasurer of the Detroit 
Lubricator Co., 5900 Trumbull 
Ave., Detroit, Mich, resigned 
these positions to become presi- 
dent of the American Gas Ma- 
chine Co., Albert Lea, Minn. He 
has served on the board of direc- 
tors of the latter company for the 
past three years. 





ADMIRAL NAMES UNITED 
DISTRIBUTORS, BOSTON 


Admiral Corp., 3800 Cortland 
St., Chicago 47, Ill., has recently 
appointed the United Distrib- 
utors, Inc., as distributors of 
Admiral radios, 


ers for the Boston trading area 
and part of Vermont. John B. 
Zumwalt, Sr., formerly New 
England district sales manager 
for the Crosley Corp., will head 
the appliance division of the 
company as vice-president and 
general manager. Mr. Zumwalt 
has been in the appliance field 
for the past 23 years. Prior to 
joining the Crosley Corp., he was 





Cc. A. ROHRABACHER 


Co., Sidney, Ohio. 


associated with the Prima Mfg. | 


Co. in 1942, and was sales su- | 


turer of stoves, furnaces, and air- | 


company expects little difficulty | 


refrigerators, | 
electric ranges, and home freez- | 


| 
| 
| 
} 
| 
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--- IN POPULAR 
PROFITABLE ASSORTMENTS 












You'll find this easy-to-order, easy- 
to-sell Maestro “AA” package assort- 
ment especially popular with your 
customers. The grouping includes 
two-each of the six attractive serving 
and relish dishes shown above; totals 
$12.00 at suggested retail prices 
(West coast slightly higher). These 
striking numbers combine the bril- —¢, 
liant beauty of pure silver with the 
richness of ruby-colored glass... can 
be featured profitably all year-round 
as practical, decorative gifts and 
prizes. Inquire about other Maestro 
assortments; get details, too, on the 
popular groupings in our Satintone 
line. Available for immediate ship- 
ment... see your jobber. 
































When peace comes... 


it will be Grand 


Every range we produce bears the 
proud Grand name—there are no 
private or chain brands, or any other 
brand but GRAND. There are no step- 
children or orphans in the GRAND 
family, nor will our independent deal- 
ers be “orphaned” by chains selling 
Grands at cut prices. In 78 years of 
range-building, we have pioneered in, 
developing advanced, exclusive fea- 
tures for better cooking. 


And, to make the Grand Gas Range 
franchise a still more valuable asset for 
appliance dealers, the new post-war 
models will be supported by consumer 
advertising, special merchandising 


events and sales training for your re- 


tail salespeople. 
GAS RANGES 





SULLIVAN SALES 
MGR. HOME APPLIANCE 
DEPT. GENERAL MILLS 


J. A. Sullivan has recently been 
appointed sales manager of the 
home appliance department of 
the mechanical division of Gen- 
eral Mills, Minneapolis, Minn. 
Mr. Sullivan was recently re- 
leased from active duty in the 
U. S. Naval Reserve. Com- 
missioned as a lieutenant in the 
USNR in Nov., 1942, he was 
ordered to active duty in the 
Production Division, Bureau of 
Aeronautics Navy Department, 
Washington, D. C., the following 
February. Mr. Sullivan was at 
one time manager of the small 
appliance section of the merchan- 
dising division of Westinghouse 


Electric & Mfg. Co. 





TAPPAN STOVE 
DISTRIBUTION POLICY 
FOR POST-WAR ERA 


C. V. McConnell, general sales 
manager of the Tappan Stove Co., 
Mansfield, Ohio, has announced 
that the dealer distribution pol- 
icy that went into effect shortly 
before the attack at Pearl Har- 
bor, will be extended into the 
early period of post-war range 
production. When the ranges 
come off the assembly line once 
more, an allocation system will 
be in effect for the protection of 
loyal pre-war dealers, and new 
accounts will be served after the 
critical requirements of dealers 
in communities where Tappan 
was represented before the war 
are satisfied. 


IRELAND DIV. OF 
BENNETT-IRELAND HAS 
NEW PLANT-EQUIPMENT 


John B. Turner, general man- 
ager of the recent consolidation 
of the Bennett Fireplace Co., and 
Ireland Machine & Foundry Co., 
Norwich, N. Y., announced the 
approval of the WPB of a new 
plant and complete equipment 
for the Ireland division of the 
concern, which is known as Ben- 
nett-Ireland. The foundry in the 
new plant will have a capacity 
of about 250 tons of cast iron 
per month. The added space will 
double the combined Bennett- 
Ireland production capacity. One 
half of the building will be re- 
quired for the foundry, and the 
other half will be devoted to the 
machine, wood, and pattern 
shops, and also provide assem- 
bly and storage areas. This will 
release the existing Bennett plant 
of the company for production of 
ammunition cases and similar 
materiel for the Navy. After the 
war, both plants will be fully 








utilized by peace-time production, 


which will include fireplace units, 
Flexscreen, steel and cast iron 
dampers, and a wide line of 
wood and coal burning grates 
for fireplaces. 

Bennett-Ireland will operate as 
two separate divisions, the Ben- 
nett Division and the Ireland Di- 
vision. Bennett Division will con- 
tinue to serve the building in 
dustry, promoting the sales of 
Fresh- Air and _ Recirculating 
Units, steel and cast iron damp. 
ers, wood grates, etc. The Ireland 
Division will promote the sales 
of farm machines and equipment 
and saw mills. 





PRIEST STEEL BUYER 
FOR HARPER & 
REYNOLDS CORP. 


Donald Priest has _ recently 
been appointed steel buyer for 
Harper & Reynolds Corp., Los 
Angeles, Cal., wholesale hard- 
ware distributors. He was 
formerly associated with Los 
Angeles Hardware Co. 





PIZOR KEY SALES 
SPECIALIST FOR NORGE 
DIV. BORG-WARNER 


R. H. Pizor who has been in 
the sales department of the 
Norge division of Borg-Warner 
Corp., Detroit, Mich., has been 
appointed key sales specialist for 
the company. He has just com- 
pleted two years in an important 
war job in the company’s Muske- 
gon, Mich. plant. He was 
moved to the latter plant shortly, 
after Pearl Harbor where he was 
expediter for the purchasing de 


4 





R. H. PIZOR 


partment. Mr. Pizor will return 
to the field immediately to assist 
in dealer contact work. Shortly 
after the First World War, he 
started to work distributing light 
specialty items in the household 
appliance field, two years later 
moving to the major appliance 
business, where he has remained 





since. 
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ACKERMAN COVERS 
SOUTHWEST U. S. FOR 
SAVAGRAN CO. 


H. D. Ackerman has recently 
been named sales representative 
for the southwestern territory for 
The Savogran Co., India Wharf, 
Boston, Mass. Mr. Ackerman, 





H. D. ACKERMAN 


who was formerly associated with 
The Glidden Co., will have 
charge of sales of the company’s 
products to the hardware, paint, 
and lumber trade. 





CARROLL GEN. SALES 
MGR. ROYAL ELECTRIC 


M. C. Carroll has recently 
been appointed general sales 
manager of the Royal Electric 
Co., Inc., Pawtucket, R. I. Mr. 
Carroll was formerly vice-presi- 
dent and sales manager of the 
Chase-Shawmut Co., and is well 
known throughout the trade. Mr. 
Carroll heads a department that 
comprises the sales staff and 
warehousing facilities located in 
principal cities from coast to 
coast. 


E. M. FLAHERTY MGR. 
DUPONT FINISHES 


E. M. Flaherty has recently 
been appointed manager of the 
finishes division of the fabrics & 
finishes dpartment of E. I. du- 
Pont de Nemours & Co., Wil- 
mington, Del. W. M. Zintl was 
named assistant manager and W. 
F. Donohoe was made director of 
the finishes division sales suc- 
ceeding Mr. Zintl. Matt Den- 
ning succeeds Mr. Donohoe as 
assistant director of sales. 

Mr. Flaherty has been with 
the company for 33 years. Mr. 
Zintl, who joined the company in 
1925 as director of sales in the 
finishes division and formerly 
had been affiliated with the Cur- 
tis Publishing Co., Philadelphia, 


Donohoe started his business 
career with the Harrison Bros., 
which was later acquired by the 
Du Pont Co. He served in many 
capacities finally becoming sales 
manager for paint, varnish, and 
heavy chemicals serving both the 
Philadelphia and the Wilming- 
ton offices. Mr. Denning was 
formerly city editor of the VWil- 
mington Morning News, before 
joining Du Pont, where he served 
as assistant director of the adver- 
tising department prior to his 
new appointment. 








GROVE AND SUTER 
DIVISION MGRS. 
BARLOW & SEELIG 


The appointment of two divi- 
sion sales managers for the Bar- 
low & Seelig Mfg. Co., Ripon, 
Wis., manufacturers of Quality 
washers, was announced recently 
by P. J. Daniels, general sales 
manager. George L. Grove will 
head the division covering the 
states of Ohio, Michigan, and 
Indiana, Mr. Suter will direct the 
sales of the southeastern division 
which is comprised of the states 
of North and South Carolina, 
Florida, Kentucky, Tennessee, 
Mississippi, Alabama, and 
Georgia. Mr. Grove has been 
with the company since 1930, and 
was responsible for building up 
the dealer organization in Ohio. 
Mr. Suter operated as Speed 
Queen distributor before joining 
the factory sales organization in 
1940. 


CARLSON COORDINATOR 
WICKWIRE SPENCER 
METALLURGICAL CORP. 


Wickwire Spencer Metallurgi- 
cal Corp., subsidiary of the 
Wickwire Spencer Steel Co., 500 
Fifth Ave., New York City 18, 
announced the appointment of 
Evelyn S. Carlson as sales and 
production coordinator at the 
company’s Newark, N. J., plant. 
This subsidiary formerly was 
known as Sirian Wire & Contact 
Co., and it manufactures fine 
drawn molybdenum and tungsten 
wires, tungsten carbides and dies, 
for the electronic industry. Miss 
Carlson was in charge of molyb- 
denum wire allocation for the 
WPB, in Washington, a position 
she had since 1942. 





BARTH MFG. CO. 
MOVES—NOW IN 
MILLDALE, CONN. 

The president of The Barth 
Mfg. Co., Milldale, Conn., Ed- 
ward G. Hackbarth, has an- 
nounced that the company’s plant 
formerly located at Plantsville, 








Conn., has been moved to Mill- 





Pa., as manager of sales. Mr. 
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dale, Conn. 


Your New Water Heaters, too, 


will have 





When new oil burning hot water heaters are ready 
for your display and sale, one of their important sell- 
ing features will be the A-P THERMOS ATIC Oil 
Control Valve. It will mean plenty of hot water, day 
and night, at constant temperature, without the in- 
convenience of manually adjusting the burner. 


The A-P model 240 WUR Control, illustrated, is gov- 
erned through the thermostatic bulb, which is secured 
against the inner wall of the tank. (Note that it does 
not require inserting into a hole in the tank — an 
advantage both in re and in leakproof serv- 
ice). Temperature of the water, transferred to the 
bulb, and, in turn, to the A-P Control, turns on or 
off the oil flow for high or low fire as required. Its 
“snap-action” principle of operation saves on fuel, too. 


Thus, the homeowner merely lights the burner, turns 
the control knob to the water temperature desired 
(adjustable from 120 to 155 degrees), and the A-P 
control does the rest — keeping the water at a steady 
temperature without further attention. 


The A-P Thermostatic Hot Water Heater Control is 
only one more example of the new developments of 
A-P designers and engineers . . . an example, too, of 
the skill, knowledge and ability being offered today to 
manufacturers of new heaters and heating appliances, 
for their post-war planning. 


AUTOMATIC PRODUCS COMPANY 


2442 NORTH 32nd STREET © MILWAUKEE 10, WISCONSIN 


fp} DEPENDABLE 


OIL CONTROL VALVES 
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There’s a growing 
market for these 


Get your share of this profitable business. Here is 
.< complete line of linoleum adhesives and acces- 


~ories—conveniently packaged—and priced right. 





LINOLEUM 
SUPPLIES 





Lino Wax—Self-Polishing Floor Wax 
Linoleum Paste 

Waterproof Cement 

Dampproof Cement 

Sink Top Cement 

Cove Base Cement 

Cotton Back Wall Adhesive 
Asphalt Emulsion 

Cut Back 

Asphalt Primer 

Asphalt Felt 15 Lbs. 

Asphalt Felt 30 Lbs. 
Semi-Saturated Felt 62 Lbs. 
Semi-Saturated Felt 42 Lbs. 
Combination Linoleum Felt 42 Lbs. 
Dry Linoleum Felt %4 Lb. 

Asphalt Tile Cleaning Powder 
Dehydrated Linoleum Paste 


WRITE TODAY! 


For complete price list and name of nearest distributor. 
(Distributor's Note: Some territory still open—write for details). 


LINO-PASTE CO. 


1948 CARROL AVENUE 
CHICAGO, ILL. 


"Largest exclusive makers of linoleum adhesives 
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in the country" 


WESTINGHOUSE MAKES 
SEVERAL APPOINTMENTS 


Robert Hills has been named 
central district stores manager 
with headquarters in Detroit, 
Mich., for the Westinghouse 
Electric Supply Co., Chicago, Il. 
Also appointed were A. C. 
Kacher, manager of the Minne- 
apolis, Minn., branch, and Aus- 
tin B. Watson, purchasing agent 
for the newly established pur- 
chasing department, Dallas, Tex. 
Mr. Hills joined the company in 
1935, and in 1942 was named 
service manager in Toledo. Mr. 
Kacher became affiliated with 
Westinghouse in 1921, and since 
1929 has been an apparatus and 
supplies salesman in Minneapo- 
lis, Minn. Becoming associated 
with the company in 1928 as an 
office boy, Mr. Watson was ad- 
vanced to statistics and general 
accounting in 1929. Two years 
later he was named to the stock 
control and service departments. 





APEX RECONVERSION 
PLANS FINANCED BY 
ARMY REG. VT LOAN 


C. G. Frantz, president of the 
Apex Electrical Mfg. Co., Cleve- 





land, Ohio, announced that as a 
part of the company’s reconver- 
sion preparations to its regular 
products of Apex electric wash- 
ing machines, ironing machines, 
vacuum cleaners, etc., an Army- 
sponsored regulation VT loan for 
$5,000,000 has been completed. 
The loan will be used to finance 
company war activities of its 
plants at Cleveland and San- 
dusky, Ohio, all of which are 
operating at increasing rate in 
the production of naval gun con- 
trol mechanism, amphibian tank 
transmissions, aircraft* operating 
units, and engine pumps. The 
loan agreement will permit the 
release of the company’s capital 
for the conduct of its own regu- 
lar business. 


MULHERN ELECTED 

PRESIDENT BIRTMAN 

ELECTRIC COMPANY 
Edward J. Mulhern has recent- 
ly been elected president of the 
Birtman Electric Co., 41-40 Ful- 
lerton Ave., Chicago 39, III. 





EMERSON APPOINTS 
TWO DISTRIBUTORS 


Emerson Radio & Phonograph 
Corp., 111 Eighth Ave. New 
York City 11, has appointed two 
distributors for the post-war line 
of Emerson radio and television 
sets in Roanoke, Va., and Clarks- 
burg, W. Va. Nelson Hardware 


ware distributors, in Virginia, 
and the Utility Co., Inc., Clarks- 
burg, are the two firms named. 
The Nelson Hardware firm will 
establish a specialty division for 
the sales of Emerson. radios, 
under the supervision of R. R. 
Jelson, president of the company. 
The Clarksburg company has al- 
ready established a service de- 
partment for Emerson radios, to 
collaborate with dealers and ser- 
vice men in that area. 





TENN. MARKETERS 
OFFER WIDE LINE, 
CHRISTMAS TOYS 


Tennessee Valley Associated 
Marketers, 117 Ninth Ave., N., 
Nashville, Tenn., is offering im- 
mediate shipment on an exten- 
sive line of Christmas toys, in- 
cluding shoo-flys, _rider-sticks, 
and rock-a-toys made _ under 
direct license from Walt Disney. 

The Disney licensed toys fea- 
ture Donald Duck, Mickey 
Mouse, Pedro, Bambi, Pluto and 
other characters, faithfully repro- 
duced in authentic colors. Among 
other items offered by the Ten- 
nessee Valley Associated Market- 
ers are juvenile tables, guns, 
tanks, airplanes, etc. 





JOHNSON REG. MGR. 
FOR ADMIRAL CORP. 


Wallace C. Johnson has re- 
cently been appointed midwest 
regional manager for the Ad- 
miral Corp., 3800 Cortland St., 
Chicago, 47, Ill. Mr. Johnson re- 
signed as sales manager of the 
radio and radio division of the 
Bendo Co., Kansas City, Mo. 
Prior to that he was assistant 
district manager covering 21 
states for the Army-Navy Elec- 
tronics, Production Agency. Mr. 
Johnson will represent the Ad- 
miral company throughout the 
Middle West, handling both 
radios and appliances. He is mak- 
ing his headquarters at 444 Lake 
Shore Drive, Chicago, Il. 











Co., Roanoke, wholesale hard- 
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WALLACE C. JOHNSON 
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J. T. CLINTON 


whose appointment as sales 
manager of The Moore Enamel- 
ing & Mfg. Co., West Lafayette, 
Ohio, was announced in the 
Oct. 12th issue, on page 107. 








BIGELOW & DOWSE 
FORMS APPLIANCE DIV. 


Bigelow & Dowse Co., Boston, 
Mass., wholesale hardware dis- 
tributors, has announced it will 
distribute major electrical ap- 
pliances in New England with a 
store in Kenmore Sq., 652 Beacon 
St., Boston, which will be used 
for display purposes and offices 
only. The company now has dis- 
tributor’s franchises on Farns- 
worth Television & Radio, Coole- 
rator Refrigerators, ice and elec- 
tric, and Coleman heaters. A 
line of electric washers and 
ironers will be added, plus seve- 
ral other items to make this a 
complete appliance division. The 
new business will be known as 
Bigelow & Dowse Co., Appliance 
Division, and will have its own 
sales management and sales force 
who will cover Massachusetts, 
east of Hampden County and the 
southern part of New Hampshire. 
The company also plans to ex- 
pand its line of tools, builders’ 
hardware, and sporting goods 
after the war. 





OPEN WHITEMARSH 
LABORATORIES OF 
PENN. SALT CO. 


At a recent luncheon held in 
the new research laboratories of 
the Pennsylvania Salt Mfg. Co., 
Whitemarsh, Pa., Leonard T. 
Beale, president of the company, 
presented the key to the labora- 
tories to Dr. S. C. Ogburn, Jr., 
manager of research and develop- 
ment. C. F. Kettering, general 
manager, General Motors Corp., 
research division was guest 
speaker. After the luncheon the 
guests were conducted through 
the extensive laboratories which 
were converted from Whitemarsh 
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Hall, the mansion of the late 
Edward T. Stotesbury. The 
grounds of Whitemarsh will be 
maintained, inasmuch as they 
are famous for their magnificence, 
being known as the “Versailles 
of America.” 


PITTS. DEALERS HEAR 
TALK ON ADVERTISING 


More than 50 members and 
guests were present at the recent 
monthly meeting of the Pitts- 
burgh Retail Hardware Associa- 
tion at Hotel Fort Pitt, Pitts- 
burgh, Pa. The meeting was 
preceded by a roast chicken 
dinner. 

Wesley A. Moore, president of 
the association, J. S. Moore & 
Son, Oakdale, Pa., who presided 
at the meeting, introduced the 
guest speaker, Lewis W. Rush, 
president, Advertisers’ Exchange, 
New York City. Mr. Rush dis- 
cussed the transitory period from 
the end of the war to the ex- 
pected post-war boom. He advised 
the dealers to obtain more cus- 
tomers in order to offset the 
chainstore competition, establish 
trade with women shoppers, and 
to advertise indirectly at a low 
cost, by selling at low prices to 
build good will. 

Other guests at the meeting 
included C. Emmerling, Ketchem, 
McLeod & Grove, advertising 
agency for the Pittsburgh, Pa., 
gas companies, who explained the 
charts which were on display, 
dealing with the prospects of 
selling gas ranges in Pittsburgh 
in 194X. 


ANSONIA ELEC. CO. 
WINS “E” PENNANT 


The Ansonia Electrical Co., 
manufacturers of electrical equip- 
ment, Ansonia, Conn., was re- 
cently awarded the Army-Navy 
“E” Pennant for excellence in 
the production of war materials. 
Hon. Robert L. Munger Judge of 
the Superior Court of Connecti- 
cut, who acted as master of cere- 
monies, opened the program, and 
introduced the Governor of Con- 
necticut, Raymond E. Baldwin, 
who commended the organization 
and staff on their meritorious 
service. Rear Admiral Wat. T. 
Cluverius, USN, retired, made 
the formal presentation of the 
pennant, and William J. Weaver, 
vice-president of the company, 
accepted the award on behalf of 
the employees. Brig. Gen. Thomas 
E. Troland, commanding general 
of the Fifth Security District, 
presented the “E” lapel insignia 
to representatives of the workers 
in various departments of the 
company. George H. Digillis 
made a speech of acceptance for 
the group. 






















































ATLAS THUMB TACKS are 











specially designed to take plen- 








ty of punishment. They're tough 








and dependable. They don’t re- 












quire pampering. Just place 







them where they‘re needed and. 





push ashardasyouwish ... 








they'll never lose their heads! 
















—available in 
attractive colors 
if desired. 
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SMens New, Amazingly 
Economical “Lo-Pilot“ 
OIL BURNER 


—an Assured “Super-Seller“! 


It's something NEW . . . something SENSATIONAL . . . a won- 
derful improved type of Oil Burner that will pace competition. 


ALLEN'S ‘"'Lo-Pilot’’ Oj! Burner (Patent Pending) provides 
hitherto unheard-of-fuel mee Its remarkable economy is due 
to a specially designed pilot light which permits fast low-pilot 
to high-fire burner operation in mild or changing weather. 
Fuel wastage in overheating is reduced . . . stand-by fuel con- 
sumption is drastically cut 

ALLEN has long enjoyed an established reputation for produc- 
tion of quality Oil Heaters. This sensational new development 
still further advances ALLEN leadership. 

We are now producing Oil Heaters equipped with this revolu- 
tionary Oil saving burner. Dealers and Distributors who are 
interested in the profit possibilities of this Allen Agency should 
write or wire today. 





Hitherto 
Unheard-of 
FUEL-SAVING! 


“Lo-Pilot" Burners are 
made in 3 sizes. The 
pilot in the 10-inch 
Burner consumes only 
1/33 of a gallon of 
oil per hour when 
operating on low 
pilot. 

Listed as Standard by 
Underwriters’ Labora- 

tories, Inc. 








ALLEN’S OIL BURNING 
PARLOR FURNACE 
Duotone Baked Enamei— 
Medel 4110-B 


Some Distributor Territories Open! 
Write NOW for details of valuable Allen Franchise. 








ALLEN MANUFACTURING COMPANY, INC. 
NASHVILLE, TENNESSEE 





INGERSOLL DISC DIV. 
BORG-WARNER CORP. 
MARKS 60TH YEAR 


The Ingersoll Steel & Disc Di- 
vision of Borg-Warner, Chicago, 
Ill., observed its 60th anniversary 
recently at a dinner at the Drake 
Hotel, Chicago, Ill., for farm 
implement manufacturers. Eric 
A. Johnston, president of the 
Chamber of Commerce of the 
United States was the guest 
speaker, and the three sons of 
S. A. Ingersoll, founder of the 
division, all directors of Borg- 
Warner Corp., also attended. The 
sons are, Roy C. Ingersoll, vice- 
president of the corporation and 
president of the Ingersoll divi- 
sion, and Harold G. and Stephen 
L. Ingersoll, division vice-presi- 
dents. 

S. A. Ingersoll developed a 
complete rolling Coulter disc and 
established the first plant at 
Sandoval, Ill., in 1884. He 
served simultaneously, according 
to his son Roy, as plant manager, 
worksman, salesman, shipping 
clerk, traffic manager, book- 
keeper, and treasurer. In 1904 
the company moved to Galesburg, 
Ill., and in 1915 the plant was 
completely destroyed by fire. The 
firm operated for some time in a 
temporary frame building while 
a new plant was being erected 
around and above them. Inger- 
soll became a unit of Borg- War- 
ner in 1930. Its peacetime pro- 
duction includes soft center and 
solid plow steels, ensilage cutter, 
section knife and disc steel, 
shovels, harrow and grain drill 
discs, etc. It operates plants in 


of Fred Lyons, Geo. Cermak, and 
Joseph Holland was appointed to 
make an investigation to see 
what could be done about alle 
viating the allocation matter. 





McGRAW ELECTRIC CO. 
REVERSES ORDER OF 
FIRM AND DIV. NAMES 


The McGraw Electric Co., El 
gin, Ill., has recently announced 
that the order of the name of 
the company and Toastmaster 
Division names has been reversed. 
Formerly known as the McGraw 
Electric Co., Toastmaster Prod- 
ucts Division, the division is now 
to be known as the Toastmaster 
Products Division, McGraw Elec- 
tric Co. 

SENTINEL RADIO CORP. 

WINS ARMY-NAVY “E” 


The Sentinel Radio Corp. 
Evanston, IIl., has recently re- 
ceived the Army-Navy “E” award 
in recognition of the employees’ 
outstanding excellence in the pro- 
duction of military radio equip- 
ment. John Trombetta accepted 
the “E” lapel pins, which were 
presented to the men and women 
of Sentinel. The company has 
been producing radio receiving 
and transmitting units, as well 
as other electronic devices for the 
armed forces. This company 
has played a big part in the pro- 
duction of the Handy-Talkie, the 
portable transmitting and receiv- 
ing set. 





UNION DISTRIBUTORS 
ANNOUNCED BY LEO 





Chicago, Chicago Heights, and 
New Castle, Ind., as well as in 
Kalamazoo, Mich. 


GIBSON NAMES 
CANADA DISTRIBUTOR 


All the Gibson Refrigerator 
Co.’s, Greenville, Mich., prod- 
ucts, including the Freez’r Shelf 
Refrigerator, Kookall electric 
range, and home freezer will be 
distributed throughout Canada by 
Rogers Majestic, Ltd., Toronto, 
Canada. 


———_ 


CHICAGO DEALERS 
DISCUSS ALLOCATION 


The Chicago Retail Hardware 
Association meeting held Sept. 
29th, at the Merchants & Manu- 
facturers Club was attended by 
150, who saw the film, “Fortress 
In the Sky,” which showed the 
manufacture and operation of 
our B-29 bomber. After the film 
there was an informal discussion 
as to the allocation policies in 
the distribution of scarce items 
by wholesalers, among their cus- 


AND JACOB LEVIN 


Leo and jacobin Levin have 
announced formation of Union 
Distributors, Inc., Shrewsbury 
Ave., cor. Patterson Ave., P. O. 
Box 29, Red Bank, N. J., to han- 
dle hardware, housefurnishings, 
toys, sporting goods, electrical 
appliances and cooking and heat- 
ing stoves in Monmouth, Middle- 
sex and Ocean Counties in New 
Jersey. Jacob Levin is president 
of the company and Leo Levin 
manager. 


STEEL MAY BE AVAILABLE 
FOR KITCHEN CABINETS 
UPON GERMAN DEFEAT 


According to the Steel Kitchen 
Cabinet Institute, it is expected 
that sufficient steel will be re- 
leased to permit manufacturers 
of steel kitchen cabinets to re- 
sume production when the war 
in ‘Europe is over. S. S. Keeney, 
executive secretary of the Insti- 
tute, said that although all these 
manufacturers are still busy with 
war work, they will be back in 
production of steel cabinets 
within 30 days from the time 











tomers. A committee composed 


the steel is released to them. 
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PRITCHARD GEN. SALES 
MGR. APPLIANCE DEPT. 
FOR GENERAL ELECTRIC 
C. R. Pritchard has recently 
been appointed general sales 
manager of the General Electric 
Co.’s appliance and construction 


4 





Cc. R. PRITCHARD 


material sales _ organization, 
Bridgeport, Conn. He will be 
responsible for all sales and sales 
policies of this department and 
responsible to H. L. Andrews, 
vice-president. A. M. Sweeney 
was named manager of sales for 
all major appliances, and C. W. 
Theleen, manager of sales of all 
trafic appliances and vacuum 
cleaners. A. C. Sanger ap- 
pliance sales manager has re- 
signed his position, and A. L. 
Scaife has been appointed mer- 
chandising manager for the entire 
appliance and merchandise de- 
partment. L. H. Miller becomes 
manager of the household re- 
frigerator division, and C. J. 
Enderle, manager of the electric 
sink and cabinet division. 

Mr. Pritchard has spent most 
of his business career with the 
General Electric Supply Corp., 
and was vice-president of that 
organization. The major ap- 
pliance manager, Mr. 





sales 








A. M. SWEENEY 





OCTOBER 26, 1944 


Sweeney, has been identified 
throughout the industry with the 
sales of G-E refrigerators since 
1929 and became manager of the 
household refrigerator division in 
1937. Mr. Theleen was formerly 
manager of the bazooka depart- 
ment prior to his new appoint- 
ment. Mr. Scaife was associated 
with promotion and merchandis- 
ing activities for appliances, Mr. 
Miller had been refrigerator sales 
manager since 1937, and Mr. 
Enerle, supervisor of priorities 
for the company at its Bridge- 
port, Conn., plant. 





KIMBALL, 40 YEARS, 
NEILSON, 30 YEARS, 
WITH LANDERS, FRARY 


H. H. Kimball, and R. C. 
Neilson, district managers of 
Landers, Frary & Clark, New 
Britain, Conn., recently cele- 
brated their 40th, and 30th years 
respectively, with the company. 
Mr. Kimball, who joined the com- 
pany in 1904, has had wide ex- 
perience in selling in Chicago, 
Michigan, Iowa, Indiana, Illinois, 
Wisconsin, Minnesota, and the 
Dakotas. In 1917 he went to 
Chicago on a dual management 
arrangement, and after serving in 
the first World War was ap- 
pointed district manager of the 
Chicago territory. Mr. Neilson 
joined the company in 1914 and 
after serving as a boy, went into 
selling throughout New York 
and southern New England. In 
1943, he was transferred to Pitts- 
burgh where he covered the de- 
partment store trade in Pennsyl- 
vania and part of Ohio and Ken- 
tucky. In 1943 he was appointed 
district manager of the New York 
office, but for the duration will 
continue to cover the same ter- 
ritory. 

BERGMAN AGAIN SALES 

MGR. FOR APOLLO 


DISTRIBUTING CO. 
Harold M. Bergman, sales 
manager since 1932 for the 


Apollo Distributing Co., Newark, 
N. J., distributor for The Cros- 
ley Corp., Cincinnati, Ohio, has 
resumed his former duties with 
the company following a leave 
of absence since shortly after 
Pearl Harbor in the U. S. Army 
Signal Corps. 
GEORGE S. MAY 
BUSINESS FOUNDATION 
MOVES OFFICE 


The George S. May Business 
Foundation has recently moved 
to new quarters at 840 N. Michi- 
gan Ave., Chicago 11, Ill., from 
its former location 111 S. Dear- 
born St., Chicago 3, Ill. The 
telephone number. is DELaware 
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WE DON'T HAVE ? 
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AUTOMAT IE |! 
Y WASHERS 


Made 1908 by 
AUTOMATIC WASHER COMPANY 








in Newton, lowa Since 
































STILL 
TIME! 


Rock-a-toys 
Mickey Mouse 
Donald Duck— Pluto 


Rider Sticks 
Juvenile Table Sets 
Guns, Tanks, Shoo-flies 
Wagons, Airplanes, etc. 


IMMEDIATE SHIPMENT 


Wire To-day for Literature 
and Prices --Direct Ship- 
ments to Dealers on Jobbers 
orders when requested. 


TOP @LINE 


APPLIANCES 































TENNESSEE VALLEY 
ASSOCIATED MARKETERS 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 


New Home Appliances 
on the way now — 
for Regular 
TOP LINE ACCOUNTS 
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OBITUARIES 








Although he had not been in 
the best of health in recent 
months the passing on Oct. 10 
of Frederick Pfeifer, representa- 











FREDERICK PFEIFER 


tive of The Payson Co., Chicago, 
Ill., and president of Frederick 
Pfeifer Corp., New York City, 
manufacturers’ representatives, 
was a shock to his host of 
friends. Often referred to as 
“the dean of eastern hardware 
salesmen” he was 83 years of 
age at the time of his demise at 
his home in Garden City, N. Y., 
and had continued active in 
business until last year. His 


Frederick Pfeifer Passes at 83— 
Payson Representative Since 1882 


and a very active member of the 
Hardware Boosters of New York. 
He was a member of the Harp- 
ware AcE Fifty Year Club. For 
many years a resident of Ridge- 
wood, N. J., he was one of the 
first commissioners of that vil- 
lage having served in that ca- 
pacity from 1911 to 1915. Sur. 
viving are: Mrs. Pfeifer, two 
sons, a daughter, Mrs. Ethel Nel- 
son and six grandchildren. 





J. R. WESTBROOK 


J. R. Westbrook, 84, founder 
of the J. R. Westbrook Co., 3750 
Main St., Riverside, Cal., passed 
away recently after a brief ill- 
ness. This company was formerly 
known as the Franzen Hardware 
Co. Mr. Westbrook first worked 
for the Rankin Hardware Co., 
Louisville, Ky., and some time 
later went with the former Sim- 
mons Hardware Co., St. Louis, 
Mo., wholesalers, and traveled 
extensively in the South for them. 
In 1891, his health having failed, 
he moved to Redlands, where he 
operated a hardware store under 
the name Westbrook & Byrne. 
He later returned to the Sim- 
mons Hardware Co. as manager 
of its western division. He re- 
mained with them for many 
years, his territory extending over 
the entire coast and as far east 
as Montana and Texas. At this 





enviable and honorable business 
career began in 1882—the start 
of a span of 62 years during 
which Mr. Pfeifer’s friendly and 
helpful personality won for him 
and the firms he represented a 
wide host of good friends. 

Fred Pfeifer joined The Pay- 
son Co., in 1882 and a year later 
became its sales representative 
in a territory embracing part of 
New England, New York State 
and the region north of the 
District of Columbia. For many 
years he was a director of that 
company and his firm Frederick 
Pfeifer Corp., also represented 
The Paine Co., Chicago and The 
Threadwell Tap & Die Co., 
Greenfield, Mass. He founded 
his own sales agency in 1888, 
later being joined in that enter- 
prise by his sons Frederick R. 





and Clarence H. Pfeifer, the 
former being vice-president of 
Frederick Pfeifer Corp. and the 
latter secretary-treasurer. 

He was a past president of the 
Hardware Square Club, of which 
he was an honorary life member 





time he was instrumental in 
founding the Franzen Hardware 
Co., Riverside, Cal., and in 1909 
joined this concern as a partner. 
He later sold his holdings in this 
company and founded the River- 
side Hardware Co., with Harry 
Woodard as partner and manager. 





J. R. WESTBROOK 
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He also founded the Venice 
Hardware Co. in that same city. 
After repurchasing the Franzen 
Hardware Co., he purchased 
Chris Franzen’s interest in 1921, 
and later the interest of Henry 
Franzen. In 1935 after the de- 
struction of the store by fire, he 
renamed it the J. R. Westbrook 
Co. 

Mr. Westbrook was one of the 
first in the hardware trade to 
develop a department type of 
hardware store adding many 
diversified lines, and was recog- 
nized as an authority on china- 
ware. He was a past president 
of the Southern California Hard- 
ware Association, which he 
helped to organize, and was also 
active in the formation of a 
Community Hospital. Despite his 
advanced age, he was actively 
engaged in the hardware busi- 
ness until a year ago. Mr. West- 
brook was a’ member of the 
Harpware Ace Fifty Year Club. 
He is survived by his wife, two 
daughters, and a son who has 
long been associated with him 
in the business. 





H. K. WATSON 


H. K. Watson, 76, founder of 
the Watson Paint & Glass Co., 
Pittsburgh, Pa., which later 
merged with the Watson-Standard 
Co., to form the Watson Standard 
Co.,, passed away recently at his 
summer home Renzie Rd., Mc- 
Keesport, Pa. Mr. Watson was 
president of the Knox Stores Inc., 
Florida, director of the First Na- 
tional Bank of McKeesport, and 
after retirement as president of 
the Watson-Standard Co., served 
as chairman of its board until his 
death. He was a member of 
Ballantine Methodist Church, and 
McKeesport Lodge No. 641. He 
is survived by his widow, a son 
and three brothers. 


HARRY W. BEVERIDGE 


Harry W. Beveridge, 76, re- 
tired hardware dealer, passed 
away recently. Mr. Beveridge 
was a member of the staff of 
Ernest Hardware Co., Seattle, 
Wash., until his retirement last 
March, which was caused by ill 
health. 


ALOIS P. THUENEMANN 


Alois P. Thuenemann, 50, 
treasurer for the Pickering Hard- 
ware Co., 440 Main St., Cincin- 
nati, Ohio, passed away recently. 
Mr. Thuenemann who was asso- 
ciated with the hardware com- 
pany for more than 25 years was 
a member of the Holy Name So- 
ciety, the Elder Court of Forest- 
ers and the Men’s Society of St. 
Monica Cathedral. He was 
financial secretary of the cathe- 


dral for many years. Mr. 
Thuenemann is survived by his 
widow, three daughters, and a 
son. 








REVISE REC. R186-42 
COTTON FLANNELS FOR 
WORK GLOVES 


A revision of Simplified Prac- 
tice Recommendation R186-42, 
Cotton Canton Flannels for Work 
Gloves, has been approved for 
promulgation according to the 
Division of Simplified Practice, 
National Bureau of Standards. 
It will be effective from Nov. 1, 
1944, and .will be identified as 
R186-44. The revision broadens 
the scope of the initial recom- 
mendation to include weights for 
striped cantons and_ colored 
fleece3, also thread count filling. 
The six, eight, 10, and 12 ounce 
weights are now recommended 
for unbleached cantons for work 
gloves which is in line with Man- 
datory Orders issued by the 
WPB. 
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RECOMMENDATION FOR 
FURNACE FITTINGS 


A proposed Simplified Prac- 
tical Recommendation for Pipes, 
Ducts, and Fittings for warm 
air heating and air conditioning 
has been submitted to all inter- 
ests for acceptance, according to 
an announcement of the Division 
of Simplified Practice of the Na- 
tional Bureau of Standards. This 
proposal contemplates the estab- 
lishment of a voluntarily estab- 
lished stock list of pipes, ducts, 
and fittings representing the best 
thought of the industry, its dis- 
tributors, and customers as to 
what constitutes desirable prac- 
tice for the present and the post- 
war days. Fittings for both 
gravity and forced air heating 
and air conditioning systems are 
covered, the former including 
double-wall pipe and fittings. 





HOWELL, CHIEF OF 
WPB HDWE., SMALL 
TOOLS DIVISION 
(Washington Bureau 
of HARDWARE AGE) 

Lindsay C. Howell has been 
appointed chief of the WPB 
Hardware and Small Tools Divi- 
sion to succeed W. C. Habber- 
sett, who resigned from this posi- 
tion October 2. Mr. Howell 
joined WPB as an_ industrial 
specialist in 1942 and was ap- 
pointed deputy chief of the 
Hardware and Small Tools Sec- 
tion Jan. 1, 1944. He has had 
extensive experience in adminis- 
trative and sales work in both 
hardware and building materials 
lines in the United States and 











Canada. 











The edge, after all, is the business end of a tool; 
and only craftsmen of long experience grind 
the cutting tools for which Briddell is famed. 

“Pooh,” Foreman Jimmie Stephens might 
say, “it’s no trick to put an edge on a Briddell 
tool when you always get fine steel, correctly 
tempered, to work on.” But Jimmie’s modest. 
For over 25 years tool-grinding has been his 
specialty at Briddell’s; and his unique “know- 
how” is reflected in every cleaver, fish splitter, 
jungle knife, every cutting implement Briddell 
puts out. 

Down here on the Chesapeake there’s a firm 
where craftsmanship counts. All through the 
Briddell plant quality is the big idea. Nobody 
for one minute forgets that the tools made here 
are destined to help other folks make a living. 


Flag awarded January 4, 1944 
Star awarded June 24, 1944 


WARTIME MAKERS GF ROCKET PROJECTILES 


P o\* Ve 
ha 


INC. 
ae; * 











Special - 3 ROLL - Deal 


ALL WOOD 
DISPENSER 







FASTEST SELLING Qine} 


GLASS SUBSTITUTES 


Double YOUR Sales—Triple YOUR Profits with this Special 
Deal—50 sq. yds. of SOL-O-LITE—15 yds. NU-VIA GLASS 
cellulose acetate reinforced with cord fabric—25 sq. yds. of 
GLAZ-FABRIK. Dealer cost only $21.95. Sells for $32.80. All 
nationally advertised and sold by most of the better stores. 
A grade for every demand—a better margin for dealers. 


400K THE MAME SOL-O-LITE 
solo-Lite 


Pawrte On Evie Yano 








Admits more health- 
ful Ultra-Violet Rays 
than other Glass Sub- 
stitutes as proven by 
experimental 
Has 124 pre-shrunk 
threads per sq. inch. 
Impregnated with a 
patented weather- 
proof composition, 
that will not run or 
discolor with age in 












2 FULL YEARS 


service. Feet, yards 

and inches marked 

along the edge. 
25-50-100-Yard ROLLS—RETAIL PRICE........... 35¢ Sq. Yd. 
I, ee els ht oan 6d ee od eee aaa adel - 23 V2e Sq. Yd. 





GLAZ-FABRIK 


Very inexpensive, 








weighs over 46 pounds 
per 100 yards, making 
it durable and better 
than average. Made up 
to quality standard, not 
down to price. 


, 25-50-100-Yard ROLLS—RETAIL PRICE........... 27c Sq. Yd. 


NET UN ah e0 5 Secondo eks os hcl bnkestenn 18¢ Sq. Yd. 
NU-VIA GLASS 
Glossy, transparent 
material, clear as 


glass. Made of heavy 
cellulose acetate, re- 
inforced with tough, 
strong cord fabric. 


15-25-50-Yard ROLLS—RETAIL PRICE............ 57c Sq. Yd. 
DEAR PONGE oie onns Ceccstescccccasssecces -36¢ Sq. Yd. 


FREE SELLING HELPS ... Window Displays, Counter 
Cards, Circulars, Newspaper Mats, Sample Cards, etc. Write us. 
DISTRIBUTED BY RELIABLE JOBBERS EVERYWHERE 


SOLO-LITE 


MANUFACTURING COMPANY 
4301 North Ave. Chicago 39, Ill. 
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300 RESERVE SPACE 
FOR PALMER HOUSE 
APPLIANCE EXHIBIT 


Floor plans and contracts for 
exhibit space for the January, 
1945, Housewares & Major Ap- 
pliance Exhibit & Sales Confer- 
ence to be held at the Palmer 
House Jan. 7th to 12th, 1945, 
were sent to interested parties 
recently, and 300 of them have 
already indicated their intention 
to reserve space. Exhibitors who 
have priority rights on more than 
one exhibit room are asked to re- 


| lease any extra rooms possible for 


this show to relieve an expected 
shortage. Assurance is given, 
however, that it will not effect 
their priority for future exhibits. 
Exhibit displays must be ready 
on Saturday night for the opening 
of the exhibit on Sunday, Jan. 
7th at 9:30 a.m., and must re- 
main intact until 6:00 p.m. Fri- 
day, Jan. 12th. Due to the short- 
age of help, it is suggested that 
samples be reduced to a mini- 
mum. 


. ——_—_—_ 


CARTWRIGHT SALES 
MGR. ROCKFORD BRASS 


Claude W. Cartwright has re- 
cently been appointed sales man- 
ager of The Rockford Brass 
Works, Rockford, Ill. He has 
had 22 years’ experience in sales 
in the plumbing industry. 





PHILA. HARDWARE 
MALLEABLE IRON WKS. 
NAMES THREE AGENTS 
To intensify its selling activi- 

ties in the post-war era, the Phila. 
delphia Hardware & Malleable 


| Tron Works, 7500 State Road, 


Philadelphia 36, Pa., has appoint- 
ed three special sales representa- 
tives, D. P. Paiste, Jr., Ridley 
Park, Pa., will cover western 
New York State, Pennsylvania, 
New Jersey and Delaware areas. 
The middle west will be covered 
by Robert H. Vannatta, 2206 
Northland Ave., Lakewood, Ohio. 
H. A. B. Sneve, Sausalito, Calif., 
who has represented the com- 
pany on the Pacific Coast from 
San Diego, Calif., to Seward, 
Alaska, continues to handle that 
territory. The company’s lines 
are handled through distributors. 

Established in 1852 the com- 
pany was incorporated under its 
present name in 1888. The com- 
pany makes a complete line of 
malleable iron and brass thumb 
nuts and thumb screws, screw 
clamps, connecting links, turn- 
buckles, eye bolts and expansion 
shields (malleable iron only), 
etc. At present the company is 
devoting much of its facilities to 
war needs. A catalog is being 
prepared to show specifications 
and other data on its full line. 











D. K. OSHRIN 


OSHRIN JOINS NAT. MFG. 
CORP. TO DIRECT POST 
WAR EXPANSION 


D. K. Oshrin has _ recently 
joined the National Mfg. Corp. 
division of the Doehler Metal 
Furniture Corp., Plainfield, Conn. 
Mr. Oshrin will direct the com- 
pany’s post-war expansion pro- 
gram on retail consumer products 
which will probably be in the 
house furnishing and summer 
furniture field. He will select a 
line of consumer products, set up 
a method of distribution and 
create a sales organization. Mr. 
Oshrin is located at the execu- 
tive offices of the company at 192 
Lexington Ave., New York City. 
He has been associated with’ the 
Associated Merchandising Corp., 
1440 Broadway, New York City 
for the past 15 years. 





CENTRAL STATES 
PARTY ATTRACTS 218 


The dinner and entertainment 
of the Central States Hardware 
Association, Sunday Evening, 
Oct. 15, at Hackney’s Restaurant, 
Atlantic City, N. J., the night 
prior to the opening of the job- 
bers and manufacturers conven- 
tion attracted 218 members and 
guests. Following dinner there 
was entertainment provided by 
members and several professional 
entertainers. Members of the 
committee in charge of the affair 
—the organization’s entertain- 
ment committee were: Walter M. 
Floto, American Steel & Wire 
Co., chairman, and H. C. Heine, 
Quaker Rubber Co.; R. G. Hol- 
lingsworth, P. & F. Corbin, and 
W. M. Olsen, Lamson & Sessions 
Co. 

Officers of the club are: Frank 
J. Koch, McKinney Mfg. Co. 
president; Walter M. Floto, 
American Steel & Wire Co., vice- 
president; Ben Leve, The Carbo- 
rundum Co., secretary and trea- 
surer, and Will J. Feddery, 
Harpware Ace, Cleveland, Ohio. 
chairman of the board. 
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BJORSETH ASSISTANT 
SALES MANAGER 
ST. CHARLES MFG. 
Myron J. Bjorseth has recently 
been appointed assistant sales 
manager of the St. Charles Mfg. 
Co., St. Charles, Ill. He will 





MYRON J. BJORSETH 


assist Phillip P. Mosher, vice- 
president in charge of sales in 
an expanded postwar sales and 
merchandising program on the 
company’s custom built steel 
kitchens. Mr. Bjorseth has had 
12 years of sales experience in 
the merchandising division of the 
Western United Gas & Electric 
Co., Aurora, Il. 


POT & KETTLE HOLDS 
LUNCHEON MEETING 
SEE POWER FILM 
The San Francisco Pot & 
Kettle Club recently held a 
luncheon meeting at the Green 
Room Merchandise Mart, San 
Francisco, Cal., at which time 
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‘| Pincor 


those present were shown “Hy- 
dro” a film concerning the elec- 
tric power generated by the 
waters on the Sierra and the 
Cascades to serve the peoples of 
central and northern California 
communities. The natural color 
fim, which was _ presented 
through the courtesy of the Pa- 
cific Gas & Electric Co., was 
narrated by John B. Hughes. The 
club has unanimously accepted 
the following three new mem- 
bers: Frank M. Wilkins, Gordon 
E. Wilkins, Inc.; L. R. Jackson, 
Jackson’s Homewares; and E. 
W. Murphy, Boyle Midway, Inc. 





HILLSBOROUGH, N. H., 
STORE CHANGES HANDS 


Philip E. Belisle, who has op- 
erated a hardware store in Child’s 
block, Hillsborough, N. H., for 
nearly 25 years, has recently re- 
tired. His business has been pur- 
chased by Earl C. Beard for his 
son, Francis Beard, now serving 
in the United States Navy, Mrs. 
Earl Beard will manage the store 
until the war is over. Mr. Belisle 
took over the business, previous- 
ly operated by the late Frank 
Merrill, shortly after World 
War I. 


PIONEER GEN-E-MOTOR 
GIVEN U. S. NAVY 
ACHIEVEMENT MERIT 


Pioneer Gen-E-Motor Corp., 
5841-49 W. Dickens Ave., Chi- 
cago 39, Ill., manufacturer of 
products was recently 
given the special U. S. Navy 
Merit of Achievement as a mem- 
ber of the radar-radio industries 
of Chicago. The company has 


announced its intention of enter- 
ing the hardware field with hand 
and power-driven lawn mowers, 
centrifugal 


pumps and other 





equipment. 





























The U.S. Navy Certificate of Achievement 












































mattered 
that you 
didn’t make 
a sale? 








customers want is the 

man who is going to pock- 

et the profits. 

WE HAVE PLANNED @ better 

brush line—better in de- 

sign, in quality, in assort- 
»ments. And we have put 
our findings into a line 
that can be a real profit 
line for you. Your: hard- 
ware wholesaler can sup- 
ply you with a fine selec- 
tion of Empire Brushes— 
though the supply may be 
somewhat limited. See 
him today without fail. 


REMEMBER way back when 
a customer walked out of 
your store, saying “I’ll 
get it across the street’’? 
Those were the days when 
he could get it across the 
street, and that meant 
you’d lost a customer and 
a competitor had gained. 
one. Sure you remember! 


Those “good old days” 
when the customer was 
always right will be back 
with us mighty soon. The 
dealer who will have what 





ATTENTION—JOBBERS! We can supply our 
Jobber trade with brushes on priority rated orders. 
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dering, today. 


MANUFACTUR- 
ERS OF MAINTE- 
NANCE, HOUSE- 
HOLD AND PER- 
SONAL BRUSHES 
SINCE 1909 





brush works 
























MARSH KESSEL 


member of the Hanpware AcE 
Fifty Year Club, and up until 
three years ago, active in 
the W. J. Tunstead Hardware, 
Oxford, Mich., as buyer, man- 
ager and stock holder: in the 
firm, celebrated his 84th birth- 
day this year, and his 57th 
wedding anniversary. 








HELLER BROTHERS 
WIN SECOND STAR 


A second white star for con- 
tinuous outstanding production 
achievement in completing war 
time schedules was recently add- 
ed to the “E” pennant of Heller 
Brothers Co., Newcomerstown, 
Ohio. The original pennant was 
awarded on Sept. 21, 1943, and 
the first star added on March 11, 
1944, 


ALLEGHENY LUDLUM 
NAMES NELSON DIST. 
SALES MANAGER 


A. W. Nelson was appointed 
district sales manager of the 
Allegheny Ludlum Steel Corp’s, 
Brackenridge, Pa., Indianapolis 
office. Mr. Nelson was formerly 
district representative in Minne- 
apolis, Minn. R. C. Presley has 
been transferred to take Mr. Nel- 
son’s place in Minneapolis from 
Chicago. 


OPA NAMES TWO COMM. 
TO ADVISE ON PRICES 
BOLTS, NUTS, RIVETS 


The OPA recently appointed 
two industry advisory committees 
to advise and consult with the 
OPA on problems that arise in 
the pricing of bolts, nuts, rivets 
and screws. Members of the Bolt, 
Nut & Rivet Advisory Committee 
are Jay C. Miller, Bethlehem 
Steel Co.; Charles L. Turner, 
Buffalo Bolt Co.; R. C. Klemm, 
Republic Steel Corp.; Herbert 
E. Smith, Vulcan Rivet & Bolt 
Corp.; Samuel N. Comly, Rus- 
sell, Burdsall & Ward Bolt & Nut 
Co.; Richard D. Baker, Pitts- 
burgh Screw & Bolt Corp.; Wil- 


1 
| 


Nut Co.; Meyer Paper, Lewis 


| Bolt & Nut Ce. and Edwin C. 


Harris, Pawtucket Mfg. Co. 
Members of the Screw Industry 


| Advisory Committee include R. 








liam R. Batty, Standard Bolt & 
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B. Plumb, The Eagle Lock Co.; 
Andrew H. Charles, National 
Lock Co.; Harry S. Cooper, 


| Cooper Screw Mfg: Co.; Carl H. 
| Kramer, 


United Screw & Bolt 
Corp.; D. S. Jennings, Central 
Screw Co.; Elliott C. Paddock, 
The Corbin Screw Corp.; J. W. 
Fribley, The Cleveland Cap 
Screw Co.; R. D. Oldfield, The 
Western Automobile Machine 
Screw Co.; E. M. Whiting, 
Pheoll Mfg. Co., and C. F. Otte- 
miller, The William H. Ottemiller 
Co. 


—_—_— 


PEOPLE’S HDWE. & 
SUPPLY CO. TO OPEN 
IN ARKADELPHIA, ARK. 


The People’s Hardware & Sup- 
ply Co., will open for business in 
the latter part of November in 
the Patterson Bldg., Main St., 
Arkadelphia, Ark. The new firm 
will be composed of J. Walter 
Williams, and Bob Pounds, who 
will manage the store. The new 
firm has already purchased a 
stock of hardware and supplies, 





and expects to add to its stock, 
both in items and in lines of 
merchandise. 

AVERY SECRETARY 

B. F. GOODRICH CO. 


Willis F. Avery, formerly as- 
sistant secretary of The B. F. 
Goodrich Co., Akron, Ohio, was 
elected secretary of the company 
at a meeting of the board of di- 
rectors. Mr. Avery succeeds the 
late Shelby M. Jett, secretary 
since 1927, who passed away in 
August. The company’s patent 
and legal departments will be 
under Mr. Avery’s direction. 





EMERSON RADIO NAMES 
HAAS DISTRIBUTING CO. 
TO SERVE CLEVELAND 


Emerson Radio & Phonograph 
Corp., 111 Eighth Ave., New 
York City, N. Y., announced the 
appointment of the Haas Radio 
Distributing Co., 513 Huron Rd., 
Cleveland, Ohio, as distributor 
in that area for Emerson radios 
and television sets for the post- 
war period. The distributing firm 
will specialize in the sale and 
distribution of Emerson radio 
products. 





WESTINGHOUSE NAMES 
LOEBER E. DIST. MGR. 
FOR ELEC. APPLIANCE 


W. H. Loeber has been ap. 
pointed eastern district manager 
of the Electric Appliance Divi- 
sion of the Westinghouse Electric 
& Mfg. Co., Mansfield, Ohio, Mr, 
Loeber was formerly sales de. 
velopment manager for the west- 
ern district. He has been with 
the company since 1925 in various 
capacities in the advertising de- 
partment, until 1930 when he was 
named assistant eastern advertis- 
ing manager. 


WIEDERHOLD HARDWARE 
HAS NEW OWNER 


Fred Logsdon recently pur. 
chased the Wiederhold Hardware 
store, Shawneetown, Ill. He will 
operate the store at its same loca- 
tions Mr. Logsdon was an engi- 
neer for the post engineer at 
Camp Breckinridge, Morganfield, 
Ky., the past.two years, and prior 
to that was superintendent of the 
WPA in Gallatin county. The 
hardware store was closed the 
first of the year on account of 
the labor shortage after 47 years 
of continuous operation. 














WOODRUFF & SONS INTRODUCE FLAWN, GRASS SOD: F. H. Woodruff & Sons, Inc., 
Milford, Conn., recently held a party at its Milford proving grounds to introduce “Flawn’’, 
its sod which is said to be weed-free and chinch-bug free. Although the weather was wet, 
a large crowd enjoyed the clam and the lobster dinner, and toured the proving grounds. 
Chauncey W. Baker, Woodruff & Sons grass seed division manager, demonstrated the sod. 

Flawn is a semi-tropical grass which Woodruff research has found will adapt itself to 


climatic conditions as far north as Connecticut. 


It must be planted between May and 


August, for it thrives on heat. Chinch bugs, Japanese beetle grubs and other soil vermin 
do not attack “Flawn” for its woody root structure and tough leaf growth is not palatable 


to them. 


Around Connecticut it did not turn green till mid May but once it turned 


“Flawn"™ stayed one shade of deep green throughout the season. The initial cost of plant- 
ing a Flawn lawn is higher than that of a seeded lawn, but once it is established, it is 


permanent, states the grower. 


Flawn spreads by putting out small runners which hug the ground and put down 
Up to the present time applications of Flawn have been 
limited to airports, military installations, and special experimental uses, but now it is 
available to the public for home lawns. 


roots every two inches or so. 
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DIXON SALES MGR. 
DIV. 3 FOR BELKNAP 
Bernard W. Dixon has recently 

been named sales manager of 
division 3 for the Belknap Hard- 
ware & Mfg. Co., wholesalers, 


~ 





DIXON 


BERNARD W. 


Louisville, Ky., succeeding the 
late C. E. Smith. After spending 
a year in college Mr. Dixon 
joined Belknap in 1935 as an 
order clerk. He was promoted to 
various jobs in the house sales 
organization including that of 
assistant to C. E. Smith, and later 
he traveled as a specialty sales- 
man with the general line sales- 
men. In 1937 he was assigned 
to the Atlanta, Ga., territory as a 
general line salesman. 


PEIRSON TREAS. AND 
DIRECTOR AM. FAIR 
TRADE COUNCIL 


The directors of American Fair 
Trade Council announce that 
B. S. Peirson, sales manager of 
the Consumer Products Division 
of Corning Glass Works, Corn- 
ing, N. Y., has been elected treas- 
urer and director of that organiza- 
tion. 








B. 8S. PEIRSON 


1944 


STARR CHIEF HOUSE- 
WARES DIV. CONSUMERS 
DURABLE GOODS, WPB 


Gordon Starr has recently been 
named chief of the housewares 
section. Consumer Durable Goods 
Division, WPB. Mr. Starr suc- 
ceeds Anthony F. Bisgood, whose 
resignation as chief of the house- 
ware section was effective Oct. 2, 
1944. Mr. Starr has been with 
WPB since 1942. Prior to enter- 
ing the government service, Mr. 
Starr was connected with the 
Onondaga Pottery Co., Syracuse, 


N. Y. Mr. Bisgood will join the 
D. E. Sanford Co., manufac- 
turers’ agent, located in Los 
Angeles, Cal. 


PEDEN IRON & STEEL 
NAMES BULLINGTON 
REPRESENTATIVE 

Gene Bullington was recently 
given a sales territory to cover 
by the Peden Iron & Steel Co., 
wholesale hardware distributors, 
Houston, Tex. Mr. Bullington 


joined the company in 1933 as | 


mail clerk, and successive promo- 





GENE BULLINGTON 


tions made him price clerk for 
four and a half years. He later 
became floor salesman, and finally 
assistant director of priorities. 





CHATTEN DIRECTS WPB 
RADIO & RADAR DIV. 


L. J. Chatten has recently been 
appointed director of the Radio 
& Radar Division, WPB, succeed- 
ing Ray Ellis, who returned to 
General Motors Corp., New York 
City. Mr. Ellis had been on leave 
from the company since July, 
1941. He will continue his asso- 
ciation with the WPB as a con- 
sultant. Mr. Chatten has been 
an assistant director of the divi- 
sion with which he has been affili- 
ated for 16 months. He has been 
closely aligned with the electronic 
industry for more than 20 years. 
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TO SELL ON SIGHT= 
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A display like this on your 
counter will jump your 
sponge sales, increase 
your sponge profits. 








“HANDY CHENILLE” is the kind of sponge people 
like to buy and merchants like to sell. For it isn’t an 
“ersatz” material...but genuine natural sponge 
pieces padded into a convenient shape in a cover of 
soft, half-inch tufted chenille. Because it is a natural 
sponge, ‘HANDY CHENILLE” holds plenty of water 
... will not drip...is soft and pliable when wet. 
The cover preserves the shape of the sponge, adds 
extra cleaning friction. And the prices are ‘way 
below those for uncovered natural sponges in com- 
parable sizes ... as low as 35c retail for the 4x5 '2 
inch size. Other sizes at 50c, 75c, $1.00 and $1.50. 

Millions of people soon will bé reading about 
this big sponge bargain in national magazines and 
newspapers like Better Homes & Gardens, Our Sun- 
day Visitor, the 24 Register papers, Walther League 
Messenger, Christian Herald. An attractive "HANDY 


CHENILLE" display carton on your counter near the 
cash register will help you cash in on this advertis- 


UMMM 
“ny 
7 


ing—without any further sales effort on your part. 
If you haven't plenty in stock, order from your Job- 
ber NOW. If your Jobber cannot supply you, please 
address nearest division, giving his name. 
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SCHROEDER & TREMAYNE, INC. 


St. Louis, Mo. New York, N. Y. Montreal, Can. 
1711 Delmar Blvd. 291 Church St. 455 St. Sulpice St. 
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V-E DAY PLAN OF WPB TASK COMM. 
URGES ELIMINATION OF M OST WPB 
ORDERS AND SIMPLIFYING OTHERS 


Steel, aluminum production after 
defeat of Germany expected to be 
very high—lumber situation likely 
to continue critical says report. 


(Washington Bureau 
of HARDWARE AGE) 

The WPB Task Committee 
which has been working out the 
details of the WPB V-E Day 
plan issued its first report Oct. 
1. WPB Chairman J. A. Krug 
in announcing the report empha- 
sized that it is not final and is 
subject to change. However, it 
does clear up some of the mis- 
conceptions which arose when 
WPB announced its intention of 
removing practically all produc- 
tion controls on V-E Day. In 
other instances the report back- 
tracks on statements made earlier 
by Mr. Krug. 

The report emphatically points 
out that there should be no 
spoon feeding of the economy. 
No attempt should be made to 
curtail individual initiative in 
the search for and the purchase 
of materials and components that 
will remain in short supply for 
only a brief period. No action 
should be taken that might ham- 
per private enterprise or in- 
genuity, either by restricting 
members of an industry to his- 
torical patterns of business or by 
preventing entry of newcomers. 
Except for military requirements 
for the war against Japan, it is 
expected that essential needs 
will by and large be met without 
Government control, either re- 
strictive or supporting. 

The report, which has been dis- 
tributed to other Government 
agencies and to WPB industry 
divisions for comment and sug- 
gestions recommends the elimi- 
nation of all but about 150 WPB 
orders which will be greatly 
simplified. In all, some 500 L, 
M, P, E, U and R orders are on 
WPB books at present. Of these 
about 200 apply to chemicals, 
textiles (including leather and 
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cordage), and forest products 
(including containers), in which 
wide-spread shortages are ex- 
pected to continue. Only about 
half of the orders on this group 
of tight materials can be revoked 
immediately. 

Of the other 300 orders, cover- 
ing mainly metals and metal 
products, it is proposed to re- 
voke 250, leaving only 50. Thus, 
all told, the proposal calls for 
revoking 350 out of 500 orders. 
In effect, orders controlling metal 
products are to be virtually 
eliminated. 


Added Proposals 


In addition, the following pro- 
posals were also contained in the 
report: 

1. Replacement of the present 
preference rating structure by a 
single, fully extendable, MM 
rating band, reserved almost ex; 
clusively for direct military re- 
quirements, including lend-lease. 

2. Continuation of the AAA 
preference rating, which will be 
used as at present to break 
military production bottlenecks, 
but also for civilian emergencies 
of a serious nature. 

3. Authorization on V-E Day 
for steel, copper and aluminum 
mills and warehouses to accept 
orders and make deliveries of 
these materials without CMP 
“tickets,” and complete elimina- 
tion of the CMP as soon as prac- 
ticable thereafter. Previously, 
Mr. Krug had said that CMP 
would be continued only for the 
quarter in which Germany falls. 
Orders placed prior to V-E for 
CMP materials are likely to re- 
tain preferred status for a 
limited period. 

4. A transition to the new 





priorities policy that will com- 


bine a minimum of paper work 
and reshuffling of production 
schedules with necessary protec- 
tion of military procurement and 
the earliest possible achievement 
of free action in the civilian 
economy. 

5. Maintenance of a full kit of 
tools to deal with emergencies. 
The committee recognizes that 
military cutbacks will necessarily 
be uneven in their impacts, pro- 
ducing extremely heavy reduc- 
tions in demand for some ma- 
terials and products and virtually 
no change in others. So long as 
this is the case, WPB must re- 
tain some allocation and sched- 
uling controls and must maintain 
its contingent authority to mini- 
mize the consequences of acute 
shortages when they develop. To 
do this, WPB must maintain an 
effective organization, including 
a competent field staff, a com- 
pact group of industry divisions 
staffed by men with industrial 
know-how, and continuing con- 
tact with business and labor 
through the operation of industry 
and labor advisory committees. 

The Task Committee, in carry- 
ing out is responsibility, was 
instructed to eliminate rules, 
regulations and orders whenever 
and wherever feasible—on the 
theory that the fewer the restric- 
tions the quicker would be recon- 
version and reemployment. How- 
ever, in cases in which materials 
and components were certain to 
be in short supply, maintenance 
of conservation and allocation 
orders were prescribed. 

WPB has also released figures 
on what the raw materials supply 
should be after V-E Day cut- 
backs have taken place. In gen- 
eral, metal supplies are expected 
to exceed 1937 output, which was 
the peak year for steel and cop- 
per. 

Steel will be available at a 
rate above 1937, when 41,000,000 
product tons were produced. 
About 4,700,000,000 Ib. compared 





with 3,500,000,000 Ib. in 1937. 


A record 2,000,000,000 Ib. of 
aluminum against 400,000,000 Ib. 
in 1939, the highest peacetime 


year. 

Meanwhile, WPB industry di- 
visions have been directed by 
Operations Vice Chairman Hi- 
jJand G. Batcheller to cooperate 
with those in charge of cutbacks 
in the military services to assure 
that when V-E Day comes bottle- 
necks will not develop because 
of poor contract termination pro- 
cedures. 

During the last week of Sep- 
tember the industry divisions 
submitted lists of plants which 
have to be freed, including 
prime contractors and suppliers 
in selected lines of manufacture 
so that industries will be able to 
take advantage so far as possible 
of the sweeping abolition of con- 
trols on V-E Day. 

The list of industries which 
have received first consideration 
are: 

Coal mining machinery, rail- 
road passenger car, commercial 
refrigeration and air condition- 
ing, automobile and light truck, 
refrigerator, washing machine, 
oil burner, stoker, water heater, 
radio, electric transmission 
equipment, dry cleaning and 
commercial laundry equipment, 
domestic watt hour meter, trolley 
coach, bus, sewing machine, 
vacuum cleaner, electric range, 
electric fan, non-electric com- 
mercial cooking stoves, office ma- 
chinery, typewriter, telephone, 
small distribution transformer, 
and electrical generating equip- 
ment. 

Industry divisions are also 
checking plants which formerly 
engaged in supplying the fore- 
going industries with motors, 
gears, and other essential com- 
ponents. While the list is pre- 
liminary it may be added to or 
subtracted from, Mr. Bunker 
pointed out. 

The reason the named indus- 
tries were selected for first con- 
sideration in the carrying out of 
cutbacks is, WPB officials, be- 
lieve that if these major manu- 
facturing lines are well started 
in reconversion the rest of indus- 
try is likely to experience & 
smoother transition to civilian 
production. It was emphasized 
that all the industries named are 
thought to have the most serious 





reconversion problems. 
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Annoance Plumbing and Heating Items 


Accorded Supplemental Allotment of 
Steel for Fourth Quarter 


The War Production Board, 
Sept. 12, announced items of 
plumbing and heating equipment 
included in the list of civilian 
items for which a supplemental 
allotment of 58,428 tons of steel 
has been made available for the 
fourth quarter. They are as fol- 
lows: 

All domestic cooking and heat- 
ing stoves. 

Warm air furnaces. 

Oil and gas floor and wall fur- 
naces. 

Warm air distribution equip- 
ment. 

Underfired gas water heaters. 

Hot water storage tanks. 

Range boilers. 

Low pressure steam and hot 
water heating specialties, 

Combustion, heat generation 
and distribution controls. 

Manufacturers of any of this 
equipment who desire to obtain 
material under this allotment 
must file supplemental Controlled 
Materials Plan 4B applications 
with the WPB Plumbing and 
Heating Division, officials ex- 
plained. The manufacturers are 





urged, however, to request mate- 
rial only in those amounts that 
they can produce without inter- 
fering with manpower and facili- 
ties for war production. 

With each request for addi- 
tional material a manufacturer 
must submit Form WPB-3820 
giving all necessary information 
as to his labor supply for the 
requested increase, 

Some of the aforementioned 
items of plumbing and heating 
equipment such as domestic cook- 
ing and heating stoves and warm 
air furnaces did not receive as 
much material for production in 
the fourth quarter as for the 
third quarter. For these items 
additional material can be al- 
lotted and increased production 
authorized immediately without 
any manpower clearance, WPB 
said. 

Manufacturers whose produc- 
tion is authorized on Forms GA- 
1850 in addition to filing sup- 
plemental CMP-4B applications 
should also attach a letter re- 
questing additional production 
quotas. 








Cork Now Permitted for Toys, Games, 
Table Mats and-Some Novelty Items 


Restrictions on the delivery or 
use of cork for table mats, toys 
and games and several other 
novelty items were removed Oct. 
6, 1944, by the War Production 
Board. Action was taken by re- 
voking Direction 1 to Allocation 
Order M-8-a. 

Before its revocation, Direc- 
tion 1 provided that no person 
could deliver or use cork in the 
manufacture of table mats, coast- 





ers, handle grips (except for fish- 
ing tackle and industrial tools), 
toy and game products or deco- 
rative and novelty products. 

The improved supply position 
of cork as the result of increased 
imports was given as the reason 
for the revocation of Direction 1 
by the WPB Cork Section. WPB 
continues its controls through 
allocation of cork for end prod- 


ucts under Order M-8-a. 








Installation Restrictions Removed From L-22 
On Elec. Conduit, Metallic Tubing—Sales 
Still Restricted to AA-5 or Higher Rating 


Restrictions on the installation 
of electrical conduit, electrical 
metallic tubing and raceways 
have been removed from Order 
L-225, which was amended Oct. 6 
the War Production Board an- 
nounced. 

Formerly, installations were 
permitted only for specified end 
uses. Restrictions were imposed 
as a temporary measure to save 
critical materials. Their removal 
is now possible because the sup- 
ply of the type of steel used in 
the manufacture of conduit, tub- 
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ing and raceways has eased, 
WPB said. 

The amount of metal (by 
weight) that may be used in the 
manufacture of this equipment is 
still limited by L-255 on the basis 
of the amount used in 1941. The 
order also retains provisions re- 
stricting sales by manufacturers 
and distributors to those with 
preference ratings of AA-5 or 
better. Manufacturers are still 
required to make monthly re- 
ports to WPB on sales and ship- 
ments. 





| 
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ALLEN 


Fast-selling, over-the-counter Assortments 
for mechanics, repairmen and service establishments. 
These handy and attractive outfits “sample” the screws 
to your customers—start new users coming in for regular 
quantity purchases. Sales extend even to owners of do- 


SCREW 


mestic appliances and carry a nice profit at retail. 





Boxep AssoRTMENT 
Metal compartment box: 
contains 590 set screws, 
from No. 10 to %” with 
keys to fit. Diagram inside 
of cover lists sizes of 
screws and wrenches con- 
tained in box. No. 602; list 
price $33.80. 





Key Ser 

This canvas partitioned bag 
contains 11 short arm aor- 
malized hexagonal keys 
which fit all screws from 
and including No. 10 up to 
and cameties 1%” set, in 
diameter. °. 3; list 
price $1.75. 








JuNior Key Kirt 


Seven short-arm Allen Keys 
are included in this strong 
leatherette envelope. They 
fit the hex holes of sizes 
Nos. 8, 10, 4”, 5/16”, %”, 
7/16” and '” set screws 
and Nos. 4, 5, 6, 8, 10, also 
%” and 5/16” cap screws. 
No. 604; list price $0.50. 





Set Screw 
ASSORTMENT 
WITH Keys 


Used in tool cribs, shops, 
service stations, gara; and 
for domestic appliences. 
Popular sizes up to "e 
No. 608; list price $8.18. 


Key IsLanp 


This handy key set (left) 
contains 14 keys fitting all 
sizes of set screws up te 
and including 1%”; cap 
screws up to 1”; shoulder 
screws to 1” and pipe plugs 
to 1”, container is 
plainly labeled to show the 
correct size - to use with 
each screw. No. 615; list 
price $2.35. 


The above Sets and Assortments are made up primarily 
and especially for the hardware trade, to 


through your Hardware Wholesaler. 


THE ALLEN Mc. COMPANY 


Furrrorn, Conn. U.S.A. 


HOLLOW 


ASSORTMENTS 


be ordered 


Authorize Production of 
495,000 New Shotguns and 
Rifles for Civilian Users 


Production of 495,000 new 
shotguns and rifles and comple- 
tion of a quantity of partially- 
fabricated guns for use in re- 
placing essential civilian equip- 
ment, has been authorized, the 
War Production Board’s Office 
of Civilian Requirements an- 
nounced Oct. 12. Essential users 
include police and other law en- 
forcement agencies, farmers and 
ranchers. 

Pistols and revolvers are ex- 
cluded from the program because 
of the continuing military de- 
mand, but shot guns and both 
center and rim-fire rifles are in- 
cluded. Inasmuch as it takes 
about three months to make a 
rim-fire rifle, even longer to make 
a shotgun, and about six months 
to make a center-fire rifle, none 
of the new guns will appear on 
the market soon. Some of the 
partially-fabricated guns may be 
completed earlier. 

Essentiality will determine 
what users will receive the early 
production, OCR officials said, 
but a few guns for sports use 
may become available toward the 
end of the production program. 
Distribution will be handled 
through normal trade channels 
with whatever controls may seem 
suitable under conditions exist- 
ing at the time the guns are 
ready for sale. 

The program, for which mate- 
rials already have been allotted, 
calls for the production of 495,- 
000 new guns by June 30, 1945, 
and the completion during the 
fourth quarter of a stated quan- 
tity of the partially-fabricated 
guns frozen in the makers’ in- 
ventories when their factories 
were converted to war production. 

The authorization allows for 
production during the base pe- 
riod of about 25 per cent of each 
company’s average yearly produc- 
tion and for completion of ap- 
proximately 50 per cent of the 
industry’s partially-fabricated 
guns. If a manufacturer does not 
complete his quota in any given 


quarter, he wiil be allowed to 
carry it over into the succeeding 
quarter. 

OCR has provided a materials 
reserve of 1,295 tons of carbon 
steel, 153 tons of alloy steel, 8,000 
pounds of copper base alloy, and 
1,000 pounds of aluminum to 
cover the industry’s requirements 
for the program. Adequate priori- 
ties ratings will be assigned for 
securing the other materials need- 
ed, including cartons, 

OCR advised the manufactur. 
ers that any of them finding man. 
power and facilities available for 
programs still larger than the 
authorized one should apply to 
WPB under Priorities Regulation 
25, the “spot authorization” plan, 
for the additional materials need- 
ed and for permission to under- 
take the expanded production. 

OCR officials said they re- 
garded this authorization as a 
step toward partial reconversion 
of the industry. The authoriza- 
tion has been approved by the 
armed services. 

Factories that will participate 
in the program are: Harrington 


and Richardson Arms (Co.. 
Worcester, Mass.; Remington 
Arms Co., Inc., Bridgeport, 


Conn.; Winchester Arms Co., 
New Haven, Conn.; Hunter Arms 
Co., Inc., Fulton, N. Y.; The Mar- 
lin Firearms Co., New Haven, 
Conn.; O. F. Mossberg and Sons, 
Inc., New Haven, Conn.; Savage 
Arms Corp., Chicopee Falls, 
Mass.; Iver Johnson Arms and 
Cycle Co., Fitchburg, Mass. 

The companies in the industry 
not included in this list are en- 
tirely engaged in war work and 
are not expected to have open 
facilities for civilian production 
in the immediate future, OCR 
said. 

The War Food Administration 
supported OCR in the program. 
WFA’s interest is in having re- 
placement guns available for 
farmers and ranchers to aid in 
controlling predatory animals and 
birds. 
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More than 500,000 tons of steel 
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will be available during the 
fourth quarter for civilian manu- 
facture, according to latest re- 


More Than 500,000 Tons of Steel 
For Civilian Goods in 4th Quarter 


ports from WPB. This is more 
than has been available in any 
one quarter since WPB took over 
the allocation of metals under 
CMP. 

The latest plum to fall into the 
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lap of civilian goods manufac- 
turers is the more than 300,000 
tons of steel returned to WPB 
by the Aircraft Resources Con- 
trol Office and the War Depart- 
ment, announced by WPB Chair- 
man J. A. Krug on Oct. 2. 
Included in the 300,000 tons is 
a supplemental allotment of 175,- 


000 tons made several weeks ago 
from these returned allotments. 
With the additional returned 
allotments and the original allot- 
ment of 220,000 tons to OCR, 
520,000 tons of steel will be 
available to civilian goods pro- 
ducers in the fourth quarter of 
the year. 











Materials Shortage Limits 
Production of Work Gloves 


Lack of some materials is the 
greatest production problem in 
the work gloves industry, the 
Work Glove Industry Advisory 
Committee disclosed at its recent 


meeting, the War Production 
Board reported Oct. 13. 
Manpower shortages, which 


formerly retarded production, are 
easing as a result of increased 
wages, members reported. As a 
result, they expect production to 
have an upward trend in future 
months. However, they said that 
the lack of component materials 
continues to be a retarding factor, 
and that the over-all requirements 
will not be met unless sufficient 
materials are made available. 

From the peak production year 
of 1941 when 21,503,000 dozen 
pairs of work gloves were manu- 
factured, production has declined 
steadily. Only 16,273,000. dozen 
pairs of the 20,000,000 dozen 
pairs required for civilian needs 
were manufactured in 1943. Dur- 
ing the first seven months of this 
year, 8,113,000 dozen pairs were 
manufactured as compared with 
the 9,975,000 dozen pairs made 
during that same period in 1943. 
August production showed a 23 
per cent increase over July pro- 
duction, however, as a result of 
labor easement. 

Members reported that tubing 
(cotton wristing) is scarce be- 


cause tubing production is down 
19 per cent. The price of carded 
yarn, they added, has temporarily 
affected the source of supply and 
no relief is expected until prices 
are adjusted. 

To relieve the leather situation, 
which is critical in the manufac- 
ture of combination leather and 
cloth gloves, members recom- 
mended that: 

1. Directives be issued to chan- 
nel sufficient leather to the work 
gloves industry to enable it to 
meet its required production. 

2, Ratings be placed on the 
sale of welders’ gloves. 

Committee members favored 
voluntary cooperation of manufac- 
turers in filling emergency orders 
in preference to filing of Form 
547 for the additional gloves, as 
suggested by the WPB Office of 
Civilian Requirements. 

They unanimously recommend- 
ed revocation on “Victory in 
Europe” Day of M-375, the con- 
servation order that simplifies 
standards affecting materials, 
style, type and construction of 
work gloves, subject to specified 
exceptions or authorized excep- 
tions. 

They also recommended that 
portions of the order that restrict 
production and distribution be 
lifted immediately. 














May Purchase Gages and Precision 
Measuring Hand Tools Without Ratings 


Because production of gages 
and precision measuring hand 
tools is now considered adequate 
for all essential demand, sup- 
pliers may purchase these items 
without ratings, the War Pro- 
duction Board announced Oct. 12. 
For these goods, the use of WPB 
Form 547 (Distributors’ Applica- 
tion for Preference Rating) has 





been discontinued. 
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Order E-5-A, which required 
that manufacturers of gages and 
precision measuring hand tools 
restrict shipments to rated orders, 
has been revoked. Supply is now 
large enough to make normal pur- 
chasing possible, therefore man- 
ufacturers need no longer set 
aside a percentage of production 
for jobbers and dealers, WPB 


said. 





your inquiries. 








Wire Window 
Guards are avail- 
able to fit any 
size and shape of 
opening. 





give measurements 
and send sketch. 


Below: Stewart Non- 
Climbable Chain Link 
Wire Fence is recom- 
mended where complete 
protection is desirable. 
3TH Chain. Link Wire 
Fence is made in several 
heights and weights. 


yo 


= height 
Quickly 



























Style OTH Chain Link Wire 
Fence is used where a lesser 
degree of protection is necessary. 
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Style 1118S 
shown above. 


THE STEWART 
1137 Stewart Block 


Metal restrictions have been modified to permit the 
manufacture and sale of Chain Link Wire Fence, Steel 
Folding Gates, Wire Window Guards, Wire Mesh 
Partitions and other barriers for certain industrial uses. 
It’s possible some concerns in your vicinity may be 
able to qualify for these products. 
We'll be glad to give you complete 
information and advice as to priority procedure. When 
writing, please mention prod- 
ucts in which you are interested. 


When writing for information, 







Wire Mesh Partitions 
are sectional and 
made to fit any 


toolrooms, stockrooms, lockerrooms, etc. 





IRON WORKS CO., 






































So keep sending 














Steel Folding Gates—furnished in 
single or double gate construction. 


or width. 


and easily installed. Ideal for 





Stewart Plain or Ornamen- 
tal Iron Fences add beauty 
and dignity to all types of 
property. Its manufacture is 
still restricted. 

















Inc 
Cincinnati 1, Ohio 






MILWAUKEE 


WOOT WASHES 


© Standard Washers 
© S$. A. E. Washers 
© Riveting Washers 
® Light Steel Washers 
© Square Washers 


© Machinery Bushing Washers 


© Carriage Washers 
© Brass Washers 


WROUGHT WASHER Mec. Co. 


® Shakeproof Lock Washers 
© Malleable tron Washers 
© Split Repair Washers 

© Fibre Washers 

© Expansion Plugs 

© Screw Machine Products 
© Stampings 


2218 SOUTH BAY STREET 
MILWAUKEE 7, WISCONSIN 








BUY BONDS 
UNTIL THE WAR IS 
WON * * *& 





Buy only what we must, 
Americans are more than ever 
making War Bonds a high 
first. 


Steel-Fashioned 
Home Equipment 


when Peace comes, will again 
be a first on your list—and on 
your customers’ lists. 
America’s home makers will 
look to yeu to equip their 


homes to meet their post-War 





hopes and plans. 


WArters Yi 


OAKMONT, ALLEGHENY COUNTY, PENNA. 
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Special assistance in obtaining 
materials and components in 
preparation for reconversion was 
urged at recent meetings of the 
Domestic Mechanical Refrig- 
erator and Domestic Laundry 
Equipment Labor Advisory Com- 
mittees, the War Production 
Board reported Oct. 12. 

Committee members’ urged 
WPB to permit refrigerator and 
laundry equipment manufactur- 
ers to place orders and receive 
raw material and components 
well in advance of final assembly 
so that employment may be main- 
tained at a high level when war 
orders are cut back after “Vic- 
tory in Europe” Day. 

Production of mechanical re- 
frigerators and laundry equip- 
ment is a complicated process, 
committee members emphasized. 
Both industries deal with a large 


Urge Aid in Obtaining Materials 
For Reconversion in Refrigerator 
And Domestic Laundry Industries 


the wide variety of materials and 
components needed to make their 
products, they explained. After 
manufacturers are authorized to 
resume production, they will re- 
quire an average of at least six 
months to place orders for mate- 
rials and components, set up pro- 
duction lines, and make a mini- 
mum practical run of refrirgera- 
tors or laundry equipment, labor 
representatives estimated. 
Members of both committees 
advocated gradual relaxation— 
not complete abolition—of WPB 
controls after “V-E” Day. Small 
manufacturers can be assured of 
a fair share of materials only if 
controls are retained, members 
warned. They also urged that 
Covernment-owned plants be con- 
.cxted to civilian production only 
after the reconversion of priv- 





number of suppliers in obtaining | ately-owned plants. 








Prospective supplies of nitro- 
gen and phosphate fertilizers for 
use on 1945 crops have declined 
since midsummer, as a result of 
greatly increased military use of 
materials required for manufac- 
ture of those fertilizers, but sub- 
stantially increased supplies of 
potash are expected to be avail- 
able, the War Food Administra- 
tion reported Oct. 12. 

WEA officials pointed out that 
the War Production Board is fa- 
cilitating early delivery of mate- 
rials to manufacturers so that 
mixed fertilizers can be moved 
early. Movement of fertilizers to 
farms now will clear the way for 
use of additional materials in 








mixed fertilizers if supply situa- 
tions improve in time for 1945 
crops. 

The nitrogen supply now re- 
garded as certain is 588,000 tons. 
This includes the nitrogen in 
850,000 tons of Chilean nitrate 
(16 per cent nitrogen) for which 
shipping priority has already 
been granted. The amount of 


Supplies of Nitrogen and Phosphate 
Fertilizers Lower, Potash Greater 


nitrogen now regarded as “cer- 
tain” for this year is approxi- 
mately 43,000 tons less than was 
used for fertilizer last year 
(1943-44) , but 220,000 tons more 
than average consumption in 
1935-39. 

Officials said that 7,000,000 tons 
of superphosphate (18 per cent 
equivalent) is “in sight,” com- 
pared with 7,600,000 tons last 
year. The phosphoric acid con- 
tent of this year’s superphosphate 
supply is 1,260,000 tons compared 
with the 1935-39 average con- 
sumption of 758,000 tons. 

The supply of potash (K.0) 
will be materially larger than last 
year, when a record amount was 
consumed. Officials expect 725,- 
000 tons of K.0, as compared 
with 604,000 tons last year and 
1935-39 average consumption of 
373,000 tons. The increase this 
year is expected to be in the 
form of muriate (potassium chlo- 
ride) rather than sulphate of 
potash. 











Aathorize Seven Plants to 
Make Aluminum Utensils, Etc. 


Applications from seven manu- 
facturers for permission to pro- 
duce aluminum cooking utensils, 
kitchenware and household 
articles under terms of Limitation 
Order L-30-e have been granted, 
and those from two others have 


been denied, according to re 
ports received to date by the War 
Production Board in Washington 
from its regional offices, WPB 
said on Oct. 4. 

Four of the seven manufac- 
turers were authorized to produce 
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aluminum ware in the third 
quarter of 1944 and subsequent 
quarters. The names and loca- 
tion of their companies and the 
quantities and types of ware they 
will produce are: 


Hayward Non-Ferrous Foun- 


dry, Hayward, Calif., 2,000 alumi- 


num utensils in third quarter, 
1944 and 6,000 aluminum uten- 
sils in each subsequent quarter. 

San Francisco Die Casting Co., 
San Francisco, Calif., 14,000 
aluminum cooking utensils in 
third quarter, 1944, and 42,000 
aluminum cooking utensils in 
each subsequent quarter. 

Tray Service Co., Dallas, 
Texas, 3,000 food service trays in 
third quarter, 1944, and 5,000 
food service trays in each subse- 
quent quarter. 





J. C. Williams Aluminum Cast- 


ing Co., Dallas, Tex., 2,500 meat 


tenderizers and 5,000 lard ladles. 

The other three manufacturers 
have been authorized to begin 
production of aluminum ware in 
the fourth quarter of 1944. They 
are: 

Farber & Shlevin, 375 Kent 
Ave., Brooklyn, N, Y., 35,000 
household trays in fourth quarter, 
1944, 

Leyse Aluminum Co., Kewau- 
nee, Wis., 115,000 dinner pails in 
fourth quarter, 1944; 262,000 din- 
ner pails in first quarter, 1945. 

West Bend Aluminum Co., 
West Bend, Miss., 400,000 Ibs. 
aluminum ware in fourth quar- 
ter, 1944; 1,100,000 lbs. alumi- 
num ware in first quarter, 1945. 








Domestic Ice Box Quotas Total 
116,800 for Fourth Quarter, 1944 


Domestic ice. refrigerator pro- 
duction quotas totaling 116,800 
units for the fourth quarter of 
1944 have been assigned to 17 
manufacturers, the War Produc- 
tion Beard said on Oct. 7. Pro- 
duction quotas for the third 
quarter totaled 128,175 units. 

The production quotas as- 
signed to individual manufac- 
turers for the fourth quarter are 
established in Schedule IX to 
Limitation Order L-7-c. Under 
the terms of this schedule, each 
manufacturer may make his 
quota of refrigerators only in his 
own plant and at the location 
designated in the schedule . 

The manufacturers who have 
been assigned production quotas 
and the units allotted are: 
American Fixture & Mfg. Co., St. 
Louis, Mo., 5,000; Arctic Re- 
frigerator Co., Brooklyn, N. Y., 
7,000; Atkins Table & Cabinet 
Co., Brooklyn, N. Y., 5,000; 
Brunswick Refrigerator Co., 
Brooklyn, N. Y., 4,000; Craftbilt 
Cabinets, Burbank, Calif., 2,000; 
Dratch’s Victory Refrigerator 
Box, Brooklyn, N. Y., 2,500; Fy- 
Boro Metal Products Co., Brook- 
lyn, N. Y., 6,000; Ice Cooling 

Appliance Corp., Morrison, IIl., 
18,000; Iceland Refrigerator Co., 
Brooklyn, N. Y., 5,000; King 
Refrigerator Corp., Brooklyn, N. 
Y., 7,500; Maine Manufacturing 
Co., Nashua, N. H., 12,000; 
Modern Refrigerator Works, 
Glendale, Calif., 3,000; Precision 
Metal Products Co., Brooklyn, 
N. Y., 6,000; Sanitary Refrigera- 
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tor Co., Fond du Lac, Wis., 15,- 
000; Stoddard Manufacturing 
Co., Mason City, Iowa, 1,800; 
Success Manufacturing Co., 
Gloucester, Mass., 2,000, and 
Ward Refrigerator & Mfg. Co., 
Los Angeles, Calif., 15,000. 
“Domestic ice refrigerators are 
non-mechanical ice chests or ice 
boxes designed for home use. As 
provided in L-7c, domestic ice 
refrigerators are permitted to 
have a net ice capacity of either 
50 or 75 lbs. and to contain a 
maximum of 6 lbs. of iron and 
carbon steel. 


BOESCHENSTEIN DEP. 
VICE OPERATIONS 
CHAIRMAN OF WPB 


Harold Boeschenstein has re- 
cently been appointed deputy 
vice-chairman for operations of 
the WPB, succeeding Wade T. 
Childress. Mr. Boeschenstein has 
been with the WPB since No- 
vember, 1942. He was appointed 
director of the CMP division in 
December of that year and be- 
came director of the Production 
Controls Bureau in April, 1943. 
He was also designated acting 
director of the Forest Products 
Bureau in August, 1943, and 
since that time has directed both 
bureaus. In his new position as 
deputy vice-chairman he will 
assist the recently appointed op- 
erations vice-chairman, Hiland G. 
Batcheller. Mr. Boeschenstein is 
president of the Owens-Corning 
Fiberglass Corp., Toledo, Ohio. 























No question about the Painters’ Vote when 
it comes to Removers. . . . They’ve regis- 
tered their choice by unquestioned majori- 
ties. And here’s the winner: 


LINGERWETT 


Largest selling Remover in the U. S. A. For 
stripping paint, varnish, lacquer, enamel, 
shellac. Stays wet; penetrates any number 
of coats. 

Order from your jobber. Write for information. 


WILSON-IMPERIAL COMPANY 
Dept. H-102 115 Chestnut St., Newark 5, N. J. 














Neodelt. CHAINS 





-and for Post-War, too! 


Today hundreds of different Hodell chain assemblies 
—some with attachments, some without—are play- 
ing a vital part in the production of America’s tools 
of war. If chains figure in your wartime production 
—or in your post-war plans—let Hodell engineers 
help you. Send blueprints for a prompt estimate. 





WATCH SNELL! After V-Day we 
will supply auger bits of the same 
high quality as always, in a modern 
package produced on new modern 
equipment in our recently enlarged 











BREAKFAST TIME 
Pattern No. 800 


Metal and Asbestos 


PRO-TEX PADS 


are back again! 


..» but our current production is not able to 
keep up with the demand for this popular 
housewares item. We ask you to be patient 
with us during this period when orders are 
far ahead of our capacity. We are doing our 
best to make the limited supply available to 
all jobbers and dealers who featured this 
product in past years. 








BALLONOFF metTAL Probucts co. 


1820 EA 2IHIO 
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Add New Provisions to 


Stove 


Rationing Rules 


Several new provisions are| order preference value within the 


being added to the stove ration 
regulations in connection with 
formal action taken to end con- 
sumer rationing of coal and wood 
heating and cooking stoves Octo- 
ber 15, the Office of Price Ad- 
ministration said Oct. 15, Previ- 
ous announcement of the end of 
this phase of the stove rationing 
program was made last month 
(OWI-3545, dated Sept. 7). 
Emphasizing that only coal and 
wood heating and cooking stoves 
are being removed from con- 
sumer rationing, OPA said that 
purchase certificates for these 
two types of stoves may not be 
offered by consumers, or accepted 
from them by dealers, after Oct. 
15. 
Another provision requires 
dealers and distributors to take 
inventory of all coal and wood 
heating and cooking stoves they 
have in stock, or that are being 
held for them at another location, 
as of the close of business Oct. 
15. This inventory is to be pre- 
pared no later than Oct. 20, and 
is to be kept at the establish- 
ment’s place of business along 
‘with the other records required 
by the ration regulations. 
Although consumers will not 
use coal and wood stove certifi- 
cates after Oct. 15, this ration 
currency will continue to have an 


trade if mailed to or received by 
suppliers before Nov. 1, since cer- 
tificate orders that dealers place 
before that date must be filled 
before orders for the same model 
stoves received without certifi- 
cates. This provision is made so 
that dealers may use the ration 
form of distribution in building 
up their stocks to meet unre- 
stricted (non-rationed) demand. 
After Oct, 31, however, coal 
and wood stove certificates may 
no longer be transferred within 
the trade. Dealers and distribu- 
tors are to keep any of these 
certificates they still have on 
hand on Nov. 1. Manufacturers, 
after filling orders against cer- 
tificates received or mailed to 
them before Nov. 1, are to send 
the certificates with their regular 
reports to the War Production 
Board. 
An additional provision re- 
quires manufacturers to keep 
records indicating which orders 
received are accompanied by cer- 
tificates, the dates all orders are 
received, the number of stoves 
delivered on all orders, and the 
dates of delivery. This applies 
to manufacturers’ records on all 
stoves covered by the ration or- 
der, as well as to the coal and 
wood stoves that are being freed 
from certificate rationing control. 








CAPT. SLOSS NOW IN 
QUARTERMASTERS DEPOT 
ENGINEERING DIV. 


Capt. Joseph Sloss, Jr., for- 
merly an executive of Sloss & 
Brittain Co., wholesale hardware 
distributors, San Francisco, Cal., 
has recently been named admin- 
istrative officer of the engineer- 
ing division of the Jeffersonville, 
Ind., Quartermaster’s Depot, suc- 
ceeding Capt. Jules Ebin. Capt. 
Sloss is a graduate of Stanford 
and of Harvard Graduate College. 





NATIONAL DRY GOODS 
PLAN STREAMLINED 
CONFERENCE IN N. Y. 

At the regular meeting of the 


board of directors of the National 
Retail Dry Goods Association held 


Allen, president of the associa- 
tion, decided to hold a stream- 
lined conferenze at the Hotel 
Pennsylvania, Jan. 8, 1945, New 
York City, to discuss the impor- 
tant problems of the trade. At the 
meeting the board received re- 
ports on the disposal of Govern- 
ment Surplus goods, the regula- 
tions of the WLB as they may 
concern the effort to recruit suf- 
ficient people to carry on the 
Christmas trade in stores, and a 
number of other kindred matters. 





NATIONAL HDWE. & 
SUPPLY—NEW BUSINESS 
IN PARIS, TEX. 

Ray Willoughby, formerly as- 
sociated with Western Cartridge 
Co., East Alton, IIl., is now oper- 





at the organization’s New York 
City offices, recently, Edward N. 


ating the National Hardware & 
Supply Co., in Paris, Tex. 
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STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. 
CARPENTERSVILLE, ILLINOIS, U.S. A. (EST. 1873) 























The most complete and up-to-the-minute line of 
modern clamps, selling in volume to war industries 
because of time and labor saving features. 
These new and better clamps sell themselves 
on demonstration 
GRAND Quikeet For fast (4-second) 
Instant ratchet set, fulerum screw tightening. 
l-hand operation, and s mon-creeping grip even on 
irregular surfaces. Proof tested alloy-steel of forged 
clamp capacity. All screws, rods and handles COP- 
PER PLATED to prevent welding spatter. Four 
sizes: 2”, 3”, 4” and 6” Openings. The ideal 
production clamp. 
oe Bar ae with multi-dise clutches that 
securely at any point on bar. Any length. 
GRAND Dual ‘ori, GiAnrs iy . £ stip. 
Will not slip regardless shapes io twist- 
ing or Vt when ti because of double 
fulcrum and side screws. — swivels and vise 


type handles COPPER PLATED 
GRAND Quick Lockcet GRAND Alloy-Steel 


A new advance in medium ser- 
vice clamps. Proof tested «- 
tension pacities are even greater than 
those of forged clamps. Replace 
able swivel on ball and socket 
joint for tighter holding. AD 
screws, swivels and vise type 
handles COPPER PLATED 
Seven sizes: openings from 4” 


setting. Meavy 
Stesl. Special bow of 
fer a ond eott to 18”, Also four sizes for er 
service: openings from %” 
and proof tests up to 19, ove 


GRAND —, iron “OC” — 
A ‘Gaak Line of 
Spatter Proofed ya 
Clamps & sizes. one cAWS 
for = — 
Smart dealers are cashing in op 
volume orders with this Nationally 
advertised, modern production elamp 
line that has no competition. Prompt 


GRANDDOORCONTROLS “© POrHy orders. 


The Most Complete Line — Most 
Widely So01d— Standard with 
Architects and Builders Every- 
where. Extend only 1%” from 
door. GRAND Adjustable Steel 
Re-inforced Shoes last for years, 
yet are replaceable. Limited 


clamping— 














Write for Catalog 


GRAND SPECIALTIES CO. 
3130 W. Grand Ave., 





«Champion Hasps« 
Leaders for many years 










No. 333 Wrought Steel Hinge Hasp 
Sizes: 3” —414"—6 



















No. 335 Wrought Steel Safety Hasp 
Sizes: 3” —3%"—44"—-6" 








These Champion Hasps have long been 
profitable sellers because of design, 
workmanship and durability. 








Nearly all hardware jobbers 
buy some Champion products. 


























THE CHAMPION HARDWARE COMPANY 






























COTTERS 
@ A blow on the diamond-shaped head of Lamson 
Cotters spreads prongs. “Efficiency” points serve asa 
drift pin. Lamson stock cotters conform to all Govern- 
ment specifications. Cotters of brass, bronze, alumi- 
num and stainless steel are made to specifications. 
A copy of the Lamson “Ready Reference’ List, a 


handy visible indexed catalog and price list, is ready 
for you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 














CHICAGO 22, ILL. 





quantities now available. Write us. 


OCTOBER 26, 1944 











Get Ready for Winter Sports! 


N | OTWITHSTANDING the 
fact that stocks of winter 
sports items will be small- 

er than in the past, some of this 
merchandise will be available and 
it will be desirable to display and 
sell it. This type of goods should 
be shown in the store in order to 
remind customers that the firm is 
doing the best possible job in ob- 
taining critical merchandise. Keep 
selling your customers on this 
point. They will think well of 
your store because of it. 

In developing displays of win- 
ter sports items, do not spread 
your stock too thin. A small stock 
should be shown in a small space. 
It will show to better advantage 
under such conditions. As items 
are sold, the goods can be spread 
with the result that you will have 
a better looking display for a 
longer period of time. This can- 
not be done if a small stock is 
spread over a large display area. 


Know Your Merchandise! 


Many a customer enters a hard- 
ware store to purchase an item 
regarding the use of which he 
knows but little. Such is seldom 
the case with the purchaser of 
sporting goods equipment. These 
customers usually know what they 
want’ and know the purpose for 
which the article was designed. 
Frequently, however, they may not 
be well informed as to the fine 
points of construction and that is 
where the salesman has an oppor- 
tunity to make himself invaluable. 
Know your merchandise whether 
it may be a pair of skates, a 
hockey stick or a basketball. Be 
able to point out the superior fea- 
tures of an article’s construction 
of design. Such knowledge will 
make it possible for you to “sell 
up” on many an item. Durability 
is a big point with the average 
purchaser of sporting goods and, 
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if he can obtain a better item by 


paying more money, he will take - 


the better grade item every time. 
And he will be appreciative of 
your suggestions. 

That brings up another point. 
Why not identify yourself with 
as many local sport groups or or- 
ganizations as possible? Do so 
and you will find that you'll de- 
rive plenty of benefit. Such groups 
will regard you as one of them 
and your store will become the 
logical place in which they will 
purchase their equipment, not 
only in sporting goods but in 
other hardware lines. And you 


can be sure that many of them 
will speak about you to their 
friends outside of that particular 
group. You will find that this 
word-of-mouth advertising is one 
of the most reliable forms of pub- 
licity. You will also find yourself 
regarded as something of a sport- 
ing goods expert in your com- 
munity and your importance to 
your firm will increase in direct 
proportion to the increase in the 
number of your friends and cus- 
tomers. 

Why spend your time on the 
outside looking in when you can 
use it to better advantage by iden- 
tifying yourself with the athletic 
activities in your community? 





Test Your Hardware Sense! 








Grade yourself in the following manner to see how good you 
are. Each question correctly answered is worth 20 points. A 
grade of 100 is excellent; 80 is good; 60 is fair; 40, poor, and 
20, very poor The correct answers to these questions will be 
found on page 289. 


Work the preblem first—then substitute the figures 
of your own business for those in the problem 


1—Figure the cash discount on this invoice. Amount of in- 
voice is $89.50. Freight allowed as credit on invoice, $2.50. 
Merchandise billed on invoice amounts to $92. 


2—Sales of range boilers in a hardware store during a year 
were 60 of the 30-gal. extra heavy, 20 of the 40-gal. extra 
heavy, and 20 of the 30-gal. standard. The dealer wants to 
buy in quantities representing approximately three months’ 
supply. How many of each should be ordered? 


3—A dealer buys roll roofing in 10-ton truck loads most of 
the time. A roll of 35-lb. smooth-surfaced roofing costs him 
95 cents per roll in these instances. Occasionally he picks up. 
this roofing from a distributor stock, in which case it costs 
him $1.12 per roll. Determine his margin in per cent of selling 
price in each instance if item is sold for $1.30 per roll. 


4—-Accounts receivable in a retail hardware store averaged’ 
$2,000 throughout the year. If charge sales were $8,000 for 
the period, how many times were the accounts turned? 


5—A dealer paid a salesman 8 per cent commission on all 
sales of radios. How much volume would salesman have to sell 
to earn $24 per week in commissions? 

(Answers on page 289) 
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HE first successfully operated 

submarine in the world’s 
history was dreamed, constructed 
and tested during the Revolution- 
ary War—only a few miles from 
the site of the factory which now 
produces some of the most vital 
communications equipment for our 
Jap-dreaded undersea avengers! 


In part, this is coincidence; but 


in a deeper sense it is natural that 





ANKOSEAL multi-conductor insu- 

lated cables are among the most 

promising of Ansonia war-proven 

developments. If you have, or expect 

to rave, a use for electrical cables— 
CHECK ANKOSEAL ! 








. «WHERE LOOKING AHEAD 
1 1S THE OLDEST TRADITION 


As 


the equipment which The Ansonia 
Electrical Company produces 
comes from the Naugatuck Valley, 
where /ooking ahead is the oldest 


tradition! 


In the last two years, we at 
Ansonia have met problems— 
connected with providing war 
material in quantity——which pre- 


viously were unsolved because 























they did not exist. We look 
forward to providing the same 
abilities in peace. Not merely be- 
cause of, specialized mechanical 
equipment, but because meeting 
new needs in our field efficiently 
and economically has been and is 
our real business, we anticipate 
meeting similar and more difficult 
peacetime industrial problems in- 


volving electrical cables. 


THE ANSONIA ELECTRICAL COMPANY 


ANSONIA ¢ CONNECTICUT 














OCTOBER 26, 1944 





Specializing in “Ankoseal” a Thermoplastic Insulation Vs 
1 


A Wholly-Owned Subsidiary of 
NOMA ELECTRIC CORPORATION 
GENERAL OFFICES e NEW YORK, N. Y. 


—In peacetime makers of the famous Noma Lights—the greatest name in decorative 
lighting. Now, manufacturers of fixed mica dielectric capacitors and other radio, radar 


and electronic equipment. 
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For Late November—Show Thanksgiving 


Housewares, Toys and Gifts 


HARDWARE AGE Original Window Display IDEAS 














FOR THE 


THANKSGIVING 
Festivities 





THANKSGIVING. 
HOUSEWARES 
WINDOW 


MERCHANDISE: 
Roasters, drip coffee 
makers, decorated 
bowl set, glass pie 
plate, glass platter, 
food chopper, din- 
nerware, custard 
cups, ring molds, 
enion chopper, cake 
decorator, egg beat- 
er, silverware, carv- 
ing sets, steak sets, 
cooking thermometer 
cutlery, corn bread 
pan, casseroles, bak- 
ing dish, salt and 
pepper shakers, dou- 
ble boiler, chopper, 

tea kettle. 





~N BACKGROUND: 
*: 


Center panel of iv- 
ory corrugated board 
or painted wallboard. 
Side panels of dark 


<-> brown material. Cut- 


out letters in red. 








TOY 
WINDOW 


MERCHANDISE: 
Various types of 
games, dish sets, 
sewing sets. dolls, 
construction sets, 
chemistry sets. table 
tennis, checkers, 
cards, chess, blocks, 

wood train sets. 


GIFT AND 
NOVELTIES 
WINDOW 


MERCHANDISE: 
Plaques. picture 
frames, charm strings, 
vases, cigarette ser- 
ver, cordial set, salad 
bowls, trays, figur- 
ines, nut bowl with 
cracker, magazine 
rack, book ends, 

waste baskets. 


BACKGROUND: 
Center panels of 
white corrugated 
board or painted 
wallboard. Side 
strips of Christmas 
green material. Cut- 
out letters in red and 

green. 
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TOYS 


BRING JOY TO 
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to an Ideal 


ODAY, in a world at war, Empire Levels 
are accompanying American Soldiers to 
far-flung fields of labor . . . Helping build 
much-needed War Housing, Air Bases, Army 
Camps and Training Headquarters, at home, in 
Australia, Ireland, North Africa, Iceland, Italy, ; 
and on the islands of the Pacific Ocean. 


x*k 


a. reputation for performance and 
accuracy is inspired by an Ideal. Simple, 
unswerving, and is clearly defined as the sky- 
piercing shaft of the famous Washington 
Monument. . . . An Ideal strict in adherence 
to quality manufacturing and firm in a stand- 
ard of service to Wholesalers, Retailers, and 
Craftsmen the World over. 











































































































Such an Ideal, put to daily practice through- 
out Empire’s twenty-six years of service, is 
helping today to maintain the good will and 
friendship of your customers—building con- 
fidence for tomorrow’s post-war markets, 
created by American Ideals which we are la- 
boring and fighting to preserve. 














EMPIRE LEVEL MFG. Co. 
MILWAUKEE 4, WISCONSIN 












* The illustration above first appeared in 1922. We have reproduced it each year since, as a * 
reminder to you of the Ideal inspiring Empire’s best efforts in manufacturing and service. 


OCTOBER 26, 1944 
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Flashlight cases—Production 
of flashlight cases during the second 
quarter of 1944, increased 17 per cent 
over the first quarter of 1944 and 62 
per cent over the average 1943 produc- 
tion for each quarter. Increases in pro- 
duction since the first quarter, 1944, 
have gone largely to distribution chan- 
nels other than “commercial.” Based 
upon total shipments for 1943 and the 
first half of 1944, approximately 28 per 
cent have gone into “commercial” chan- 
nels and 72 per cent to others says the 
Consumers Durable Goods Division of 
WPB. 

> ia ” 

Cutlery—Shipments of cutlery 
for all purposes from 70 companies, 
representing about 90 per cent of the 
industry, in the first two quarters of 
1944 averaged $6,067,000 per quarter, 
42 per cent more than the 1943 average 
quarterly total and 15.6 per cent more 
than the 1939 average quarterly total, 
the War Production Board reported on 
Oct. 4. The entire increase over 1943 
shipments went into commercial chan- 
nels, to wholesalers, distributors, re- 
tailers, and other outlets normally sell- 
ing to industrial plants, commercial 
concerns and households. In the second 
1944 quarter, 70 per cent of all cutlery 
shipments were made to commercial out- 
lets, as compared with 57 per cent in 
the second quarter of 1943. In the first 
quarter of 1944, 73 per cent went into 
commercial channels, as compared with 
50 per cent in the first quarter of 1943. 
Shipments in the second quarter of 
1944 totaled $5,940,000. Pocket cutlery 
accounted for 30 per cent of the dollar 
volume, kitchen cutlery for 24 per cent, 
scissors and shears for 23 per cent, 
industrial cutlery for eight per cent, 
professional food processing and house- 
hold table cutlery for 7 per cent each, 
and hand hair clippers for 1 per cent 
of the total dollar volume. Shipments 
in the first quarter of 1944 totaled $6,- 
194,000. In that quarter, pocket cutlery 
accounted for 34 per cent of the dollar 
volume, scissors and shears for 21 per 
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cent, kitchen cutlery for 18 per cent, 
industrial cutlery and professional food 
processing cutlery for 9 per cent each, 
household table cutlery for 7 per cent, 
and hand hair clippers for 2 per cent 
of the total dollar volume of ship- 


ments, 
* 2 *# 


Liquid fuel lamps, lanterns 
—Shipments of liquid fuel lamps and 
lanterns during the second quarter, 
1944, were 18 per cent and 2 per cent 
above the first quarter, 1944, and fourth 
quarter, 1943, shipments respectively. 
Of the total shipments of liquid fuel 
lamps and lanterns, reports the Con- 
sumers Durable Goods Division, WPB, 
during the first half of 1944, approxi- 
mately 89 per cent went into “com- 
mercial” channels. 

* « ” 


Copper post-war — Cancella- 
tion of nearly all government produc- 
tion controls over the copper industry 
will follow V-E Day, WPB promised 
recently. Control over ingot, scrap and 
refined copper will be abandoned, the 
copper conservation orders and most 
limitation orders will be revoked, 
virtually all manpower controls will be 
abolished, and foundries will be per- 
mitted to fill orders for brass and 
bronze castings without priority ratings 
if the filling of the orders does not 
interfere with military work. 

. * * 

Bar steel controls—Continua- 
tion, while war needs are urgent, of 
that portion of Order L-211 which 
standardizes production of hot-rolled 
carbon steel bars, was recommended at 
a recent meeting of the Industry Ad- 
visory Committee and WPB. One com- 
pany reported that a reduction of 48 
odd sizes of steel under this Order, re- 
sulted in a net increased production of 
approximately 15 per cent in two of 
their bar mills. Carbon steel bars and 
semi-finished products are still in steady 
demand. Present mill loads indicate 
deliveries on bar mill products can be 
made well through the first quarter of 











next year. Shell steel requirements re- 
main heavy, demanding considerable 
prodtction space in the mills. 


* * * 


Commercial cooking equip- 
ment—Since manufacturers of com- 
mercial cooking equipment have con- 
tinued to make their normal products 
during the war period, they will be in 
a position to resume production for the 
civilian market without delay, when cut- 
backs in war orders occur and the man- 
power situation improves. The Indus- 
try Advisory Committee so reported at 
a recent meeting with the War Produc- 
tion Board. Manpower is the most 
serious hindrance in current produc- 
tion, the committee said. This situa- 
tion would be considerably eased, how- 
ever, if manufacturers could return to 
the use of stainless steel, since its use 
would greatly reduce processing time. 
One member said that stainless steel 
coffee urns could be made four times as 
fast as vitreous enameled ware. WPB 
reported a small quantity of stainless 
steel (type No. 302, No. 1 finish) avail- 
able in a steel mill’s excess inventory 
as the result of a cancelled order. If 
the material is usable for commercial 
cooking equipment, it will be made 
available by WPB for that purpose. 

7 * * 


Burlap allocations—WPB has 
corrected its announcement of Sept. 16 
on fourth quarter burlap allocations to 
read that “bag manufacturers will be 
permitted to receive not more than 35 
per cent of heavyweights other than 40 
inch 10% ounce.” Thus, the maximum 
quantity of lightweights that may be re- 
ceived against fourth quarter certificates 
is 35 per cent. Likewise, the maximum 
quantity of those heavyweights other 
than 40 inch 10% ounce that may be 
received is also 35 per cent. It is only 
lightweights and those heavyweight con- 
structions other than 40 inch 10% 
ounce on. which deliveries have been 
limited. 

* * * 

Enameled ware — WPB has 
been asked by industry representatives 
to remove size restrictions on cooking, 
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Order Simoniz and 
Simoniz Kleeners, too! 


Dealers everywhere report big sales on Simoniz and 
Simoniz Kleener. Housewives prefer them for their 
furniture, woodwork, refrigerators, Venetian blinds 
and other home equipment. More motorists, too, are 
Simonizing their cars. So Simoniz and Simoniz 
Kleeners turn over quickly at an exceilent profit. 


THE SIMONIZ COMPANY, CHICAGO 16, ILLINOIS 
OCTOBER 26, 1944 
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The 


HOMEMAKERS 
FIRST CHOICE 


ES, it’s a Gas Circulator 

of the BRILLIANT FIRE 
standard that will get the call 
this winter because fuel restric- 
tions necessitate getting highest 
efficiency and maximum heat 
production from every heating 
unit installed. The alert Dealer 
realizes this, too, and is investing 
his certificates wisely RIGHT 
NOW to insure having adequate 
stock when the call comes. Aside 
from the full vented, enclosed 
model B-1 shown above, there 
are other Two and Three Way 
Circulators in the BRILLIANT 
FIRE line, ranging from 20,000 
to 75,000 Btu capacity ... and 
Ready Now. Safety Pilot and 
Auto Valves available for im- 
mediate shipment. 


Write for your copy of the 
BRILLIANT FIRE Balletin 
No. 460-E showing full line 
of WPB releases together 
with specifications and prices. 


THE OHIO FOUNDRY & 
MANUFACTURING CO. 
STEUBENVILLE, OHIO =” 


“Quality Heating A cee Since 
1840” 





FIRE , 
os fia. se. ‘ 
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household and hospital enameled ware 
utensils, preparatory to resuming peace- 
time production. They also requested 
additional steel for enameled ware for 
civilians in the fourth quarter, to pre- 
vent unemployment if military orders 
are cut back. . Relaxation of the 
enameled ware order, L-30-b, now, and 
its revocation after Germany’s defeat, 
would enable the industry to use ma- 
terials, manpower and facilities with 
maximum efficiency, permitting rapid 
shifts from one production line to 
another. Though the container situa- 
tion—important to enameled ware 
makers—is improving, it has not eased 
sufficiently to permit relaxation of re- 
strictions on container use in the im- 
mediate future, WPB pointed out. 
* * . 

Gray and malleable castings 
—Gray iron castings sold by regular re- 
sellers as parts of sub-assemblies of the 
kinds listed in MPR 136 were removed 
by OPA, from coverage of the gray 
iron castings MPR 244. At the same 
time, malleable iron castings of the 
same type were removed from coverage 
of the malleable iron castings. Price 
Regulation 241. This action, effective 
Sept. 25, was taken to eliminate possi- 
ble conflicts of jurisdiction between 
these two regulations and Price Regula- 
tion 136 (Machines and Parts and Ma- 
chinery Services). Gray iron castings 
and malleable iron castings are often 
parts and sub-assemblies for which 
maximum prices are established by 
Regulation 136. These castings, now 
will be covered exclusively by Price 
Regulation 136. 

* +. * 

Cordage shortage studied— 
Reports of August production of cor- 
dage showed a slight gain over output 
in July, but continued acute shortages 
of manpower will retard any further in- 
crease in September production, repre- 
sentatives of the cordage industry have 
told WPB. In view of the labor short- 
age, the industry committee suggested 
that a uniform chemical treatment of 
rope be adopted by the military services 
to assist in maintaining production at 
present levels. - The various treatments 
now specified by the armed services 
tend to retard the output of cordage. 
Military representatives suggested that 
cordage manufacturers who have been 
unable to process full quotas should 
advise WPB of the number of workers 
and the types of skills needed to bring 
production up to quota levels. 

7 - a 

Leather reserves—The direc- 
tion to order M-310 (hides, skins and 
leather), has been revoked by WPB, 
under which tanners were required to 
produce the maximum possible quan- 
tity of military quality calfskin shoe 


leather to be set aside for military 
requirements. By the present change, 
individual directions have been issued 
to tanners requiring them to produce 
specified monthly quantities of military 
quality leather. This will result in a 
slightly larger quantity of this type of 
leather being made available for civi- 
lian shoes. 

* ” = 

Lighting fixtures control — 

Representatives of the fluorescent and 
incandescent lighting fixtures indus- 
tries have recommended to WPB that 
orders L-78 and L-212 be retained in 
substantially their present forms until 
improved conditions warrant revocation. 
WPB and the industry agree that some 
controls will be needed until materials, 
manpower and components permit in- 
creased production. It was agreed. that 
it might be possible to remove re- 
strictions on incandescent lighting 
fixtures earlier than those on fluo- 
rescent fiuxtures. 

* * @ 

Communication wire — Man- 

power difficulties in communication 
wire production show signs of easing, 
WMC says. Because of developments 
in the war theaters, this item was added 
to the production urgency list Aug. 16 
and was given a high priority rating. 
Although at least six of the 30 key 
plants manufacturing wire of this type, 
used by the Signal Corps for commu- 
nications were behind schedule on Aug: 
1, developments over the last six weeks 
have been encouraging. Production, 
measured by miles of wire, has gone 
up 5 per cent, in sharp contrast to the 
6 per cent deficit for July. WMC esti- 
mates that at the rate we are now 
moving on the European front, our 
plants at home will have to turn out 
300 miles of wire an hour to keep pace. 

** «© 


Box relaxation opposed—Op- 
position to immediate relaxation of con- 
trol on paperboard for folding and set- 
up boxes was expressed to WPB, re- 
cently, by the boxboard and box indus- 
try advisory committee. In the ab- 
sence of any indication of reduced de- 
mand for paperboard after victory in 
Europe, the committee feared that any 
relaxation of order L-239 now, may ad- 
versely affect production of paperboard 
and boxes. After V-Day, the Army 
will still need cartons, shell containers, 
maps and other essential paper. Cur- 
rent calls for paperboard products show 
an increase of 10,000 tons a month over 
the third quarter demands, WPB said, 
while packaging and repackaging re- 
quirements for tropical shipments 
doubtless will be greater, also. Paper- 
board supplies continue short. Continu- 
ance of the current campaigns for re- 
ducing use of pulpwood and collections 
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No More Damage from Conden- 
sation or Sweating Pipes, Tanks, 
Walls, Ceilings and Air Ducts 


A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 
ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, etc. Forms a moisture-proof, 
insulation type coating impervious to 
acid and alkali. 


Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
1%” pipe. Dries in 24 hours. Comes in 
1, 5 and 55 gallon drums. 


Immediate Shipment. Order from 
your Jobber. Nationallly advertised at 
$1.90 a gal. ($2.10 west of Rockies.) 


FREE NoDrip Cir 
cular about Con- 
densation Drip. 
and its Preven- 
tion. 


J. W. MORTELL Co. 


Technical Coatings 
Since 1895 


508 BURCH ST. 
KANKAKEE, ILL. 
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of wastepaper was stressed by both 
government and industry officials. They 
pointed out the dependence of the 
paperboard industry on wastepaper, 
and also stressed inventory shortages at 
a number of paperboard mills. 


* * * 


Film production — To meet 
military and essential civilian require- 
ments for photographic film, the film 
producing industry has increased its 
output by about 45 per cent as com- 
pared with 1941 production WPB said 
recently. Film production by the eight 
companies in the industry reached an 
all time high in the second quarter of 
1944, when output totaled almost 160,- 
000,000 sq. ft. In the third quarter, 
production cropped to an _ estimated 
136,000,000 ft. Between 65 and 70 per 
cent of all the film produced is being 
allotted for “civilian” purposes. How- 
ever, over half of this amount consists 
of film ultimately used by the armed 
forces. Actually, therefore, about 15 
per cent of total film production is be- 
ing made available directly for profes- 
sional and amateur photographers for 
other than war purposes. 


> ¢+ 8 


Magnesium released—Revok- 
ing order M-2-b, WPB removes all Gov- 
ernment controls on the use of mag- 
nesium for civilian products, saying 
that restrictions on the use of the metal 
are no longer necessary to protect mili- 
tary programs, particularly after the 
recent reductions in the production 
schedules of the aircraft industry, the 
principal consumer. Simultaneously, 
WPB issued Order M-2-c, which pro- 
vides that all restrictions on the use of 
magnesium contained in other WPB 
orders no longer apply. However, re- 
strictions in other orders as to the 
quantity, size or type of an article that 
may be made remain applicable, even if 
the article is made of magnesium. 
Order M-2-c states that persons wishing 
to obtain aluminum or aluminum prod- 
ucts may place rated or unrated pur- 
chase orders on their supplier without 
securing approval of WPB, subject 
only to existing priorities regulations. 
The very modern magnesium industry 
since 1941 has been under tight govern- 
mental control. The vast war expan- 
sion program built 14 magnesium plants 
and raised the domestic output from 
6,000,000 to 600,000,000 Ibs. per year. 
Many of these new producers are 
anxious to start developing civilian mar- 
kets at once, and nearly all have the 
capacity and the manpower for the 
developing work. Its proponents re- 
mind that magnesium is only a quarter 
of the weight of steel. One large cum- 
pany has been working with the light 
metal in wheels for motor cars, and its 





K eqpaing uja : 
Fjajeatances 


vik MIAMI 


BATHROOM CABINETS 
OF WOOD 





Luxurious MIAMI Metal Bathroom Cabinets 
have been temporarily succeeded by these 
well-constructed units made of wood, with 
metal-framed mirrors (by permission of WPB). 
These wood cabinets provide the well known 
MIAMI conveniences and have been specified 
in large numbers for maintenance jobs as 
well as for essential housing. They represent 
top values in new bathroom cabinets avail- 
able under present conditions. i 

Write for descriptive folder to Dept. HA. 


3 ATTRACTIVE CABINET MODELS 


The MIAMI Line 
consists of three 
smartly designed, 
completely equipped 
wood cabinet mod- 
els. Cabinet bodies 
are made of kiln- 
dried hardwood, with 
joints double-locked, 
glued, and tenoned; 
door back of mois- 
ture-proof composi- 
tion board; mirrors 
framed in STEEL, 
finished to match 
cabinets. 
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FRAMED 
MIRRORS 


Available in six 
sizes. Mirrors are 
No. | plate glass 
with hardwood 
frame; mirror 
back of Carey 
Utilizit Board; 
finished in three 
coats of baked-on 
white enamel. 








MIAMI CABINET DIVISION 


The Philip Carey Mfg. Company 
MIDDLETOWN, OHIO 
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“Nu Jamb” Spring 


Wilwaukee 


BUILDERS HARDWARE 


. Jamb” Spring Hinges . “Matchless” 
Fioor Spring Hinges . Universal Pivot 

« Lavatory Latches . Indicators, 
Bolts . Lavatory Stall and Door Fittings . 
Adjustable Screen Hinges . “Rite-Way” 
Closet Garment Fixtures . “Milwaukee Door 
Guards. 


MILWAUKEE — The Popular Quality Line of 
Builders Hardware — Assures Customer Satisfaction. 


MILWAUKEE STAMPING CO. 


8168 So. 72nd Street, Milwaukee 14, Wisconsin 
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latest experiments “show that it is 
only a question of time before mag- 
nesium wheels will be standard on most 
automobiles.” 
* . . 

No longer “critical” — On 
Oct. 9, WPB emphasized 12 materials 
that will remain scarce after V-E Day, 
removed 42 materials from its critical 
shortage list, placed 17 materials on the 
tight supply list and named 14 items 
as now being “easy,” in excess of cur- 
rent needs. WPB named tin, sisal, cat- 
tle hides, kapok, Manila, anthracite 
coal, kraft containerboard, corundum, 
paper and products, pyrethrum, natural 
rubber and cotton broad woven fabrics 
as likely to remain in short supply, 
after the fall of Germany. The 42 
materials removed from the “tight” 
classification include four plastics, one 
metal (columbium), several kinds of 
lumber, feathers and down, horse and 
cattle (tail) hair, fuel oil, cork, mica, 
tung oil, pine tar, quartz crystals, rosin 
and synthetic rubber (neoprene), 
The 17 materials placed in the critical 
group include steel castings (medium 
and small), rope wire, wire rope; bi- 
tuminous coal (byproduct quality), 
coke, copal resin, paper and products 
and penicillin. Fourteen materials now 
rated in excess of current industrial 


needs are tantalum and zinc; elm 
(soft), hackberry and sycamore; gas 
(manufactured); concrete products 
(precast), graphite and rubber (syn- 
thetic, Buna S). The supply of some 
fabricated and semi-fabricated metal 
products continues to be tighter than 
the metals themselves, due to shortages 
in either manpower or in manufactur- 
ing facilities, or both. 
* > ” 

Beds and springs—A limited 
amount of steel has been made avail- 
able by WPB, for rails for wooden beds. 
The reason assigned is that, by substi- 
tuting metal for wooden rails, manu- 
facturers will be able to make more 
beds out of the limited amount of lum- 
ber allotted to them. Again, WPB has 
ruled that bedding manufacturers may 
use coil, flat or fabric bed springs to 
make box springs only within the quotas 
assigned to them by limitation order 
L-49. WPB has also said that the con- 
struction of spring units for bedding 
products is not covered by L-49, which 
governs bedding products only, and 
spring units are not “bedding prod- 
ucts” until they have been upholstered 
and covered. The industry advisory 
committee has recommended to WPB 
the following changes in order L-49: 
removal of the prohibition on metal bed 








The citizen 
whose share of 
the public debt 
was only $300 in 
1925 now finds 
that he will have 
an obligation of 
$2000 next year 
as his quota of 
the indebtedness 
of local, state and 
federal govern- 
ment. Further- 
more, every mem- 
ber of his family 
will owe the same 
amount. 

Chart at right 
shows the way in 
which the gross 
government debt 
has _ increasingly 
submerged the 
individual. Even 
though most of 
the debt has been 
incurred since 
Pearl Harbor, it 
nevertheless will 
have to be paid 
back if we are to 
remain a solvent, 
independent na- 
tion. Those per- 
sons and business 
firms which have 














loaned money to 
carry on the war 


did so with the knowledge that some day this money would be returned 

to use in creating peacetime goods and jobs. To shrug off the obligation 

with the “we-owe-it-to-ourselves” argument is to blind ourselves to the prob- 
lems that will inevitably come when the war ends. 
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production; elimination of weight re- 
strictions on all types of bedding; in- 
crease of quotas for dual sleeping 
equipment to at least 50 per cent of 
production in the pre-war base year; 
and removal of the prohibition on inner- 
spring mattress production... WPB 
stated that the types of materials and 
labor needed for these changes are 
scarce, but that the recommendations 
would be given consideration. 


* * * 


Rubber heel pricing — Manu- 
facturers of rubber heels who wish to 
reclassify a rubber heel because it 
meets the specifications of another price 
class must suitably mark this heel so 
that it may be distinguished by the 
trade and the public from other heels 
using the same brand name, OPA has 
ruled, amending Price Regulation 200. 
This action is taken to protect repair- 
men and the public from being charged 
a higher price for reclassified rubber 
heels because they are unable to deter- 
mine which is the reclassified heel and 
which is the heel with a lower maxi- 


mum price. 
* - « 


Copper sulphate—The ceiling 
price of monohydrated copper sulphate, 
a basic ingredient in fungicides essen- 
tial to the protection of potatoes, pea- 
nuts and other important food crops, 
has been increased, the Office of Price 
Administration announced Oct. 13. The 
increase, effective Oct. 18, 1944, amounts 
to 25 cents per hundredweight on mono- 
hydrated copper sulphate produced in 
the East. Although applicable only to 
sales in 200 lb. drums in lots of 36,000 
lbs. or more at the wholesale level, the 
resulting increase in cost to retailers 
also may be passed on to consumers. 
Farmers may have to pay from 5 to 6 
cents more per hundred pounds of the 
finished insecticide, which represents 
an average increase of less than 1 per 
cent. This action follows a request by 
the War Food Administration to adjust 
prices for manufacturers, who have ex- 
perienced increased costs, so that pro- 
duction of this basic agricultural chemi- 
cal will be continued. Amendment 5 to 
Maximum Price Regulation No. 354, 
Copper Sulphate, effective, Oct. 18, 
1944, made the provisions. 


* * * 


Hides and leather—A tenta- 
tive program for revision of Order M- 
310 (hides, skins and leather) after 
“Victor in Europe” Day has been ap- 
proved by the industry and the War 
Production Board. Power to direct the 
production and distribution of leather 
and to allocate certain hides and skins 
will probably be retained by WPB after 
Germany’s defeat, and the “end uses” 
to which leather may be put may also 
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be regulated. However, WPB proposes 
to eliminate restrictions on how sole 
leather is cut, and on the use of manu- 
facturers bends’ for repair, after suf- 
ficient releases of military requirements 
for leather occur. Twenty per cent 
fewer steers have been available this 
year than last, but it is expected that 
the supply of hides will increase in the 
next few months. The hides will be of 
lighter weight and lower quality. WPB 
has issued a direction under order M- 
310, to cut inventories of military soles 
in the hands of the industry by ap- 
proximately a 30-day supply by Oct. 
31. This action follows the adjusting 
of military requirements for soles, mak- 
ing more soles available for civilian 
needs. 
* * * 

New furniture designs—New 
furniture patterns may be designed and 
sold without specific WPB authoriza- 
tion, but the total number of patterns 
offered by each manufacturer at any 
one time may not exceed 25 per cent 
of the patterns he offered in Sept., 1941, 
or 24 patterns, whichever is greater. 
WPB has withdrawn its earlier ruling 
that manufacturers must request its 
permission before developing and sell- 
ing new furniture patterns. Industry 
members feel this will enable them to 
maintain a higher level of employment 
during the transition to peacetime pro- 
duction. Order L-260-a, amended Oct. 
10, retains the former restriction on the 
total number of patterns that may be 
made and sold at any one time. 

* ¢ @ 

Pens and pencils—Late last 
month, WPB revoked orders L-227, 
covering manufacture of fountain pens 
and mechanical pencils, and L-227-a, 
covering pen-point production. Use of 
critical . materials for manufacture of 
these items, however, still is con- 
trolled by materials conservation orders. 
Use of copper and brass, for example, 
is prohibited by order M-9-c. Neverthe- 
less, carbon steel and other critical ma- 
terials are available in the small quan- 
tities needed by the industry. Three 
difficulties toward increasing produc- 
tion, even after the revocation of the 
orders, are the activity of the industry 
in direct war production, the man- 
power shortage and the unavailability 
of increased quantities of containers. 
The industry is limited, per year, to 
only 70 per cent of the containers used 
in 1942. 

cd * a 

Flatware release asked — 
Elimination of the restriction on dis- 
tribution of stainless steel flatware and 
addition of six pieces to the permitted 
types of flatware have been asked of 
WPB by the industry advisory com- 
mittee. The flatware order L-140-b, 











5 | Call Ryerson when 


you need steel — any kind, shape, 
or size. Large stocks are available 
at ten convenient plants. Ask for 
a Ryerson Stock List —your guide 
to quick shipment of steel. 





Principal Products Include: 


Bors « Shapes « Strueturals « Plates « Sheets 
Fleer Plates « Alloy Steels « Stainless Steel 
Shafting + Screw Stock « Wire « Mechenicel 
Tubing « Boiler Tubes « Reinforcing Steels 
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both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, prevent han- 
dling and card-end loss— every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
belts. Have 2-piece hinged rocker 


pins. 

Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 

Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Nerthwest Highway, Chicege, U.3.A, 








275 
















Sg ae 








HANG IT 


FASTER 
BETTER 
CHEAPER 





nansee Ripe 


PAINE 


PRODUCTS 
AVAILABLE 
ON LOW 
PRIORITY 














LAGSCREW 650 
Ask your Jobber or Write for Catalog 
THE PAINE CO. 


2963 Carroll Ave. Chicago 12, Ill. 
Offices in Principal Cities 


a NANGING D E V/ CE 5 








HARDWARE 








UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
give first call to the war effort, and 
whateveravailable hardwareis allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 
We hope the day is coming, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 


to serve a world at peace. 


Wesuppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 
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provides that stainless steel flatware 
may be sold only to hospitals, war plant 
cafeterias, hotels, restaurants and other 
institutional users. The industry hopes 
for early permission to sell also for 
household purposes. Of the materials 
now restricted or prohibited, but nor- 
mally used by the flatware industry, 
only copper is expected to be readily 
available after the defeat of Germany, 
although its demand is still in excess of 
supply. The chrome stainless steel situ- 
ation is tight, in that the United States 
is dependent almost entirely on foreign 
sources for chrome, and the supply 
status after the defeat of Germany 
cannot yet be determined. Fourth- 
quarter nickel requirements are high, 
and cutbacks in military orders after 
the end of the European war are not 
expected to release any great quantity 
for civilian purposes. 


* * * 


September construction — 
WPB reports total new U. S. construc- 
tion activity (repairs not included) 
amounted to $323,000,000 in September, 
a 4 per cent decline from the August 
volume, and 4 per cent under the level 
of Sept., 1943. The month’s figures 
brought the total new construction 
volume for the first nine months of 
1944 to $2,905,000,000. Of this total, 
39 per cent, was privately-financed 
work. During the same period in 1943, 
total activity amounted to $6,409,000,000 
of which 18 per cent was private work. 
The steepest declines occurred in mili- 
tary construction and government- 
financed factory construction—off 73 
per cent and 70 per cent respectively. 
Residential building—public and private 
—was down 4 per cent from January- 
September of last year. 


* * * 


Farm income — Cash receipts 
from farm marketings for the period 
January through September amounted 
to $13,848,000,000 or 6 per cent above 
1943, with crops up 7 per cent and 
livestock 6 per cent. Gains in cash 
receipts from tobacco and cotton were 
especially pronounced. A _ substantial 
increase was shown also in income from 
oil-bearing crops, including flaxseed. 

* * @ 


September retail selling — 
Nation-wide department store sales for 
the four-week period ending Sept. 30 
were up 11 per cent, compared with the 
corresponding periods of 1943, accord- 
ing to the Federal Reserve Board. In 
the mail order field, Sears Roebuck & 
Co. reported a gain over 1943 for Sep- 
tember, of 13.3 per cent, and for the 
latest eight months, of 13.4 per cent. 
Montgomery Ward gained 17.3 per cent 
in September, but lost 1.9 per cent for 
the year to date. 


Toys—Those offered during the 
coming Christmas season will be of 
better quality than those available last 
year, the War Production Board said 
Oct. 15. The over-all quantity of toys 
also will be slightly higher, since some 
manufacturers whose war work has de- 
creased have resumed toy production. 
The toy order (L-81) still prohibits the 
use of iron and steel, chromium plating, 
copper, cork, silk, urea and phenolic 
plastics, antimony, tin, zinc, rubber, 
and silver restricts the use of joining 
hardware. A number of manufacturers 
who have labor and facilities for toy 
production have filed appeals under the 
toy order for permission to use some of 
the prohibited materials or fabricated 
parts available in their inventories or 
from idle and excess stocks. In some 
cases, toy manufacturers have requested 
permission to use scrap or reject ma- 
terials or new materials that are no 
longer critical. WPB has granted such 
appeals when no interference with war 
production would result. Fewer toys 
are being made of paperboard, the ma- 
terial most commonly used to make 
toys last year. This year most of the 
teys will be wooden ones. A limited 
quantity of stamped metal toys—an 
estimated 15 per cent of pre-war output 
—will also be available. Use of syn- 
thetic and natural rubber for toys is 
still prohibited. Some toy wagons will 
be equipped with wooden wheels, as 
last year, while others will have metal 
wheels. Less than 15 per cent as many 
steel-runner sleds as were available for 


pre-war Christmases will be on the mar- , 


ket during this year’s Christmas season. 
Wood-runner sleds are also being made. 
The total quantity of sleds will not be 
as large as before the war. More than 
100,000 of the doll carriages made this 
year will have metal wheels and metal 
under carriages. Dolls have been made 
in approximately pre-war quantities 
since the beginning of the war. Dolls 
with curls and moving eyes, talking 
dolls, Teddy bears, and other types of 
dolls and stuffed toys continue to be 
available. Doll dishes have been made 
of china and scrap plastic throughout 
the war period. A small quantity of 
steel dishes will also be ready for the 
Christmas trade this year, for the first 
time since the beginning of the war- 
The easing of the zinc supply permits 
production of a limited quantity of zinc 
toys, such as toy soldiers and miniature 
automobiles and trucks. The supply of 
chemistry sets will be fair. Both metal 
and wood construction sets will be 
available. Metal construction sets have 
been out of production since 1942. 
About 10,000 of the metal construction 
sets will come equipped with motors, 
made from materials in the manufac- 
turer’s inventory. Since checkers, domi- 
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CHICAGO 


LAG SCREW SHIELDS 


Greater Expansion , 
Greater Holding Strength 


Made of finest grade malleable 
iron, Chicago Lag Screw Ex- 
pansion Shields are outstanding 
for anchoring in concrete, brick 
or other masonry—particularly 
on jobs where it is desirable not 
to use a setting tool. Reinforced 
rings on the outside are designed 
to give maximum bite and will 
not flatten out as easily as 
shields with lighter rings. In- 
ternal threads match standard 
lag screws. Chicago Shields 
available in all standard sizes 
from 4” to 4%” diameters. 


IMMEDIATE DELIVERIES on these and 
other dependable Chicago anchoring de- 
vices. Write for New Catalog. 


JOBBERS 


Get complete facts now on the ‘‘Line that 
Holds . Customers.’’ 








CHICAGO EXPANSION 
BOLT COMPANY 





2227 W. Ogden Ave. @ Chicago 12, Ill 





COLLINS VISIBLE 
The blass Mail Box... 


Multiplies Its Own Sales 
Every Home a Prospect 
The All-Glass Mail Box 
Absolutely No Metal or 

Wood Parts 


Because of demands of War 
Housing Projects, we cannot 
always fill orders immedi- 
ately. War orders must have 
priority, but the regular 
trade gets quickest possible 
attention THE COLLINS 
VISIBLE creates quick sales, 
repeat orders and year-round 
market for a handsome, use- 
ful, non-competitive House- 
hold Necessity 


FEATURES 


innecessary @ Contents Always Visible 
@ Heavy Crystal Class Body 
in Attractive Stippled 
@ Will Néver Tarnish, Split, Design 
Warp, Rust or Swell @ Large Capacity 


A POPULAR SALES LEADER 


Dealers everywhere report increased sales. 
Stock and display now. 


ORDER THROUGH YOUR JOBBER TODAY 


GEO. F. COLLINS & CO. 


SAPULPA, OKLAHOMA 


@ Saves Time, U 
Trips and Exposure in 
Bad Weather 
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noes, dart boards, and other games are 


being shipped overseas to the armed 
forces in large quantities, the supply 
for civilians in the United States will 
be limited. Electric lights for Christ- 
mas trees are still prohibited. Tinsel is 
again being made, but lead foil is be- 
ing substituted for the tin foil used be- 


fore the war. 


Though manufacturers 


may have difficulty in obtaining certain 
types of pigments, Christmas tree orna- 
ments, of blown glass, wlll be available 
in most of the usual colors. 


uw 


10. 


11. 


12. 


13. 


14. 


15. 


On Account! 


. Why is a hardware store like a 


hickory tree? 
On account of the nuts! 


. Why is a rip saw like a dentist? 


On account of the teeth! 


. Why is a bolt like a seamstress? 


On account of the threads! 


. Why is a hay fork like a horse 


race? 
On account of the track! 


. Why is a brass kettle like a 


prisoner? 
On account of the bail! 


. Why is a lawn mower like a 


hunting camp? 
On account of the dogs! 


. Why is a stove pipe like a good 


pie? 
On account of the 
edges! 


crimped 


. Why is a barbed wire fence like 


an artificial bait? 
On account of the barbs! 


. Why is a clothes basket like a 


man with a broken leg? 

On account of the splints! 

Why is a hinge like a bowling 
alley? 

On account of the pin! 

Why is a fish pole like a hunting 
trip? 

On account of the guides! 

Why is a gun like a farm? 

On account of the stock! 

Why is a furnace like an open 
window? 

On account of the drafts! 

Why is a hot water boiler like 
a tired business man? 

On account of the pressure! 

Why is an electric fence like a 
mule? 

On account of the kick! 











Latest News on 
PRIORITIES 
and 


WAR-TIME ORDERS 
on page 258 








hh 


Priority, which 
any mechanic 
can Originate 
for MRO, should 
be AAS or better. 
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And Still Available for Hardware Distribution 


Dandee Chalk 
Line Reel 


Draws a straight chalk mark instantly 
on perpendicular or horizontal surfaces. 
Merely draw line taut between the 
points from which the chalk mark is to 





be made, then snap the line. Wind line 
back into the reel and it is automati- 
cally chalked for the next time it is to 
be used. Maker states that line will not 
snarl or tangle within the case. Ten- 
sion on the line as it is withdrawn or 
reeled back is controlled by the knurled 
nut through which it passes. Supply of 
chalk will last for a year, with normal 
use. Finish of the case is Dulite gun 
metal blue. Cedarberg Manufacturing 
Co., Minneapolis, Minn. 





Warm Morning Coal 
Heater Advertising 
Portfolio 


Containing 55 pages with much valu- 
able information concerning advertis- 
ing aids for Warm Morning coal heat- 
ers, this portfolio is made available by 
the Locke Stove Co., 115 West 11th St.. 
Kansas City 6, Mo. Includes samples 
of hand bills, letterhead stationery, and 
descriptive folders, all of which are 
available to dealers for cost. The 
folders come either with or without the 
name of the dealer. Also shows window 
displays, merchandise displays, display 
banners and counter display cards. 


278 


Several pages are devoted to typical 
radio announcements for local radio 
advertising. ‘Shown are book matches 
bearing illustration of either Model 520 
or 420. A 1945 calendar is among the 
other advertising aids offered. Instruc- 
tions on how to install Models 520 and 
420, and how to fire both models, are 
given. 


Threadwell Cold 
Temper Taps 


These taps are scientifically cold 
treated at 120 deg. below zero. De- 
signed particularly for the tapping of 
plastics and other abrasive materials. 
Cold treatment makes for uniformity of 
structure, and extreme hardness. Im- 
pact tests of the taps, according to the 
maker, have shown that the ductility is 
improved as the increased hardness is 
retempered to standard values. Thread- 
well Tap & Die Co., Greenfield, Mass, 








Lawn-Plantain Pick 


Dual purpose lawn and garden tool 
that removes buckhorn or plantain, root 
and all with no material damage to the 
lawn. Also extellent for cultivating 
vegetable or flowers. The weight which 
this tool requires is supplied by a metal 
handle 41 in. in length. Blade itself is 
made of hard carbon steel. Its stream- 
lined construction together with its 
weight, three lbs., enables the user to 
hold it within 6 or 8 in. of the ground. 
Handle is not raised until point of 
blade comes to the surface. C. Fier- 
baugh, Lock Box 823, Springfield, Ohio. 


Five New Polishing 
Cloths 


Glad Rag Products Corp., 305 E. 43rd 
St., New York City 17, is offering a 
new and complete line of polishing and 
wiping cloths. Five colorfully pack- 
aged items are available. Included in 
the set is a silver polishing cloth, either 
No. 2 or 7; furniture dust cloth, either 
No. 4 or 11; automobile wiping cloth, 
No. 15; window wiping cloth, No. 16, 
and woodworking wiping cloth, No. 18. 


Air Mix Plastic 
Filter for Water 


Sanitary filter with four individual 
air-spaced and air-mixed copper mesh 
filtering sieves. The filter may be kept 
clean by washing away trapped faucet 





accumulations caught on the top filter 
mesh sieve. Just reverse the filter and 
hold it under the faucet. Plastic filter 
is all ready to thread onto screw type 
faucet. Synthetic rubber slip-on adapter 
is required for all smooth faucets, and 
may be obtained separately. Display 
box contains 24 plastic filters and 15 
synthetic rubber adapters. Siph-O Prod- 
ucts Corp., Boston, Mass. 





DuPont Booklet 
On Degreasing Practices 


E. I. duPont de Nemours & Co., 
Wilmington 98, Del., Electrochemicals 
department, has prepared a booklet on 
standard practices for degreasing metals 
or other non-porous materials with 
chlorinated solvents. Containing 10 
pages, a number of typical degreasing 
machines are illustrated in the booklet. 
It outlines the fundamentals of ma- 
chine design, installation and operation, 
which must be considered to insure 
safety and efficiency, and gives a list 
of literary references. 
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Post War Automatic 
Clothes Dryer 


Hamilton dryer will be of steel con- 
struction, well insulated with a white 
dulux finish. The dryer will be quiet 
while working and will require no lu- 
brication. It will be available in both 
electric and gas models. Dimensions 
of both gas and electric models are 39 
in. high, 31 in. wide, and 25 in. deep. 
Snap on the switch to start the dryer 
and put in the clothes, which revolve 
by slow, gentle tumbling action in the 
clean. warm air. Towels, pajamas, 
shirts, etc., dry wrinkle-free says the 
maker. The dryer damp-dries (ready to 
jron) an average washer load of clothes 
in 15 to 25 minutes. Complete drying 
takes slightly longer. It holds a maxi- 
mum load of nine lbs., of dry clothes, 
and up to 18 lbs. of wet clothes in one 
load. Automatic thermostat shuts off the 
heating element. Hamilton Mfg. Co., 
Two Rivers, Wis. 











Bulletin on Fuse 
Pullers By Trico 


New bulletin number 5-A illustrates 
and describes a handy tool for safely 
removing and replacing fuses, adjusting 
switch and fuse clips, handling test 
tubes, etc. Dangers of shocks, burns, 
lost time and compensation penalties 
are eliminated. Made of horn fibre, 
laminated for extra strength and long 
wear. Rolled sealed edges avoid mois- 
ture absorption. Available in four sizes 
and in Bakelite for use where extreme 
moisture conditions exist in two sizes. 
Trico Fuse Mfg. Co., 2948 North 5th 
St., Milwaukee 12, Wis. 





Crabex Crab 
Grass Killer 


Crabex, a highly concentrated liquid 
chemical which can be greatly diluted 
for use. It is said to elminate crab 
grass, and also dandelion, plantain, 
buckhorn, etc. Liquid destroys the grass 
root and all, and without injury to the 
lawn grasses. It is available in three 
sizes, eight oz., 16 oz., and 32 oz. Rose 
Mfg. Co., Beacon, N. Y. 
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FRANK McCABE says 


SWING-A-WAY STEEL PRODUCTS Co. 
L... 






It's consistent... even if 
it ain't good! 


That, in a nutshell, is the Swing-A-Way 
Can Opener situation for the next two 
or three months. 


Each and every one of our Hardware job- 
bers is on an allotment basis . . . and we 
can NOW assure you that your allotment 
will be shipped regularly every 30 days. 
These consistent shipments should result in 
your receiving more can openers during 
the balance of the year. 

We are continuing to be impartial in our 
allotments and are endeavoring to furnish 
ALL communities regularly with some can 
openers. Allotments will be increased as 
soon as production permits!!! 


CAN OPENER 


¢ Merchandise Mart «+ Chicago, Illinois 














Modernizing cabinets 


in kitchens, bathrooms, 





closets, halls and game 
rooms will bring post-war pleasure to 
many homeowners and profit to you. 
Amerock hardware is easy to install, 
even for the inexperienced — with 
templates and simplified instructions 


included wherever neces- 





ing in printed envelopes, pioneered 
by Amerock, protects finish and pre- 
vents loss of screws. and small parts. 
The Amerock seal on every envelope 


is your guarantee of highest quality. 


ASK YOUR JOBBER for advice on post-war 
lines. You will benefit by his broad experience 
in searching out sources of superior products, 
and recommending only what 
is likely to sell successfully 








sary. Individual pack- 





in your particular community. 
















AMERICAN CABINET HARDWARE 


ROCKFORD, ILLINOIS 
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This Juice Keag 
ad currently 
ALLCAUUG M... 


LADIES’ HOME JOURNAL 
GOOD HOUSEKEEPING 
BETTER HOMES & GARDENS 
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hing 


The Finest in Home Juice Extractors 











Here is one appliance you are sure to 
want after Victory .. . it's the JUICE 
KING home juice extractor. 
With JUICE KING you can squeeze 
all the fruit juices for your family meals 
quickly and with little effort. Just slight 
pressure to the handle and the rich, 
pulp free juice flows into the glass. It’s 
as simple as that. And, you'll be de- 
lighted with JUICE KING’S smart de- 
sign and attractive colors. Remember 
the name... JUICE KING. 
DID YOU BUY A 
BOND TODAY? 


National Die Casting Company 
600 North Albany Avenve 
Chicago 12, Mlinois 
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National Die Casting Company 
0 WN Aldany Avenue Chica 17 Iino 














WHATS NEW 


AND STULL AVAILABLE FOR HARDWARE D/STRIBUTION 





Carter Water Pressure 
Drain Cleaner 


Will keep drains of lavatories, bath 
tubs, kitchen sinks, laundry tubs, etc., 
clean easily. To use, turn bell inside 





out, and insert the spring by holding 
firmly to the lip of the bell, and screw 
cleaner into the drain, If the drain has 
a removable perforated strainer, remove 
the strainer and the spring will wind its 
way through the cross bars at the bot- 
tom and form a tight seal. Then use 
hot and cold water alternately to 
cleanse the drain. Onthank Davis Co., 
Des Moines, Iowa. 








Fan Type Electric 
Brooder With Sterilamp 


Fan type 1945 all steel roost proof 
electric brooder. Comes equipped with 
or without Sterilamps. Sterilamps, an 
electronic development of Westinghouse 
are said to lower chick mortality and 
aid birds in growing faster. Breeder 
has pre-heating principle whereby fresh 
air is brought into the brooder, pre- 
heated, and then evenly distributed 
throughout the chicks. Fan suction 
draws fresh air in between the double 
walls of the canopy through holes on 
all four sides of the brooder. Roost 
proof galvanized canopy has been com- 
pletely streamlined. Thermometer, 
thermostat switch, fan and observation 
window are easily accessible through the 





hinged door. Brooder also has a red 
pilot light, attraction light, and ad- 
justable legs. The Brower Mfg. Co., 
Quincy, Ill. 








So-Lo “Fix-Me” 
Sampler Repair Kit 

Special assortment of repair products. 
Includes, So-Lo repair kits, Blue Bond 
rubber cement, Can-O-Wood, Fix-Iron, 


Liquid Solder, Porcelain Glaze, and 
other So-Lo products for mending, re- 


paring, and renewing different house- 
hold articles. Selling aids are supplied 
free with the “Fix-Me” sampler. They 
include a large poster for window or 
counter display, a series of attractive 
window spots, easel-back display, and 
price cards. So-Lo Works, Inc., Love- 
land, Ohio. 
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F. A. Burwell’s Address 


(Continued from page 181) 


mies, like the first, can be re- 
tained, if we lose them it will 
again be the fault of manage- 
ment. The third group of econ- 


omies, has been jointly achieved 
by the wholesaler and the retail- | 


er. Their continuance will be 
dependent on joint action. It is 
reasonable to suppose they will 
continue only if; first they rep- 
resent an economy to the dealer 
as well as the wholesaler, or sec- 
ond the savings made by the 
wholesaler are passed on to the 
retailer or both. 


Types of Savings 

These savings may be illus- 
trated by the following partial 
list. 

1. The elimination of the rush 
order. 

2. The order for shipping con- 
tainer quantities. 

8. The elimination of service 
counter service—that type of op- 
eration in which the customer 
calls, places his order and waits 
for his merchandise. 

4. The fact that orders re- 
ceived may be handled in con- 
tinuous flow. . 

5. Simplified order and billing 
procedure. 

6. Simplified delivery sched- 
ules. 

Let us look at each one briefly 
to see what can be salvaged post- 
war: 

1. The elimination of the rush 
order. The continuance of this 
economy can be at best perhaps 
a matter of degree but much 
can be saved if both retailer and 
wholesaler stocks what he intends 
to sell and sells what he stocks. 

2. The order for shipping con- 
tainer quantities. No satisfac- 
tory figures are available as to 
the savings in this type of order 
over broken stock orders but this 
is a major saving. 

3. Service counter service. 
Here again we can save to a de- 
gree. The danger of this type 
of service is its tendency to lapse 
into retailing. 

4. The continuous flow of or- 
ders. This is where the produc- 
tion line type of operation gains 
its greatest economies. We can 
eliminate these “specials” only 






















PRACTICAL and SALABLE 


The “Teddy” Wax Applicator is thoroughly practical to 


THE spread the wax and polish a floor perfectly. It is sal- 
able, because it enables the housewife, or handy- 
és os man to do a creditable job quickly, easily and 
TEDDY economically. It is well constructed throughout 
—far superior to the ordinary flimsy kind of 
WAX ~\ . wax applicators which soon wear out. The 
\ 
APPLICATOR \ Rs 





CHANGEABLE “LAMBSWOOL’” PAD 


is readily detached for washing or replacing. When needed EXTRA 
PADS are available at small cost. These Pads are made of the 
finest lambswool—soft and pliable. Both the block and handle are 
made of strong, durable hardwood. Two handy sizes: 8" x 2” block— 
48 in. handle; 11” x 2” block—48 in. handle. Retail at $1.00 and $1.35 
each. They sell well and return a good profit. Send for Circulars and 
Trade-prices. 


STANTON SUPPLY CO., 137 Federal St, BOSTON 10, MASS. 


ONCE IN CIRCULATION 


_ 


Glass Jars for Dazey Churns 


.-» NOW AVAILABLE IN ALL SIZES! 


Repair parts for Dazey Churns are also obtainable once more. 


Pass this information on to your customers so they may get 
their Dazey Churns back into working order at once! 


Complete churns are still on a quota basis, but increases are 
expected soon. 


Order all jars, repairs and your churn quota from your jobber. 
“PRICE” Churn Jars Now Available 


DAZEY CORPORATION 


WARNE AND CARTER AVES ST. LOUIS 7, MO 











ARMSTRONG 








SASHLOCKS 





Federal Specification E 1142 


Well constructed of good weight wrought 
steel. A smooth operating lock. Lock base 
— 1'x2-9/16". Strike base —I1/16"x 
1-9/16". Finishes: Dull Black, Bright Zine, 
or Parkerized Black. Packed | doz. in box 
with screws. 


BEVELED 
EDGE 


HOOK 





Federal Specification E 120i 


A well proportioned, smoothly finished lift. 
Size—1-5/16"x1-5/8". Finishes: Dull Black, 
Bright Zinc, or Parkerized Black. Packed 


1/4 gross in box with screws. 


Ask Your Jobber 


THE SHELBY SPRING HINGE COMPANY 
SHELBY, OHIO 
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ARMSTRUNG BROS. 


a. 
SOLID STOCK and DIE SETS 
Cadmium Finish 

ARMSTRONG BROS. Stocks are certified maile- 
able iron, accurately machined and have the bal- 
ance of fine tools. They are smoothly finished so 
they fit comfortably into the hand. 

ARMSTRONG BROS. Dies are of special va- 
nadium tool steel with “back off" teeth that start 
easier, cut faster with less effort 


and come off pipe without tearing 
or jamming. They cut 
» smooth, snug fitting 
’ thread. 
Write for catalog C-39a 
BROS 
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SASH LIFT 
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in cooperation with our custom- 
ers. 

5. Simplified billing proce- 
dures. For three years we have 
been using duplicating equip- 
ment to produce invoices from 
the original order. Under this 
system the salesman’s writing of 
the order produces the order, the 
register copy, the shipping tick- 
et, the packing list, the invoice 
and the posting copy. What the 
invoice lacks in beauty is more 
than offset by the economy and 
in normal times, the speed. Dur- 
ing the war years we have ex- 
perimented with putting these 
order forms in the hands of our 
customers. They have written 
their own orders and consequent- 
ly their own invoices. 


6. Maximum utilization of de- 
livery equipment. This will de- 
pend on the sympathetic cooper- 
ation of our customers. Both 
equipment and manpower are in- 
volved and every increase in the 
frequency or irregularity of de- 
livery is an added expense. 

You will notice that this list 
covers situations in which we 
have been forced either away 
from a retail or semi-retail func- 
tion or toward a more steadily 
wholesale operation—an involun- 
tary demonstration of our oft re- 
peated claims that the manufac- 
turer to wholesaler to retailer 
type of distribution is as eco- 
nomical as any. It surely is 
when we let it function. 


Recognize Value 


If we continue these economies 
it will be because we recognize 
them for what they are and en- 
list the aid of the manufacturer 
and retailer in their continuance. 
The manufacturer has shown a 
willingness to help us in the 
problem of packaging for cheap 
handling. We in turn can buy 
in quantities which will help the 
manufacturer. The dealer, we 
believe, as we have indicated, 
will help us as we enable him to 
benefit thereby. The whole proc- 
ess of distribution will benefit if 
(and this is the vital point) all 
three units in the chain—manu- 
facturer, wholesaler and retailer, 
not only increase their efficiency 
and streamline their costs, but 
pass on, to the consumer, the 
savings effected. Any one of the 
units which dams up this process 
may make the whole effort in- 
effective. 
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ket utensils, 
ete. Ebony finish 
Packed on ecards, 
3 dos. to « box 
Units (2 dm 
large & 1 doe. 
email). Retails 
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bulk shipment 
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e GIBSON GOOD TOOLS, INC. * 
Box 268 Orange, Mass., U.S.A. 
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“GUNSHINE 
CHAMOIS 


MADE IN U.S A 


ASK YOUR JGBEER8. 
POR CUR EXTRA VALUE 
SEWEO PIECE CHAMOIS 
HOYT & WORTHEN TANWNINC CORP 
HAVERHILL MASS 
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STEEL BRICK HODS 


for years 
because of 
their strength 
and lightness. 
All steel 





Ne. 102 22”x10” 


Brick 


E. 38th St. and Hamilton Ave. 





Have been used 


x7” deep = Prices Will Interest 
The Cleveland Wire Spring Co. 





CLEVELAND OHIO e 








SILO-SEAL SAVES 


— the SILO? 


Year ’round seller to farm trade. 
Practical inside coating for leaky 





spoilage of ensilage. 


Prompt shipment. Write or wire 
for prices and full information. 


SCHUBERT CO., NORTH MANCHESTER, IND. 





SCREW HYDRAULIC 


Jacks 


Made in many types and sizes for every 
lifting, lowering, pushing and wheel 
pulling requirement. 


LEVER 


SOLD B 
ING HARDW ASE WHOLESALERS 
Templeton, Kenly & Co 
Chicago (44), Ill 


Better. Safer Jacks Since 1899 








silos. Preserves walls, prevents 











For Your China, Glass 
and Gift Department 


peaariee. coe AND CRYSTAL. CUT 

GLASS VASES, ASH TRAYS, BON BON DISHES, 

CUPS AND SAUCERS, MARMALADE JARS, ETC. 
HAND DECORATED POTTERY 
TEA POTS, PITCHERS, RANGE SETS, VASE 

ASSORTMENTS, SALT AND PEPPER SHAKERS 

AND MANY OTHER ITEMS. 
Visit Our Display Room or Write for a $100.00 
Sample Order of Fast Moving Items 


V. H.Worman Associates 








1584 Merchandise Mart, Chicago 54, Illinois 
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E. L. Olrich’s Address 


(Continued from page 171) 


product they can, as veterans 
and small businesses, buy on at 
least equal terms with large, es- 
tablished buyers and they may 
be financed in addition by the 
Smaller War Plants Corp. Thus 
we might with the one hand be 
trying to sell quickly through 
very large buyers and with the 
other be taking away their mar- 
ket from them and upsetting 
their dealer organizations. 

According to the act, a board 
of three is given general super- 
vision and direction of the care, 
handling and disposition of sur- 
plus property and the transfer of 
surplus property between Gov- 
ernment agencies. It is difficult 
to see how a board of this sort 
can carry on these supervisory 
and directing duties any more 
effectively than a single adminis- 
trator, if indeed it can do so as 
effectively. Certainly surplus 
property disposal activities have 
thus far been very ably directed 
by one man. Other successful 
war agencies have been adminis- 
tered by one man. 

The board may, if it wishes, 
prescribe regulations which 
would relieve the disposal agen- 
cies of almost all necessity for 
making decisions as to how dis- 
posal of property should be ef- 
fected. In my opinion, only 
broad rules should be laid down 
at the top and the more specific 
decisions affecting particular lots 
and types of merchandise should 
be made as they are now by ex- 


ecutives in the disposal agencies 
who are experienced in the mar- 
keting of the goods placed in 
their charge. What action the 
board may take under this pro- 
vision cannot be predicted at this 
time. 

Another particularly unfortu- 
nate provision of the act states 
that a person employed by any 
disposal agency shall not during 
the time of such employment or 
for two years thereafter act as 
counsel, attorney or agent, or be 
employed as representative by 
any business, in connection with 
any matter involving the disposi- 
tion of surplus property by the 
agency in which such person was 
employed, if this person during 
his employment with such 
agency ratified, approved or au- 
thorized the disposition of any 
surplus property. The apparent 
intent of this section is com- 
mendable. But its practical re- 
sult may be to force the resigna- 
tion of most of the business men 
who have at considerable sacri- 
fice been willing to help in dis- 
posing of surpluses in a busi- 
ness-like way and in a way which 
has redounded to the benefit of 
the taxpayer. Since practically 
all business concerns are likely 
to feel that they may want to 
buy surplus property in the next 
few years, they may be unwilling 
to permit their executives to 
work for the disposal agencies in 
Washington or elsewhere. 

Frankly, however, I would be 












C. J. WHIPPLE 
Hibbard, Spencer, 
Bartlett & ‘Co. 





F. A. HEITMANN 
F. W. Heitmann Co. 


N.W.H.A. Advisory Board 






L. M. STRATTON, SR. 
The Strdtton-Warren 
Hdwe. Co. is 


RIGHT NOW, 








One reason why the Bassick ‘“‘Diamond-Arrow” 
is the world’s largest-selling quality caster for 
furniture and office chairs is that dealers like 
yourself can easily demonstrate its superiorities, 


FOR EXAMPLE: 


the famous Bassick patented full-floating, 
two-level ball race construction — for 
smoother, quieter rolling and longer life. 


Another reason is that Bassick users come 
back for more whenever they need caster re- 
placements. 


Bassick Casters 
are available for 
replacement an 

repair purposes. 
Your jobber can 
supply you with 
a few of the more 
popular types 
and sizes. 


SERN (6,4 


MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 
THE BASSICK COMPANY 
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MEN WHO KNOW, 





Hyde Linoleum Knives are 
made for experts by experts. 
The long, wide swedge gives 
maximum relief. The long, 
flat bevel makes for easy cut- 
ing. The long, strong sharp 
point cuts fast. Every detail 
that makes for skillful, untir- 
ing cutting is important to 
Hyde craftsmen. And impor- 
tant to you too—for in mak- 
ing knives “just right” we're 
making knives you can sell. 


F MANUFACTURING CO. 
HYD Southbridge, Mass. U.S. A 





MAKING 
STAUNCH 
FRIENDS 


Premax Antennas are now 
serving armed. forces in 
every part of the world. 
When it's over, we'll be 
back with complete lines. 


After V-Day Comes 
Watch For 
Premax 


SOLID STEEL 


RODS 


Fre tT X Froducts 


Division Chisholm-Ryder Co., Inc. 
4509 Highland Ave., Niagara Falls, N. Y 
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doing less than my duty if I were 
not to warn you of some of the 
complications which it seems 
fair to state will affect the effi- 
cient disposal of surplus prop- 
erty and thus the total economy 
of which your businesses are a 
part. Let me repeat a portion of 
the statement made by President 
Roosevelt at the time he signed 
the Surplus Property Disposal 
Act, “It is with considerable re- 
luctance that I have decided to 
sign this bill. While I am in full 
accord with the declared objec- 
tives of the bill which are to aid 
reconversion from a war to a 
peace economy and to facilitate 
the orderly disposal of surplus 
property, I -have considerable 
doubt whether many provisions 
of the bill will not make ex- 
tremely difficult the accomplish- 
ment of its objectives. There is 
danger that the confused meth- 
ods of disposition and the elabo- 
rate restrictions imposed by the 
bill will in many instances delay 
rather than expedite reconver- 
sion and reemployment. Our 
surplus property should speedily 
be placed into channels of dispo- 
sition which should provide the 
most jobs and the greatest good 
for the greatest number. 

“But we must be in a position 
to get on with the organization 
of our plans for the disposition 
of surplus war property. I have, 
therefore, concluded that it 
would be best to let the bill be- 
come law in the hope that after 
the Surplus Property Board pro- 
vided for in the bill has had 
some experience in operating un- 
der it, the Congress will give 
careful consideration to needed 
changes which may be suggested 
by the board.” 


THOMAS A. FERNLEY, Jr. 
Assistant Secretary, N.W.H.A. 


PRECISION LEVELS 


ab tock without Priority 


TORPEDO LEVELS 


Write for New Catalog 
HALL LEVEL & MFG. WORKS 
Established in Geneva, Ohio in 1913 
Hibernia Bidg., New Orleans 12, La 





(AnD 


BULL | BULL POINTS | 
OXFORD TOOL COMPANY 


G. G. CAMPBELL, Pres. 
1633 N. 2nd Street Philadelphia, Pa. 











TROY 
) BEST 


FILE HANDLE (Petented) assures better workman- 
ship and safety to user. 





PATENTED — 


FILE CARD—cleans files, taps, and dies quickly 
thoroughly. 


TROY FILE WORKS 
Troy, Est. 1831 N. Y. 














AGAIN AVAILABLE! 
‘A Much Wanted ltem— 

To Drain: Cellars, 

Pools, Washing Mo- 

sae chines, CENTRO- 
1) DRAIN and FILLER 
Retails $1.50 
Write fer details. 

Mention your jobber. 


CENTRAL RUBBER PRODUCTS CO., INC. 
821 Broadway New York 3, N. Y. 
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COOK'S 
SUPER VALUE 
NAIL CLIPPER 


Due to the | war, "Clip- 


dr." Finger Nail Clippers 
are unavoilable. Until 
conditions permit their 
sale, remember the name: 


1 
THE H. C. COOK CO. 
27 Beaver St., Anseata, Cese. 
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War Bond Display Contest 


(Continued from page 204) 


ing to purchase such retail award 
banners. 

A portfolio of official Treasury 
ads available to retailers may be ob- 
tained from local newspapers or 
local War Finance Committees 
showing about 75 advertisement 
suggestions of from 200 lines to full 
page size. 


Third Army Membership 


In order to become a member of 
the Third Army, each retail store 
employee is asked to take a pledge 
to sell at least $300 worth of bonds 
during the Sixth War Loan Cam- 
paign. Two million Third Army 
insignia will be distributed by the 
Treasury. Supplies of these tags 
may be obtained through the local 
War Finance Committees. Tags 


rank from “private” to “general.” 
A “private” having sold $25 worth 
of bonds becomes a “private first 
class.” Promotions will be given 
and insignia distributed as rapidly 
as individual bond sales warrant. 
The highest rank, that of a general, 
requires a bond sales record of 
$5,000. To become a “first lieuten- 
ant,” an employee must sell $300 
worth of bonds. 

At the close of the campaign each 
member of the Third Army, who 
has sold at least $300 worth of 
bonds, is awarded the regular Trea- 
sury Department Citation. These 
may be ordered through local retail 
chairman of the War Finance Com- 
mittee who will affix his signature. 
or order direct from the Treasury 
Mailing Division, 236 E. 24th St., 
Chicago 16 Ill. 





President Olin’s Address 


(Continued from page 166) 


tion after the war. Ultimate 
prices to the consumer in com- 
petitive markets may become 
increasingly important. This 
means that not only those who 
can produce at a low cost, but 
also those who can distribute the 
goods to the consumer at the 
lowest cost, may have a decided 
advantage. 

Let’s consider distribution cost 
a bit. We can consider that in 
two phases; first, the cost that 
might be termed internal to a 
jobber’s operation. There has 
been considerable progress made 
in the last two or three years. 
Perhaps you might say some of 
the rather large expenses of 
operating in the wholesale hard- 
ware jobbing industry have 
changed, they have done a few 
things that they never even 
dreamed of five years ago. 


A Fallacious View 


For instance, there is the re- 
duction in. accounts in the field. 
That is one of the quickest ways 
they have cut down their sales 
expense. It is also true in my 
own experience that a number 
of the medium sized and smaller 
jobbing houses have given not 
nearly enough attention to these 
factors. They seem to believe, 
and this war has increased their 
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belief, and falsely so, their or- 
ganization will continue in the 
post war period to function about 
as they always have, one way or 
another, come high water or 
what not, they are going to get 
by. I think that is rather a fal- 
lacious view in comparison to 
what is springing up around 
them in their own territory in 
other channels. 


A Trend to Watch 


This is a trend which should 
be carefully watched by those 
manufacturing items for the 
hardware trade. And, on the part 
of the established hardware job- 
ber, it will require greater at- 
tention to the building of dealer 
relations and extending to his 
dealer trade the best service and 
merchandising assistance he can 
render in order to place the 
dealer in a position to present a 
strong front against any new 
competition which may develop. 

In conclusion, I think that 
anything the manufacturer can 
do in activating a close cutting 
of these costs of distribution will 
pay dividends to you several 
times over in the future. I think 
the next five years will present 
those problems to us much more 
acutely than we had them in the 
five years prior to the war. 





A SPARE 
BLADE 


SEL 


with every 


MASTER RULE! 


Sometimes a steel tape 

rule, like any hand tool, 
gets extra hard use or is acci- 
dentally damaged so that the 
blade is no longer useful. But if 
the rule is a MASTER, the old 
blade can be quickly and easily 
replaced with a new one. This 
exclusive MASTER feature is an 
extra selling point which means 
extra profits for you. 

Master steel tape rules are de- 
signed for mechanics, machinists 
and draftsmen and are an out- 
standing favorite with them. They 
are also favorites among mer- 
chandising-minded jobbers and 
dealers who know it is their job 
to provide careful craftsmen with 
the tools best suited to their 
highly skilled operations. 

MASTER RULE MFG. CO., INC., Dept. A-10 


815 E. 136th St.. New York 54, N.Y. 
Branch: 541 S. Spring St., Los Angeles, Calif. 
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PERFECT COTTER PINS 





1 recision Manufacturing 
PRODUCES PERFECT COTTER FINS 


Solo Cotter Pins meet the exact engineer- 
ing specifications of all Army, Navy and 
Air Force requirements. Their excellent 
performance is certain, because they are 
triple gauged and rigidly inspected for 
quality and uniformity. Available from 
1/32” x %" to %”" x 4” including all 
intermediate sizes. Standard, special or 
export packing to Army and Navy or your 
individual requirements. 

ORDER SOLO COTTER PINS 

FROM YOUR JOBBER TODAY! 


SOLO PRODUCTS CORPORATION 


395 Fourth Avenue, New York 16, N. Y. 











Every User Recommends It— 


Every man who uses a Townsend Wire 
Stretcher is pleased with the ease with 
which it is attached to the wire, the rapid- 
ity with which the wire is brought into 
position for nailing, and the fact that he 
can stretch the wire and nail it to the post 
without assistance. These time and labor 
saving features have made the 


Townsend Wire Stretcher 


a profitable seller for over 30 year. It 
will stretch plain, twisted, barbed, woven 
wire or large mesh open wire. The 3 foot 
wooden handle is fitted with malleable 
iron pincers with serrated steel grips swar- 
ranted not to slip. Also ideal for tight- 
ening bands and wire on large shipping 
boxes, crates and bales. Send for Trade- 
prices, also folder which gives complete 
details. 


B. W. TOWNSEND 
Painted Post, N. Y. 
NER eR 
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B. J. Badham’s Address 


(Continued from page 178) 


merchandise well displayed. 1 
will be courteous to my custom- 
ers—men, children, ladies, alike. 
They like to come to my store to 
buy and to stay in, browse 
around and spend money. Mine 
is a real ‘neighborhood store. 
You, friendly jobbers, are ‘in- 
dispensable institutions’ for me 
and my fellow dealers. You carry 
sufficiently large stocks so that 
we don’t have to buy beyond our 
ability to discount properly. We 
know that when normal times 
come again we can expect and 
get good service from you who 
serve us.” 

“Oh! That is fine, Bill,” say I. 
“We will help, we will advise, we 
will carry «those big stocks, and 
when that salesman comes 
around next Tuesday for another 
build-up in your merchandise in- 
ventory and in morale, you will 
welcome him because you are 
thinking at all times that the 
jobber is here to help you make 
money and keep yourself in an 
excellent financial condition. We 
are partners, Bill. Your success 
is mine. Why shouldn’t I be kind 
and cooperative and resourceful 
to you, Mr. Retailer? But ‘for 
the love of Pete,’ as you make 
these resolutions today and many 
days to come—as you sit on the 
top of the business world today, 
don’t ever get in that stagnant, 
unhealthy financial condition you 
were in a few years ago. 

“Goodbye now, Bill. Remember. 
if you have any troubles preying 
on your mind, give us a ring 
and I or some one will again sit 
down and iron out with you any 
and all difficulties, but let me re- 
peat, ‘for Pete’s sake,’ discount 
your bills and stay healthy.” 

Of course, this conversation 
does not apply to a big percent- 
age of retailers, but if there is 
one dealer here or there that it 
fits, and will ultimately help and 
keep him in a good financial con- 
dition, then a true word has not 
fallen on barren soil, for I feel 
the jobber is at least partly re- 
sponsible. 

How can we help the dealer 
maintain his present financial 
position? Work with him, coun- 
sel with him, get his confidence. 
Don’t oversell. Act as his finan- 
cial adviser and confidant. He 
can, he must and will exist with 


“straight from the’ shoulder” 


merchandising. 
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LEATHER 
AND 
SADDLE SOAP 





Sells readily for many uses. 
Cleans and preserves ALL kinds 
of leather, and imitation leather, 


except suede. Imparts a soft 
fine finish. In 6 oz. and 12 oz. 


_ Cans. 


ASCO CHEMICAL CO. 
641 Lexington Ave., Brooklyn, N. Y. 








Give 7 to the 
Red) 
LJ Cross 





























FOLDING 


CHAIRS 


Upholstered and 
Plain. Many styles 


ADIRONDACK 


CHAIR COMPANY 
1142 BROADWAY 
NEW YORK 1, N.Y. 














SKILLMAN 


Manufacturers 


Locksets 
Cast Shelf Hardware 


A Dependable Product 
PROMPT SHIPMENTS 


MFG. CO. 
Trenton 4, N. J., U.S.A. 











hit 


| WOOD JOINERS _ 


THEY. PULL—CLINCH—HOLD 
The cutstending fer males, repairies 
ORDER NOW FROM YOUR JOBBER 

ASTENER 





SKILLMAN HARDWARE 





SUPERIOR Fi CORPORATION 
Chicege (18) IM. 





2949 Elston Ave. 
‘HARDWARE AGE 
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GRASS WHIPS 


Immediate Deliveries 


2 


Insure your business now and 
next Spring by ordering 
these new improved Grass 
Whips at once. 










Made with Replaceable 
Blades of Bayonet Steel 
—a new feature. 


Overall length 37”. 
Shaft is 3/16” x 34” 
of Round Edge 
Steel. 

Handle is hard- 

wood — 1 3” 
overall and sand 


finished. 


Your cost $9.60 per 
doz. F.O.B. Lynbrook, 
L. |. 


Jobbers: Write for 
complete information. 


Island Garden Tool Co. 
Lynbrook, New York 








SIZE MAR/KED 





No Mistakes 


More sales in less time, with less effort 
—that’s the result of selling Simplex 
size-marked pump leathers. 

The sharp, clear size markings on all 
Simplex pump leathers assure quick, easy 
sales — without mistakes ond annoying 


exchanges. 


Ask your jobber or write 
us for price list. 


“ua tee € aC TU ES eS 


Ve ve ee See 
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H. E. Hulburd’s Address 


(Continued from page 168) 


profits from Federal taxation, 
gives them a material advan- 
tage in expanding their opera- 
tions and invading new fields of 
enterprise under most favorable 
conditions. 

There appears, however, to be 
no tax distinction between divi- 
dends paid by a private corpora- 
tion and so-called patronage divi- 
dends paid or distributed by a 
cooperative. They both repre- 
sent a participation in the net 
profits of the business enter- 
prise, although cooperative offi- 
cials are very insistent that 
profits of cooperatives shall be 
termed “savings” and not “prof- 
its.” Dividends paid out by a 
private corporation are subject, 
as such, to the payment of nor- 
mal income and surtaxes. Pat- 
ronage dividends, on the other 
hand, are indirectly subject to 
the payment of the same Federal 
taxes since they presumably con- 
stitute a part of the income of 
the patron. 

In this connection two facts 
are of interest. First, the state- 
ment is made that in Sweden 
and Great Britain where the co- 
operative movement originated, 
cooperatives enjoy no tax ex- 
emptions. The second is that a 
provision was incorporated in 
the Revenue Act of 1943 which 
required cooperatives, labor or- 
ganizations, etc., to file by Au- 
gust 15 of this year, a return 
on Form 990 showing in con- 
siderable detail their invest- 
ments, receipts, disbursements, 
etc. It has been suggested that 
this may possibly be the first 
step looking toward ultimately 
subjecting cooperative  enter- 
prises to the imposition of fed- 
eral income taxes. 

I have the impression that few 
of us have realized the menace 
that cooperatives are to private 
enterprise, as a result of unjust 
and discriminatory laws under 
which they operate, which in- 
clude not only tax exemption but 
grant the privilege of borrow- 
ing money at a very low rate for 
a long period, even up to forty 
years, if some late reports are 
to be accepted as true. 

It seems to me that a con- 
certed effort to correct this sit- 
uation is very much in order 
and without too much delay. 











SINCE 1869 


HOISTING 
EQUIPMENT 


For a steadily increasing sales volume 
when normal times return, consider the 
profitable hardware store market for 
Round Hoisting Equipment. War 
orders still govern David Round pro- 
duction, but reasonable delivery on 
satisfactory priority may be had on 
the items shown below. 


SELF-ALIGNING 
TROLLEYS 






Capacity 
\% to 12 tons 
Timken 
Roller 
or Ball 
Bearing 
Equipped. 


CHAIN HOISTS 








Weston 
Differential 


Superior 
Spur-Geared 


DAVID ROUND & SON 


CLEVELAND 5, OHIO 
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ATTENTION 
MANUFACTURERS 


MERITORIOUS ITEM 
OR LINE WANTED 


| 
For Sale To Hardware, | 





Implement and Allied Trades 


Our Organization Well Estab- | 
lished and Highly Regarded in | 
the States of Illinois, Wisconsin, | 
Michigan, Indiana and Parts of | 
Ohio, Iowa and Missouri. 
Items Having Sales Appeal to 
-Both City and Farm Trade Pre- | 
ferred. 
Will Act as Manufacturer’s Rep- 
resentative, or as Distributor 
Who Will Buy and Warehouse in 
Our Own Chicago Plant. 


Address Box H-583 
care of HARDWARE AGE 
100 East 42nd St. 
New York 17, N. Y. 








Baste! 


NOW apverriseo 


IN MANY 
MAJOR MARKETS 


fe PT ea 


For CLEAN, SPARKLING 
§ CLOSET BOWLS 





Look for the Sig 
BRIGHT RED CAN 


AT YOUR FAVORITE GROCERY AKO 
HAROWARE STORE 





CLEVELAND 13, OHIO 
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Business Taxes 


USINESS is paying a larger 

and larger share of the total 
tax bill in this country as shown by 
the collections from general corpora- 
tion taxes and specia! business taxes. 
In 1930 business taxes amounted to 
more than $1 billion. By 1942 busi- 
ness was paying $5 billion in taxes; 
in the following year this doubled 
to $10 billion and in the fiscal year 
1944 total business taxes exceeded 
$15 billion. 


IN 1943 total taxes collected by 
the 48 states amounted to $5,094 
million and in 1944 they reached a 
new high of $5,386 million or an 
increase of 5.8 per cent. The un- 
employment compensation taxes ac- 
counted for $1.2 billion in 1943 and 
$1.3 billion in 1944. 


ALTHOUGH national income has 
more than tripled in the decade 
since 1934, rising from 50 billion 
dollars to more than 150 billion, 
federal tax collections for the same 
period have jumped from $2.9 bil- 
lion in 1934 to $40.3 billion in 1944. 


THE FEDERAL GOVERNMENT 
has acquired more than 34 million 
acres of land during the war (ex- 
clusive of tracts taken over by the 
Defense Plants Corporation) for 
which more than half a billion dol- 
lars was paid. 


FOR THE FISCAL YEAR 1944 
federal taxes on individual income 
amounted to $18.3 billion. Income 
and excess profits taxes on corpora- 
tions totaled $14.8 billion. 








STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, ETC., 
REQUIRED BY THE ACTS OF ea anes OF AUGUST 24, 1912, 
AND MARCH 3, 1933 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
October 2, 1944. 

State of New York, County of New 
York, ss. 

Before me, a Notary Public in and 
for the State and county aforesaid, 
personally appeared George H. Grif- 
fiths, who, having been duly sworn 
according to law, deposes and says 
that he is the President of HARD- 
WARE AGE and that the following is, 
to the best of his knowledge and be- 
lief, a true statement of the owner- 
ship, management (and if a daily 
paper, the circulation), etc., of the 
aforesaid publication for the date 
shown in the above caption, required 
by the Act of August 24, 1912, as 
amended by the Act of March 3, 1933, 
embodied in section 537, Postal Laws 
and Regulations, printed on the re- 
verse of this form, to wit: 

1. That -the names and addresses of 
the publisher, editor, managing editor, 
and business manager are: Publisher, 
Chilton Company, Inc., 100 East 42nd 
Street, New York 17, N. Y.; Editor, 
Chas. J. Heale, 100 East 42nd Street, 
New York 17, N. Y.; Managing Editor, 
none; Businéss Manager, George H. 
Griffiths, 100 E. 42nd Street, New 
York 17, N.Y. 

2. That the owner is: (If owned 
by a corporation, its name and address 
must be stated and also immediately 
thereunder the names and addresses 
of stockholders owning or holding one 
per cent or more of total amount of 
stock. If not owned by a corporation, 
the names and addresses of the in- 
dividual owners must be given. If 
owned by a firm, company, or other 
unincorporated concern, its name and 
address, as well as those of each in- 
dividual member, must be given.) 

Chilton Co., Inc., 100 EB. 42nd 
Street, New York, N. Y.; C. A. Mus- 
selman, 260 Syeamore Ave., Merion 
Station, Pa.; J. S. Hildreth, York 
Lynne Manor Apts., City Line and 
Berwick Road, Overbrook, Phila., Pa. ; 
Charlotte M. Terhune, 160 E. 48th 
St., New York, N. Y.; John Blair 
Moffett, Fishers Rd., Bryn Mawr, Pa. ; 
Cc. S. Baur, 69-11 ‘Yellowstone Bivd., 
Forest Hills, Ba, 1, N. J. H. Van 
Deventer, 270 West Bha’ Ave., New 
York. N. Y.; Mrs. Beulah Fahrendorf, 
19 Tunstall Rd., Scarsdale, N. Y.; 
Mary M. Acton, 260 Sycamore Ave., 
Merion Station, Pa.: Mabel M. Mus- 
selman, 260 Sycamore Ave., Merton 
Station, Pa.: Dorothy S. Johnson, 
1115 Fifth ‘Ave.. New York, N. Y.; 
Ann FE. Tomlinson, c/o Bankers Trust 
Company, P. O. Box 704, Church 


wirect Annex, New York, N. Y.; 
Ethel G. Breen, Trustee u-w of 
Charles W. Anderson, Old Greenwich, 
Conn.—Beneficiaries: Robert C. An- 
derson, Percival E. Anderson, Charles 
W. Anderson, Jr., Annie L. Clark; 
John Blair Moffett, 1608 Walnut 
Street, Philadelphia, Pa.—Agent for 
J. Howard Pew, J. N. Pew, Jr., Mabel 
P. Myrin, Mary Ethel Pew; Elizabeth 
J. Bailey and Ellwood B. Chapman, 
Trustees Estate of James Artman, 
Deceased, 930 Real WUEstate Trust 
Building, Phila., Pa.—Beneficiariés: 
Franklin Artman, Vera Watters, Al- 
vin C. Artman, Elizabeth J. Artman, 
Marion A. Pratt, George H. Pratt, 
by assignment, Edwin Moll, by as- 
signment ; sate xe 8. Sly. 149-40 
35th Ave., Flushing, L. L., ¥. 

3. That the known Fe 
mortgagees, and other security hold- 
ers owning or holding 1 per cent or 
more of total amount of bonds, mort- 
gages, or other securities are: (If 
there are none, so state.) None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if 
any, contain not only the list of stock- 
holders and security holders as they 
appear on the books of the company 
but also, in cases where the stock- 
holder or security holder appears 
upon the books of the company as 
trustee or in any other fiduciary rela- 
tion, the name of the person or cor- 
poration for whom such trustee is 
acting, is given; also that the said 
two paragraphs contain statements 
embracing affiant’s full knowledge and 
belief as to the circumstances and con- 
ditions under which stockholders and 
security holders who do not appear 
upon the books of the company as 
trustees, hold stock and securities in 
a capacity other than that of a bona 


fide ewner; and this affiant has no- 


reason to believe that any other per- 
son, association, or corporation has 
any interest direct or indirect in the 
said stock, bonds, or other securities 
than as stated by him. 

5. That the averaged number of 
copies of each’ issue of this publica- 
tian sold or distributed, through the 
mails or otherwise, to paid subscribers 
during the twelve months preceding 
the date shown above is (This in- 
formation is required from daily rub- 
lication only.) 

GEORGE H. GRIFFITHS, 
President. 


Sworn to and subscribed ee me: 


this 2nd day of October. 194 
Mae A. Gatzenmaier. 
A commission expires March 380, 
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Coming Conventions 
and Events 


Ace Hardware Corp., annual con- 
yention, Jan. 29-31, 1945, at the Hotel 
Sherman, Chicago, Ill. E. G. Lindquist, 
1319 South Michigan Ave., Chicago, Ill., 
is executive secretary. 


Housewares Manufacturers 
Ass’n, housewares and major appliance 
exhibit, opening Jan. 7, 1945, at the 
Palmer House, Chicago, Ill. A. W. 
Buddenberg, List Mfg. Co., 1402 Mer- 
chandise Mart, 222 North Bank Drive, 
Chicago 54, Ill., is executive secretary. 


Minnesota Retail Hardware Asso- 
ciation, annual convention, Jan. 23-25, 
1945, at the Radisson Hotel, Minne- 
apolis, Minn. C. J. Christopher, Nicol- 
let at 24th St., Minneapolis, Minn., is 
manager-treasurer. 


New England Hardware Dealers 
Association, annual convention and ex- 
hibit, Feb. 20-22, 1945, at the Statler 
Hotel, Boston, Mass. Russell R. 
Mueller, 199 Dartmouth St., Boston 16, 
Mass., is executive secretary. 


Pacific Northwest Hardware and 
Implement Association, annual conven- 
tion, Oct. 30-31, 1944, at the Desert 
Hotel Spokane, Wash. James B. Chan- 
ning, P. O. Box 6, Spokane, Wash., is 
secretary. 


Western Retail Implement and 
Hardware Association, annual con- 
vention, Jan. 29-31, 1945, at the Hotel 
President, Kansas City, Mo. Frank H. 
Spink, 322 Scarritt Building, Kansas 
City 6, Mo., is secretary-treaserer. 





Correct Answers to 
“Test Your Hardware 
Sense” 


(Questions on page 266) 


1—Auswer: Cash discount to be de- 
ducted is $1.84 or 2 per cent of the 
value of the merchandise billed on the 
invoice. 

2—Answer: Order should be made 
out for 15 of the 30-gal. extra heavy; 
five of the 40-gal. extra heavy, and five 
of the 30-gal. standard to accomplish 
desired results. 

3—Answer: Margin in per cent of sell- 
ing price is 13.84 per cent with cost 
$1.12 per roll, and 26.9 per cent with a 
cost of $.95 per roll. 

4—Answer: Investment in Accounts 
Receivable was turned 4 times during 
the year. $8,000.00 charge sales divided 
by $2,000.00 average investment. 

5—Answer: Sales would have to be 
$300.00 per week. 








Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 258 


OCTOBER 26, 1944 









25 MAGAZINES! OVER 46,000,000 
MONTHLY CIRCULATION! INCLUDING: 


Liberty - Life - Cosmepolitan - Saturday Evening 
Post - Ladies’ Home Journal - Women's Home 
Companion - American - Good Housekeeping 
American Home + Country Gentleman - Ameri- 
can Weekly - True Romances - True Experiences 
Photoplay 

Radio Mirror 

True Confessions 
Motion Picture 
Modern Screen 
Screen Romances 
Modern Romances 
Movieland 





Backed by the 
GREATEST 


AD CAMPAIGN 


ever put behind any 
coffee maker! 






















HILL-SHAW COMPANY, 311 N. Desplaines St., Chicago 64, Illinois 














CONTRACT 
MANUFACTURING 


Are you a jobber looking to have 
your products made for you? A 
large, well equipped factory can 
take on a new account. 


WE INVITE YOUR INQUIRIES 


TWIX MFG. CO., INC. 


4009 21st Street, Long Island City, N. Y. 



























est quality mat 


Hold-E-Zees do the job better, faster. 
They excel wherever screwdrivers are 
used. Gripper instantly released by spring 
action, sliding up out of way when not in use. High- 
trials throughout Order thru your jobber, 














A 





Your will di sOSS 
INVISIBLE HINGES because of the 
flush, streamlined effect these hinges 
provide for doors, panels and cabinet 
work of all kinds. Nationally. adver- 
tised in the Saturday Evening Post 
and Architectural Journals. It pays 
to stock them. Write for information. 
SOSS MANUFACTURING COMPANY 
21779 Heever Read + Detreil 13, 























If you’re a city fel- 
ler you don’t know 
how a leech sticks 
— but if you’ve ever 
been to the “ole 
piney ee _— 
CFLUID CEMENT 9 70", know how a 
FLUID CEMENT  eticke. 


REG. U. S. PATENT OFFICE 1932 


We believe Leech Cements, including a special Model 
Builder’s Cement, have moreall around uses than any 
other cementon the market. Attractively packed and 
carded in sales-compelling displays—carries good mar- 
gin for both retailer and jobber. You can add it to 
your line at a profit. Drop us a postcard for prices. 


LEECH PRODUCTS CO. Box 243-C Hutchinson Ks. 





















THE LEADERS FOR OVER 73 YEARS 
od Glass Cutters and other glaziers’, 
pointers’ tools and machines are designed to the 
times—there's no substitute for quality. 
Send for Catalog 18 
LANDON P. SMITH, Inc., Irvingtes, M1, USA 














There’s no waste circulation— your Help Wanted, 
Accounts Wanted, Sales Representatives Wanted and 
Business Opportunities advertisements go straight to 
the hardware trade—the very class you want to reach. 


Hardware Age Takes Your Sales Message To Over 21,000 Subscribers 


You can run a fifty-word, set solid, classified sales 
message under any of these headings for only four 
dollars; or a Position Wanted ad at a (Special Rate) 
of onlyone dollar. Send check or money order (only) to: 


HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York City 











Bamboo Lester > CAWEX + “itor sti 


RAKES 


The ye steel rake for lawns 


All-Purpose STEEL RAKE 


for Lawn or Garden 



























A 100% 9.5.4, Product. Much 


stronger than e. 
' ao —s at ee eee. mB Saves effort—operates 
e ne to use e. easily with ‘‘carpet-sweeper’’ 
? viaee A § A I and | motion. Sturdy Construction: 
3 Ne side splitting. Fungus High carbon steel teeth on 
aii of 
4 inf h x a 
Ral Tenet Sandie. Wo side | ‘ced handle. The CAVEX 
5 Head and handle lacquered Rake selis itself on demon- 
walnut. stration. 


We are now accepting orders for either Immediate or 
Spring delivery 








Write for quantity prices and discounts. 








Absolutely 
SELF-CLEANING 
@ No lifting. Always kept on ground. 


vt rake you cau A. & A. MANUFACTURING CO. § Dtiy'totterti"re Tor efoping bent. 


really Gear dawn ou 525 North Noble St. 


use. 
Chicago 22, Wl. i @ Harrows and pulverizes the ground. 








“PREMIER’ HEATED FOUNTAINS AND FLOCK FEEDERS 
all metal construction 
made by manufacturers of famous Warner Electric Brooders 


Big catalog shows 101 items most of which sell fast over the counter; 
ALL of which relate to poultry, ALL of which are “pre-war” in durable 


PRE-WAR METAL 
FLOCK AND 
BROMER FEEDERS 


290 


THE NATIONAL IDEAL CO. TOLEDO, OHIO \ 4 


HARDWARE AGE 

















OVER 425 ITEMS: 


7) 


equipment dealers for many years. 





“If it’s available, Brower’s have it,’ has been a by-word of poultry 





























































When wartime material shortages developed, Brower continued to 
ci fel- deliver the goods by making use of durable, non-critical materials. 
’t know Now, with metals again available, Brower has swiftly introduced many 
h sti newly designed, improved items . .. the very latest in poultry equip- 
sticks ment! So, as always, “look to Brower’s for the best.” 
4 ve ever 
- mae Send for your 1945 Brower Catalog = |.  $$/MMMIDT.. ssaeeeaiee 
o ” 
how a BROWER MFG. CO. 318 N. 3rd St., Quincy, Ill. 
| Model 
ioe FOR THE DIAMOND BRAND PRODUCTS 
ced and 
od mar- T Rope Lariats Halters 
Prices. BRAND” 4-strand Harness Leather, 
7/16” Best Grade or Chrome - Oak 
ison, K . White SISAL Retan Halters 
AAS. we're working 100% for Uncle Sam. But . . our engineer- Rope Lariats. 1%”. rs 
ing department is constantly experimenting with new 35 Foot. 5 hans 
pre ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. os 
GEPHART MFG. CO. YOUR 
1020 West Adams Street + Chicago, Ill. JOBBER 
Specialists in Steel Fishing Rods for ee 
BAIT CASTING « FLY FISHING « SALT WATER FISHING DIAMOND WHIP COMPANY 
3315-17 NO. MILWAUKEE AVE. @e CHICAGO, ILL. 






































' $ ‘of their manufacture. | 


BROWN & SHARPE MFG. CO. 
PROVIDENGE, R. |., U. 8, A. a 4 


oy ati. 3 








7 Y. McDONALD MFG. CO. 
Dubuque, lowa 

Makers of Pumps, Plumbers 

Brass, Oii Handling Equipment 


HAIR CLIPPERS 



























VISES 
SKATE SHARPENERS 
LAWN MOWER SHARPENERS 
-and GARDEN TOOLS 
LAWN RAKES 
GRASS CUTTERS 
WEED CUTTERS HOSE REELS 


COMPANY 


WISCONSIN 


HAND AND POWER 
TOOL GRINDERS 
SICKLE GRINDERS 

GRINDING WHEELS 

SHARPENING STONES 


and 


ABRASIVE FILES 
GENERAL 


ct -) =n ee od | 0 8 de 


LO 


Manufacturers of 
. 
Quality 
Hardware 


Buy from your regular jobber 


HARDWARE 


MILWAUKEE, 
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SEYMOUR Smit | 









Black 
Oxide Finish 





Distributors 





565 W. Wash. Bivd., Chicago 





eS: nap Gv Prancr 
This fast cutting, easy operating tool, and other num- 
bers in the Seymour Smith line of nationally known 
PRUNING AND TREE EQUIPMENT — available in 
limited quantities for essential uses. Order only 
through your jobber; he can serve you best. 
GRASS AND HEDGE SHEARS UNAVAILABLE 
until the war effort is served 


JOHN H. GRAHAM & CO., Inc. 
SDS -: Duane $t., N.Y. City SEYMOUR SMITH & SON, Inc.,100 MAIN ST., OAKVILLE, CONN. 


Specialists in Garden Shears tor Three Quarters of a Century 
























GLAD 
inl 


GLAD RAG Silver Polishing Cloth 


#2 and £7 


GLAD RAG Furniture Dust Cloth 


#4 and #11 


GLAD RAG Auto Wiping Cloth 


#15 


GLAD RAG Window Wiping Cloth 


#16 


GLAD RAG Woodwork Wiping Cloth 


#16 


























CORP 


New York 17, N Y 


GLAD RAG PRODUCTS 


305 £. 43rd 3t., 








'Make Your Store 











Waterproofing Headquarters 








You can stand 
squarely back of 


KAY-TITE 


It will positively 
prevent the seep- 
age of water. 
It’s guaranteed to 
do the job. 
For cellar walis 
and floors and all 
masonry surfaces. 
Any one can ap 
it. Goes on Ahic e 
paint. 
Users are always 
enthusiastic boost- 
ers. They will boost 
your store as the p ce 
to get real waterpro 
ing satisfaction. 
Kay-Tite is packed in 10 bb. 
bags. 











packages and 60 Ib. 


A 10 lb. package will water- 
proof 100 to 150 eq. ft. 


Write for complete in- 
formation. Send your 
Jobber’s name. 


KAY-TITE COMPANY 
West Orange, N. J. 
Jobbers now selling Kay-Tite: 


John Duer & Sons, tnc., Saltigere, et & Frederick Kotteg. Se, Frederick, 
Md.; Martin Hardsocg Co Pittsburgh, i lgce Bros., Brooklyn, N.Y. 
New York Y., Jamaica, “N Ye Senator: » Asbury 
Park, N. J., e Hawthorne, ; May pe a "Co. D. C.; 


Newark Specialty Co., inal nN J.; Su Biddle washing Co, Phila- 


delphia, Pa.; Phoenix Hdw. Co., Newark, N. J.; S. Federbush, Paterson, N. J. 








tHE NAME SILVER LAKE stameep on every Foot 


@ PACKED IN CARTONS @ 
OUR WEATHER PROOFED THE 
BETTER SASH CORD 


SILVER LAKE CO. ; 


292 





LOWER PRICED GCRADES 
EDDYSTONE 
PELHAM 
Mills Chattanoos Ga NUCORD 


Sales *) i @ unc St Boston BENGAL 
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BUILD GOOD WILL .......++++.+.+.+.+.+ + FRANKLIN GLUE 
YG f (How aout) YOU, TOO, CAN SELL THE MODERN 
WHEW? nag ||PRANKLIN ? FRANKLIN LIQUID HIDE GLUE 


ITS GENUINE 
SMELLY STUFF 
HOM 





(MY HUSBAND 
WANTS SOME 
HIDE 


HIDE GLUE, Too / 


READY To USE. ir 

















THE FRANKLIN GLUE COMPANY 

















Columbus 3, Ohio 











~ LAMSON CAP SCREWS 


@ Lamson full finished cap screws of SAE 1020 
steel have approximately 90,000 Ibs. per sq. in. 


minimum tensile strength. Our high carbon cap 
screws of SAE 1035 steel, heat treated, have approx- 
imately 150,000 lbs. minimum tensile strength. 
A copy of the Lamson “Ready Reference” List, a 
handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 
THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 





With Gardiner Quality 


You'll win and hold the 
cream of = big, profitable, 
je solder market when 

Lom “Fy = display this 
nationally famous fine. Ask 
your jobber for details on 
ing Repair - All 


METAL CO. 74 


4821 S$. Campbell Ave., Chicago, Ill. 





* MARSHALLTOWN TROWELS * 


MARSHALLTOWN TROWEL Brite tal * MARSHALLTOWN, 
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NAYES TOOLS 


IOWA 





eter ORIGINATED 1896 
MAYES GUARANTEES ACCURACY, Set 
JIRABILITY = 


TOOL MANUFACTURING CO.. Inc. Pa Acai “oe - 


> CDE 
AND ALUMINUM ~ 


wh!7 


CATA Molce 10): 
ASKING 





FILTO-KLEEN 


The amazing new 
type water filter— 
one of the fastest 
selling items that 
has appeared on the 
market in _ recent 
years. Assures pure, 
clean, healthful 
drinking water in 
every home. 


ATTACHES EASILY 
TO ANY FAUCET 


Replaceable _ cellu- 
lose filter pads 
trap dirt, moss and 
other harmful de- 
posits, releasing 
only the sparkling 
clear, freshly - fil- 
tered water. 


FILTO-KLEENS are made of special molded bakelite 
plastic and nickel-plated metals. Come in attractive red 
and black colors. Packed one dozen to the display 
carton, including one dozen cellulose filter pads, free. 
Retail selling price, for ordinary threaded faucets, $1.00 
each. With adaptor for smooth faucets, $1.25 each. 
One dozen free filter pads with each filter. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT. 


THE FILTER-KLEEN MANUFACTURING CO. 
314-322 Chelsea St., Everett 49, Mass. 


ex PRODUCTS 


CENTRAZ Adhesive 


Sets leese tile Repel k 
| epairs cracks 

end linoleum. over bathtubs, 
Prevents screws, WES around kitchen 
bolts and pipe , sinks, pipes and 
jeints from plumbing fix- 
tures. Dries Pure 


Pint... OO® 


CENTRAZ Cleaner 


ORDERS OF 12 DOZ. OR MORE SHIPPED AT ONE TIME, WE PAY THE FREIGHT 
A READY MARKET— ATTRACTIVE PROFITS 
CENTRAZ Products ore nationally distributed — Ask your Jobber or write 
CHRISTY COMPANY, INC. 


1417 PINE STREET . . ST. LOUIS 3, MO. 


Out for War- 


Back As Soon As Possible 7 














@ The materials for these popular 
items have been at war for many 
months now. But as soon as possible 
after Victory, they will be back 
fighting for you—with improved 
designs and new features—helping 
you win peace-time sales and profits. 


SPEED PEACE= 
Buy Another Bond Today! 


UNION STEEL 


PRODUCTS COMPANY 


124 N. Berrien St. + Albion, Michigan 


.NO “METAL TASTE” 
—brewing coffee by CORY 
Glass Vacuum Method 


€ S ©] R Ve, 
&p 


Among the el a4 Selli ling Aavant Advantage: s 


Outstandin ie beauty. Completely equipped with 
the CORY deluxe accessories luding e CORY 
all-glass Filt sr ROD WUC consum 

ty o 
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Serve a Double Purpose 


Avent Flue Stops not only 
eliminate unsightly flue open- 


ings—their construction also WILL REMOVE OLD HARD PUTTY 


allows the natural chimney 


draft to remove all cooking MORE QUICKLY, MORE EASILY 




































fumes. AND LESS EXPENSIVELY 
Their pleasingly modern 
design makes them ready sell- Don't resort to the old laborious method of 
ers to housewives, because chipping out hard putty from an old window sash. 
obtainable in colors to con- Do it the modern electrical FLETCHER way with 
trast or harmonize with any a FLETCHER Electrical Putty Softener. 
FRONT VIEW kitchen color combination. 


Not only will it do the work in about one-third 


AVENT FLUE STOPS Boston fos, Woosh ths te 
















are made of heavy gage uninjured, . . . also, the | 

steel, 92 ins. in diam. They operator. The old glass lifts 
se popular give lasting service. Design- out and can be used again. 
for many ed to fit any flue opening. F 
1s possible Flat steel band fasteners If you do much reglazing, 
Kermns give four points of contact. this tool is em excellent : 
>-helpien Colors: Green, White or investment. Write for com- | 
ind profits. Ivory Enamel. Packed 1 doz. plete particulars. 

to carton. Send for complete 
iCE= literature and trade-prices. 
nd Today! Available for immediate de- REAR VIEW Showing fasteners 

livery. which fit any size opening. 





THE FLETCHER, TERRY COMPANY 


THE METALOID CO. FORESTVILLE, CONNECTICUT 


5815 Kinsman Rd. & Cleveland 4, Ohio ANADA EPH TAYLOR 


EEL 


PANY 
n, Michigan 
























DRAWING INSTRUMENTS 


—Immediate Delivery 


CHARVOS — Ameri- 
ca's fastest - selling | 
instrument — now 
available at dis- 
counts affording you 
worthwhile profits. 


















Set #814 (illustrated above) includes: 6’’ Compass of most mod- 
ern design; with Pen and Pencil Parts and Lengthening Bar; 6” 
Divider, with micrometer adjustment and tension adjustable head ; 
8%" Bow Divider, center wheel adjustment; 3%’ Bow Pencil; 
3%” Bow Pen; 5%” Ruling Pen. Screw Driver, Needles, Leads, 
and Parts. Velvet-lined 2-flap pocket-type case. 


$18.00—Discount: 33 1/3% 
Set #612 contains: 6” Compass; 614" Ruling Pen; 3% Bow | 















Pencil; 3%’ Bow Pen; Screw Driver with Needles and Leads. 

Velvet-lined 2-flap pocket-type case. } 
$10.80—Discount: 40% 

Set #614N contains: 6” Compass; 5%” Ruling Pen; 6” Di- 

vider with Straightening device; 3%'’ Bow Divider; 3%%'' Bow | Superior 













Velvet-lined 2-flap pocket-type case. 
$15.00—Discount: 40% 


ONE OF AMERICA'S LARGEST STOCKS OF 
DRAWING & DRAFTING MATERIALS 


Pencil; 3%’ Bow Pen; Screw Driver with Needle and Leads. 
Features 








1 A Parallel Action 







MAGNIFYING GLASSES DRAWING TABLES 

X-ACTO KNIVES & SETS STEEL SCALE RULES 2 Open Throat 

PAPER CUTTERS AIRBRUSHES 

SLIDE RULES 3 Compound Leverage 





Send for wholesale catalogue. Dealers—Do you have our catalog? 


| 
Cs rear ore TT) me vv. SOHOLLHORN coneany 
| 



















P. O. Box 1944, New Haven, Conn. 





67 West 44th St., New York 18, N. Y. 
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“1 AM GLAD 
1 BOUGHT A 


weeee THERE IS 
NOTHING MORE 
DEPENDABLE | 
IN MY KITCHEN” 








The GOOD WILL that 
Sanette depend- 
ability is building 
among your cus- 
tomers is a fore- | 
runner of the GOOD 
BUSINESS you can 
expect on these 
QUALITY kitchen 
cans when they are 
again available 





Your Jobber will be 














NOKORODE SOLDERING PASTE 


Will flux all metals except Aluminum. 
Takes the place of acid in all soldering 
jobs. Absolutely non-corrosive, safe as 
resin and rapid as acid. Not affected by 

mabe heat and does not spatter. The solder will 
not turn dark after using, and the work has high 
tensile strength. 


NOKORODE SOLDERING SALTS 


Eliminates the use of corrosive soldering acid and is 
the remedy for all soldering troubles—makes perfect, 
lasting and non-corrosive joints wherever used. Ex- 
tensively used by plumbers, tinsmiths and leading 
manufacturers in all lines. Highly economical, and 
has no disagreeable fumes while under heat—will not 
burn the operator’s hands or clothing. 


NOKORODE SOLDERING FLUID 


Like Nokorode Salts, eliminates the use of corrosive 
soldering acid . . . ready for instant use. Packed in 
one and five gallon containers, also in steel drums 
equipped with faucets containing approximately 55 
gallons. 


NO CHARGE FOR CONTAINER 


CORE SOLDERS, NOKORODE, IDEAL ACID, GEM 
RESIN SOLDERS. ALSO MANUFACTURED IN 
PLAIN STRING AND BAR FORM. 


THE M. W. DUNTON COMPANY 
679 EDDY STREET 
PROVIDENCE RHODE ISLAND, U. $. A 











DEALER on application. 






2 inches high, 2!/ inches long, in 





ry | 
—_ 


No. 3567Z THE PHILOSOPHERS 


(or Three Emotions) No. 4257Z 
No. 4253Z LARGE FISH About 3 inches high. SHEAVES OF WHEAT 


. 2% inches high, in gold, 


gold, silver and copper colors. American Pottery, in light brown, with dark brown silver and copper colors. 
and black spots. About 3 inches high. Packed 1 doz. seinen 
in box, each containing four of each posture. The ff y 





are the three funniest looking canines you can find. 
Price $3.25 per doz. pieces. 6 doz. for $18.00. 1 gross 





for $33.00. 
Numbers coming in different colors, are packed 
equally assorted in box. Tica T 
No. 4256Z PANDAS Be sure to send for our Complete Set Z of GIFT Posy nem cur Govs 
2'/2 inches high all black GOODS. We have them from $1.80 to $90.00 per 3 inches high, orange and 


and white. doz. All big sellers. 


brown. 





LEO KAUL (%:cc)'\: BEY orto 
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tors 
Made of moulding composition, beautifully colored. $3.00 per doz. pairs, or $33.00 per gross 
pairs. Packed %% doz. per number in box, In order to obtain the gross price, they may be 
assorted among all sixteen numbers, but not less than 14 doz. of a number. We have over 
one hundred different kinds of Salt and Pepper Shakers for collectors, from $2.40 to $5.40 
per doz. pairs, complete Set Z of illustrated Price Lists, mailed to any HARDWARE 
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We've DOUBLED the ACTION- 
You'll DOUBLE Your SALES 

auith the 
New “DOUBLE ACTION" 








EASY 
DUSTER 


The ACTIVATOR 
causes a small 
“dust storm” inside 
the duster body so 
that a uniform 
dust cloud is 
expelled thru 
the discharge 





























A CROP-SAVER AND A BACK-SAVER 
Insecticide powder may be easily applied most 
effectively under low growing plants without 
waste and without stooping. Duster barrel 
absorbs moisture from powders and thus pre- 
vents caking and clogging. Light in weight and 
smooth in operation. 


White for dealer circular today! 
THE AMERICAN SPECIALTY CO. ¢ AMHERST, OHIO 
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RIVETLESS SOCKET 
Scoops & Coal Shouels 


Another Exclusive ““Ames” Improvement 





—Smooth Socket..no sharp or rough edges. 

2—Less chance of handle breakage. 

3—Easy to rehandle. ; 

4—Handle securely fastened to shovel by a 
rivet at frog. 

5—Lower end of handle covered with metal 

cap which protects handle. 









““AMES’’ PRODUCTS 


SHOVELS... SPADES 
SCOOPS... FORKS 
HOES... RAKES 
POST HOLE DIGGERS 
AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. . NORTH EASTON, MASS. 
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Fast Becoming 
AMERICA’S 


MOST 

POPULAR 
RAT 

KILLER 


e 9 

QUIRK’S QUICK-DEATH eliminates delay, un- 
certainty and bother in ridding houses, barns, stores, etc., 
of rats. Its new fortified Red Squill formula makes it 
more potent than ordinary exterminators, yet non-poison- 
ous. For quick, steady sales, display two or three of the 
above illustrated self-selling cards where customers will see 
them. 


“I$ Made by Suick—IJt Does the Work” 


irk’s Liquid Ret Poison irk's Soot Remover 


wirk’s Mouse Jinx Sai Dog Repel 
ul 
wirk’s Moth Killer uirk's Lacquer Thinner 


Order Now from Your Jobber, or Write for Literature 


THE OHIO PRODUCTS CO., NORTH MADISON, OHIO 






















SEMI-FINISHED NUTS 


@ As one of the largest producers of nuts, we supply 

Semi-Finished, Castle, Slotted, Cold Punched, 

Hot Pressed, Cold Forged, Stove Bolt and Machine 

Screw Nuts in any quantity from stocks. We make 

outs from non-ferrous alloys to specifications. 
A copy of the Lamson “Ready Reference” List, a 


handy visible indexed catalog and price list, is ready 
Sor you. Ask your jobber’s salesman, or write us for it. 


THE LAMSON & SESSIONS COMPANY, Cleveland, Ohio 


LAMSON & SESSIONS 
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WRITE YOUR 
JOBBER! 


New models, new features now available 
in this famous Electrite line of fence controllers. Write 
your jobber for information on 6 volt and 110 


volt models. Approved by Industrial Commission $9.95 


of Wisconsin. Six volt models sell as low as 


Ue LIne 





| 


FENCE COMPANY 


WHITEWATER, WISCONSIN 






| OLDEST ESTABLISHED ELECTRIC FENCE COMPANY”’ 








When You Are Looking 
For a Certain Product 





and only the trade-name is known— 
look in the General Directory Section 
of the “WHO MAKES IT?” Number 
of HARDWARE AGE for that par- 
ticular trade-name. You will find it 
listed alphabetically under the prod- 
uct heading of the item in question. 


There alongside the trade-name you 
will find the name of the manufac- 
turer who makes it. The address of 
the maker will also appear with the 
firm name arranged alphabetically in 
the same list. 


Keep this Merchandise Directory 
Number where you can reach it 
quickly whenever you need help in 
buying hardware products. 


HARDWARE AGE 
100 East 42nd Street, New York City 17 
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PROMPT DELIVERIES! 


LINE-UP 
PROFITS 
SALES 

WITH THIS 


LINE- UP 
FULLER 














$950 Wood I £839 Amber | #249 Mar-Proo 
TOOLS oon po nec Handle Wood Aanbser Hood oer $X877 Assortment of 24 
Sacadoaad i Chisels. 50¢ ff lets. 49¢ each Re- fF Screw. Drivers. 10¢-35¢ 
1 dle vith A . j each Retail. Fin- J tail. Genuine Hick- each Retail. wy tere 
butt. Fi <b chiual est chisel tool | ory handles. Soft f omber handles. Tool steel 
pes icon 3 = steel. face amber head. blades. 

















- $106 Assortment 


of 2 doz. Solid 
Grip Steel Butt 
Screw Drivers 
15¢-20¢ each Re- 
tail. Natural Hard- 
wood handles. Tool 
steel blades. 














FULLER TOOL CO., 207 West 25 St., New York 


NEW YORK REPRESENTATIVE: A. E. Fuller, 16 Hudson St., New York 13, N. 
MIDWEST REPRESENTATIVE: Lynn-Paul Associates, 219 No. Jefferson St. - ‘Chicage, Mm. 
IN CANADA: Fuller Tool Co., Ltd., 404 St. Henry St., Montreal 3, P. 9. 




















FLUSH VALVES 
“INDESTRUCTO” 


Polystyrene, “the material” makes possible unequalled Positively non-absorbent. Unaffected by alkalis— 
specialties. Proved supreme by widespread tests of acids. Never rusts, corrodes, bends nor loosens. Never 
largest users! Precision molded. Each unit identical, no -warps nor distorts under pressure. 

rough or poor dimensioned castings. Tank Ball Seat Orders being promptly filled for this great advance 
accurate and smooth as honed cylinder, or better. Never in plumbing service and satisfaction. Wire or write. 
necessary to regrind seat. No burrs, no half-threads, 

no sharp corners as in machined threads. Polystyrene | Outstanding addition to AMERICAN’S Tank Floats, ‘'P”’ 
Guide unequalled. Exclusive Plastic Armored steel over- Traps, Tail Pieces, Stoppers, Flush Elbows, Slip Nuts, 
flow tubes. (Will not corrode.) Closet Spuds, etc. 


FOR IMMEDIATE SHIPMENT: SARAN* TUBING AND FITTINGS 
*Trademark of The Dow Chemical Company 


BRANCH OFFICES IN PRINCIPAL CITIES 


Charles H. os Diidme 0% Fae J Bidg. Mitchell Love........... 712-16 No. 16th St. Smith & Dale.............. 457 Stuart St. 
jacksonville 2, Fi Pp , Pa. Boston, Mass. 
B.D on sb eS bees one ne Box 1552 Potter-RoemerCo............ 2432 E. 8th St. Paul R. SpencerCo....... 4000 York St. 
Fort Worth, Texas Los Angeles, Calif. Denver, Colo. 
Sy. PePPperrrerrr 1306 Stewart St. Clyde Cary..............-. 703 Market St. John G. ney. | is. . 24-14 Bridge Plaza South 
Seattle, Wash. San Francisco, Calif. ind City, New York 


Canadian Distributors: W. H. Cunningham & Hill, Ltd., 269-271 W. Richmond St., dealin canes 


AMERICAN MOLDED PRODUCTS SALES CO. 


1758 NORTH HONORE STREET + 1600 WORTH, 1800 WEST + CHICAGO 22, ILLINOIS 
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Ly BRINGS TO THE PLUMBING TRADE 
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The World’s Finest Grass Shear 


The minute the war is over we will be out with our complete new 
Do6-Klip line. We believe it will be the finest line of lawn tools 
ever offered. e Quality will be maintained in every particular, and 
the same aggressive policy of advertising and merchandising will 
be back of the line. e It will pay you to remember D6o-Klip. 


THE LEWIS ENGINEERING & MFG. CO. 
ALLIANCE « OHIO, 


yy" Ceres > gens ~ 
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BETTER- TRAD EMAR 7 


FOR POST-WAR PRODUCTION. ~ 


same — saws. Just as we met demands of the 


Seabees and all Army and Navy units for high 
grade saws, so we will be able to satisfy all indus- 


‘trial demands for saws when the welcome 


change-over to peacetime production comes. 



























‘plants, manned by skilled craftsmen. ia: nee 


the experience of almost 100 years of fine saw 
making back of or prodect. | 


ing our complete line of carpenter and wood- — 
Ween Ane WS 8. VOLDK Sle: AE 


lncrousing quantities. 





«OHLEN- BISHOP MANUFACTURING C0. 
_MAIN OFFICE — Columbus, Ohio _ 
Plants in Columbus, Ohio — Lawrenceburg, Ind. 
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Again Available... 


COVERT DEPENDABLE 
ROPE HALTERS, TIERS and LEADS 

















HALTER Is JUTE with SISAL 
HALF-TRIM. #213—7/16” 
and 1/2” 
























We are now able to produce the numbers shown here, and are accepting 
orders for early Fall delivery. Covert Rope items have been popular leaders 
for 71 years. High quality jute rope, fitted with dependable Covert Snaps 
and Hardware. 








#21 G 7/16” 


COVERT MFG. CO. 


TROY, N. Y. 







































ee 
| “Topper”; and the wo 
volver, “Sportsman” 





Quality Arms 
since 1871 





335 PARK AVE., WORCESTER 2, MASS. 





OCTOBER 26, 1944 




















Too bad we had no traps especially 


designed to catch ‘Jap rats.’ 





So, we had to devote a large part 
of our labor and material to the 
manufacture of other items which 
are helping to skin the pelts of 


the Axis. 


Meantime, we salute the patience 
of our distributors who under- 
stand that since Pearl Harbor tt 
has been almost impossible to 
satisfy completely the tremen- 
dously increased demand for 


BLAKE & LAMB Steel Traps. 








More BLAKE & LAMB are sold today than ever in trapping history 


THE HAWKINS COMPANY 


AMERICA'S OLDEST TRAP MANUFACTURERS 
SOUTH BRITAIN, CONNECTICUT 
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W. do not know exactly how soon 
we can again manufacture Mercury Bicycles and 
Steelcraft Juvenile Wheel Goods. But steadily, 
day by day and month by month, the time for 


reconversion grows nearer. 


Meanwhile, we are continuing our exten- 
sive postwar planning of these Murray 
Ohio products. Reconversion will not be 
lengthy or difficult for us. We eagerly await 


the day—now not too far distant—when we 





can again supply our friends in the trade 


with merchandise of superior quality. 


‘sR ? << TKI 
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FLAG AWARDED APRIL 7, 1943. STALL ADDED AUGUST 25, 1943, AND FEBRUARY 26, 1944, 
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ktxeekxeeee A GEGOCIATION 


Fall, with its rich abundance is here. Let us, like wise mother 
nature, plan now that our future may be one of abundance, too. 


MANSFIELD, CENTURY, 


HARDWARE AGE 





MEANS EVER YTHIN G 





ANSFIELD’S relationship with its jobbers is more a 
M family relationship than is generally found in the world 
of business. A man doesn’t pick a partner lightly. He looks 
ahead and gives thought to those with whom he will spend 
years of business association. Such forethought becomes 


the ground structure of future success. 


« Every Mansfield jobber is hand picked. He must represent 
those ideals of service on which Mansfield success has been 
built. Thus is laid an association of friendly confidence 
that can and has met every problem of tire selling, no 
matter how difficult. 





¢ Independent tire dealers all over America have learned that 
this is the Mansfield policy. They now know that this policy 
grew out of Mansfield’s desire to meet and understand the 
problems of local independent tire dealers. Such dealers know 
there is no association more firmly knit than that between 
Mansfield jobbers and their dealers. This policy has always 
worked in the past and will continue to work in the future. 


* * * * * 


The independent tire dealer sells mostly to trusting friends and neighbors. When 
the jobber salesman calls on such a dealer, it is a visit by one who feels an 
intimate responsibility to a friend. These salesmen represent wholesalers 
who know that their success rests upon the success of their dealers. 


THE MANSFIELD TIRE & RUBBER CO. ¢ MANSFIELD, OHIO 


,1|}RICHLAND, UNITED 


AGE 
- OCTOBER 26, 1944 
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How to make Five sales from One 





Smart hardware merchants know their floor-cover- 
ing department does just that! . . . When a home- 
maker buys new floor-covering for her kitchen, she’s 
a prospect for new counter tops, cupboard hard- 





1. Select the right location in your store ... ask your 
Congoleum-Nairn specialist to help you pick the 
ideal spot for your floor-covering department to make 
related sales a “sure thing.” 





3. Estimate your “stock” requirements—Your Con- 
goleum-Nairn representative can tell you the quantity 
of Gold Seal Congoleum Rugs and Yard Goods and 
Nairn Inlaid Linoleum you should stock. You'll be 
surprised at the low investment required. 


Kearny plant recently awarded re- 

newal star for Army-Navy “E” for 

continued fine record in the pro- 
duction of war equipment. Dig deep . . . buy 
WAR STAMPS and BONDS... . regularly. 
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ware, cooking utensils and other kitchen hardware 
items as well. Plan now to open a post-war floor- 
covering department or expand your present one to 
make these extra sales. Follow these simple steps— 





2. Blueprint your floor-covering department now... 
send us a sketch showing the floor plan of your store 
and the location and measurements of the floor-cover- 
ing department you’re planning. We’ll be glad to send 
you layout and display suggestions. 





4. Choose the Leader—plan now to merchandise 
the famous Gold Seal Congoleum and Nairn Inlaid 
Linoleum—the brands your customers know through 
lasting satisfaction and extensive national advertising. 


CONGOLEUM-NAIRN | 


Makers of Gold Seal Congoleum and Nairn Inlaid Linoleum 
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The Pride of Ownership... 

















dware Z! 
These two unsolicited letters 
floor- 
a speak for themselves. Mr 
eps— i Dear Sirs: 





Ford's experience with Corbin I have a emall pad lock made by your company and I would like to have 


an extra key for it, the number on the key that came with the lock 


locks over more than a third 
fe X5866 ‘see print of key’. 


of a century attests far I value this lock as a keepsake, because I bought it at Fort St. 


Michael Alaska during July 1908 I used it most of the time since 


pore eloquently to the auality in fact I have used so much that the key has become some what woren 


and I think that a new key would work much better. 


and dependability of this 
Thanking you in advance I am Yours 


hardware than any statements 
H.E. Ford 


we might make ane East Boston Mass. 


P.S. If you can supply the above key send it via mail C.0.D. 














Wied 
store 
over- 
send 











CABINET LOCK CO. 
C NEW BRITAIN, CONNECTICUT 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
Corbinlocked’’ 


pre rre mi . SIR 









"Safety first. ..and last....when 





aid 





sh se 


“Ia serving those who fight for America, Corbin bas learned 
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AMERICA’S FAVORITE 


ALL-SEASON PISTOL 








earner ae te we tbitn > _— is 
: Ws iBisy Mime. Ye SC aca inns wine 


The Sport Model Woodsman with its short 41 inch barrel 
is the favorite for general use . . . in the woods and on the 
trap line. It fits snugly into hip or shoulder holster. Draws 
easily because of ramp front sight. The comfortable Woods- 
man grip fits any size harid. It is perfectly balanced and 
accurate. Its 10-shot magazine, smooth action and positive 
slide safety lock all contribute to making this the top pistol 
for all-around use. 

For those who prefer longer barrels there are two other 
fast sellers. The Target Model Woodsman with its 612 inch 
barrel is popular for all-around use. The Match Target 


PATENT FIRE 


co.LT’s 


SPORT MODEL WOODSMAN 


Caliber .22 Long Rifle (4% inch barrel) 


ARMS MFG. 






Woodsman with 614 inch heavy barrel is the top gun for 
.22 caliber target shooting. 

These Colt Woodsman models, and other famous Colt 
Pistols and Revolvers, will be available again as soon as 
Colt manufacture turns from war to peace. 


Other Famous Colt Models 


Among the fast-selling Colt Revolvers and Automatic Pistols 
that will return at the close of the war are the Officers Model 
Target Revolver in calibers .38 and .22, the Official Police Re- 
volver in calibers .38 and .22, the Super .38 Automatic Pistol 
and the Shooting Master Heavy Caliber Revolver. 


HARTFORD, CONN. 
HARDWARE AGE 
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‘When PANTHER and DRAGON Friction and Rubher Tapes 
are used both customer and dealer are assured of quality and satisfaction 
SOLD THROUGH RECOGNIZED INDEPENDENT WHOLESALERS 


HAZARD 
INSULATED WIRE WORKS 


DIVISION OF THE OKONITE COMPANY 
WILKES-BARRE, PENNSYLVANIA - OFFICES IN PRINCIPAL CITIES 





‘PANTHER and DRAGON 


FRICTION AND RUBBER TAPES 
BUY U.S. WAR BONDS.... Every Payday All Hazard Employees BUY U.S. WAR BONDS 
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A timely message 
from one of America’s 
Hardware Leaders ... 





— W. C. JUDSON, Director, NATIONAL RETAIL HARDWARE ASSOCIATION 


DVANTAGES are claimed for every 

method of hardware distribution. But 

after long experience as an independent 

retail hardware merchant, I’m convinced 

that only the jobber-dealer system offers 
so much! 


“For one thing, it assures the hardware 
retailer a free choice of branded quality 
products to fit his particular needs and 
meet the demands of his community. (And 
incidentally, this system passes on that 
same ‘freedom of choice’ to the ultimate 
consumer!) It also gives the retailer the 
benefits of his jobbers’ broad, varied ex- 
perience in selecting salable, profitable 
merchandise. Personally, I think of my 


M 


LAMINATED wR O 
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jobbers as my staff of expert buyers, mar- 
ket researchers, product testers and mer- 
chandising specialists, 

“There are many other advantages — 
credit advantages, for example — most of 
them so obvious they need no special men- 
tion. But they all add up to a time-test 
system of mutual service and efficient, eco- 
nomical operation which can assure all of 
us — retailers, wholesalers and manufac- 
turers alike—sound and profitable progress 
in the years ahead.” 


S Po Re: 


DOUBLE 


ster Padlocks 


Beg = ay. 


MASTER LOCK COMPANY, Milwaukee 10, Wis., Worlds Leading Padlock Manufacturers 
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"Improvements and advanced engineéding, 
features embodied in our complete lines” 
of both centrifugal and reciprocating 
pumps are based on our 78 years’ experi- 
ence in water system design and manu- 
facture. Dependability and efficiency are 
the outstanding characteristics which this 

CIATION ., - e experience assures. 

7 To dealers these qualities are di 

s, mar- _ important—insuring profitable sales with 

d mer- minimum servicing requirements. 
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LINT & WALLING MEG. CO,, 


KENDALLVILLE, INDIANA « ‘BUY WAR BONDS 
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HOW MUCH LONGER 
... Will it be? 


It seems years and years since most chain orders from 
our distributors were stamped “SHIP FROM STOCK” 
as a matter of routine. How much longer it will be be- 
fore this old rubber stamp goes back into action depends 


entirely upon how much longer Uncle Sam and our ‘ 


Allies will need our production. Right now it is still a 
full-time round-the-clock job, and while we miss our 
contacts of yesterday, we know it’s the first duty you 
would have us do. 


You'll share our pride in the swell job CM Chain is doing 
on land, sea and in the air all over the world because 
this is the same CM Chain in all its types and sizes that 
did such an outstanding peacetime business for you. 


We share your confidence too, that “it won’t be long 
now” so we're going to get that rubber stamp all inked 
up ready for service as usual right after we all celebrate 
the exit of the axis and give thanks for Victory. 


COLUMBUS CRINON 


(Affilicted with Chisholm-Moore Hoist Corporation) 








To the nationally known line 
of Parker Small Hand Tools 
such as Parker Hack Saws, Coping 
Saws and Screw Drivers will shortly 
be added new, post-war, quality tools 
in greater variety. 





TMANUPACTURING CO) 


MASS. 
HARDWARE AGE 


| WORCESTER 1, 
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NUCUT means new file-cutting effici- 
ency. Try a NUCUT and you'll im- 


’ mediately see why this is so. The 


coarse teeth cut clean, deep, true. The 
fine teeth level the surface smooth. 
This improved combination of both 
coarse teeth and fine teeth in the 
patented NUCUT “Wavy Teeth” 
construction makes possible two fil- 
ing operations at the same stroke, 
—without scraping or skidding. 


MORE CUTS WITH NUCUTS 


NUCUT Files are made in types, 
shapes and sizes for practically 


eetli THE tLe 


every filing need,—for cutting, shap- 
ing and finishing such materials as 
stainless steel, iron, aluminum, brass, 
copper, slate, wood, fibre and plastics. 
On these and other materials, a 
NUCUT demonstrates time and again 
that it does more work, faster, easier, 
and with less effort. 

Your jobber will be glad to suggest 
the proper lengths, shapes and cuts 
you need to meet your particular 
requirements. 


HELLER BROTHERS ‘COMPANY 


America’s Oldest File Manufacturers 
Good Tools Since 1836 
Newark 4, New Jersey * Newcomerstown, Ohio 


i\ ral 
\ FILES 


wavy oo TEETH 


WITH THE WHITE TANG 





Left to Right: 
No. 97 MATCHLESS Heavy Square 31/2" blade 
No. 100 MATCHLESS Shock Proof 
No. 98 MATCHLESS Cabinet 


No. 94 MATCHLESS 


The blade runs clear through 
the handle and has a heavy 
steel butt that can be hammered 
with impunity. A steel rivet runs 
through ferrule, handle, and 
blade, binding them all together 
into the toughest screw driver 
known to the trade. 

Bridgeport No. 94 has served 
through two wars and is still the 
supreme tool in its field. It takes 
the most severe punishment with- 
out quail or quiver (and now en- 
joys limited civilian distribution). 


~ 


TRAOE 


DROP-FORGED TOOLS 


KNOWN FOR FIFTY YEARS 


THE BRIDGEPORT HDWE. MFG. CORP. © BRIDGEPORT, CONN 


Bridoepo at 
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Tons in Tool Appeaf! 


Eye-Catching 


Profit-Clinching 





12 Point 


BOX WRENCH SETS — 
(Forged Steel) 


om Mechanics—professional and amateur 
alike—know at a glance that here are 


tools engineered for practical service. 

They are well balanced, with sockets 

skillfully broached for exact fit, prevent- 

ing slippage and rounding of corners. 

Barcalo Box Wrenches are drop-forged 
Sof special analysis tool steel, carefully 

hardened. This construction permits 

use of thin head walls, and facilitates "G 

work in close clearances. Available in a 

great variety of sizes, styles and finishes. 

Details, prices on request. Write Dept. 


HA. 


<¢ Q | a 


Manufacturing Company 
Buffalo 4, N. Y. 
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Were Can 
... is here Loclay/ 


oes not have to point to the future promising a 
Can’’ to come after the war. 


I'T Can is, and has always been, the highest quality 
prrugated Can it is possible to produce. 


years of proved performance in Can production 
te the name WITT a symbol of outstanding su- 
y...truly assuring for your customers tomorrow’s 


Ged WITT cans are hot-dipped gal- 
~ * wanized—a hand process that 
the Can the thickest possi- 
coating of rust-preventing 
This method, plus finer ma- 
fale and workmanship, pro- 
§ the life of WITT Cans as 
pas five times over that of 
galvanized cans. 


tigations are deep, well 
inded, and closely pitched— 
ithe super-strong rolling type 
lat assures freedom from cracks 


avy, one-piece steel bands, at 
® and bottom of Can, provide 
ting-like action — absorbing | 
jks and holding body of Can J. 
p and rigid. A 
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aad in one piece, fit well, 


, Bterchangeable and retain 
A . ape. 


_ when we can again supply our 


THE WITT CORNICE COMPANY 
CINCINNATI 14, OHIO 
ORIGINATORS OF THE CORRUGATED CAN 
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The RICH 
“DUREX”’ 


A GOOD 
DEPENDABLE 
HOUSEHOLD 

LADDER 








FOR IMMEDIATE NEEDS 
CONTACT YOUR JOBBER 


The RICH LADDER & Mec. Co. 


DEPOT ST. CINCINNATI 4, OHIO 














4 MUSTS in 
ALL POST-WAR 







ser-skirt hangers, etc. Double hanging capac- 
ity of any closet, keep everything neat and orderly, 

in handy reach. A sure answer to the 
need for more closet space. 


2 Ball bearing glides for sliding 
glass and wood wardrobe and cabi- 
net doors. 


3 Extension drawer slides that per- 
mit even large or heavily loaded 
drawers to pull out at a touch. No 
sticking or sagging. 


4 Space-saving adjustable metal 
shelf supports for quick, easy 14” 
adjustment to any level. For library, 
storage cabinets, closets. 


All of the above available again right 
after the war. But include them in your 
plans now! Folder on request. 


KNAPE & VOGT MFG. CO. 
Department F-5 Grand Rapids 4, Michigan 








VAUGHAN NOVELTY MFG. CO., INc. 


A J's Largest Manufecturer of Can Openers and Bottle Openers 


25 CARROLL AVENUE CHICAGO, IL U.S.A 


BUY WAR BONDS AND STAMPS 
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The 


‘HYDRO-COMMANDO’ 
RAINCOAT 


Sold Exclusively thru 
Hardware Dealers! 






A YEAR-ROUND SELLER — 
MEETS STRONG DEMAND AT 
LEAST 8 MONTHS OF THE 


YEAR 
* 


For Fishermen, Hunters, Farm- 
ers, Industrial Workers, etc. 
Equally Suitable for Street 
Wear. 


STURDY — WATERPROOFED — Also 
Unique in that it will not crack, 

stick or mildew—Will not harden HYDRO-TEX APRONS 
in cold weather—Always soft and oo re ~— 
pliable—All seams double turned - lustrial, Ma- 
against leakage—Smartly Styled = Pn ne mod 
—3 sizes—Color, Olive Green—IiIn- tant to chemicals—vari- 
dividually packaged. ous grades and colors. 


PRICED RIGHT FOR THE HARDWARE TRADE 


Distributed thru Jobbers 


HYDRO-TEX CORP. 













564 AMS ST 
CHICAGO 6 O15 


HARDWARE AGE 
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RIEGEL 


WORK GLOVES | * 


These strong, protective work gloves are the product of 


one of America’s largest textile mills. They are Riegel- 
controlled—in one plant—from raw cotton to finished 
This single close supervision of every detail re 
sults in unexcelled quality—durability—economy. 
Sold By Leading Wholesalers 


pm 


¢ at 


"The Right Glove 15.- RSS For Every Job” 









RIEGEL TEXTILE CORPORATION 


342 Modison Avenue, New York 17, N. Y. 






















THOROUGHLY 
ESTABLISHED 
FOR OVER 50 YEARS 
ROYAL HEATERS 
and FIREPLACE 
FURNISHINGS 


Have given 
commendable 
performance. 






Write for complete information 


(hatano0ga Implemen tant 0. Lo. 


CHATTANOOGA, 


OCTOBER 26, 1944 





WHEN ROLLER SKATES 
CAN BE MADE AGAIN 


Priced to the 
Average Purse 


and el men 





@ It’s true, “Speed King” Roller Skates are still 


on the “not available” list... war production 
However, when restrictions are 
will be back... 


and easier to sell, than ever. 


comes first. 


lifted, “Speed Kings” better, 


HUSTLER CORPORATION, Sterling, III. 





Ready 
to sound the 
clarion call of 


Vic tory 
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| Clamsibied Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words. . . $4.00 
All capitals, maximum, 50 words... wr 


AUow Seven Words for Keyed Address or Your Address 
BOXED DISPLAY RATES 
inch $6 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10 % off. 
Due to the special rate, these discounts do 


not apply on Position Wanted Advertise- 
ments. 


REMITTANCE MUST ACCOMPANY ORDER 


Send chech or money order. 
wot currency or stamps. 


Samples of Merchandise, Literature. Cata- 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 wks. 
previous to date of publication. 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St.. New York 17, N. Y. 











Essential Workers Need Release Statements 








of supplies. 


salary expected and availability. 
100 Eest 42nd St., 





BUYER WANTED 


By old established concern lecated in Philadelphia. 


An exceptional opportunity is open to an experienced hardware man thoroughly 
familiar with hardware and heusehold merchandise, and acquainted with sources 


We are looking for a man whe can, after the war, build this department up to 
be one of our most lucrative enes, and his own income accordingly. 


A good salary will be paid te the right man te start. 
Write giving full details as to past employment and experience, education, age, 


Address Box H-587, care of HARDWARE AGE 


Statement of availability required. 


New York 17, WN. Y. 





SALES REPRESENTATIVE ESTABLISHED 
TWELVE YEARS wants manufacturers line 
for jobbers of hardware, builders, household & 
electrical appliances and supplies, plumbing & 
heating, mill, marine, inda: supplies, toels, 

equipment, for Texas, Oklahoma, Arkansas, 
-— Addrees 4823 Lemmon Ave., Dallas 
. Texas. 





—- AGENCY COVERING Texas, Louisi- 
Oklahoma, aad New Mexico, interested in 
additional lines fer jobbers of hardware and 
plumbing supplies. Fm Tg well-established, 
responsible organization. Excellen' 


H-584, care of Hampware Ace, 100 East 42nd 
St., New York 17, N. Y. 





My BE AVAILABLE AFTER JANUARY 
» 1945, for position as buyer and sales manager 
e firm. Prefer Southern 

= Ween Location. At present, manager re- 
tail hardware store in South. Have had 22 years 
experience in bayimg and merchandising hardware. 
Can furnish best of references. Address Box 
H-589, care of Hampware Ace, 100 East 42nd 
St., New York 17, N. Y. 





SALESMAN WANTED TO CARRY A 
LINE of Plumbing & Heating Specialties on a 
Commission Basis. We are selling the Hardware 
Dealers & the Jobbers of Plumbing & Heating 
Supplies. Many Territories Open. Write stating 
Lines Now Carri xperience and Territory 
Covered. Statement of availability required. Ad- 
dress Box H-574, care of Harpware AGez, 100 
East 42nd St., New York 17, N. ¥ 





WELL KNOWN MANUFACTURERS’ 
AGENT DESIRES One or Two Additional 
Lines for Metropolitan Chicago Area. Tested 
repeat items, selling through Hardware, Paint, 
Housewares, Automotive and Mill Supply Job- 
bers, Mail-Order Houses & Chains. Address 
Box H-579, care of Hanpware Ace, 100 East 
42nd St., New York 17, N. Y. 





SALES REPRESENTATIVE — WANTED: 
UNUSUAL OPPORTUNITY for man a caning 
on Wholesale trade and large retailers a? 
inch stainless steel rule with dept. gauge. 
sions in 32nds. and 64ths. Decimal equivalents 

on back. Some of our men make several hundred 
monthly. Twelve on attractive display 
noe. price printed on card. Big appeal, ex- 

lent commissions to salesman. Continuous re- 
pate Mark Specialty Company, 406 Temple 
.» Rochester 4, N. 


rt 
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WANTED— HARDWARE MAN WITH 
SEVERAL Years Experience in buying hardware 
and figuring prices in wholesale and retail 
hardware. Give reference and experience in ap- 
plication. Good salary to the right man. State- 
ment of availability required. Address Planters 
Hardware Co., Yazoo City, Miss. 


WANTED—HARDWARE ENGINEER 


Address Box H-588, care of HARDWARE AGE 
108 East 42nd St., Now York i7,.N. Y. 








SALESMEN WANTED 
FOR CERTAIN OPEN TERRITORIES 


Please tell us lines you now sell 
and type of stores covered. 


THE WALTER S. KRAUS Co. 
WOODSIDE 














WANTED LINE FROM MANUFACTURER. 
SELLING to the jobber, department, chain, 
furniture and f 
trade. Territory Southern Illinois, Eastern 
Missouri and St. Louis. Established 20 years. 
Commission basis only. Get ready for post war 
selling. Addrage Box H-595, care of Hanpwars 
Aae, 100 East 42nd St., New York 17, N. Y. 





LINES WANTED FOR WESTERN MICHI- 
GAN as distributor or agent by Sales-Advertising 
Manager for hardware manufacturer. Earlier 
road sales and purchasing experience, good mer- 
chandiser. Financially sound. Well acquainted 
hardware and millwork wholesale, hardware and 
lumber retail and furniture manufacturing ac- 
counts in territory. Grand Rapids office. Ad- 
dress Box H-594, care of 2 eR Ace, 100 
East 42nd St., New York 17, N. 





NATIONAL SALES ORGANIZATION ES- 
TABLISHED 1927 WISHES Additional Lines 
Covering Hardware, Mill Supply, Electrical, Au- 
tomotive Fields. Interested in all open terri- 
tories. Address Box H-559, care of HarpWARE 
Ace, 100 East 42nd St., New York 17, N. Y. 





DEPENDABLE WHOLESALE CHICKS— 
50,000 WEEKLY. Year round ss 18 
itera- 


Purebreeds Crossbreeds. ‘ostal brings 
ture STANDARD HATCHERIES, 121 W. 
Third St., Terre Haute, Ind. 





JOBBER WANTS LINES FOR Present and 
mee Peri Minnesota Harness & Supply 
“Co., 92 So. Robert Street, St. Paul 1, Minne- 
sota. 








BUILDERS’ HARDWARE OR HAND 
TOOL LINE wanted by Recognized Manufac- 
turers’ Agent covering Ohio and Michigan— 
Attentive Sales Representation assured 
method of not handling the sale of more_than 
two hardware lines—contacts consist of Build- 
ers’ Hardware and Regular Line Hardware 
Wholesale Concerns, Quantity Purchasing Large 
Dealers and Lumber 
ment—qualified references. Address Box H-529, 
care of Harpware Acg, 100 East 42nd St., New 
York 17, N. Y. 


HARDWARE AGE 
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Classihied Opporvtumitien Section... 





Essential Workers Need Release Statements 








NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








“ATTENTION BUYERS” 


OF BUILDER'S AND SHELF 
HARDWARE CONTEMPLATING 
A VISIT TO NEW YORK CITY 
NO PRIORITIES NECESSARY 
NATIONALLY KNOWN BRANDS IN 
STOCK FOR IMMEDIATE DELIVERY 
A Large Assortment of PREWAR Finishes om Bronze 
Bronze Butts. Pisin & Ball 
nob Locks. Eseuteheons. 
Sash Flush & Surtace Bolts. 
Door Holders. Knockers. Cabinet Hardware-Chrome 
and Bak: Lifts. 
i 2 Miscellaneous Items. Also 


Mechanie’s ‘Hand Tools. Padlocks. 

—_ e's Hand T Cylinder Night 
ateh 

and other items on the Critics] and Hard 

To Get mis YOUR VISIT WILL BE WELCOME. 
Write Bex H-507, care of HARDWARE 4 
100 East 42nd St. New York ‘7, W. 





MANUFACTURERS —EXPORT 


YOUR OWN EXPORT 
DEPARTMENT AT NO COST 


Export Sales Organization with Sales Rep- 
resentatives abroad having good contacts in 
foreign hardware trade will develop over- 
seas markets for hardware products; will 
pay cash here and do own shipping; give 
you export business on regular domestic 
basis and terms. Company with almost 
quarter century export experience seeks ex- 
port representation of manufacturers which 
it will limit in number to assure thorough 
and intensive activity. Inquiries invited. 


Address Box H-591, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








ONION SETS 


Best quality—properly cleaned, screened 
and graded. 

Let us know your requirements, we will 
be pleased to submit prices. 


OLTHOFF BROS. 
South Holland, Ill. 








MFG. REPRESENTATIVE 
COVERING 
NORTHWEST & ALASKA 
Interested in Hand Tools—Paint—Electrical Appli- 
ances—Engines—Marine Hardware—Related Lines. 
Sales and Engineering Background. 
OLIVER NASH 
(Temporary Address) 

Sharon, Mass. 





EXPORT. MAN FAMILIAR’ LATIN 
AMERICAN Hardware Trade. All Phases Ex- 
port Business widely traveled. Excellent records 
and references. Capable establishing successful 
export bysiness. Seeks connection with Hard- 
ware, Tool and Light Machinery Manufacturers. 
Address Box H-544, care of Harpware Aaz, 
100 East 42nd St., New York 17, N. Y 





PLUMBING MATERIALS OR ALLIED 
LINE WANTED — Favorable Contact with 
Plumbing and Hardware Jobbers, Direct Plumb- 

Supply Houses—Manufacturers’ Agent can 

ér Ouslified les Representation in the 

States of Michi and Ohio, Post War Pro 

posals invited—Remuneration on commission ba- 

a references. Address Box H-528, 

re of Hanpware Ace, 100 East 42nd St., New 
York 7, We 





STORE WANTED: RETAIL HARDWARE 
& PAINT BUSINESS in New York State or 
Vicinity. Must have profitable established trade. 
Write complete details. Address Box H-600, care 
of Harpware Ace, 100 East 42nd St., New 
York 17, N. Y. 





WANTED BY MANUFACTURER’S AGENT 
GAS HEATER LINE FOR TEXAS, OKLA- 


HAVE HAD MANY YEARS’ EXPERIENCE 
IN THE SALE OF GAS HEATERS TO BOTH 
WHOLESALERS AND LARGE RETAILERS. 
CAN SATISFY YOU AS TO OUR SALES 


ABILITY. ADDRESS BOX H-598, CARE Sf 
Harzpware Acer, 100 EAST 42ND ST., NE 
YORK 17, N. Y. 


OCTOBER 26, 1944 





MANUFACTURER'S REPRESENTATIVE 
with successful following for many years 
in 12 Midwestern States wants one good 
post-war line to be sold through hard- 
ware jobbers. 

Harold P. Reinke & Associates 
2140 North 77th Ave., Elmwood Park 35, Illinois 











WANTED—ADDITIONAL LINE ON A 
Commission Basis, preferably tools going to the 
Hardware and Mill Supply Trade for the States 
of Pennsylvania, Maryland, Delaware and Dis- 
trict of Columbia. Well established in this ter- 
ritory for past 21 years. Correspondence from 
reliable manufacturers invited. Interview de- 
sired. References upon request. Address Box 
H-570, care of Harpware Ace, 100 East 42nd 


St. New York 17, N. Y 





ATTENTION SMALL MANUFACTURERS: 
REPRESENTATIVE. WILL maintain office 
and/or warehouse in Detroit for two manufac- 
turers desirous of representation here, or will 
act as branch operator. Submit all offers to 
General Manager, The Polys Industries, 1500 
Cadillac Sq. Bldg., Detroit 26, Mich. 





WE REPRESENT SEVERAL LEADING 
MANUFACTURERS OF HARDWARE AND 
SPORTING GOODS, BUT CAN HANDLE 
ADDITIONAL LINES NOW OR IN POST- 
WAR PERIOD. TERRITORY MISSOURT- 
KANSAS-NEBRASKA-IOWA. OUR CLIENTS 
HARDWARE AND _ SPORTING . GOODS 
JOBBERS. CLOSE CONTACT WITH TRADE 
AT ALL TIMES. CAN GIVE REFERENCES 
FROM MANUFACTURERS WE _ REPRE- 
SENT AND JOBBERS WE SELL, ADDRESS 





BOX H-597, CARE OF Harpware Acz, 100 
EAST 42ND ST., NEW YORK 17, N. Y. 


(Classified Opportunities continued on page 320) 


GOOD OPPORTUNITY 
FOR BUYER 


Large Eastern Wholesale 
House Requires Services of an 
Aggressive Buyer of House- 
wares or House Furnishings— 
Good Opportunity for Right 
Man — State in Strict Confi- 
dence, Age, Experience, Salary 
Expected and All Details about 


Yourself. 
Address Box H-596, care of HARDWARE AGE 
Pd East 42nd St., New York 17, N. Y. 
t of bility required. 











— MANUFACTURERS — 


WELL ESTABLISHED MANUFA 
AGENT, SELLING AUTOMOTIVE JOBB 
HARDWARE JOBB AND a STORES 
MICHIGAN AND OHIO FOR THE P. 

DESIRES ONE ADDITIONAL LINE. 
CORRESPONDENCE INVITED. PRESENT AC- 
COUNTS WILL BE GIVEN AS REFERENCES. 

Address Box H-565, care of HARDWARE AGE 
100 East 42nd St, New York 17, N. Y. 








POSITION WANTED — ADVERTISING. 
PROMOTION EXECUTIVE Broad, practical 
experience in retail, wholesale and manufactur- 
ing advertising, sales promotion, catalogs and 
direct mail. Background in household appliances, 
furniture, hardware and machinery. Handle copy, 
layout, direct art work, photography and print- 
ing production. Prefer Chicago position—Now 
Adv. Mgr. with national manufacturer. Address 
Box H-593, care of Harpware Ace, 100 East 
42nd St., New York 17, N. Y. 





SALESMAN FOR SOUTH EASTERN TER- 
RITORY AVAILABLE. Well acquainted with 
Southern Hardware wholesalers selling and buy- 
ing staffs. Was hardwate jobbers salesman and 
sales manager. Now represents nationally known 
manufacturer. Prefers line sold through whole- 
salers on salary and expense basis. Address Box 
H-576, care of Harpware Aor, 100 East 42nd 
St., New York 17, N. Y 





WANTED: EXPERIENCE RETAIL TOOL 
AND WOODWORKING MACHINERY 
SALESMAN for old established hardware store 
—St. Paul, Minn. Stat t of availability re- 
quired. Address Box H-572, care of Harpwarr 
Ace, 100 East 42nd St., New York 17, N. Y. 








FACTORY SALESMEN, WITH PROVEN 
SUCCESSFUL RECORD, established following 
from the retail hardware dealers in two leading 
Southern States wants connection with reliable 
manufacturer. Write for complete details. Ref- 
erences furnished. Address Box H-599, care of 





Harpware Acz, 100 East 42nd St., New York 
17, H.-H 



























Classified Opportunities Section... 








Essential Workers Need Release Statements 











NOTICE—Classified Forms Close Three Weeks Previous to Date of Publication 








ATTENTION, TOOL BUYERS 
CONTEMPLATING A VISIT 
TO NEW YORK CITY 


Mail orders Given Prompt Attention 
No Priorities Needed, Nationally Known 


Brands in Stock. 

PLIERS—Lineman, Diagenal, Long Nose 

i SHEARS—7—8—9” 

; WRENCHES—Sizes or Sets, Box, Open End, Ad- 
e 


SOCKET SETS—44—%—/2—%” Drive 
CASTERS—-Steel or Rubber Wheel 2 to 10”, all sizes 
Boning Kaives, Hunting Knives, Electric Solder- 
ing trons, Mandreis, Grinding Heads, and many other 
items on the Hard to Get and Critical List. 
Write to 
J. C. Farber, Wholesale Distributor 
98 Pork Place, New York 7, N. Y. 


INVENTIONS OR PRODUCTS 
WANTED FOR POST WAR 
MANUFACTURE 


Organization with complete A 
neering Department, Tool Maki 
and Manufacturing Facilities. Mod- 
ern Plant, in position to develo a 
manufacture, advertise, and sell 
Royalty basis or any other satis- 
factory arrangement. 


Address Box H-592, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 








C.M.A. 
Drafts and Notices 
will save you money on your 
COMMERCIAL COLLECTIONS 
Sent free, write 
py ad MERCHANTS’ ASSOCIATION 
2 Commonwealth Annex, Pittsburgh 22, Pa. 
Solicitors Wanted. 








Spay Sma lia 


POSITION \ egg AS REPR - 

, rive FOR AD: .... §— 4 surrounding ternary 

% 2 oe salesman, executive juainted 

( jobbers and chains within Soo Fy radius. 

bia i anion mene Commission or bonus 

ent preferred. Must have good post-war 

ities. Available January ist. Address 

= H-545, care of Harpware Acz, 100 Fast 
42nd St., New York 17, N. Y. 


ieee 











a: SCREW COMPANY MANUFACTURING 
ai LINE of Standard Cap Screws, Set Screws 

and Semi-finished Nuts as well as many Special 
Upset Screw Products desires a Commission Rep- 
g resentative in Metropolitan New York Territory. 
Applicant must have had experience in selling 
wholesale hardware jobbing houses and automo- 
tive jobbers. We can offer a quality product 
well-known in the territory. Statement of avail- 
ability required. Address Box H-568, care of 
em Acs, 100 East 42nd St., New York 








WANTED — SALES MANAGER 
for Top Quality Line of Housewares. 
Old, Well-Established, Progressive Man- 
ufacturer with Highest Standing. Un- 
excelled opportunity. Please give full 
details. 

Statement of oe required. 
Address Box H-590, of ~y yy AGE 

100 East 42nd St. New York 17, N. Y. 











WANTED: RETAIL HARDWARE SALES- 
MAN FOR Store in Eastern Washington. Must 
be thoroughly familiar with building hardware, 
paint and household furnishings, and be ex- 
perienced in buying and general business man- 
agement. Reference required. Excellent oppor- 
tunity for any one interested in a permanent 
position. Good wages, low living costs. State- 
ment of availability fequired. Address Box 
H-585, care of Harpware Acz, 100 East 42nd 
St., New York 17, N. Y. 





at ane SALES AGENTS Canes 
OF ery} SELLING TO THE 
HARDWARE OB BER S AND CHAIN 


STORES. W. ARDWARE LINES, 
OOoL THAT ARE_ SOLD 

THROUGH THE ARE 

CAN SELL R DIRECT SHIPMENT OR 


CARE OF Harpware 
amy 100 EAST 42xD ST., NEW YORK 17, 





Distribution — Present and Postwar 
Established — Reliable - Aggressive 
Selling Agents 
ANCO CORPORATION 
Pittsburgh, Penna. 


New York — Philadelphia — Detroit 
Chicago — Cleveland — Louisville 


Covering all classes of jobbers. We will 
carry the accounts or you ean bill direct. 


Write jor further information and 
references. 








WANTED 
EXECUTIVE TO MANAGE 


Hardware Jobbing Business. Permanent 
Position, Attractive Salary, and Bonus Pro- 
position to Experienced Wholesale Hardware 
Man. Statement of availability required. 


Address Box H-586, care of HARDWARE AGE 
100 East 42nd St., New York 17, N. Y. 

















DISTRIBUTOR—Interested in acting as dis 
tributor or manufacturer’s representative for New 
York City and any parts of the eastern seaboard. 
Have numerous contacts with department stores, 
hardware dealers and jobbers and with public 
utilities and various manufacturing plants. If 
ats pe see Cee SS Sees eee 


discussing representa’ 
MELAIRE DISTRIBUTING “CO. 420 Lexine- 
ton Ave., New York 17, N. Y. 








MANUFACTURER’S AGENCY, ESTAB- 
LISHED 1932. FINANCIALLY RESPONSI- 
BLE. Now selling leading Hardware Auto- 
motive jobbers covering 
houses Los 


H-521, care at Dcuaees Acs, 100 East 42nd 
St., New York 17, N. Y. 








| | GIVE extra 


TO THE 


s 


RED CROSS 











HARDWARE AGE 

















Put it to work for you... 

























































This Attracti 
ostwar IS rae Ive @ Here is a‘new booklet that you'll want to use widely 
ressive throughout your community. It’s interesting, handsome 
in appearance. It will attract attention and deliver a 
powerful message that will create a favorable reaction 
ON with every reader. 
B k| t Featured are six smartly designed new kitchens shown 
00 e in full color. Emphasized are gas ranges, refrigerators, 
Detroit water heaters and other popular appliances. 
puisville : P 
Write for sample copy today. Ask how you can use this 
Ye will : GAS 
direct. booklet effectively. 
ne GEO. D. ROPER CORPORATION, Rockford, Illinois, 
manufacturer of ROPER, “America’s Finest Gas Range,” 
ee for all gases including L.P. (Liquefied Petroleum) gas. 
£ Offices and Warehouses 
a in Aslanta—Chicago— Cleveland —Dallas— Denver— 
Los Angeles—Oakland—Philadelphia . 
9E 
manent 
us Pro- 
\rdware ; 
pquired. 
E AGE 
FLOORS AND 
as die FLOOR COVERINGS 
for New 
aboard. 
t stores, 
bh public 
mts. If 
ested in 
idress — 
Lexing- 
—— BALL BEARING. 
PONSI- 
: Auto- ; 
ware- 
ires - THESE casters PROTECT floors and floor cover- 
38 ings—no scratches on floor, rugs or carpets. 
. ““Qeme”’ Casters are ball bearing casters and move 
‘ * THESE CASTERS smoothly and easily in any direction and—they sell 
— HAVE A BALL THAT as easily as they move. Let “‘Acme’’ step up your 






caster sales and profits. Every customer is a logi- 
cal prospect for ‘“‘Aeme” Ball Bearing Casters. 
The manufacture of ‘‘Aeme’’ Casters will be discontinued fer the duration. 
We ean only supply ‘‘Aeme” Casters te customers with high prierity ratings. 


ROLLS ON BALLS 








THE SCHATZ MANUFACTURING CO. 
U. S. A. 


REPRESENTATIVES LOCATED AT 
Detroit: 2640 Book Tower * Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd. 








OCTOBER 26, 1944 
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Allen Mfg. Co., Hartford, Conn.. 260 
Allen Mfg. Co., Nashville, Tenn.. 250 
Aluminum Cooking Utensil Co.... 99 
American Cabinet Hdwe. Corp... 279 
American Chain & Cable Co., Inc. 150 
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American Screw Co. ..........+-- 219 
American Shearer Mfg. Co....... 284 
American Specialty Co., The..... 277 


American Steel & Wire Co....137, 142 
American Thermos Bottie Co., The 42 


American Wire Fabrics Corp..... 24 
Ames Baldwin Wyoming Co...... 297 
Anderson Mfg. Co., Ben H... 122 
Ansonia Electrical Co., The 267 
Apex Oil Products Co. ........ 69 
Arcade Mfg. Co. ............ 112 
Archer-Daniels-Midland Co....... 10% 
Armstrong Bray & Co.... one 
Armstrong Bros. Tool Co. — 
Arrco Playing Card Co........... 104 
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Asco Chemical Co. ..... 286 
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SE I So aia du sonsdesceses 249 
Auto City Plating Co............. a4 
Automatic Products Co. ......... 247 
Automatic Washer Co............ 251 
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8 

Ballonoff Metal Prod. Co......... 264 
Barcalo Mfg. Co. padtcclcadael ae 
Barrett Co., Wm. L...... nnn 
SD TD aise cctctudcccds Mae 
Bethlehem Steel Co. ............. 
Sr: in SOAs, . ovscincases casees 10 
Blackstone Corp. eevee > 53 
Blaisdell Pencil Co. ............. iW 
Bommer Spring Hinge Co......... 100 
ere ee 223 
Boston Woven Hose & Rubber Co. 140 
Briddell, Inc., Chas. D............ 253 
Bridgeport Hdwe. Mfg. Corp., The 314 
Brooks & Sons, M. S. ............ 232 
Brower Mfg. Co. ........ ‘—_—n 
Brown, Arthur, & Bro. ............ 295 
Browne & Sharpe Mfg. Co....... 291 
Sree Taek... .... ess cane cede 72 
Buffalo Belf Co.*................. 13 


Burgess Battery Co. (Battery Div.) 2/2 


c 

Carborundum Co. .......... saya 
Carey Mfg. Co., The Philip ...... 235 
Carnegie-illinois Steel Corp...... 137 
Central Rubber Products Co.. Inc. 284 
Central Teol Co. ..........6...5. 57 
Century Metalcraft Corp. ........ 245 
Chamberlain-Haber Chemical Co. 268 
Champion Hardware Co. ........ 265 
Chattanooga Implement & Mf 

(oe allemeerpeagedhyidae * 317 
Cheney Hammer Corp., Henry.... 48 
Chester Mfg. Co. ................ 71 
Chicago Expansion Bolt Co...... 277 
Chicago Lock Co. ............... 112 
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Chicago Roller Skate Co......... 104 
Chicago Spring Hinge Co. ..... 102 
Chisholm-Ryder Co. .............. 284 
OT eer errr 294 
Clark Mig .Co.,: J. b..........26% 60 
Clemson Brothers, Inc. .......... 203 
Cleveland Cap Screw Co......... 225 
Cleveland Chain & Mfg. Co...... 35 
Cleveland Wire Spring Co....... 282 
Clover Mfg. Co. deity teat sae 
IE MIN SoD ie ds wockcdghecetace 233 
Collins & Co., Geo F bs akvbaae fa 277 
Colt's Patent Firearms Mfg. Co.. 308 
Columbia Steel Co. ............. 137 
Columbian Rope Co. ............ 29 
Columbian Vise & Mfg. Co...... 50 


Columbus-McKinnon Chain Corp.. 312 


Congoleum-Nairn Inc. ........... 306 
Consumers Glue Co. ............. 106 
Continental Screw Co. ........ = 
ee GU Mle lb: iw dnindcd cdanidece 284 
Coolerator Co., The .............. 7 
Corbin Cabinet Lock Co......... 307 
SS rer ee re 74 
Corning Glass Works (Consumer 
PUNE GOR. ki.04 vs'ggunasndede 191 


Cory Glass Coffee Brewer Co.... 294 


Coughlan Co., G. N............. 209 
Ger Bil, GUN oss ccc csscccccce 30! 
Crescent Bronze Powder Co....... 60 
Crescent Tool Co. ............... 55 
EIS cio os cantcae a cteeanal 94 
Cyclone Fence Div. .............. 142 
D 
Damascus Steel Products Corp... 112 
MIS 5. 54 na sonven bas tutccca 28! 
Dearborn Stove Co. ............. 60 
Delco Appliance Div., General 
Motors Can. Ligateavepun 
Detroit Lubricator Co. ........... 56 
Detroit Nut Co. wébhestniad’s 75 
Diamond Whip Co. .............. 291 
Dietz Co., The R. E..:........... 19-20 
Disston & Sons, Inc., Henry...... 87 
Domes of Silence ................ 323 
Drake Electric Works, Inc. ....... 236 
Draper-Maynard Co. ............. 104 
Dri-Kleen Co. exevedeeptounesaiee 
Dunton Co., M. W.............. 2% 
Duo Therm Div. of Motor Wheel 
MNS 0 cht Met nanasaeeet veers is 187 
Duro Metal Products Co......... ‘54 
E 
Gagle Mig. Ce. ......5....c000. . 10 
Eagle Rule Mfg. Co.............. 100 
Edison General Elec. Appliance 
a oS ee 
Electric Sprayit Co. .............. 77 
Electrite Fence Co. .............. 298 
Electro-Line Fence Co. ........... 38 
Ellwood Co. ....... Ob stew e viigincdd él 
Gmbery Mig. Co. ......5:..ccecee 33 
Empire Brush Works ............. 255 
Empire Level Mfg. Co............ 269 
F 
Fairmount Tool & Forging Co.... 259 
GEL cc whse conser antes 126 
Faulkner Refractories Co., The 
OO ete on utes ole aves whl rane 323 
Federal Tool Corp. .............. 16 
Filter-Kleen Mfg. Co. ........... 294 
Fitler Co., Edwin H. ............ 100 
Fletcher, Terry Co., The ........ 295 
Flexible Steel Lacing Co.......... 102 


Flint & Walling Mfg. Co., Inc.... 311 


Formica Insulation Co. .......... 15 
Forsberg Mfg. Co. ........-.-+0+- 241 
Franklin Glue Co. ........-.++-+0+ 293 
Frigidaire Div. of General Motors 
MK. vale daeaaaitecnacnesancseta 
Puller Teal Ce. .ccccssvccvcsccscs 299 
Fulton Bag & Cotton Mills ...... 228 
S 
Gardiner Metal Co. ............- 293 


Gas Appliance & Equip. Mfrs. 
DOMBE. obec cvcccccoscccccesseese 


General Electric Co., Lamp Div. 16-17 


General Hardware Co. .......... 291 
Gephart Mfg. Co. ..............+- 291 
Gerity-Adrian Mfg. Co........... 


Gibson Good Tools, Inc......... 
Gilbert Clock Co., Wm. L. 


Gits —— Corp. . 
Glad Rag Products Corp.. 





Goulds Pumps, Inc. .............. 
Grand Home Appliance Co. .... 246 
Grand Specialties Co. ........... 265 
Great Neck Saw Mfgrs., Inc...... 231 
Greenlee Tool Co. ............+- 125 
Bellin Mie. Ges... ccccccccscvcce 114 
Guaranteed Products ............ 225 
H 
Hagn Co., Joseph .............-. 323 
Hall Level & Mfg. Works ....... 284 
Hamlin Metal Products Co....... 141 
Hanover Wire Cloth Co.......... 21 
Harnischfeger Corp. ............- 106 
Harrington & Richardson Arms Co. 30! 
awlins. Gab si sisvrcces ses csiste 302 
Hazard Insulated Wire Wks...... 309 
err ee 313 
Hickey Sales Co. ..............:- 230 
Hill-Shaw Compasy ...........-. 289 
Hodell Chain Co. ............... 263 
Hoppe, Inc., Frank A............. 108 
Hoyt & Worthen Tanning Corp... 282 
Pomatlee Gems. oie ccc vecsccccc cass 317 
PO TEs. GR cave o cctdwosdagves 284 
Hydro-Tex Corp. .........++..-0+- 316 
! 
Wlnels Leek ‘GOs \65 26 kik pecnssas 102 
Imperial Knife Co. .............- 135 
Indestro Mfg. Corp. ............. 235 
Indiana Steel & Wire Co........ 236 
Ingersoll Steel & Disc. Div. Borg- 
Warne? Carpi. 2 isis tei tec. ca. 139 
Ingraham Co., The E ........... 8 


International Chain & Mfg. Co... 66 
Interstate Paper Products Co..... 106 
Irwin Auger Bit Co. ........... | 
Island Garden Tool Co. ......... 287 


Jackson Mfg. Co. .............65- 122 
Jennings Mfg. Co., The Russell.. 130 
Johnson & Johnson (Filter Div.).. 143 
Johnson Steel & Wire Co., Inc.... 227 





Senet BBO Re Be ick ccd do0cbe8 68 
Justrite Mfg. Co. ..i...ccccccess 217 
K 
Karns. & Ga, . Sae.,' ban. sieves 273 
Kaul Importing Agency, Inc., Leo 296 
PO MOS ivcg cc kde oedah sie sans 292 
Kellogg Brush Mfg. Co..... Haws 215 
Keuffel & Esser Co. .............. 103 
Klein & Sons, Mathias ........... 124 
Knape & Vogt Mfg. Co........... 316 
Kuhis, H. B. Fred ................ 14 


L 

Lamson & Sessions Co. 

110, 265, 293, . 
Landers, Frary & Clark ......... 
Larson Co., Charles O. .......... F 
Lavelle Rubber Co. .............. its 
Leweon Co., F. He ....cscceeeees 14 
Leech Products Co. ...........-+. 2% 
hemk Wife. Co. .iscscccececccscess 108 


a Engineering & Mfg. Co., 


eerste Glass Co. .... 12 
Lindemann, A. J. & Hoverson Co. 207 


Adne-Pasle Ce. ......c0ssdsckguens 24 
Rocke Slave Gas isc. ccsecdasacers 1% 
Lockwood Hdwe. Mfg. Co. ..... 153 
Loew's, Inc. (M.G.M. Pictures).. 18 
Lowe Brothers Co. ...........+++- 24 
Lucas & Co., Inc., John ......... 21) 
Lufkin Rule Co., The ............ ™ 
M 
Macklin Co. .......ccccsccesgeces 131 
Magor Car Corp. ........0+00+ 2 
Manco Mfg. Co. .......seeeeeee 237 
Mansfield Tire & Rubber Co.. .304-305 
Marshalltown Trowel Co. ....... 23 
Master Lock Co. .........0--+--- 310 
Master Metal Products, Inc. .... 2% 
Master Products Co. ...........- 130 
Master Rule Mfg. Co., Inc....... 285 
Masters Planter Co. ............- 2 


Mayes Bros. Tool Mfg. Co., Inc... 293 
y “eee & McCambridge 





éatysnncak dleéboacesépoonses 108 
McDonald Mfg. Co., A. Y....... ™ 
McGill Metal Products Co....... 274 
MeKay Ce. ..ccccccccccscoccvecs 45 
McKee Glass Co. ...........--.- 134 
McKinney Mfg. Co. ..........--- “3% 
Metaloid Co., The ..........--+« 2% 
Miami Cabinet Div. (The Philip 

Carey Mfg. Co.) .........--+.- 273 
SPE Co... sciccsaesacnesess 238 
Mid-States Steel & Wire Co...... 213 
Miller, Inc., Robert E............ 323 
Millers Falls Co. ...........+---- 138 
Milwaukee Stamping Co. ........ 774 
Minnesota Mining & Mfg. Co.... 118 
Minute Mop Co. ..........+.-«+- 239 
Mortell Co., J. W. .....0.-000-0- 273 
Murray Ohio Mfg. Co., The...... 303 
Myers & Bro. Co., F. E.......... 1g 

N 
National Brass Co. ............- 324 
National Die Casting Co. ........ 280 
National Ideal Co., The ........ 290 
National Lock Co. ............-. 201 
National Mfg. Co. ..........--+ 276 
National Pressure Cooker Co.... 205 
National Screen Co. ..........-- 52 
National Stamping & Elec. Works |2 
New Britain Machine Co. ....... 277 
New York Wire Cloth Co......... 3 
Noma Electric Corp. ..........-- 133 
Norton Lasier Co. ............-- 193 
° 
Sater Seep. 6 ois icksddesccc... 78 
Ohio Foundry & Mfg. Co., The... 272 
Ohio Products Co., The.......... 298 
Ohien Bishop Mfg. Co..........-. 300 
Okonite Co., The ...........6--- 309 
Oliver Iron & Steel Corp. ....... 146 
Owens-Corning Fiberglas Corp.... 88 
Oster Mfg. Co., John ............ 105 
Oxford Tool Co. ...........-000 284 
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Samson 
Sani-We 


Savage 
Lawn 
Savogra 
Schaffne 
Schalk | 
Schatz 
Scholihe 
Schroed 
Schuber 





Schwart 
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Shaplei: 

Sheffiel< 
Cc. 


Shelby 

Sher & 
Sherma: 
Silex Ci 
Sliver | 
Simoniz 
Simplex 
Skillma: 
Smith, 

Smith 8 
Snell WN 
Sel-O-L 
Sele Pr 
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Ondex So 
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P 
Pacific Plastic & Mfg. Ce., Inc... 13 
Ss COL GRD  icscccectscscocess 2% 
Pork Metalware Co., Inc. ....... 102 
Parker Mfg. Co. ........c-csceee 312 
Patterson-Sargent Ce. ........... 121 
Poarl-Wick Corp. ..........secee 5 
Peck-Stow & Wilcox Ce. ........ 5! 
Pennsylvania Rubber Co ........ 43 
Pennsylvania Salt Mfg. Ce. ...... 64 
fennylvania Weven Wire Co..... 147 
Peter Pulverizer Pres., Inc........ 28 
Peters Cartridge Div. ............ 14a 
Phoenix Mfg. Co. ............... 39 
fieneer Gen-E-Motor Corp. ..... 7 
nary ony Glass Co. (Store i. 
rele te Gee. 5. res de ccdbes "7 
flemb Teel Co. ................. 129 
Plymouth Cerdage Co. ......... 22 
Premax Products Div. ............ 264 
Protected Steel Preducts ........ 202 
R 
bertos-Man - 
te Seles Diy ene ag 
MPOVae Ca. oo. ccccccccccaccs 146 
Reading Hardware Corp......... 37 
Regina Corp., The .............. * 
Remington Arms Co., Inc........ 185 
Reynolds Wire Co. .............. 27 
Rich Ladder & Mfg. Co., The... 316 
Richards-Wileox Mfg. Co. ....... 70 
og E> Saar 128 
Riegel Textile Corp.. ............ 317 
RN OR, cos cnc nce 226 
Robeson Cutlery Co., Ine. ....... 106 
Rechow Swirl Mixer Co.......... b4 
Rolyan Metal Products ........... 199 
Roper Corp., Geo. D. .......... 321 
Round & Sons, D. ............... 287 
Royal Electric Co., Inc. ........ i 
Bebberset Co. ....... 6... cscccce. 127 
Rus: 
ee re 
Ryerson & Son, Inc., Jos. T. ...... 275 
Ss 
Samson Cordage Works ......... 293 
DUCA ei ccce ncdacs cance 108 
Savage Arms 
lowe Mower Sealine, ye % 
Savogran Co., The ...........+++-. 107 
Schaffner Co.,, Gus J. .......... 230 
Schalk Chemical Co. ............ 120 
RS ~” aren oer 321 
Scholihorn Co., Wm. ............ 295 
Schroéder & Tremayne, Inc. ..... 257 
mubert Cau, The. .....5cccce.cee 282 
Schwartz Mfg. Co. .............. 39 
Sentinel Radio Corp. ........... 90 
Shapleigh Hardware Co. ........ 326 
Sheffield Bronze Powder & en 
ice MONA sk 255 a dae ng eoecen 
Shelby Spring Hinge Co. ........ > 
Sher & Peachin ..............0... 4! 
Sherman Mfg. Co., H. B......... 189 
SN WU: WUE oe cckite ckdosdsod ss 6, 89 
a AGN CB. 503 Sc eweie ose 292 
I MS. oo sigh asl icackeccat 271 
Simplex Mfg. Co. ............... 287 
Skillman Hdwe. Mfg. Co.......... 286 
Smith, Inc., Landen P. ...... 290, 325 
Smith & Son, Inc., Seymour ...... 292 
MAGN Mig. Co. ...cc.ccsccecesee 264 
Sel-O-Lite Mfg. Co. ..........4-- 254 
Sele Products Corp. ..........+.. 286 
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ee eer eryrere sre?» 290 
Southingten Hdwe. Mfg. Co., The 100 
Speedway Mfg. Co. ............- 240 
BONN TS. ac akicte es de dacesicas ad 
Stanton Supply Co. ............-. 281 
Star Div. Illinois iron 
LP ~anscliaotgn oe 
Stevens tong Ce. GS Baciscivcas ie 
Stewart Iron Works ............. 261 
Stewart-Warner Corp. .......... 9 
Superior Fastener Corp. .......... 286 
Swan Rubber Co. ..............- 26 
“Swift Lubricater Co. ......... 323 


Swing-A-Way Steel Products Co. . 279 


T 

Taylor instrument Companies ... 82 
Templeton, Kenly & Co. ........ 282 
Tennessee Coal, Iron & Railroad 

NE auasccpessicadaknhoatiteaashe 137 
Tennessee Enamel Mfg. Co....... 229 
Tennessee Valley Associates...... 262 
Townsend, B. W. ....-..-.--ese00+ 
Texite Laboratories .............. 7% 
Tremco Mfg. Ceo. .........+--+40- 229 
Triplex Screw Co. ............65- 221 
Troy File Werks ............+++- 284 
MY Se hbk dct secessesenantccess> 40 
WUE Ss Ck si Svea accecvdasscs sa 289 

U 

Union Hardware Co. ...........- 128 
Union Steel Products Co. ........ 294 
United States Steel Corp.....137, 142 
United States Time Corp.......... 4 
United Stove Co. .......sseceees 117 
Upson Brothers. Inc.............. 296 


Utica Drop Forge & Tool Corp... 49 


Utility Fan Corp. ...........-.++- 80 
v 
Vaughan & Bushnell Mfg Co..... 222 
Vaughan Novelty Mfg. Co. ...... 316 
Verd-A-Ray Corp. ........-+-++- 30 
Vichek Tool Co. .....ccccccescces 224 
Veet Bek, TRO: os. 0h deveceses 58 
Ww 
Walters Mfg. Co. ......-..-.545. 262 
Warren Tool Corp. ..........--+- 86 
Westinghouse Elec. & Mfg. Co... 85 
Wickwire Brothers, Inc. .......... 67 
Wickwire Spencer Steel Co...... 24 
Wilson-Imperial Co. ...........- 263 
Wilson Industries ...........+-+++ 132 


Winchester Repeating Arms Co.. 83 





Witt Cornice Co. ............-4+- 315 
Wix Accessories Corp. .......... 8 
Wood Shovel & Tool Co., The.... 148 
Wooster Brush Co. .............- 2 
Worman, V. H. Associates ...... 282 
Wright Steel & Wire Co., G. F... 317 
Wrought Washer Mfg. Co....... 262 
x 
X-Acto Crescent Products Co., 
MNS ctbdiowbdds o'ob.eéogithe andosie 232 
Y 
Yale & Towne Mfg. Co.......... 3 
Youngstown Mfg., Inc. .......... 73 











ORDER TODAY! 

The government has released 
a limited allotment of Silver 
Plated Flatware with steel 


base. We are lu enough to 





WHOLESALE DISTRIBUTORS 
SINCE 1911 


OSEPH HAGN CO. + 217-223 W. MADISON ST. CHICAGO 6 





- 


PYREX 


GAUGE GLASSES 
30,000 DOZENS 


com stock for immediate delivery of 
Connie. STANDARD, PYREX HIGH PRES- 
RED LINE sane PYREX BROAD 
RED LINE GAUGE GLA 
Machine facilities one, ie fr special lengths. 
Also Glass Cylinders, Oi! C lasses, Lubri- 
cator Glasses, etc. Write, Ong or phone. 


SWIET ae 

























DISCOVERED 


IN THE STEEL PLANTS 


+ FAULKNER 
MOLDING MORTAR 


First used by steel plants successfully, now 
packaged for repairing cracked firepots 
Forms solid stone-like lining 





and stoves. 
. . . gbaranteed at 2500° F. Easy to in- 
stall. Dry, ready mixed . . . simply add 


water .. . 25, 50, 100 pound bags. 


Write today for prices. 


The J. A. FAULKNER REFRACTORIES CO. 
303 MAHONING BANK BLDG., YOUNGSTOWN, OHIO 

















Genui"® DOMES of SILENCE 
SLIDE SILENTLY - SOFTLY - SMOOTHLY 
40c SET -10c SET-10c SET | SAVE FURNITURE 


: & FLOORS - CREATE QUIET 


Look for name 
Domes of Silence — Insulated Cushion Glides 








“Domes of Silence" 


ro. 





For Tile, Marble, Cement and Bathroom Floors. 
Noiseless. Sizes for metal beds, wood beds, large 
chairs and al furniture. 





Ask your Jobber 


DOMES of SILENCE 
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VEN | KNOW IT’S EASIER 
DRILL A ROUND HOLE 

THAN TO MORTISE 
A SQUARE ONE 


€ 





DEXTER 
TUBULAR 


LOCKS and LATCHES 


















A Drop Handle Latch Lock, from 
the time of Ben Franklin, used on 
the door of the Congregational 
Church in Essex, Connecticut for 
nearly a hundred years. Removed 
recently because the noise it made 
interfered with the sermon. 










A 


1944 War Housing Calls for 
DEXTER-TUBULARS 


Ben Franklin, who said, “A penny saved is a penny earned," might 
certainly have said, "Time saved is profit earned," if he had known 
of Dexter Tubulars. Their speed of installation (with the aid of the 
helpful Dexter Bit Guide) is an important advantage to builders. Their 
precision built quality assures absolute satisfaction to owners and dealers 
— performance backed with a lifetime guarantee. 


Now available in limited quantities as provided by Government regula- 
tions. Our regular established dealers come first. Write for your copy 
of the Commander Line Catalog, showing hardware conforming to 
WPB revised Order L-236. 


Manufactured by NATIONAL BRASS COMPANY 


GRAND RAPIDS, MICHIGAN 
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SHAPLEIGH HARDWARE COMPANY 


sa-LOuUIS 


Shapleigh National Series Number 2434 








